


OF THE OFFICE EQUIPMENT INDUSTRY 


keep sharp the tools of success 
taking the count without a headache 
salesmen—a firm's life blood... 
canadian dealers are optimistic.. 
extra sales from use of right words 

is your phone service adequate? 
your records and the atomic age. 

it pays to have suggestion system 


appropriateness is primary................... 


When you sell carbon papers, ribbons, duplicating and office 
supplies you need competitive strength . . . Webster's 
li to you in an unbeatable combination of 
high quality, wide variety and attractive packaging. 
Webster's national advertising brings in the customers, 
Webster's quality performance brings them back again. 
You've got what they want when you stock Webster's. 


gives it 


lf your customers want... 


EXCLUSIVE 
FEATURES 


ATTRACTIVE 


SPECIALTY 
PACKAGING 


CARBON PAPERS 


WEBSTER’S MATCHED PACKAGING 


WEBSTER’S CARBON BINDER and 
ECONOMIZER is the original and 
the best; MULTIKOPY and NON- 
TACK PENCIL REGISTER ROLLS 
are brilliant performers; WEBSTER’S 
PENCIL CARBONS are available for 
every purpose. The whole line is a 
quality line. 


WEBSTER'S MICROMETRIC CARBON 
PAPER, with the famous numbered 
scale, is unique. Webster research — 
which pioneered the first non-filling 
ribbon still leads in exclusive fea- 
tures. Throughout the Webster line, 
you'll find special features for faster 


selling 


for carbon papers and typewriter rib- 
bons is the most attractive in the in- 
dustry. Webster products make eye- 
catching displays, and one helps to 
sell another. Webster packages are 
“silent salesmen"’ for you! 


u to sell 


Let Webster's merchandising specialists help you 
more Webster's products with attractive displays, news- 
paper mats, folders, mailers, blotters and catalogs (with 
your store name imprinted free). Materials and the 
experienced help of the Webster organization are yours 


for the asking. Just write F. S. Webster Company. 


F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1951, 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $6.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $7.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $9.00. 
Single copies, thirty-five cents in the U. S. and 
its territories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


‘Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 

for honest differences of opinion, the awe obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal 
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LASSITEFICATIONS 
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usiness office are represented. Should subscribers be interested in any article of office — 


mmunicate with the service bureau, through which the information will be prompt 
without obligation. 


Adding Machine Parts 
ames & 
e ma . 

Adding Machines 
4 RK. ¢ i 
B e A 
( M 


’ \ . ‘ 
Adding Machines, Rebuilt & Used 
s W 
Addressing Machines 
\ ‘ 
\ A 
Adhesives 
Se In} A 
Arch & Clipboard Files 
‘ VW } 


Arm Rests 


Ash Trays & Stands 


Associations 


Off 

oft \ 
Atiases, Geograph al 

(re 


r 
Bank Supplies 
) ( 


W 
G 
Stemr TE, 


Bankers, Notecases 


G F 

( t Ww 

\ Safe & 
Billing Machines 

Re R 


Binders, Catalog & Periodical 


Binders, Permanent Storage 
r B 


Bilackboards 


‘ 


Blankbooks 


Blue Print & Pian fF binets 
H 
v, 
r 
uN 
& | 


Bond Boxes 


Bookcases 


we 
Bookkeeping Mact 


( 


Box Letter Files 
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Brief & Zipper Cases 


Chicago Saddlery Co 
Doppelt, Charles, & (« 
Feldco Loose Leaf Corp 
Stebco Products 


Stein Bros 
Buiit to Order Office Furniture 
Watson Mfg. Company, Inc 
Bulletin Boards 
Davenport, A. C., & Son, In 
Business Forms 
Aigner, G. J., Company 
Exline, William, Inc 
Caleulating Devices 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co 
Caiculating Machines 
Allen, R. C., Business Mehs., Ir 
Barrett Add. Machine Div 
Clary Multiplier Corp 
Precisa Distributors, Ine 
Smith, L. ©., & Corona Typ 
Victor Adding Machine Co 
Caleulating Machines, Used 
Calculator Equipment Corp 
Shipman-Ward Mfg. Compa 
Carbon Papers 
See Ribbons & Carbons) 
Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Home-O-Nize Company, The 
Imperial Methods Co. 
Invincible Metal Furniture Co 








Meta! Office Furniture Co 
Parker Steel Products, Inc 
Rockwell-Barnes Co 
Shaw-Walker Co 

Weis Mfg. Company 


Yawman & Erbe Mfg. Compat 
Cards, Business 


Wigelr J ., Co 

Cash Boxes 
Art Steel Sales Corp 
Central Can Company, In¢ 
Cole Steel Equipment Coa 


General Fireproofing Co 
Globe -Wernicke Co., The 
Guide System & Supply Co 
Peerless Steel Equipment (: 


Rockwell- Barnes Co. 
Cash Register Parts 
Int'l Cash Register Parts (« 


Casters, Caster Bearings, Slides 
Rassick Div. Stewart-Warner 
‘ son Corporation, The 
Darnell Corp., Ltd 
Master Mfg. Co 

Chair trons 
tassick Div. Stewart-Warn 


Collier-Kevworth Company 


Seng Co., The 

Chair Mats 
Hardboard Fabricators, Inc 
Service Prod. Div. Woodall 
Stempel Mfg. Co 

Chairs, Folding 
Adirondack Chair Company 
Krueger Metal Products 
Lyon Metal Products, Inc 


Royal Metal Mfg. Co 

Wells Chair Corporatior 
Chairs, Office 

Aluminum Seating Corp 


Annike Sales & Equipment C<« 
Art Metal Construction Co. 


Barcalo Mfg. Company 
Bright Chair Co 

Cramer Posture Chair ¢ 
Domore ¢ air (x 

Engine Mfz¢. Co 

| ‘ ‘ 

G I vifing ¢ 

G Rapids Leather Furn. ¢ 
Gunlocke, W. H., Chair ¢ rhe 
Harter ¢ 

High-Point I 1. & Chair Co 
I ul Lea r Furni ( 
‘ r ¢ 4 ( 

Jasper S« g « 

lobr Chair ( 

Marble, B. L., Chair Co., The 
Metal Office Furniture C« 
Miller, Herman, Furniture ¢ 
New Indiana Chair Co 

Nier I 
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Scerbo, Frank, & Sons, Inc 
Shaw -Walker Co 
Shepherd, N. T., Chair Co 
Stanley Mfg. Co. 
Sturgis Posture Chair Co 
Taylor Chair Co 
Upholstery Leather Group, The 
Wells Chair Corporation 
Chairs, Pesture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co 
Cramer Posture Chair Co 
Domore Chair Co 
Fritz-Cross Co 
General Fireproofing Co 
Guniocke, W. H., Chair Co., The 
Hamilton Mfg. Corp 
Harter Corp 
High Point Bend. & Chair Co 
Imperial Leather Furniture Co 
Jasper Chair Co 
lohnson Chair Co. 
King Posture Chair Co 
Marble, B. L., Chair Co., The 
Metalstand Company 
New Indiana Chair Co 
Royal Metal Mfg. Co 
Sturgis Posture Chair (Co 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Company 
lasper Chair Co 
New Indiana Chair Co 
Wells Chair Corp 
Cheeks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 
Checkwriters and Signers 
Hall-Welter Co 
Safeguard Corp 
Clipboards 
See Arch & Clipboard Files) 
Coin Bags, Trays, Wrappers 
Downey, C. L., & Co 
Exline, William, Ine 
Copyholders 
Acco Products, Inc 
Adkins & Kuschel Company 
tankers Box Co 
Copy Right Mfg. Corp 
Hall-Welter (« 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction ( 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Company 
General Fireproofing Co 
Gift Craft Leather Co 
Globe-Wernicke Co., The 
Imperial Methods Co 
Maso Steel Products 
Metalstand Co., In 
Peerless Steel Equipment Co 
Security Stee] Equipment Co 
Sengbusch Self-Cl. Inkstand Co 
Service Prod. Div. Woodall 
Shaw-Walker (« 
Stempel Mfg. Company 
Valco Company 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Globe-Wernicke Co., The 
La Salle Products Co 
Peerless Steel Equipment Co 
Security Steel Equipment (« 
Valeo Company 
Wells Chair Corp 
Covers, Loose Leaf 
Ellingseworth Mfg. Co 
Cushions & Pads, Chair 
Perfect Rubber Seat. Cushion (« 


Dating Stamps 


American Numbering Machine (< 


tates Mfg. Co 

Consolidated Stamp Mfg. Co 

Force, William A., Co 

Fulton Marking Equipment Co 
Desk Lamps 

Flexo Int'l Corp 

General Lamps Co 

Midwest Naturlite Co 

Wells Chair Corporatio 
Desk Name Plates 

Acme Products Co 

Force, William A., & Co 

Plastic & Wood Products Co 
Desk Pads & Tops 

Chicago Desk Pad Co 

Gift Craft Leather Co 

Wilson Jones Co 


For the benefit of the subscribers the lines advertised in this issue are here classified. Many of the requirements of the modern 


ment not listed here, they are invited 
'y and cheerfully furnished by letter 


Desk Pon & Ink Sets 
Gift Craft Leather Co. 
Sengbusch Self-Cl. Inkstand Co 
Desk Side Files 
Amberg File & Index Co. 
Cole Steel Equipment Co. 
Yawman & Erbe Mfg. Co 
Desk Trays 
(See Correspondence Trays ) 
Desk Work Distributors 
Advance Prod. Div, A.8.B 
Globe-Wernicke Co,, The 
Lyon Metal Products, Ine 
Victor Safe & Equipment Co 
Wilson Jones Co 
Desks 
Alma Desk Company 
Annike Sales & Equipment Co 
Art Metal Construction Co. 
Rentson Mfg. Co., The 
Rrowne- Morse Co. 
(ardinal Sales, Inc 
Clemco Desk Mfg. Co., The 
Corry -Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe- Wernicke Co. , The 
Haskell Mfg. Co., Ine 
Hoosier Desk Co 
Imperial Desk Company 
Indiana Desk Co. 
Invincible Metal Furn. Co 
Jasper Desk Co. 
Jasper Office Furniture Co 
Leopold Co 
Metal Office Furniture Co 
Miller, Herman, Furniture Co 
Myrtle Desk Company 
Peerless Steel Equipment Co. 
Royal Metal Mfg. Co. 
Scerbo, Frank, & Sons, Inc 
Security Steel Equipment Co 
Shaw -Walker Co. 
Standard Furniture Co. 
Victor Safe & Equipment Co 
Wells Chair Corporation 
Worden Company, The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Dictating Machines 
Miles Reproducer Co. , Inc 
Dietating Machines, Used 
Shipman-Ward Mfg. Company 
Drafting Instruments & Equipment 
(-Thru Ruler Co. 
Cardinell Corp 
Haskell Mfg. Co., Inc 
Duplicating Machines & Supplies 
Adkins & Kuschel Company 
Ames Supply Co 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Colonial Carbon Co 
Columbia Rib. & Carbon Mfg. Co., Im 
Dick, A. B., Company 
Harding, Milo, Company 
Hart Mfg. Co. 
Heyer Corp., The 
Ink Specialties Co., The 
Manifold Supplies Co 
Mid-Continent Sales Co. 
Mittag and Volger, Ine 
Multistamp Company 
Old Town Ribbon & Carbon Ce. 
Peerless-Imperial Co., Inc 
Print-O-Matiec Co., The 
Queen Ribbon & Carbon Co 
Smith, L. C., & Corona Typs 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Wright Dupl. Div. Hart 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Halverson Specialty Co. 
Mim-E-O Stencil Files Co 
Envelopes 
Globe-Wernicke Co., The 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co 
Envelopes, Plastic 
Aigner, G. J., Company 
Markilo Company 
Eradicators, Ink 
Carter's Ink Co 
Erasers, Rubber 
American Pencil Company 
Ames Supply Co 
Koh-I-Noor Pencil Co 
Robert Weldon Rubber Co 
Expense Books 
Beach Publishing Co 
Melton Publishing Company 
(Continued on page 6) 
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(Continued from page 5) 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co. 
File Boxes, Fibre 
Bankers Box Co. 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 
Filing Cabinets, Metal 
Advanco Prod. Div, A.S.B 
All-Steel Equipment, Inc 
Annike Sales & Equipment Company 
Art Metal Construction Co 
Art Steel Sales Corp 
Bentson Mfg. Co., The 
Berger Mfg. Div. Republic 
Browne-Morse Co., The 
Cardinal Sales, Inc 
Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guardsman Safe Co 
Invincible Metal Furn. Co 
Keystone Steel Equip. Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Remington Rand, Inc 
Rockwell- Barnes Co 
Security Steel Equipment Co 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Watson Mfg. Company, Inc 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Filing Cabinets, Wood 
Globe-Wernicke Co., The 
Imperial Methods Company 
Wels Mfg. Co. 
Wells Chair Corporation 
Filing Supplies 
Acco Products, Ine 
Advanco Prod. Div. A.S.B 
Aigner, G. J., Company 
Amberg File & Index Co 
Art Metal Construction Co. 
Art Steel Sales Corp 
Barkley, C. L., & Co 
Browne- Morse Co. 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell- Barnes Co 
Security Stee] Equipment Corp 
Shaw-Walker Co. 
Smead Mfg. Company, The 
Victor Safe & Equipment Co 
Warshaw Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 
Fountain Pens 
Esterbrook Pen Co., The 
Gathering Racks 
Evans Specialty Company 
Globes, Geographical 
Cram, George F., Co., The 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. Co 
Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 
Gummed Tape & Sealing Machines 
Minnesota Mining & Mfg. Co 
Reyburn Mfg. Co., Inx 
Tape, Incorporated 
Index Card Signals 
(See Signals, Index Card 
Index Tabs 
Aigner, G. J., Company 
Amberg File & Index Co 
Associated Cellulose Prod. Corp 
Barkley, C. L., & Co 
Ezyindex Products Company 
Globe-Wernicke Co., The 
Graff, George B., Co 
Guide System & Supply Co 
Markilo Company 
Master Products Mfg. Co 
Reyburn Mfg. Co., Inc 
Shaw-Walker Co 
Sheppard, C. E., Co 
Speed Products Co., Inc 
Victor Safe & Equipment Co 
Warshaw Mfg. Co., Inc 
Inks, Adhesives, etc. 
Carter's Ink Co 
Colonial Carbon Co 
Higgins Ink Co., In 
Inkstands 
Sengbusch Self-Cl. Inkstand (x 


Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc 
Warshaw Mfg. Co., Inc 
Weis Mfg. Co. 





Ladders, Library, Store & Vauit 
Cotterman, L. D 
Leather Goods 


f go Saddlery 


Produ 
s Bros 
Letter Trays 
Library Equipment 
All-Steel Equipmer 
B Morse ¢ 
‘ " lamest n Vif Cort 


Lockers & Storage Cabinets 


\ S 1 Ea I 
\ rson-Hick 
\ M al Cor ( 
I Mfg. D R 
| Morse ( 
( 7 4 M Co 
i t W r ke ( I 
I M I ( 
ne Steel I nt Co 

I M P I 

: r Steel P I 
S Steel } ( 
. w-Walker ( 
Y in & Erbe Mfg. ( 

Loose Leaf Books & Devices 

4 Loose Leaf Bir ry ¢ 
A G. J., ¢ i 
\ I &I ( 
I Loo I ( 
s 1, ¢ I Cor 
S Lax © I 
\ B M W \ 
W lor f 


Loose Leaf Metals 
; Peeters 
S rd. c. } 
“ Jones Co 

Loose Leaf Ring Binders 
I iH Binder ¢ 

Loose Leaf Sheet Covers, Plastic 


\ r G J { 
Vi | ” 
W T lone | 
Mail Distributors 
cy unco Prod. D A 8 
Glo Wer ke ( 
. Safe & } P 
Map Tacks 
Graff, Ge B., ¢ 
M } Pin ¢ 
Maps, Globes, ete 
\ M ( 
r Geor I 
Marking Devices 
‘ a ~ Vi { 
W A & « 


S 1 Furr ‘ 

Mechanics & Repairmen Available 
Cor I 

Memorandum Books 
R Bart ( 
VW " lew ‘ 

Memorandum Devices 
Ba M ( 
| Vl ‘ 


Mending Tape 


M Mining & Mfg. ¢ 
Reyt wi ( | 

Metal Badges, Checks Tokens 
a _ WW 


Moisteners 
~ x T ( 


Numbering Machines 


\ ’ N V ‘ 
R M ( 
‘ ~ Mi ( 
I W 1 A ( 
S uit, R.A & { 
Office Partitions & Railings 
G Wert ke ( rT 
\\ Vie | 
Office Printing Outfits 
i \ \ & ( 
} “fl } nent ¢ 


Pads, Figuring 
W ( 
Paper 
} . | i 
R | ( 
s { 
Paper Clamps 


\ Per Sharper ( 


Hi ‘ H | ( 
Paper Clips 

Cook, H. ¢ Co., 7 

P ( W ( 

\ M Co 
Paper Fasteners & Washers 

‘ R rch, Ine. 

Paper Fastening Machines 


Markwell Mfg. Company 
Victor Safe & Equipment Co 
Parcel Post & Postal Scales 
Pelouze Mfg. Co 
Paste 
See Inks, Adhesives 
Pen & Ink Sets 
Esterbrook Pen Co., T! 
Pencil Sharpeners 
Automatic Pencil Sharpener Co 
Hunt, C. Howard, Pen Company 
Pencils, Mechanical 
Esterbrook Pen Co., The 
Pencils, Wood Cased Lead 
American Pencil Compar 
Koh-I-Noor Peneil ¢ 
Pen Refills 


Fisher Pen Co 
Pens 
Fisher Pen Co 
Sengbusch Self -¢ Inkstand Co 
Pens, Steel 
I brook Pen ( rt 
Hu C. Howard, Pen ¢ 
Photo Mailers 
P e Company 
Pins & Pin Containers 
Vail Mfg. Co 
Plastic Sprays 
Krylon, Incorporated 
Platens, Typewriter, ete 
Ames Supply Companys 


Shir un-Ward Mfg. ¢ 
Posting Trays & Stands 


asco Corporatior 
Presentation Covers 
Amberg File & Index ¢ 


Ellingsworth Mfg. ¢ 
Price & Sign Markers 
Cons 


lated Stamp Mfg. ( 

Force, William A., & Co 
Fulton Marking Equipment Co 
Stewart, BR. A., & ¢ 

Punches 
4 Products, Ir 
Bates Mfg. ¢ 
Globe-Wernicke Cor any, The 
Hoggson & Pettis Mf ‘ The 
Master Products Mfg. (¢ 
Wilson Jones Co 

Push Pins 


Moore Push Pin Compa 
Ribbens and Carbons 


American Carbon Paper Mfg. Co 
Ames Supply Co 
Buckeye Ribbon & Ca ( 
Cameron Mfg. Co 
Cart Ink Compar 
( lo Mfg. Co 
( bia Rib. & Carbon Mfg. Co., Inc 
I ss 
Manifold Supplies ¢ 
M ig & Volger, li 
Old Town Ribbon & Carbon ¢ 
Peerless-Imperial Co., Ir 
PI ps Process Co Inc 
Queen Ribbon & Carbon ( 
Regal Typewriter ( 
Remington Rand, Ir 
R il Typewriter ( 
Shipman-Ward Mfg. ¢ 
Storms. H. M Co 
| lerwood Corp 
U'. S. Type Ribbon Mfg. ¢ 
W er, F. 8., Co 
W Ine 
Rubber Bands 
Robert Weldon, Rubber ¢ 
Rubber Stamp & Plate Mfg. Mchs 
4 in Evatype Cory ation 
Rubber Type 
Cor lated Star M ( 
I W iam A ‘ 
Stew R. A., & Co 
Rulers, Transparent 
C-T Ruler Co 
Safes, Office 
Art Metal Construction ( 
Brush-Punnett Compar 
Cole Steel Equipment Co 
G ral Fireproofing Co 
Globe-Wernicke Co., Tt 
( irdsman Safe (< y 






Herr Hall-Mar Safe ( 
I ble Metal Furn. ¢ 

M k Steel Safe Co 

Prot a Safe Corp 

R gton Rand, Inc 
Schwab Safe Company 


Shaw-Walker Compar 


\ r Safe & Equipment ¢ 
Safes, Used 
Em Safe Compar 
Sales Representatives Availabie 
K John H., ar A ssux 
Sand Urns 
V Co any 
Sand Urns (Sandless) 
Aget Mfg. Company 
Serapbooks 
Glo Wernicke ( I 
Weis Mfc. Ca 
Wilson Jones Co 
Shelving 
All-Steel Equipment, I 
Bankers Box Ce. 
Berger Mfg. Div. Reput 


Browne - Morse Co 

Corry-Jamestown Mfg. Cort 

Lyon Metal Products, Inc 

Neubauer Mfg. Co. 
Shows & Exhibitions 

Nat'l Office Furniture Ass 

Nat'l Office Management Assr 
Signals, index Card 

Cook, H. ¢ Co., The 

Graff, George B., Co. 

Victor Safe & Equipment ¢ 
Signs & Name Pilates 

(Decaleomania) 

Meyercord Company, The 
Signs, Changeable Letter 

Davenport, A. C., & Son, Ir 
Slide Rules 

Engineering Mfg. Co. 
Smoking Stands, Office 

Aget Mfg. Company 

La Salle Products ( 

Nestler-Fields Mfg. Co., ! 

Smo-King Products 

Valco Company 


Wells Chair Corporati 
Sorting Devices 
Amberg File & Index ( 


Currier Mfg. Company 

Yawman & Erbe Mfg. ( 
Spindle Files 

Wells Chair Corporatior 
Stamp Pads 

Bates Mfg. Co 

Carter's Ink Company 

Consolidated Stamp Mfg. ¢ 

Force, William A., & ¢ 

Fulton Marking Equipment 

Phillips Process Co.. I 

Stewart, R. A., & ¢ 
Stamps, Duplicating 

Multistamp ¢ 
Stamps, Rubber 


(See Ru 


Stamr 


Stands for Office Machines 
All-Steel Equipment, I 
Ames Supply Co 
Cardi Sales, Inc 
Cole 8 | Equipment ¢ 
Ger I vf ( 
Harter ¢ 
Maso 8 I 
Meilink S Safe ¢ 
Metalstand Company 
Midw Metal Mfg. ¢ 
Secur Steel Equipme ( 
Shipman-War Mfg. ¢ 
Wells Chair Corporatior 

Staple Extractors 
Ace Fas ( 


Markw Mf Compat 
Staples & Stapling Machines 
Ace Fastener Corp 
Arrow Fastener Co., Inc 
sate vie ( 
Markwe Mfg. Compar 
Vail Mfg. ¢ par 
Wells Cha Corporatior 
Stationery Racks 
Halverson 8 i Sale 
Mim-B-O Ster Files ( 
Stencils, Brass 
Dayton Ste Works 
Stenographers’ Notebook 
Rockwell-Barnes Co 
Stools 
Engineering Mfg. ¢ 
Harter ¢ 
We ( r Corpora 
Storage & Transfer Cases 
All-Steel I pment, I 
Amberg I & Index Cr 
Art Me ( tr m 
Art Steel S Cort 
Banke B Company 
sarkle 3 & Co 
Bentson Mfg. Co., The 
terger Mf Div. Rey 
srowne-M ( 
Cardinal Sales, Ine. 
Cole St } met 
Columbia Stee] Equip: ‘ 
Corr la mw Mfg. ¢ 
Gener Fire wfing « 
Globe-W ke Co., The 
Guide 8 & Supr ( 
Herring-Ha Marvin Safe ¢ 
Imperial M wis ¢ 
Invincit M Furn. ¢ 
Metal Off Furniture Co 
Oxford I Supply ¢ 
Parker 8 Prox ts, I 
Peerless 8 | Equipment ¢ 
Pronto File Cort 
Rockwe Bart ( 
Secur s Equipment ¢ 
Shaw-Walk Co 
Vangua Eng. & Mfg. ¢ 
Weis Mfg. ¢ 
Yawman & F Mfg. ¢ 
Store Fixtures & Equipment 
All-Steel I nt, Ir 
Strong Boxes, Fire Protected 
Herring-H Marvin Safe ¢ 
Meilink Steel Safe C« 
Protectall Safe Co 
Victor Safe & Equipment ¢ 
(Continued bottom page 7) 
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WANTS AND fOR SALE 


The rate for classified advertisements is twelve cents a word, minimum 
charge $2.40, payable with order. Add six words if box address is used. 


SITUATIONS WANTED MANUFACTURER OF A LOW PRICED office specialty is in- 
terested in increasing direct distribution. Ideal for men now 
_ ' \DDING . —_ , _% . selling to offices. $2.75 profit on each sale. Write Box P-72, 
YPEWR \DDING MACHINE MAN Available July Ist giving full particulars. Office Appliances, Chicago 6. 
Age { é s' store manager, 5 years shop experience, 
I is wher-manager. Accustomed to better than 
oy be Prefer South, Southwest location. Box C-95 MECHANICS & REPAIRMEN WANTED 
we oe eereTt ‘ COMBINATION SERVICE MAN, Typewriters and Adding 
MECHANI [f 12 YEARS experience on typewriters Machines with sales ability. Steady employment on liberal 
iding idressing machines, cash registers and basis. Muncie Typewriter Exchange, Muncie, Indiana 
rs want tion in California. A. Bernard, 6721 Elliott - . . 
: Minn¢ meena W ANTED—tTypewriter and adding machine mechanic. Prefer 
one who has knowledge of Allen-Wales adding machines and 
YPEWRITI AND ADDING MACHINE Mechanie with fif- all makes of typewriters. Preference will be given to the 
: ears : nee; married. Prefer permanent job. Box man who can meet the public. Must be able to supervise 
Y ppliances, Chicago 6 other workers. Excellent salary with profit sharing oppor- 
tunities to the right man. Age preference 35-40. Box P-73, 
care Office Appliances, Chics 6. 
OMBINA N SERVICE MAN, 20 years’ experience, inte = co Appliances, Calcago ee ae ee re 
t I t t requires reliable lg i above — " RATES - : . ,e no 2 a " 
Be . a ee ee ae ae EXPERIENCED COMBINATION SALES & SERVICE MAN— 
Office nees, Chicago 6 ; ; Unusual opportunity available. Expert repairman with sales 


ability. Must be financially responsible, own car, repair and 

overhaul typewriters, adders—prove experience on calculat- 

EXECUTIVES AILABLE ing machines, willing to locate permanently Los Angeles 
rive AVAILABLE area This excellent opportunity offers full profit sharing 

basis and participation in our business which includes two 


MAN TO MA? SALES: If you have a main office or divi exclusive new machine franchises. Reply P-74, care Office 
! I problem which might be solved by an Appliances, Chicago 6. 
geres e and enthusiastic man experienced in 
p g and advertising in the business equip y — ny y tay TE al Ile 
field wf oy 9 ng Fy A oe WANTED TYPEWRITER MECHANICS — Adding Machine 
enh? with a leader of the industry and seek Mechanics—Calculating Mechanics—-Ediphone or Dictaphone 
illens rection in the medium income bracket Mechanics—Time Clock and Time Stamp Mechanics, inside or 
} OFFICE APPLIANCES to send. on yout outside work. Young Office Machines Co., 170 N. LaSalle 8t., 
t revealing the request to me or any Chicago 1, Ilinois 
1 qualifications and references 30x ; 
jliances, 100 E. 42d St., New York 17 TYPEWRITER AND ADDING Mechanic wanted. Our present 
mechanic expects Army call in April. Daley Office Equipment 
- — ; . Co., Longmont, Colorado. 
XPERIEN XECUTIVE. Now employed—available for 
é Fourtes “ars as supervisor and op aa Se °C . —_ ~_ IC , 
Fanenes for (we leamtnt aes anaiaan rYPEWRITER & ADDING MACHINE MECHANIC—Wanted 
ugh knowledge of office supplies and by Remington Rand authorized agency. Top pay for capable 
record. Has supe rvised sales covering man. Permanent position. Please send snapshot, qualifica- 
’ ome nome 406 dealers in Sve states tions and references first letter. Walzel Office Equipment 
esmen at branch offices and for dealers Co sox 586, El Campo, Texas 

nt « nows of this advertisement Address “ ’ nails 2 " 

On as Sion O Illinois ; TYPEWRITER AND ADDING MACHINE MECHANIC—By 
Smith-Corona Typewriter and National Adding Machine 
dealer. Good pay. Permanent position. Please send qualifi- 

. . ng cations, references, and snapshot first letter Typewriter 
SALESMEN WANTED Service Company, 120 North 3rd Street, Albuquerque, New 
Mexico 


LN D FOR OUTSIDE TERRITORY By a 

ne thorized Agency, experienced in selling EXPERIENCED SUNDSTRAND Class “D"” Mechanic: Will 
! g Machines, Calculators, Duplicators, Of top your present salary, plus profit sharing plan. Give full 
pplies. Must be honest and aggressive details in first letter. Large Underwood agent located in 
nd snapshot first letter. Walzel Office Indiana. Our employees know of this advertisement. Box 


86, El Campo, Texas P-75, care Office Appliances, Chicago 6 


NSID O SALESMAN wanted by prominent New WANTED EXPERIENCED UNDERWOOD AND SUND- 
é Of | nt Dealer. Good opportunity for man STRAND Mechanic. Permanent job. Must be reliable and 
to assist with management in absence sober. Give complete information and references. Under- 
1 are Office Appliances, 100 East 42d wood Agt. Located in North Carolina. Box P-76, care Office 
N Appliances, Chicago 6 
Continued from page 6 Thumb Tacks Typewriter Cushion Bases & Knobs Kalistron 
Table Graff, George B., Co American Hair & Felt Co Niemann, Inc 
M ‘ She n Tack Company Ames Supply Co Royal Metal Mig. Co 
Vail Mfg. Company Peerless Steel Equipment Co Seerbo, Frank, & Sons, Ine 
Ticket Holders Shipman-Ward Mfg. Co Stanley Mfg. Co 
\ r. G. J., Company Typewriter Cushion Keys Thomas Furniture Co 
, Time Clock Supplies Ames Supply Co.  pholstery Leather Group, The 
\ Aeme Pal hing Co Peerless Imperial Co., In Wells Chair Corporation 
Tiese Clocks @ Q@eterdae Sh oman Ward Mfg. Co Upholstery Materials 
Bnt’l Business Machines Cor Speed Key Corp Kalistron 
S loslin, A. D., Mfg. Co Typewriter Parts & Tools Masland Duraleather Co. 
< “ Ames Supply Company Thomas Furniture Co 
* Trimming Geards Shipman-Ward Mfg. Company Visible Systems Equipment 
S , arm in Photo Laboratorie Western Patent Accessories Co. Aigner, G. J., Company 
Safe & Ideal School Supply C Typewriter Tables Art Meta! Construction Co 
Photo Materials ( See Stands for Office Machines Globe-Wernicke Co., The 
5 Type, Typewriter Typewriters, Mfrs. of Remington Rand, Inc 
y i A Supply Company Allen. R. C., Business Machines Shaw -Walker Co 
ables, Folding 
Sniy un-Ward Mfg. Co Int'l Business Machines Corp Victor Safe & Equipment Co 
Tabulating & Statistic Machines Typewriter Cleaning Material Remington Rand, Inc Wilson Jones Co 
’ < . \ Supt a Royal Typewriter Co Yawman & Erbe Mfg. Co 
Ca ell Cort Smith, L. C., & Corona Typs Visible Systems Equipment, Used 
Clarotype ¢ Inc.. The Underwood Corp Nathan, Charles 8., Inc 
Tags Mittag and Volger, Inc Typewriters, Rebuilt & Used Waste Baskets 
M star Company Regal Typewriter Co Art Steel Sales Corp 
Tax Records & F Norta D buting Compa: Shipman-Ward Mfg. Co Cole Steel Equipment Co 
. nee Prnewstier Cn Upholstered Furniture Corry-Jamestown Mfg. Corp 
- aia Walt Ute ae Barcalo Mfg. Co General Fireproofing Co 
Telephone Accessori a . s Bright Chair Co Globe-Wernicke Co.. The 
' ebster, F. 8., Co Cardinal Sales, Inc Security Steel Equipment (o 
ifg. Typewriter Covers Grand Rapids Leather Furn. Co Shaw-Walker Co 
A = Ward Mfg to Imperial Leather Furniture Cc Wells Chair Corporation 
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WANTS AND FOR SALE, Continued from Page 7 


MECHANICS & REPAIRMEN WANTED, Continued 


OFFICE MACHINE MECHANI Opportunit to take com- 
plete control of Office Machine Repair Dept. that has been 
run down. Operate it as if it were your own business on 
profit sharing plan. Excellent opportunity rr good ex 
perienced man. Write your exper ce for ir full plan 
Minimum earning guaranteed $50.00 per week. Box P-82 care 


Office Appliances, Chicago 6 


SERVICEMAN, FRIDEN Calculator Friden Calculating 
Machine Agency—42 Ionia Ave. N.W Grand Rapids, Mich 


WANTED BURROUGHS MECHANIC—Office Machine Com 
pany, 213 West 8th St., Chattanooga renn 





SALES REPRESENTATIVES AVAILABLE 


SALESMAN CALLING on commercial stationery trade 
Northern Illinois, Northern Indiar including Chicago, de 
sires one or two additional lines Well known in industry 
Box C-99, care Office Appliances, Chicago 6 

MAN WITH 5 YEARS’ EXPERIENCE selling office supplies 
furniture, systems and maching« to the consumer now seek- 
ing traveling position in south or yutheast or will consider: 
lines as manufacturers representati Age 30, married, new 


car, top trade references. Write C-100, care Office Appliances, 
Chicago 6. 


JOBBER ITEMS WANTED: Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround 
ing territory. Donald F. Rossin Co 123 So ith St., Min 
neapolis 15, Minn. 


MANUFACTURERS REPRESENTATIVE AVAILABLE for 
Texas, Oklahoma, Arkansas and Louisiana Experienced in 
Office Machines and Office Supplic Box C-101, care Office 
Appliances, Chicago 6 


SALESMAN WITH FOLLOWING wants additional line or 
aggressive promotion in New England and New York State 
Box C-102, care Office Appliances, Chicago ¢ 


SALES REPRESENTATIVES WANTED 





MANUFACTURERS AGENT, now contacting retail commer 


cial stationers, business machine Dealers, et irious open 


territories. Supplement present lines by representing manu- 
facturer nationally known office dey Box P-77, care Of- 


fice Appliances, Chicago 6 


MANUFACTURER'S AGENT WANTED by Nationally adver 





tised Ball Point Pen and Ink Re Cartridge manufacture! 
for New York State, excluding New York City Also Indiana, 
Michigan. Ohio, Kentucky and Wes Virginia Price range 
25c to $6.50. Must be well established and known to sta 
tionery trade Fisher Pen Company, 757 Waveland Avenue 


Chicago 13, Illinois 


MANUFACTURER'S REPRESENTATIVES for nation wide 
distribution of revolutionary, new plastic typewriter ribbon 
container. Would give exclusive to rig party Box P;83 
care Office Appliances, 100 EF. 42nd St., New \ 17 


EASTERN STATES SALES Representatives wanted to carry 
full line of Plastic Upholstered Chair ind Divans. Reply 
in full. Box »-78, care Office Appliances Chicago 6 


RETAIL BUSINESS FOR SALE 


METROPOLITAN NEW YORK THRIVING Offi Machine 
& Supply business. Letter shop. Exclusive agency for one 
of the Big 4 typewriter & Duplicator lines. Gross sales ap 
proximately $35,000.00 Must sell because of healt} Price 
$25,000.00. Box No. P-79, care Offices Appliances, Chicago 6 


OFFICE EQUIPMENT AND SUPPLY STORE with Gift De 


ant Long established in city of 18,000 (county seat) 
zast year's gross sales were over $150,000 Business rents 
its store on very favorable lease. Inventory and fixtures ars 
worth about $45,000. Will sell for $45,000 to $50,000 de 
pending on newW inventory Must have cast Owner has 
other interest is reason for sale. Box P-80 ire Office Ap 


pliances, Chicago 6 


ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating 
Machine Parts available. Quotations irnished on specifi 
parts upon request. I. A. Dehn, Jr 1643 101st Ave Oakland 
Calif. 
LISTS 

WILL SELL CHEAP list of 5 n ommercia tationers and 
office appliance dealers Also list of pp > m typewriter 
and adding machine dealers Names ot duplicated rhe 


Kraus Co., 48-02 43rd St., Woodside, N. ¥ 


FOUNTAIN PEN REPAIRING 


WELTY’'S REPAIR ALL MAKES FOUNTAIN PENS, Desk 
, v tok cs 


Pens, Pencils, etc. Repaired at standard prices—time now 
averages 5 to 21 days and improving We especially fea 


ture “CONKLIN,” SWAN, WATERMAN, WAHL, PARKER, 
WELTY, SHEAFFER, MOORE, etc., | in repair all othe: 


makes. We feature Gold Pen Points and Reé pairing Mail 
all makes to ONE place for better service ASK ABOUT 
NDBW WELTY PENS, $1.50 to $10.00 LIST Welty Pen and 


Repair Co: (Est. 1904). 38 So. State St., Chica 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and 
Calculating Machines, Comptometers, Electromatic Type- 
writers, and fanfold machines, bought and sold. Chicago 
Office Appliance Co., 1930 West 2ist St., Chicago 8. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machinery 
ne State model, serial number and we will quote highest 
cash prices. International Office Appliances, Inc., 29-31 East 
22d St., New York 10, N. Y. 


WANTED TO BUY—Sundstrand bookkeeping machines. Mod- 
els A and C. Give complete model number, serial, size car- 
riage and whether front feed or back feed. International 
Office Appliances, Inc., 29-31 East 22d St., New York 10, N. Y. 


W ANTED—AI! makes calculators and adding machines. State 
make, model, serial number and adding capacity Interna- 
tional Office Appliances, Inc., 29-31 East 22d St., New York 
10, N # 


WANTED surroughs or N.C.R. Bookkeeping and Billing 
Machines, Calculators, Comptometers, Adding Machines, et 

any style Quote complete description and best price. 
AMERICAN BUSINESS MACHINES, Ine 573 Broadway, New 
York 12, N. Y 


ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment, bought and sold Ww. J 
Crowley Company, 906-908 N. Water St., Milwaukee 2, Wis 


WANTED TO BUY Late model Elliott-Fisher bookkeeping 
ind billing machines. Must be over 250,000 serial number 
Accounting Machine Service Co., 605 W Washington St 
Chicago 6 


BURROUGHS PRODUCTS our specialty, get our higher cash 
prices for calculators, bookkeepers, billers, comptometers 
\. L. Steen, 547 So. Dearborn, Chicago 5, Il. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER Book- 
keeping Machines, Comptometers, all makes calculators 
bought and sold. Dorrell Office Machines Co. (Inc.), 93 8 
lith, Minneapolis, Minn 


WANTED: Rough Adding Machines and Calculators. Give 
make model serial capacity, etc Ford Adding Machine 
Service, 48 Warren St., New York 7, N. Y 


ELLIOTT FISHER AND SUNDSTRAND machines. Comp- 
tometers. Burroughs, Friden, Marchant, Monroe Calculators, 
Electromatic typewriters Adding machines and all office 
machines bought, sold, rented, rebuilt Teeter-Warsh Co., 
849 N. 3d St., Milwaukee 3, Wis 


BURROUGHS BOOKKEEPING MACHINES All Models 
Bought and Sold. Give serial number and model in request 
for quotation. Business Equipment Co., 160 W. Larned, De- 
troit 26 


BURROUGHS ACCOUNTING MACHINES Bought and Sold 
Dearborn Equipment Company, Inc., 301 West Lake Street 
Chicago 6 


WANTED—ALL TYPES of Bookkeeping Machines Kar- 
dexes, National Cash Registers, 2000 and 3000 class PAN 
AMERICAN, 1225 So. Olive St., Los Angeles 15, California 


WANTED BURROUGHS or N. C. R. Bookkeeping machines 
ill makes of calculators, comptometers, adding machines 
Advise serial number, model, features, et« OFFICE MA- 
CHINES INC., 619 Pine Street, St. Louis 1, Missouri 


PAINT & DRYING OVEN Model AM-T Brand New, in orig 
inal shipping case, regular price $66.50—will sell for $39.59 
f.o.b. Marquette Altmann’s, Marquette, Michigan 


00 USED SAFES for DEALERS, all makes, refinished like 
new, write for price list or tell us your needs. EMPIRE 
SAFE COMPANY, 245 Canal Street, New York—Canal 6-2255 


ADDRESSOGRAPHS WANTED—CLASS 1900, H-3 300 and 


700. Also, 3400 and 3700 for C or EE plates, Business Equip 
t Co., 160 W. Larned, Detroit 26, Mich 


nen 


VISIBLE EQUIPMENT bought, sold and exchanged We 
specialize in rebuilt Kardex, Acme and International Visible 
Factograph cabinets, as well as other makes. Write and tell 
is What Visible Equipment you need or have for sale Spe- 
ial prices to dealers. Heineman Office Equipment Co., Dept 
OA, 4 N. Sth St St. Louis 1, Mo 


KARDEX, ACME, all makes used visible filing equipment 
rhousands of reconditioned cabinets, panels, books always 
on hand. Special service and prices to dealers for purchase 
rr sale Get our quotations Chas. S. Nathan, In 548 


Broadway. New York 12, N. ¥ 


VISIBLE FILING EQUIPMENT 
OLDEST ESTABLISHED dealer specializing in rebuilt Kar 
dex, Acme, Postindex, etc. .We offer full co-operation to the 
dealer on sales and purcHase Write us in full confidence 
that our twenty years of experience gives us the know how 
you require. Commercial Card System Co., 135 Grand Street 
New York 13, N. Y 
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P alenks i 


Copies of patents can be obtained from the Commis- 
isioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted January 2, 195! 

2,536, 124 ——, Instrument. Camilie Mariano Francois Bolvin and Marius 
ean Lavet France. Illustration. 

2,536, 126. Wire Recorder Spool. Colin B. Dale, Oak Park, Iil., assignor 
to Webster Corp., Chicago, Ill. 

2,536, 144. inkstond Paul Siptrott, New Yo i we 

2,536,267. Line Spacing Mechanism for onus Machines. John T 


avidson, Je anger, James H. Crawford and Herman F. Sadgebury 

syton, Oh jnors to The National Cash Register Co., Dayton, Ohio 

a. Posture, Chair Pedestal Adjustment. Morton L. Jones, Glendale 
assignor L. King, Pasadena, Calif. Illustration. 

2,536,524 Front- Feed “Device. Walter A. Anderson, Bridgeport, Conn.., 


i Corp., New York, N. Y. Illustration. 
oa 541. | Stencil-Moistening Apparatus. Harmon P. Elliott, Watertown, 


2,536,544 ieee. Leaf Memorandum Index. Robert E. Gordenier and Francis 
Gruber, St. P and John F. Thull, Minneapolis, Minn., assignors t 
Brown & Bigelow, St. Paul, Minr 

2,536,578 Filing Rogan. Richard P. Scholfield and Robert E. Kelly 
New Yo N to Wheeldex Mfg. Co., Inc., a corporation of 
New York 

2,536,604. Moistening Device for Duplicating Machines. Hubert Jagger, 
Maywood 

2,536,792. Paper Fastener. Robert H. Wendt, Evanston, Iil. 

2,536, 837. Accounting eae Edward J. Carey and Lawrence D. Kil 


efter. Daytor sssignors to The National Cash Register Co., Daytor 
strai 

2'536,923. Fountain Pen. Hans R. Fehling, London, England, assignor by 

sne as Eversharp, Inc., Chicago, Ill. 


2,536 ~ "Record Controlled Multiplying Machine. Hans P. Luhn, Armonk 
6 ernational Business Machines Corp., New York, N. Y. 
Granted ) soothed 9, 1951 

2,537,116 Indicia Holder for Writing Implements. Francis M. Aimes, 


"2537, 125 Combi ned Feed Phy and Moistening Device for Duplicating 
Machines. F Birmingham, England. 











2,536,541 














“anni 


PS 











2,539,171 
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2,537,135. Transparent Binder for Loose Leaves and the Like. William 
Hempel, Fair Lawn, N. J 

2,537,268. Visible Record Index. Marchand 8. Hall, Chicago, IIl., assignor 
to Acme Visible Records, Inc., Chicago, II! 

2,537,359. Block Out System for Duplicating. Rembert A. Marquardt and 
Stuart C. Morrey, Park Ridge itl 

2,537,438. Stapling Machine. George Ber * as New York, N. Y., assignor 
to Arrow Fastener Co., Inc., Brooklyn, N 

2,537,508. Indicator. Ral ph M. Brokaw Be Donald A. Getz, Toledo, Ohio. 
2,537,564. Visible Offset Card File. Cari F. Wolters and Niels Yde Ander 
sen, Kenmore, N. Y., assignors to Remington Rand, Inc., Buffalo, N. Y. 

ustration. 

2,537,565. Book Unit Rack. Carl F. Wolters, New Canaan, Conn., assignor 
to Remington Rand, Inc., New York, N. Y. 

2,537,778. Perforated Record Card. John M. McCormick, Brookview, N. Y., 
assignor to Remington Rand, Inc., New York, N. Y 

2 837,793. Clip Assembly for Pencils, and the Like. Ernest H. Seibert, 
cr icago, IIl., assignor to Autopoint-Co., Chicago, |! 
Granted January 16, 1951 

2,538,155. Crayon Holder. William G. Henneman, Terre Haute, Ind. 
2,538,165. Filing Box and Follower Member. Richard F. Randtke, Rochester, 


N. Y. Itilustration. 
, 2,538,294. Clip for Fountain Pens and the Like. Lucien Claret, Colombes, 
ance 


2,538,338. Copyhoider. Elder E. Mitchell, Washington, D. C. 

2,538,361. Rider for eas Files. Heinrich Furrer, Zurich, Switzerland, 
assignor to Rud. Furrer Sohne A.G., Zurich, Switzerland, a Swiss firm. 

2,538,613. Device for Cutting index Tabs in Book Pages. William J. Alvino, 
Massapequa and Jacob Bauer, Glendale, N. Y. Illustration. 
Granted January 23, 1951 

2,538,826. Calculating Machine. Harold T. Avery, Oakland, Calif., as- 
signor to Marchant Calculating Machine Co., a corporation of California. 

Pe nn may Inking Pad for Stencil Duplicating Machines. Max J. Doppelt, 

go, Ill. Illustration. 

“2 539 ols. Machine for ne Genmet Tape. Walter L. Groves, 
Wichita, Kans., and Edgar J. Wri Kansas City, Mo 

2,539,032. Auxiliary Typewriter pletion for Secretarial Desks. Edward A 
Purnell, Youngstown, Ohio, assignor to The General Fireproofing Co. 
Youngstcwn hio 

2,539,069. Removable Label Holder for Books. William Galeone, Livonia 
Township, Wayne emai Mich.,assignor to Office Products, Inc., a cor 
poration of Michig 

~ Pencil” vith Automatic Feed Mechanism. Harold Brooks, New 
York 

2839. 171. Staple Remover. John A. Yerkes, New York, N. Y. Illustration. 
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The State of the Industry 


Brief interpretations of significant facts and trends 


New Price Controls e THAT THE NEW CURBS will hurt, and quick relief will be diffi- 
Are Complicated cult to get, is the general impact of the new ceiling price regu- 
lation placing new controls on this industry and others. 

"How do I determine my maximum price? This question is 
being asked by retailers. Actually, the regulation provides 
five different methods with the catch being that the first 
method must be used if the seller can. Only if you can't arrive 
at your maximum in this way, are you permitted to resort to the 
second method; only if both fail are you permitted to use method 
No. 3, and so forth. 





Method No. 1 e YOUR HIGHEST SELLING PRICE at which you delivered a partic- 
ular commodity or service at any time between Dec. 19, 1950 
and Jan. 25, 1951, inclusive. The only thing that matters is 
when you made actual delivery, the date of sale is irrelevant. 


Method No. 2 e YOUR HIGHEST OFFERING PRICE. If you didn't deliver a par- 
ticular item or service during the Dec. 19-Jan. 25 base period, 
you may use the price at which you offered it for sale to a pur- 
chaser of the same class for delivery during that period. To 
prove your actual offering price, you must have evidence in 
writing. In the case of retailers, it's sufficient if the item 
was displayed at that offering price during the base period. 





Method No. 3 e YOUR PERCENTAGE MARK-UP. Provisions here differ for manu- 
facturers on one hand, retailers and wholesalers on the other. 
However, this method may not be applied in any case if either 
Method l or 2 can be used—in other words it applies to items 
which the seller neither delivered nor offered for sale. A 
manufacturer must determine the ceiling price on such an item 
by adding to his current direct unit cost the percentage mark-up 
he currently receives on a comparable commodity. 


Method No. 4 e YOUR COMPETITOR'S PRICE. For pricing all new services and 
those goods for which there were no comparable items during the 
base period, the seller should use the maximum price of his 
closest competitor of the same class. Such a competitor is de- 
fined as one who sells the same types of commodities or serv- 
ices to the same class of purchasers, in similar quantities 
and on similar terms and with approximately the same amount 
of service. Where this pricing method must be used, certain 
reporting requirements and waiting periods are prescribed. 
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Method No. 5 e PRICES SET BY ESA. If all four of the above pricing methods 
have failed to solve a seller's problem—and ESA expects that 
> this will be a very rare exception—he may apply directly to 
the Director of the Price Stabilization, Wash. 25, D.C. He 
should include an explanation of his problem, give pertinent 
information on the commodity or service, state the ceiling 
price he proposes and how he arrived at it, and explain why he 
thinks this price would be in line with the general standards 
of the price-freeze regulation. 


Terms May Not Be e A SELLER MAY ASK, "If I don't change my basic price, can I 
Modified at least modify my terms such as discounts, allowances, pre- 
miums and extras?" According to the Research Institute of 
America, Inc., the answer is, "No, you must retain all cus- 
tomary terms and stick with your usual price differentials." 


Hidden Increases Will e SELLERS WILL NOT BE able to effect hidden price increases 

Not Be Allowed by tie-in sales, special premiums and commissions. ESA is plug- 
ging these loopholes by prohibiting any practice which re- 
sults in a higher price than is permitted by the regulation. 
The safest policy when in doubt is to write all the pertinent 
information to the administrator in Washington. Don't be half 
safe. 





Good Reading This Month 


e THE WOODEN Indian and tobacco shops e THE PIPELINE to your business is the tel- 


that he identified have passed out of the ephone. In too many firms there are not 
merchandising picture, pushed aside by the enough of these modern instruments of com- 
evolution in retailing. It is necessary merce. When the prospective customer gets 
to keep sharp the tools of success. Read the busy signal he may never call back. 
how to avoid blunt sales weapons. Page 13. Office machine dealers will want their 


service to be adequate and the article be- 


inning on page 20 ma rovoke them to 
e YOU CAN take inventory count without PY ay pag y P 


a headache. A system for speeding up and 
Systematizing this annual chore is re- 


vealed on page 15. Here are tips which the e IN THIS atomic age the matter of record 
retailer will find valuable as he counts keeping is important. Are your files safe? 
the stock on his shelves without a panic. This is the time for a thinking business- 


man as well as the government to guard 
against “here today, gone tomorrow" pol- 
icies in storing irreplaceable records. 
It's good reading on page 2l. 


e THE SALESMAN is a firm's life blood. He 
Should be both nurtured and encouraged for 
the "death of a salesman" can mean the 
death of your firm. Page 17. 


e THE NATIONAL Office Furniture Associa- 


e WHAT IS the office machine Situation in tion is preparing to meet in Chicago March 
Canada? Read on page 18 why the dealers in 4-6 at the Stevens Hotel with Clifton Ut- 
that country are optimistic. Another year ley, a leading radio and television com- 
of rising sales volumes is predicted. mentator, as one of the featured speakers. 

On pages 32-35 you'll find details about 
e THE RIGHT word means extra sales. Can this important NOFA session, including 
you say it? If not, turn to page 19 and the program and list of exhibitors. Again, 
read this informative article. Chicago welcomes the industry. 
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MOBILIZE FOR 


Wor ott 
Noack w ai 


SUPPORT THE 195I RED CROSS FUND 
Need $35,000,000 for Emergency 


Mounting numbers in the armed forces and the U. S. civil de- 
fense program mean. a tremendous load is being put on the 
American Red Cross. Commitments require the organization 
to train 20,000,000 persons in first aid; instruct hundreds of 
thousands in home nursing and as nurse’s aides; recruit millions 
of blood donors; and prepare for mass feeding, clothing and 
shelter in case of major disaster or national emergency. When 
you see Norman Rockwell’s fine poster, look at it closely and 
then ask yourself if you’re honestly doing all you can. 
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KEEP SHARP the tools of success 


N SELLING office furniture, office 

machines and stationery supplies, 
the price of success is sound meth- 
ods and progressive ideas. The 
dealer who is working with both of 
these implements of success can 
carve a niche for a full-line station- 
ery and appliance business, even if 
there is a larger establishment 
within the boundaries of the trade- 
drawing radius of his business. 

Dealers in the “Forty-Plus” age 
group can readily recall that im- 
portant symbol of one of the wide- 
spread retail industries of this 
country—a symbol carved of wood 
-the old-time cigar store Indian. 
“His” tradition was an authorita- 
tive one in his particular depart- 
ment of retailing for many years, 
but today the only proofs of his 
existence are in the dusty lofts of 
antique shops 


That wooden Indian 
and the to- 
bacco shops that he identified have 
passed out of the merchandising 
picture forever, pushed ruthlessly 
aside by the relentless pressure of 
evolution in retailing. 

According to this same example, 
the stationery and appliance deal- 
er who is intent upon keeping in 
step with mercantile progress must 
constantly apply both his accumu- 
lated knowledge and his intelli- 
gence to the promotion of his busi- 
ness. He must never permit his 
business to just jog along without 
constant scrutiny and periodical 
overhauling. He must never accept 
prosperity as good luck, nor reced- 
ing trade as bad luck. Luck has 
nothing to do with it; otherwise, 
there would be no premium upon 
ability in competitive merchandis- 
ing. 

Lack of ability, especially finan- 
cial bungling, can rock the boat 
in good times as well as in bad. 
The stationer and appliance dealer 
who doesn’t sharpen his tools of 
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Accurate records, advertising and a constant 


checking of details is imperative for profits 


success to a razor edge and then 
keep them that way stands in dan- 
ger of being pushed out of the run- 
ning like the old-time cigar store 
Indian. These tools are advertising, 
display, store  individualization, 
competent personnel and construc- 
tive public relations policies. 

It is necessary for a stationer to 
keep complete and accurate book- 
accounts and, of course, cost-ver- 
sus-profits records. He ought also 
to do a certain amount of name- 
and-prestige advertising as well as 
advertising specific goods and serv- 
ices. He must maintain a continual 
check on every phase of his opera- 
tions so as to know whether he has 
actually accomplished the things 
he undertook, what it has cost in 
time, money and labor, and what 
the plan has contributed to increas- 
ing sales and strengthening the 
competitive position of his store. 


A veteran in the trade 
said to me, 
“It is important to make frequent 
and searching analyses so as to 
detect any weak spot in the operat- 
ing setup and routine of the store. 
Defects should be corrected prompt- 
ly. It is necessary also to analyze 
the strong points of the business 
with the object in mind of applying 
the principles that have made them 
strong to every phase of the store’s 
management and operation. It is 
necessary to be a good manager 
and then to be a keen supervisor if 
you would be sure that managerial 
directives are carried out effectively 

by all your personnel.” 
Regardless of the size of his store, 
the stationer and office appliance 
dealer who has won conspicuous 
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by U. 0. Vetromile 


feature writer 


success is always a fellow who has 
applied tested, common-sense basic 
principles to the one supreme pur- 
pose of constantly strengthening 
the futurity value of his investment 
—its permanent soundness as a 
merchandising business — while 
making a satisfactory net profit 
today. 


He is the stationer 
who knows 
that, no matter how few persons 
may be employed in the salesroom, 
organization is necessary for effi- 
ciency. This first law of successful 
retail management—organization— 
defines what each job in the store 
is and just how it fits in with every 
other job. This speeds up the oper- 
ating routine by preventing waste 
of time and overlapping of effort. 
Organization and system are the 
two things that determine the time, 
the manner, and the responsibility 
for getting things done, because the 
best-managed store js the one in 
which each worker knows his or 
her job and does the work with the 
least amount of supervision. Once 
they have proved their ability to 
handle the jobs assigned to them 
they can use their own initiative. 
The service in such a stationery 
outlet is always smooth-running, 
quick and efficient. When buyers 
are pleased they tell their friends 
—profits soon increase with the 
growing volume of business. 
The proprietor of the successful 
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establishment has learned how to 
organize his working machine, how 
to test and analyze whatever new 
plans and promotions he tries out, 
how to assign the various jobs in 
the salesroom and how to train and 
direct his personnel, preferably by 
his own example and the stimulus 
of inspirational leadership. Such 
principles contrast sharply with 
overemphasis on  hard-and-fast 
store rules or the mistaken philos- 
ophy of bossism or “drivership”. The 
dealer who believes in his men will 
discover that they believe in him, 
and the customers are never blind 
to the plain evidences of this ideal 
relationship. 


Such a progressive stationer and 
appliance dealer is an open-eyed 
and enterprising buyer as well as 
an energetic and creative seller. 
He judges every new product or 
machine from every angle of his 
trade knowledge and experience 
and decides whether it is a product 
of merit. He knows that, although 
advertising and dealer-push may 
influence persons to buy a new 
product once, if the new item 
should be defective in any way 
there will be no repeat business. He 
knows that it’s the steady repeat 
orders from long-satisfied custom- 
ers that enable him to build a 
strong business and swell his prof- 
its. 


The amply experienced 

stationer 
will consider also whether contem- 
plated articles are well advertised, 
particularly in his trade-drawing 
area, because no matter how good 
they appear to be, it takes time 
to alter buying habits. Both the 
general public and the trade must 
be told all about new things. Other- 
wise the manufacturer introducing 
them has no right to expect the 
dealer to supplement the manu- 
facturers’ guarantee with his own 
indorsement. 


New goods have a “constitution- 
al right” to a fair merchandising 
“trial” to achieve a place in the 
market on merit. But every angle 
of apparent sales appeal and buyer 
acceptance should, of course, be 
considered carefully. It is usually 
best to try out only a few units so 
as to test this factor of salability 
before tying up money in a large 
stock, especially if the articles run 
into considerable money. When it 
is finally decided to take on the 
new merchandise, however, a com- 
plete line of assortment should be 
presented. Thereupon the stationer 
should maintain careful records of 
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the time required to turn over the 
quantity purchased so as to be able 
to decide with practical accuracy 
the maximum amount or number 
of units that he will be warranted 
in buying at one time to insure the 
most profitable rate of stock-turn 


A basic principle 
of progressive 
stationery and appliance selling is 
to carry a complete stock of stand- 
ard value, brand-identified, and 
trade-acceptance-certified items 
that purchasing agents know and 

will buy regularly. 

No intelligent dealer ever kids 
himself that his business, even 
though long established, is impreg- 
nable against competition or that 
he need not hurry in conforming his 
methods and equipment to the lat- 
est innovations in modern retailing. 
Quite the contrary, he will keep 
his business chariot hitched securely 
to “The Big Four” of hard-hitting 
competitive merchandising — con- 
structive advertising, strategic dis- 
plays in the salesroom and window 
that carry a selling message to the 
hurried eye, sound public relations 
practices and store modernization 
and individualization, both inside 
and outside. 

The ability of sales personnel, re- 
inforced and implemented with 
strong displays and a reasonable 
amount of continual advertising, is 
the most basic factor affecting sales 

which means profits if the sales 
are profit-containing as they should 
be. 

The profit-conscious stationer of 
long experience knows exactly what 
each salesman is costing the busi- 
ness. He knows also what each 
salesman is earning for the busi- 
ness because he knows the points 
that are involved in fair and cor- 
rect appraisal of profitable selling. 
Each salesman’s unit cost of sales 
can be calculated from the number 
of persons that he serves during a 
given week or month, the total 
gross dollar-volume of his sales, the 
amount of his average transaction 
per customer waited on and the 
average net profit per sale handled. 


A practical method 

for finding 
the salesman’s average net profit 
per sale is to make a recapitula- 
tion of the last 50 sales made by 
each salesman. Such a recapitula- 
tion will be feasible when the trans- 
actions involve formal purchase 
orders, but would not do justice to 
each salesman as far as sundry 
counter sales for cash are con- 


cerned, unless each cash register is 
equipped to identify the salesman 
who registers the cash transactions. 

Important, too, is the fact that 
occasional analyses will disclose 
which salesmen should be selling 
more merchandise, which men 
should, perhaps, receive more train- 
ing for profitable selling, and (not 
unimportant by any means) which 
men might reasonably be expected 
to wait upon more buyers, judged 
by the more-numerous contacts of 
the other salesmen. 

Progressive methods and efficient 
service are the trade-clinching in- 
struments of the established sta- 
tioner, and with the right policies 
and the right kind of personality 
infused into all customer relations, 
both goodwill and sales volume 
should logically increase with the 
age of the business and the mercan- 
tile and industrial growth of the 
Stationer’s trade area. 

The popularity of any stationery 
business is measured chiefly by its 
power to continually attract new 
buyers, especially those who come 
as the result of referrals by old and 
long-satisfied customers—the best 
kind of advertising that any sta- 
tioner can ever have. 


Being alert to solicit 

the orders 
of new, identified buyers of station- 
ery and office equipment as soon 
as they move into the trade radius 
of the stationer is another proce- 
dure that helps to build a “Wall of 
Sparta” around the hard-won dom- 
inance of a strong leading station- 
ery and office machines business. 
Such solicitation can be made by 
an attractive form-letter, a well- 
printed circular, direct personal 
contact or by telephone. 

Now, as always, business goes 
where it is most earnestly invited, 
and it is likely to cleave to the sup- 
pliers that treat it most cordially, 
most courteously and, of course, 
most efficiently. 

Sales personnel have always car- 
ried much weight in the matter of 
holding onto customers and keeping 
them out of the stores of compet- 
itors. They are the ones who can 
make or break the store, because 
they meet the buyers so frequently. 
According to their treatment of 
buyers they can either make them 
feel like coming back again or stay- 
ing away and buying elsewhere. 
This is why a shrewd stationer will 
study carefully any application for 
a position before hiring. He will 
investigate both the personal and 

(Turn to page 22, please) 
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HOW to take the 


headache 


Some modern methods of 
inventory speed up the 


appraisal of profits 


by Fred Merish 


business analyst and 
financial counselor 


AST DECEMBER we were in an 
establishment where the annual 
inventory was being taken. The 
inventory clerk had a compact, 
light-weight “walkie-talkie” hang- 
ing around his neck and he “miked”’ 


the count on a recording wire as 
he went from bin to bin in the 
stockroom. The apparatus consist- 
ed of a wire recorder and a micro- 
phone, the recorder containing 
enough wire for two hours of talk. 
When the spool of wire was record- 


ed it was sent to the office girls who 
transcribed the information. The 
management said that the device 
speeded up the inventory count and 
cut the cost of taking inventory in 
half. 


We do not suggest 
that office ap- 


appliance dealers use this device, 
but it does highlight the need 
for speed and accuracy when tak- 
ing the inventory. You haven’t 
much time to fulfill this year-end 
task. Seven o’clock on the evening 


of December 31 or 8 o’clock on the 
morning of January 1 is the hypo- 


thetically correct time for taking 
the inventory, but who takes a 
physical count at these hours? 


When the evening of December 31 
rolls around the normal individual 
is bent upon relaxing to welcome in 


the New Year and on the morning 
of January 1 he is usually sleeping 
after the late hilarity of the night 
before. 

This means that the merchant 
must plan his inventory ahead of 
time so that in the interim period 
between December 31 and January 
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Se 


1 very little work need be done and 
the pricing and totaling of the in- 
ventory count can be left until the 
day after New Year’s. The main 
thing is to record the description 
and number of the units in stock. 
Pricing can be done later from the 
office records. However, some mer- 
chants do price when they take the 
count, but they don’t make the ex- 
tensions or total. They have this 
work done later. Making extensions 
when taking the count slows up 
the work. 


Inventory is 
an important factor 
in appraising profits and net worth. 
We have found many cases in our 
accounting experience where prof- 
its were badly distorted, creating 
wild elation because the net was 
so high or grave misgivings because 
it was so low. A subsequent check 
of the count reversed the figures 
and the emotions. The main rea- 
son for such miscalcuiation is lack 
of pre-inventory planning and bad 
organization work. Because this 
phase of business management is so 
important, we offer these sugges- 
tions to assure speed and accuracy. 
1—Plan your work and work 
your plan. The minutes you spend 
planning inventory will save hours 
when you take the actual count. 
Start planning about two weeks 
ahead, depending upon the size and 
diversity of the stock. 
2.—Arrange everything systemat- 
ically beforehand. Line up the stock 
so that it can be easily counted. 
Eliminate empty or partially-filled 
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count without a 


containers so that the count will 
be accurate. This is important when 
taking the inventory in the stock- 
room. Often inventory is inaccu- 
rately taken because the clerk as- 
sumes that a container is full when 
it is only partially full. Make a 
notation on all the containers that 
are not full so that the clerk taking 
the inventory will open them and 
make the proper count. If you list 
prices when taking the stock, price 
with legible figures. Be sure to seg- 
regate all items that will be sold at 
reduced prices and mark them 
plainly so that there is no chance 
of misunderstanding when the 
count is taken. If convenient, it is 
best to place such items apart from 
the other goods. In this way there 
is no confusion afterward as to 
what merchandise should be dis- 
posed of at reduced prices, or for 
one reason or another is not worth 
its cost on the books. List such 
items on a separate sheet so that 
there is a clean-cut record for 
check-back. The Treasury permits 
a deduction for loss on inventory, 
if justified, and so, if such items 
are listed on a separate sheet with 
a notation under “Remarks” giving 
the reason for the loss, the dealer 
will have little to fear if his inven- 
tory valuation is challenged by the 
Treasury. 


Go over all stock 
carefully before- 
hand to make sure that there is 
nothing hidden in obscure places. 
Often a clerk completes a count 
and books it, then items turn up 
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in hidden corners and the inven- 
tory sheets must be checked to see 
whether they were counted or not. 

3.—Use an inventory form to 
take the count. A loose leaf sheet is 
better than a card. Standardize 
this form so that the mathemati- 
cal calculations are made easily, so 
that it minimizes time if the fig- 
ures must be checked back for any 
reason. A form shown here may 
be reproduced in carbon multiples 
on the typewriter. Make up the 
sheets in duplicate, using a car- 
bon so that the extensions can 
be made by two clerks, one check- 
ing the other’s figures. This saves 
time. 

4—Organize for a speedy count. 
Utilize teamwork—one calling the 
items and prices, the other listing 
and calling back as a check against 
error. Brief your inventory-takers 
about your plan for taking the 
count. Impress upon them the need 
for accuracy and speed. If possible, 
take an active part in this work 
yourself. It is an important job 
that the boss should supervise if 
he can. As buyer for the business, 
the merchant is usually better qual- 
ified than an auditor to value the 
inventory, provided he is realistic 
in his valuation. 


5.—Cleanliness and orderliness 
count for much. See that your 
stockroom is clean and orderly be- 
fore the count is taken. This spruce- 
up job should be done in early or 
middle December. Of course, it is 
advisable to keep stock orderly and 
clean at all times, but many mer- 
chants are lax here. If you want 
to minimize expense and save time 
in taking inventory, you must see 
that everything is tidy and in ap- 
ple-pie order before starting the 
count. 

6.—Take inventory in one section 
at a time. List the section on the 
inventory sheet. In the smaller 
stores, this may not be necessary, 
but in the larger stores the mer- 
chant should “sectionalize’” the 
count. This simplifies a check-back 
in case there is doubt about any 
listing, which is a common occur- 
rence. 


7—Do not include items for fu- 
ture delivery to which you have not 
taken title. Include any item to 
which you have taken title and re- 
corded the purchase on the books, 
even if it is in transit or not on 
hand. Make a notation under “Re- 
marks” as to its status. Do not list 
merchandise that is on consign- 
ment. 


8.—Value inventory by the same 
method at the beginning and the 
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end of the year. Be consistent from 
year to year also. There are six 
different methods of valuing inven- 
tory. If you can get the consent of 
the Commissioner of Internal Rev- 
enue, you may switch from one 
method to another but the transi- 
tion is not always an easy one. 
Sometimes it involves many adjust- 
ments, which may require intricate 
calculation. Then, too, it pays to go 
thoroughly into the subject before 
making such a change, because on 
the surface it may appear to ad- 
vantage, but when all factors are 
considered, it may be unwise. 
9—If possible, take inventory 
more than once yearly from now on. 
Because of higher prices that may 
materialize in this war economy, a 
semi-annual or quarterly inventory 
will give you a better valuation on 
the stocks carried for insertion on 
the monthly profit and loss state- 
ment, which is another essential to 
efficient management in these hec- 
tic times. When you buy an item 
for resale, put it in stock and then 
reorder later at a higher price, you 
may have two or more lots of the 
same item in stock bought at dif- 
ferent prices. Where possible, see 
that each item or lot carries the 
price paid for it and inventory at 
that price, not at the higher cost 
price paid at a later time. It is poor 
accounting practise to anticipate 
profit. If you raise your cost price 
to reflect the increase in market 
prices, your books will show a paper 
profit on such items before you 
actually earn it. This has a disad- 
vantage from the income tax stand- 
point on the year-end count. Profits 
will be higher on paper for the year 
and you will pay more tax. In some 


instances, this may even itself up 
the next year. Nevertheless, it is 
poor business policy to anticipate 
profit. 


10.—File your inventory sheets for 
future reference. The income tax 
auditors may want to check over 
your books to verify the profit re- 
ported. The inventory count is a 
mighty important factor here and 
the Government watches it closely. 


Unless you have detailed figures, 
they may look rather skeptically at 
the value you place on inventory. 
The Treasury Department may 
place its own value on your inven- 
tory after analyzing the figures on 
your books and this may cost you 
more tax and a penalty. 


A stock control system simplifies 
the taking of inventory. However, 
some merchants assume that be- 
cause they have such a system that 
they can dispense with the inven- 
tory count. Wrong. Stock control 
supervises the movement of stock 
from receipt to the customer over 
the counter, but only in unit, not in 
dollars and cents. The inventory 
figure must be in dollars and cents 
to enable you to determine your 
profit. 


The ten tips for taking the count 
without a headache given in the 
foregoing apply whether you are 
taking the year-end inventory or 
interim inventories during the year. 
The time to start planning for the 
count depends upon the size of the 
stock, but even where stocks are 
limited, the inventory should be 
planned ahead of time and not 
taken haphazardly at the last min- 
ute as though this operation were 
of little importance. 





























Date Inventory Form Sheet No, 
Called by Entered by Priced by Extended by 
Section Floor Department Examined by 
Quantity Item Unit price Extensions Remarks 
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SUGGESTED INVENTORY FORM—Forms of this type may be typed in duplicate 
or taken from stock if you sell them. Change the heads to suit requirements. 
The dealer who types his own forms may elimifate some of the headings above 
the columnar listings, but the columnar heads should be retained. The same 
form should be used for taking interim inventories during the year. 
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SALESMEN-a firm's lifeblood 


ALTER YORK of Syms-York 
in Boise, Ida., says, “We long 
ago accepted the fact that the lines 


we carry are fair trades and sold by 
our competition for the same price. 
While we do try to offer a number 
of special customer services, the 
true answer to successful operation 
lies in hiring salesmen whose pencils 
aren’t too sharp.” 

In line with this thinking the 


firm hires men who are true sales- 
men and then proceeds to make 
office furniture and equipment ex- 
perts of them. Fundamental ability 
to sell is given precedence over 
knowledge of stocks. A thorough 
training program is inaugurated 
and no representative is sent into 


the field until he has a thorough 
knowledge of merchandise carried. 

The entire sales approach is one 
of establishing the contact on a 
friendly footing. The salesman will 
call, introduce himself, and form 
an acquaintanceship. The second 


Knowledge of stock and merchandise is 


quite as important as native ability 


and successive visits are employed 
as a “warming up” period. Pressure 
salesmanship is avoided. It is felt 
that it is coincidence if the sales- 
man happens to call at the precise 
moment when supplies are needed. 
The principal function is one of 
establishing in the customer’s mind 
the co-ordinated thought of “Syms- 
York” and “Office Equipment.” 

A well-rounded program has been 
built around and for the salesmen, 
including the following customer 
services: 

1. Distribution monthly of “Bar- 
ometer.” This is a _ publication 
prepared locally for the firm. It is 
a magazine for executives outlining 
business conditions in Boise and the 





THE DISPLAY ROOM OF SYMS-YORK IN BOISE, IDA., FEATURING WOOD OFFICE 
FURNITURE (ABOVE) AND STEEL DESKS AND CHAIRS (BELOW) 
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entire state of Idaho. It is prepared 
in co-operation with the Chamber 
of Commerce and distributed ex- 
clusively by Syms-York. This, nat- 
urally, is in line with the theory of 
keeping “offices” and “Syms-York” 
synonomous in the potential cus- 
tomer’s mind. 

2. An office planning service is 
given. One man, Austin Salisburg, 
is retained full time by the firm to 
plan office arrangements. He goes 
into individual offices, studies archi- 
tecture and structural problems. 
Blue prints are then prepared and 
submitted. It is on a “no strings 
attached” basis, but generally re- 
sults in the sale of office furniture. 
It is a gratis service, the profit to 
the firm coming through the sale of 
office furniture and equipment. 

3. Delivery to outlying towns. 
Boise represents a hub and solicita- 
tion for business is made from sur- 
rounding towns. The salesman’s 
work is made easier through the 
rapid and free delivery plan offered. 

4. Syms-York periodically con- 
ducts contests seeking new and 
more efficient ways of using mimeo- 
graph machines. The A. B. Dick 
Company furnishes monthly 
mimeographed sheets carrying help- 
ful hints. These are personalized 
locally and combined with the con- 
test winner’s suggestions. The per- 
sonalization results in greater local 
interest. This direct mailing pro- 
gram has proven highly successful. 

5. For a three-day period each 
year, a firm representative goes into 
each high school and instructs com- 
mercial students in the proper use 
of office machines. Demonstrations 
parallel this service to local busi- 
ness people. The students are also 
invited to attend the regularly 
scheduled demonstrations held in 
the firm’s “School Room.” 

6. A firm representative will go 
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into any office where a machine has 
been sold and instruct new per- 
sonnel in the proper treatment and 
use of the machines. The replace- 
ment of office personnel generally 
results in a request for this service. 
This offer covers the entire life of 
the machine. 

7. Those attending demonstra- 
tions or entering the store, as well 
as the students in high schools, are 
given brochures outlining the serv- 
ices offered by Syms-York. 


The store was recently remodeled 
calling to mind the “people in glass 
houses” quotation. Two sides of the 
L-shaped room are entirely of plate 
glass. This represents the idea] dis- 
play medium for the lines of Gen- 
eral Fireproofing, Leopold, Invin- 
cible, All-Steel, and Herring Hall 
Marvin furniture carried. 

Cold cathode lighting is employed 
effectively in the store proper. In- 
candescent lighting highlights the 
furniture displays at night. One 


wall is effectively painted chocolate 
brown; other walls plus the ceiling 
are a pale rose shade. Hardwood, 
uncarpeted floors have proven the 
most practical. Translucent glass is 
employed for partition demarca- 
tions. 

The combination of an attractive 
store, customer services, and an ex- 
cellent direct mailing program aid 
the six field representatives. Con- 
tinued success for Syms-York ap- 
pears assured. 





CANADIAN office machine dealers 


are optimistic 


HE CANADIAN office machine 
dealers have been beset, during 
the post-war years, by problems 
that had to do with the reconver- 
sion from wartime operations to 
normal business. First, they were 
afraid that large quantities of sur- 
plus office machines from war 
plants and administrations would 
swamp the market. However, this 
did not happen. On the contrary, 
office machine dealers continued to 
be short of equipment. The situa- 
tion did not ease until well into 
1947. Imports, particularly from 
the U.S.A., continued to mount as 
production slowly caught up with 
the enormous demand. 


Then the second round of the 
bout with unusual conditions fell 
with a resounding blow: The Ca- 
nadian Government, faced with a 
serious U.S. dollar shortage, im- 
posed suddenly and unexpectedly 
import restrictions on many items 
including a complete ban on al! 
imports of typewriters, adding ma- 
chines and cash registers. This 
lasted for six months, from Sep- 
tember, 1947, until May, 1948, when 
certain relaxations permitted the 
importation of these machines on 
a limited quota basis. 


The easing 

of the restrictions 
helped the manufacturers of office 
equipment to a certain extent, but 
not the independent dealers who 
had only very small quotas or none 
at all, because they could not im- 
port from the U.S.A. during the 
so-called basic period which was 
arbitrarily set from July 1946 to 
June 1947. During this period im- 
portations from the USA. were 
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practically impossible due to short- 
ages on the home market and a 
substantial differential between the 
higher American and lower Cana- 
dian prices. 

The third period of post-war 
trading was inaugurated with the 
removal of' many import restric- 
tions on office machines on October 
1, 1950, which was supposed to open 
an era of normal business. The 
dealers in Canada have hardly had 
time to get accustomed to the new 
conditions. Demand for machines 
is still mounting and supplies are 
still sparse. 


As a new year 

opens and the 
the office machine trade is looking 
out over the prospects for 1951 new 
clouds are rapidly forming on the 
troubled horizons of world markets 
and new uncertainties are oppress- 
ing the minds of business men. Re- 
newed mammoth expenditures for 
national defense have again acted 
like a shot in the arm for a multi- 
tude of industries and reincarnated 
a host of administrations, all hun- 
gry for still more equipment. 

On the other hand the govern- 
ments again are forced to impose 
certain restrictions on basic raw 
materials, notably steel. This means 
that the office machine and equip- 
ment industries will be faced with 
shortages in comparison with which 





all precedent situations of a similar 
nature will have but minor impor- 
tance. 

However, the business man of the 
wartime period was used to coping 
with stupendous problems of pro- 
duction and distribution of gigantic 
volumes of material. The true value 
of the office machine was then 
brought home to vast numbers of 
executives and clerical workers in 
the speeding up of accounting work. 
The new demands on the business 
man of today will also be met. 
They will remember the services 
which they obtained at the hands 
of the experts in the office machine 
field and they will insist on getting 
again those office aids and systems 
which played such an important 
part in the winning of the war. 

The office machine and equip- 
ment industry and the distributors 
and salesmen who are up on the 
job can look forward to another year 
of rising sales volumes in Canada. 
Although taxation will put a crimp 
into the take-home pay of manage- 
ment and labor, every capable 
member of the office machine trade 
will reap rich rewards, even though 
they may be counted only in terms 
of a job well done. 
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EXTRA SALES 


come from using the right words 


UR BIGGEST need today is for 

more people who know how 
to sell more merchandise to every 
customer who comes into the store,” 
an office supply dealer told us last 
week. “And if we cannot find them 
we are going to have to train our 
people to use the right words that 
will mean extra sales to every per- 
son who visits our store.” 

Many other office supply dealers 
find this one of their greatest cur- 
rent problems. It’s a subject of in- 
tense study and experimentation in 
stores everywhere today. 

“What shall I say?” 


The dealer has to answer that 
question for his salespeople. No 
longer can results be obtained by 


merely establishing a policy; sales- 
people must be shown in detail how 
to carry out our urgent need today 
to sell the average customer more 
merchandise than he or she came 
in to buy 


Just any combination 
of words 
will not work for people are becom- 
ing more and more resistant to 
sales pressure. Today every word 
has to count every word has 
to sell! 

In the paragraphs to follow are 
some of the selling sentences being 
used in successful stores throughout 
the country today to increase the 
size of that average sale. They are 
store-tested and proven. 

“But of course YOU are interested 


in something just a little better 
than average,’ when said sincerely, 
without taint of flattery, generally 


always enables us to sell UP even if 
the increase is but a few cents over 
the original priced merchandise the 
customer has looked at... and 
every bit of that extra amount is 
just that much more profit for the 
store 

“This particular item is manufac- 
tured to sell at a minimum price 
and has been designed for average 


use, but if you want something that 
will really last and give you your 
money's worth, may I suggest—” 


sells quality, and quality in mer- 
chandise is becoming of more and 


more importance to all consumers. 

“Yes, this is our most popular 
price merchandise but we’ve been 
making a lot of repeat sales on 


something that costs just a few 
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Genuine interest in the customer 


combines sincerity and flattery 


cents more but gives a great deal 
more service—,” touches on one of 
the chief buying desires of the aver- 
age customer. Only in times of peak 
prosperity are folks interested in 
merchandise that fails to render the 
maximum possible service in its use. 

“I’m sure you know how true it 
is that we receive just about what 
we pay for,” should always be de- 
livered in an off-handed conversa- 
tional way and when so presented 
can be effective. When spoken in a 
patronizing manner it can often do 
more harm than good. 

“Oh, I’m glad you came in for 
we’ve just unpacked something that 
I knew you'd be interested in the 
moment I saw it,’ may be sheer 
flattery which the average customer 
will immediately realize as such 
BUT if the item we then suggest is 
really attractive to him a sales 
will be made despite the known 
element of flattery. 


“That’s a lovely item 

you've just 
purchased . let me show you 
something that was made to go 
right along with it,” is one easy way 
to get started on the way toward 
the, sale of a second related, or 
matching, item. Oftentimes, too, 
when the sale cannot be made this 
step will lead to an easy sale of the 
suggested second item upon the 
customer’s next visit to the store. 

“Have you seen these? They just 
arrived this morning,” can refer to 
any item of merchandise in the en- 
tire store, not just a related piece 
of merchandise. Everyone likes 
something that is new, different 
and wants to own such merchandise 
before their neighbors. Such an 
opportunity, upon the arrival of 
something new and truly different, 
should never be overlooked by any 
salesperson. 

“Now here’s something I’m not 
going to try to sell you, I would just 
like to have your reaction to it,” is 
a challenge that few customers can 
resist and one of the very best sell- 
ing sentences ever devised for it 
sells by seeming to avoid all ele- 
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ments of selling. People are always 
flattered by such special attention 
and when the conversation is lim- 
ited only to a discussion of the 
merits of the item being shown, it 
can be just as effective selling as if 
the most successful of all high- 
pressure sales messages were being 
used. 

“__by the way, does your old——— 
need replacing?”, is an excellent 
question in pushing nine out of ten 
pieces of merchandise and effective 
in making that extra sale. Atten- 
tion should be focused on things 
that DO wear out and of which 
wear the customer is very conscious 
and if one has a new item in hand 
at the time then extra-selling is 
much more effective. 

“That is our value line, now here 
is a bit more expensive line that ts 
most popular at the present time,” 
is another good way to “sell up” and 
with it can be used suggestions as 
to the item in question being “most 
widely accepted” or “being pur- 
chased by more prominent folks,” 
and similar suggestions. Most cus- 
tomers prefer to buy and use the 
merchandise most people are buy- 
ing themselves; once a minimum 
popularity has been obtained we all 
know how much easier sales of any- 
thing can be made. 


“Are you sure 
one will be enough?” 
is the very best question to ask on 
frequently-used or very expendable 
merchandise. No sales should ever 
be made without this question be- 
ing put by the sales person to the 
customer for it has been found that 
over-all sales can be increased as 
much as 10 per cent on such mer- 
chandise where the suggestion is 
made to every customer. 
“We have plenty of these now 
but we're not at all sure we can re- 
place them immediately so perhaps 
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you would like to take another with 
you now,” is still an effective way 
to sell additional items for people 
have not forgotten the shortage 
days and even though ample mer- 
chandise may now be available it is 
sometimes very truthful to point 
out that shipping conditions or un- 
expected demand can clean out our 
stock and render replacement diffi- 
cult for a short period. 

“This is an exceptional value in 
price so I’m sure you will want to 
take advantage of it by buying the 


limit now,’ has always been effec- 
tive with a great many types of cus- 
tomers. This is a very effective sell- 
ing sentence when merchandise has 
been placed on sale during special 
events and will readily boost the 
average-sale on any low or medi- 
um-priced merchandise. 

All of these top-notch selling sen- 
tences are the right words that 
mean extra sales today. They are 
being used in many stores through- 
out the country to boost the total 
sum spent by the average customer 


in retail institutions. 

Experts have pointed out that it 
costs quite a sum to bring a cus- 
tomer into our place of business and 
make that initial sale to that cus- 
tomer. If we can sell another item 
than the customer intended to buy 
in addition to the original purchase, 
or “sell up” to a higher price and 
better profit-margin, we have in- 
creased our own profit-margin on 
that individual sale by a great deal. 

It pays to use the right words to 
make extra sales! 





IS YOUR phone service adequate ? 


F A PARENT, a veteran or any 

other prospective customer, is in 
the market for a portable type- 
writer or wants to rent a machine, 
he or she may look in the classified 
telephone directory, then call an 
office machine dealer. If there is a 
busy signal, the customer may think 
it is a small dealer with only one 
phone, and so call another dealer. 
The second dealer gets the order 
and the first dealer did not even 
know that he lost an order because 
his line or lines were busy. 

Now, you are going to say, “That 
can’t happen to us, as we have two 
(or maybe three) phones.” No mat- 
ter how many phones you have, 
when a prospective customer gets 
a busy signal, he has no way of 
knowing that you are not a small 
one-phone dealer. He would act 
just as you would, and call one of 
your competitors. 

You may say, “Well, my phones 
are not busy more than once or 
twice a day.” You cannot afford to 
take a chance of losing business if 
all your phones are busy only or.ce 
a day. Have you ever watched your 
phones and checked the number of 
times they are busy? Your tele- 
phones are your cheapest and best 
salesmen. 


A couple years ago, 

I telephoned 
a Chicago dealer, and the line was 
busy. Later, I-called him again, and 
again got the “busy” signal. I then 
told our telephone operator to call 
him every five minutes, and it was 
one hour before she was able to get 
an open line. I asked him how 
many phones he had, and he sur- 
prised me by saying he had only 
one. He was surprised when I told 
him it took me an hour to get him 
on the phone, and that he was 


Checking incoming calls costs 


nothing and may open 
way for more business 


probably losing a lot of telephone 
business by having only one phone. 
He had the telephone company 
check his calls and they reported 
he had to have four phones to take 
care of all of his calls. I had the 
same experience with another Chi- 
cago dealer who had only two 
phones, and it was about half an 
hour before I could reach him on 
account of “busy” signals. He 
checked with the telephone com- 
pany, at my suggestion, and they 
reported he should have five phones. 


I related these instances 
to an 
out-of-town dealer who was in our 
office some months ago. This dealer 
sells office machines and office fur- 
niture. He said this could not hap- 
pen to him, as he had six telephone 
lines. However, he was wise enough 
to have the telephone company 
check his calls. He was greatly sur- 
prised when he was informed that 
his lines were overloaded, and he 
needed two more lines to take care 
of all his calls. A month later the 
telephone company notified him 
that his lines were still overloaded 
and that he needed another line 
nine in all. I was in his office a 
few weeks ago and he told me that 
his business greatly increased as a 
result of the extra lines. Imagine 
all the business he previously lost 
with only six phones. You cannot 
grow faster than your telephone 
capacity! 
Your newspaper ads are expen- 
sive if your telephones cannot take 
care of all the calls answering your 
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advertising. If your phones are 
overloaded, extra phones will pay 
big dividends. Even if all your 
phones are in use only two or three 
times a day, the busy signals may 
turn away possible customers dur- 
ing these short periods. 

No matter how many phones you 
have, we suggest that you do not 
allow an employe to make a call 
when the balance of the lines are 
busy. Keep that phone open for 
another call. Employees should use 
the phone only when two or more 
lines are not busy. 

Have the telephone company 
check your calls for 10 days or two 
weeks. That’s part of their service 
and you may learn something to 
your advantage for more business 
in 1951. 
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YOUR RECORDS and the atomic age 





HE NECESSITY for record se- 

urity in this age of the atomic 
bomb presents many problems, not 
only to the management of an en- 
terprise, whether it be private in- 
dustry or government, but also to 
those responsible for the custody 
and maintenance of records, and 
for making them available for use 
in the everyday transaction of busi- 
ness. Then, too, these problems of 
record security vary in kind. 

On the one hand, there is the 
need for the protection of any 
records basic to the continuity of 
life of an organization in the face 
of possible physical disaster. On 
the other hand, as the whole nation 


is mobilized for preparedness, there 
is need for the protection of those 
records that contain information 
that might be harmful to our 
country or its people if it passed 


into the hands of those who would 
do us harm. It is to the latter prob- 


lem, the problem of security of in- 
formation as it affects the every- 
day operations of the record office 
or file room, that I would address 


my remarks 


In normal course, 

most govern- 
ment agencies and those private 
concerns and institutions engaged 
in some phase of the defense pro- 
gram, promulgate regulations to 
provide for the security of infor- 
mation within their own jurisdic- 
tions. These regulations usually 
cover such items as the preparation, 
classification, marking, and repro- 
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duction of documents containing 
information requiring protection; 
the custody and safekeeping, trans- 
mission and disposition of classi- 
fied documents, and access to and 
dissemination of classified infor- 
mation. The regulations cover not 
only record documents, but also the 
printed and processed material in 
the library, and the stocks of 
printed and processed documents 
maintained for distribution pur- 
poses. In addition, there is the re- 
quirement for the clearance of 
personnel who need to use classified 
documents and information in ful- 
filling their duties. 


These restrictions 

on the free 
flow of information and the circu- 
lation of documentary material 
have imposed new responsibilities 
on the record personnel, responsi- 
bilities that are felt in all the record 
transactions from the time the ma- 
terial comes into custody until its 
ultimate disposition. In some es- 
tablishments, there has been a 
tendency to place classified docu- 
ments in safekeeping but not in 
the custody of the record personnel, 
perhaps with the idea of restrict- 
ing the circulation of the docu- 
ments to the minimum number of 
users. In any event, the necessity 
for documentary security entails 
new problems for the record sec- 
tion. This is true because essenti- 
ally, all the records of an organi- 
zation are interrelated, and taken 
together they form an organic 
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Security regulations 
can be kept without 


overstuffing files 


by Helen L. Chatfield 


record officer, U. S. Bureau 
of the Budget, Washington, D. C. 


whole. The aim of the record clerk 
is to bring together related mate- 
rial, while the requirements of 
security result in the segregation 
of part of it. 


The responsibility 

of the record 
section begins with the receipt of 
classified documents into record 
custody. It is necessary to identify 
classified documents, to maintain 
them under the conditions of se- 
curity laid down by the regulations, 
and to restrict their use to persons 
who have been cleared for security 
purposes. Finally it is necessary to 
dispose of them properly when they 
have ceased to be needed in current 
operations. The problem is com- 
plicated by the fact that classified 
documents fall into four categories 
on the basis of the degree of pro- 
tection they require. There are 
TOP SECRET, SECRET, CONFI- 
DENTIAL, and RESTRICTED docu- 
ments, to name them in the order 

of their importance to security. 
As these documents are brought 
together in the hands of the record 
personnel, it becomes apparent 
that many of them are overclassi- 
fied, and that there is a lack of 
uniformity in their  classifica- 
tion. This is not surprising when 
we remember that documents may 
be classified by a number of 
people under standards that leave 
much to the good judgment of the 
classifier. This tendency to over- 
classify results in an unnecessary 
restriction of the use of documents, 
and requires downgrading or de- 
classification to remedy it. As these 
processes are time-consuming and 
troublesome, it happens all too 
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frequently that the documents re- 
main overclassified until some 
event brings about a demand for 
their use. The thinking of some 
government officials on this subject 
is reflected in the remarks of W. 
Stuart Symington of the National 
Security Resources Board, when he 
said, “There is no greater danger 
to democracy than an ill-informed 
public, and I hope we can cut 
down as much as possible the ten- 
dency to classify information which 
would be far more likely to obtain 
public understanding and support 
of policies than to endanger the 
nations through becoming public 
knowledge.” 


Another difficulty 

that has de- 
veloped in the application of docu- 
mentary security regulations is the 
confusion caused by the category 
“CONFIDENTIAL.” Before we ever 
had security regulations many or- 
ganizations had the habit of mark- 
ing “confidential” on any commu- 
nication they wanted restricted to 
the attention of the addressee for 
any reason at all. After the advent 
of security requirements with a 
security classification of “confiden- 
tial,” it was not clear whether a 
document marked “confidential” 
was a classified document for se- 
curity reasons or not. The old habit 
continues—and so does the confu- 
sion. Institutional habits, like per- 
sonal ones, are hard to change. As 
a result, unless common sense is 
applied, confidential documents 
with no security implications are 
placed under all the restrictions 
designed for security documents of 
the “confidential” class. 

Still another troublesome aspect 
of documentary security is the 
ever-present necessity for down- 
grading and declassifying. In the 
course of time, conditions change 
and events occur that make desira- 
ble the removal or lessening of the 
restrictions placed on classified 
documents. This is a slow and 
troublesome process, and the clas- 
sifying authorities usually place 
that task at the bottom of the 
list, and if they are busy people, 
they seldom reach the bottom, 
which means that the documents 
retain all their restrictions. Some 
attention might be given to the 
possibility of predetermining the 
date on which restrictions might be 
lessened or removed, and marking 
the document with such date at the 
time it is classified, so that down- 
grading or declassification would 
be automatic. 


The mission of the professional 
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record clerk is to preserve the 
records of enduring value, to or- 
ganize them in organic bodies 
arranged to reflect their interrela- 
tionship, and to make them acces- 
sible for reference use. The re- 
quirements of documentary security 
induce a tendency in the opposite 
direction, to segregate and restrict 
the circulation of classified docu- 
ments and the dissemination of 
classified information. Thus the 
record clerk is faced with a dilem- 
ma. Certainly the security of the 
country is of paramount impor- 
tance, and certainly the record of 
experience should be made avail- 
able. In this dilemma, the profes- 
sional record clerk is not without 
resources. Using the techniques 
developed in the management of 
records, the record clerk is equipped 
better than anyone else in the 
organization, to maintain control 
over the informational content of 
records physically located in various 
places, and in the process to fulfill 
all the requirements of document 
security. 


My own experience 

in the appli- 
cation of documentary security to 
record material has been entirely 
in agencies of the government. On 
the background of that experience, 
the following list of conclusions has 
been formulated with the idea that 
it is possible to achieve document 
security and still preserve and 
make available the record of ex- 
perience as an essential whole, and 
that these ideas may have some 
relevance for private industry as 
well as government. This list is 
presented in the hope that it may 
serve as a point of departure for 
organization, and are, therefore, an 
discussion and planning rather 
than as a list of definitive recom- 
mendations: 

1. All the records of an organiza- 
tion have accumulated as a nec- 
essary part of the work of that 
organization and are, therefore, an 
interrelated, organic whole that re- 
flect the experience of the organi- 
zation. 

2. Every organization needs a 
record program to co-ordinate the 
record activities so that the essen- 
tial record of experience will be 
preserved. 


3. The application of document 
security regulations to record ma- 
terial must be considered a neces- 
sary part of the record program 
if the essential record is to be pre- 
served. 

4. Every organization of any size 
should appoint a professional rec- 
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ord officer to have charge of the 
record program, and to assist man- 
agement in its co-ordination. 

5. The record program and the 
security program of an organization 
should be co-ordinated at the man- 
agement level so that security will 
be maintained, but the record per- 
sonnel should be made responsible 
for the maintenance of security as 
it affects the records. 





Keep Sharp the Tools 
(Continued from page 14) 


the employment background of the 
applicant, and whether the appli- 
cant’s former employer recommends 
the man specifically for retail sales 
work, that is, whether he is capable 
of getting along well with his fel- 
low employees and whether he can 
deal with the public. 

These points are important when 
hiring a new man, if the stationer 
is interested in added sales which 
the right man, given the right as- 
signment in the selling organiza- 
tion, can usually produce—if the 
stationer backs him up with a rea- 
sonable amount of advertising and 
dynamic window promotions so as 
to bring store traffic to the sales- 
man. 

It has been said that competent 
salesmen and buyer-traffic are all 
that is necessary to sell any useful 
merchandise. This is quite true 
provided the merchandise consists 
of known goods of established rep- 
utation offered seasonably and if it 
conforms to current styles when 
style is a selling point. 

So-called incentive 

selling has 
proved its value in the wholesale 
field, and it is probable that it could 
be applied advantageously, to a 
certain extent, in the retail field 
such as in the durable goods de- 
partment of any large full-line sta- 
tionery establishment. By durable 
goods I mean the heavy equipment 
and appliances, such as desks, filing 
cabinets, multigraphing and ad- 
dressing machines, and office safes, 
the fixtures that run into money 
as contrasted with the small wares 
and sundry office supplies. 

It seems certain that some small 
annual commission, computed on 
the total yearly sales of better- 
profit lines would stimulate compet- 
itive effort among the salesmen, 
thereby bringing out the maximum 
sales productivity of every man. 
With the right system, there should 
be very little extra clerical work 
required to record these better- 
profit sales each day. 
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by Irving Settel, authority on retail advertising 


For the office appliance merchant, direct mail 
advertising can be an extremely important me- 
dium. Many successfully businesses have been 
built by employing this mode of promotion al- 
most exclusively. Others have utilized direct 
mail to supplement newspaper and radio adver- 
tising. In most cases, it has proved to be a 
substantial business-getter. Its importance can- 
not be overemphasized. Let us, therefore, probe 
into direct mail advertising to see what makes 
it tick. 

Basically, direct mail consists of any adver- 
vertising matter which is sent through the mails 
directly to potential customers. The message 
may be carried in the form of postcards, letters, 
leaflets, booklets, folders, broadsides or catalogs. 
In contrast with other media such as news- 
papers, magazines or radio, direct mail is not 
accompanied by any “interest” or editorial ma- 
terial. Its success depends upon its own merits 
and its biggest competitor is the wastepaper 
basket. The recipient must be attracted to the 
mailing piece immediately or the costly adver- 
tising matter becomes scrap. Even with this 
important obstacle, direct mail possesses some 
very intrinsic advantages, most important of 
which are as follows: 

1. Direct mail costs are more flexible than the 
costs of other media. You can spend as little 
or aS much as you desire. 

2. This medium can be used with a minimum 
waste” circulation. The advertiser selects the 
list of prospects to whom the piece will be sent. 

3. Advertising results can be checked accu- 
rately. Each recipient is known by the sender 
and can be subjected to various types of copy 
approaches. This means that after testing, 
advertising matter can be improved. 

4. The advertiser controls his direct mail cir- 
culation as to amount, distribution and quality. 
He establishes and maintains his own list. He 
can send a personalized message and can devote 
more space to the recipient’s individual prob- 
lems. In other words, he can sell his merchan- 
dise in terms of his customers’ specific desires 
and needs. 

Probably the most important element in suc- 
cessful direct mail advertising is the list or the 
names to whom the pieces are directed. It is 
the advertiser’s task to establish his own list, 
upon which depends his campaign success. 


Building the Mailing List 

Obviously, just any list of names would not 
serve too well as potential customers. For ex- 
ample, you wouldn’t direct a mailing piece offer- 
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6. How to make direct mail boost your profits 


ing expensive office furniture to a lower income 
group of customers. Their interest in such an 
item would probably be negligible and their 
purchasing power low. You would desire a list, 
however, of persons possessing the purchasing 
power and potential desire for your product. 

Building a good list is not a difficult job. It 
requires, however, rigid adherence to certain 
basic rules which are listed below: 

1. The Names Must Be Potential Customers. 
The people‘on the list must be logical prospects 
for the office appliances advertised. The recip- 
ient must be in a present or future position to 
adapt the ideas you are trying to impart. 

2. The List Must Be Up-To-Date. Most People 
are in a constant state of flux. They are always 
moving. They get married. They have children. 
They die. A good list changes with similar reg- 
ularity. 

3. The List Must Be Accurate. One of the 
surest ways to antagonize a customer is to mis- 
spell his name or call him “Mrs.” instead of 
“Mr.” When you are gathering your list, it is 
essential to get correct information as to spell- 
ing and other details. This, too, must be kept 
up-to-date to insure accuracy. 

4. The List Must Be Complete. It should con- 
tain complete data which will enable the ad- 
vertiser to know his prospects well. If possible, 
a list should contain age, education, financial 
status and any other pertinent information 
which can be obtained. 

5. The List Should Be Free of Duplication. In 
gathering lists from separate sources, it is im- 
portant that there is no duplication of names. 
If one person receives two identical mailing 
pieces, the effect of both may be lost entirely. 


Gathering the Names 
Mailing lists can either be bought or built. 
There are companies which specialize in com- 
piling and selling lists. You can buy a list of 
names in practically any desired quantity and 
grouped in many varied categories. You can 
purchase names of people in your own town 
listed according to income bracket groups, 
neighborhoods, educational qualifications, and 
so forth. Remember, however, that “canned” 
lists can be obtained by anyone who is willing 
to pay the price ... and that includes your 
competitor. “Home-made” mailing lists, though 
more difficult to obtain, are usually more effec- 
tive, for they represent a more carefully selected 
group of people whose names make up a list 
available to no one else. 
(Turn to page 120, please) 
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ECONOMICS of credit selling | 


T THE TIME of agreement for installment sale, 

service charges may be added to list price, as part 

of sums to be paid, sufficient to reimburse the seller 

for costs of credit. This practice assumes that sellers 

know such costs, and are placing credit sales on a 

level with cash sales. Credit costs were discussed in 
a previous article. 

Service charges for department stores for 1949 were 

as follows: 
77% charged 4% of 1% per month. 
10% charged nothing. 
5% charged % of 1% per month. 
3% charged 6/10 of 1% per month. 
2% charged 1% a month, revolving credit. 
3% charged various rates. 
(Average charged 5.45%). 

It will be noted that a large majority charged '% of 
1% per month, which is approximately 6% per year, 
or a little over 11% per annum on the declining bal- 
ance. : 

Another thing to be noted 

is that none of these 
stores expressed their charges in flat percentages. 
“\% of 1%” does not look like 6% to the customer and 
few will stop to figure it out. The reason for this 
practice is that many persons confuse service charges 
with interest charges, assuming that unpaid balances 
are nothing more than loans. In England, credit is 
called “hire purchase,” showing this tendency to think 
of service charges as interest. Actually, as shown 
before, interest is the least of credit costs. 

Another way of expressing charges is in dollars and 
cents, from tables previously prepared. It has been 
found that there is practically no opposition to this 
method, and that it is rare indeed for customers to 
stop to figure percentage of charges. Besides it presents 
a definite and clear picture to customers, showing 
exactly how much is to be paid. 

It may be remembered that mention was previously 
made of 3% service charges on automobiles. Com- 
paring this with 6% on office machines, we find: 


Automobiles (Office Machine 


4% interest on unpaid balance $21.78 $1.39 
Other expenses 10.89 3.37 
Total costs $32.6 $4.76 


In the automobile sale, $10.89 is provided for credit 
costs, and in the office machine sale $3.37 is provided 
for credit costs. The automobile dealer, because of 
his high price level, has three times as many dollars 
to spend on credit expense as the office machine 
dealer, even though his service charge is exactly one 
half that of the latter. The higher the selling price, 
the lower service charges may be. 

The question may be asked, “How do firms sell at no 
service charge?” In many types of goods, where price 
comparison is not obvious, credit costs may be added 
to selling prices. Customers actually pay the same in 
either case, but feel that they are buying for less 
when no charge is asked. Then there is the other way 
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Last in a series of six articles 
from the long experience of a 


successful office machine dealer 


by Clarence £. Bush 


Washington, D. C. 


Selling at regular prices and, through extensive 
advertising of terms, to so increase volume as to more 
than cover credit costs. With general overhead re- 
maining about the same, many stores have proved 
the possibility of increasing profits by this method. 
A table showing increases in sales necessary to over- 
come credit costs is given here: 


Credit costs af 10% require increased sales of 33% 


9% é 
8% 25% 
7% 21% 
6% 
5% l 

l 


1% 
26 


9 oF 
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CONCLUSION 


Aggressive merchandising includes credit selling, 
whether sellers finance their sales or not. In no better 
way may customers be held, and brought back to the 
store again and again. In no other way may maximum 
sales be produced. Credit business is a friendly busi- 
ness, making buying easy, quick and pleasant. No 
wonder it has met such wide success. 


The following suggestions 
are offered to office ma- 
chine dealers for study and reflection: 
1. Sell for cash whenever possible 
2. Be fully prepared for credit 
3. Build up charge accounts, and give careful 
attention to them. 
4. Know credit costs, if possible 
5. Decide if it is better for you or a financial insti- 
tution to handle instaliment sales. 
6. If you finance them, be sure you recover costs 
in service charges. 
7. Express service charges in dollars and cents. 
8. Advertise terms, but be careful of fancy opera- 
tions. 
9. Keep gross margins adequate, if possible. 





Be big enough to admit your mistakes. 


Character grows and thrives on 


honesty. No man was ever quite so tall as when he stooped to shoulder his 


share of blame. 


ra) 


—Richie Waddell 
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MODERN BUSINESS HOME OF WILLIAM WARNER & SON IN MATTOON, ILL. 


DIRECT MAIL 
plus personal follow-up gets results 


ELLING OFFICE equipment and 
S supplies is like big game hunt- 
ing, according to William Warner & 
Son, 1621-23 Charleston Ave., Mat- 
toon, Ill. It takes intensive adver- 
tising to get you in sight of your 
game, but from there on it is 
strictly a personal problem to the 
man behind the gun 

“We believe in going all out in the 
use of anything we try,” Mr. War- 
ner, Sr., said. “For instance we send 


out over 18,000 direct mail pieces 
each year, on a day-by-day basis. 
We believe consistent steady use 
works much better than a seasonal 
flood, which is all too quickly swept 


aside and forgotten 

“By splitting up the work and do- 
ing a little of it each day, it im- 
poses less of a burden on our em- 
ployees. And it turns up a steady 
stream of prospects for us to con- 
tact personally and work thor- 
oughly. Where direct mail is used 
only in huge batches, the less prom- 
ising prospects must be left until 
last, and may have cooled off before 
you get around to them. 


“We have a contract 

with our 
local newspaper, and use ads reg- 
ularly. People differ so much from 
each other that it takes all kinds of 
promotion to reach them all. What 
appeals to one will not touch an- 
other. We also use radio spots to 
good advantage 


“Having made contact with our 
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Day-by-day mailings reduce load 


and keep firm name handy 


prospect, our real job begins. For 
instance, if we secure an appoint- 
ment with an executive in some 
industry, I try to learn as much 
about him as possible before I go 
in to call on him. There’s nothing 
so important, in my estimation, as 
really knowing the man you are 
trying to sell. 


“I like to meet 

a man in a dif- 
ferent field than either of ours, and 
get a look at him from a different 
angle. Like a diamond, a man may 
have many facets, and knowing his 
reactions from these different sides 
helps a lot when the main issue 
must be faced. 

“T enjoy my job very much, be- 
cause it means meeting people and 
working with them. I never turn 
down an opportunity to meet new 
people, and learn about them. I 
like to get a glimpse into the fel- 
low’s real inner self. If I know the 
driving forces which motivates a 
person, I can serve him a lot better 
when the opportunity arrives.” 

Mr. Warner and his son cover 20 
counties and do an enormous busi- 
ness in office machines, which keeps 
three service men busy. They have 
quite a stock of used and recondi- 
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by Ly. A. Hoover 


special correspondent 


tioned machines as a result of 
trades and will gladly loan one of 
these to a client who gets in a pinch. 

“This really costs us nothing,” 
Mr. Warner said. “And the result in 
good will is amazing. We have even 
loaned used office furniture. It is 
an inexpensive way to make a 
friend. When he finds that his tem- 
porary need has become permanent, 
he will equip himself at our store. 

“In our personal coverage of our 
territory, we try to stress the health 
angle very much. It’s a subject 
everybody is interested in. This 
means posture chairs of the correct 
size and type, and that each one 
must be individually adjusted to the 
person who will occupy it. Some 
people sit erect and exert very little 
pressure against the back of the 
chair, some slump and take a lot 
more spring tension to balance the 
weight. The best chair you have 
will not be much better than a 
kitchen stool if it isn’t properly 
fitted. 

“Our office planning service is a 
friend winner and a source of ex- 
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cellent income. A lot of the offices, 
especially the smaller ones, are like 
Topsy, ‘they just growed up.’ The 
chances are that lost motion and 
lack of ‘efficiency are apparent at 
every turn. 

“We will analyze any office rou- 
tine free of charge and make rec- 
ommendations as to necessary 
equipment, forms or altered pro- 
cedure to iron out the flaws.” 

Most people are busy with the 
persual of their business and are 
so close to the problem they can’t 
see it. It is really a profession any- 
way; and the modern office outfitter 
is in a position to save the executive 
considerable money, according to 
Mr. Warner. 

“Also, little thought is given in a 
majority of offices, to the depres- 
sing atmosphere exerted by garish 
colors of paint or paper, a high de- 
gree of glare from the lighting fix- 
tures, and a hodge-podge of desks 
and files dumped here and there 
without thought to the sightliness 
of them. 

“Such a background can and does 
produce not only fatigue, but a 
defeatist attitude. Every dollar 
spent in better equipment will be 
reflected at once in better employee 
morale and greater output. But the 
greatest bonus is to see the em- 
ployee leave the office with a spring 
in his step—a little something left 
over with which to enjoy his pri- 
vate life.” 


The Warner store 

does not forget 
a customer after he has made an 
initial outfitting. Each time a new 
piece of equipment, or something 
interesting in supplies comes out, 
they use it as an occasion to visit 
the customer and show it to him. 
He may or may not be interested in 
the particular item, but it does ce- 
ment friendly relations and lets the 
customer know he is in mind and 
being considered. 

“There’s nothing like honest 
frankness,” Mr. Warner § said. 
“There comes a time in the life of 
every machine when it becomes 
more costly to repair than to buy 
a new one. I sit down and tell the 
owner the facts. Further repair is 
just money down the drain. Ap- 
proached in this fashion, and hav- 
ing learned to rely on the integrity 
of our other dealings with him, it 
usually results in a sale. If not, he 
has no excuse to be irked at us for 
the naturaly larger and more fre- 
quent repair bills he will be get- 
ting. 

“Careful handling of people who 
come to the store is very important. 
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So I keep an eye and ear trained 
on what is being said and done by 
the employees. Each week we have 
a general school and thresh out 
any improvements to be made in 
handling customers. Everybody has 
a chance to talk at these meetings 
and I think they are a good builder 
of morale. 

“Especially valuable is the prac- 
tice of studying any new equip- 
ment or supply which may have 
come out. We can, thus be informed 
of all its best selling points, and be 
thoroughly familiar with its use. 


Nothing is more disconcerting to a 
customer than to have a clerk 
stammer around a while, then 
lamely explain that Mr. So and So 
will have to be called because he 
knows more about the subject. I 
always like to keep a jump ahead 
of the other fellow if I can. 

“In all of our dealings,” Mr. 
Warner said in closing. “We take 
the positive approach of the use- 
fulness our prospect will realize 
from the new equipment, and the 
matter of dollars and cents will 
take care of itself.” 





IT PAYS TO 
a suggestion 


N MY TALKS with numerous 

merchants in various states dur- 
ing the past six months, I find two 
trends which are very pronounced, 
and about which office appliance 
dealers are doing a great deal of 
thinking. 

One is sales training and the 
other is the suggestion system of 
ideas that can be used in the busi- 
ness. 

“How can I get my employees 
more interested in the business?,” 
many an office appliance dealer 
asks me. ‘“I have tried a number 
of ways. Merely paying a man 
higher wages won’t often do it. If 
you give a man increased pay, this 
acts as a spur for part of the time. 
However, this enthusiasm soon 
wears off and sooner or later, he 
sinks back to his previous level of 
performance and often gets dis- 
satisfied again.” 

Then again, there are other office 
appliance dealers who say, “I used 
to think the bonus system was the 
best, but a lot of employees are 
complaining that their bonuses 
aren’t big enough. I made them as 
high as I could afford. I can’t go 


any higher. I want a better sys- 
tem.” 
Still another office appliance 


dealer explains, “Profit participa- 
tion is the thing. When the em- 
ployee knows how much his wages 
are and what percentage of profit 
he is going to get at the end of the 
year, he will keep eternally vigilant 
on the cost side. He will not waste 
anything. He wants that profit 
share to be as large as possible. 
And he will work harder.” 

This, too, has its points, but an- 
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system if— 
by Edward Ritter 


special writer 


other office appliance dealer says, 
“Use the profit-sharing or partici- 
pation idea in connection with a 
‘Suggestion Box’ idea if you want 
real co-operation. They are the an- 
swer to greater employee loyalty 
and efficiency in many areas. I 
fooled around with the bonus idea 
for quite some time before I 
worked out my present system. I 
like it.” 

It took World War II to bring the 
suggestion system into its own. The 
system really produced during war- 
time and helped Uncle Sam with a 
tremendous production job. Many 
millions of man hours were saved 
by worthwhile ideas suggested by 
employees at work. 

But in order to make such a sys- 
tem work properly, management 
had to offer rewards for workable 
suggestions over and above the reg- 
ular pay rates or promised bonuses. 
In other words, they had to be 
willing to pay for “special” services. 
This willingness to pay was a chal- 
lenge to the worker who thought 
he was worth increased “wages” to 
prove it by coming up with a profit- 
making or cost-reducing idea. 

Office appliance dealers are in- 
terested in this system, as I have 
discovered by interview, but many 
of them lack the know-how to 
make the system work. The pur- 
pose of this article is to review for 
interested office appliance dealers, 
a few of the ideas which can be 
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used in connection with this very 


mine in advance how valuable most 


Those who use suggestion boxes 








Oa important subject ideas are. Much depends upon ac- say that it is very important to 
lerk First of all, let us consider how tual experiment with such new publicize them, to keep them neat 
hen organizations formerly looked upon ideas. Some will be more valuable and clean at all times. They also 
So suggestion boxes. They considered than others. Again, those which say that adequate signs placed near 
he them merely devices to enable em- seem most valuable may not prove the boxes get employees thinking 
I ployees to “blow off steam” to get to be when actually tried out. about new ideas. “WE’RE LOOK- 
ead rid of “pet peeves.” While the sug- One large store in the East has ING FOR NEW IDEAS AND WE'LL 
gestion box idea does not have this a very good idea in regard to re- PAY FOR THEM,” says a sign in 
Mr function, it is a minor one today. warding employees for worthwhile one store’s suggestion box area. The 
ake The real worth of the system lies in suggestions. Initial payments are sign stimulates employees to do a 
ise- the workable ideas that employees made, ranging from $5 to $30 for lot of thinking about their work 
lize contribute to the company’s wel- workable ideas. Then as _ these and service to the customer. 
the fare ideas are tried out in practice, the 
will Let us remember this important employee is given additional pay- There is one further 
fact, Mr. Office Appliance Dealer ments as the ideas make more advantage of 
The suggestion box which you put profit. the suggestion box system which 
in your store, in which employees This most certainly is a fair way | Many retail employers like. Through 
can drop their suggestions of vari- to handle the problem. Most as- the system, they often discover the 
ous sources is, first of all, a chal- suredly, it requires additional book- hidden abilities of employees, they 
lenge to them to THINK about your work, but this should be a small say. This frequently has led to bet- 
company, your profits and progress. additional expense, in comparison ter store profits as well as better 
Perhaps no other device can be with maintaining employee think- jobs and wages for some employees. 
used so successfully to make the ing on a high level. When an em- Many employers ask their em- 
employee take himself in hand and ployee discovers that it pays to ployees to drop notes in such sug- 
say, “All right, HOW much do I think of a valuable idea, in terms _ gestion boxes as to other duties they 
really know about this business? of its profit to the firm, then he like to do. In this way employees 
Have I any ideas that are better will usually spend the time and re- have frequently volunteered to do 
than those which the firm now has __ search necessary to get a good idea. jobs which they otherwise might 
in operation?” In many businesses, the owner's not have done. 
problem is to renew employee in- There are suggestion boxes for 
The average man terest in the company and what it customers, too. Some very impor- 
is so consti- is doing. If a man is dissatisfied, tant and valuable ideas are often 
tuted that any challenge to his ego if he feels he has come to the end obtained from them. However, it is 
yS, usually is taken up. The employee of the advancement road, he usu- for an office appliance dealer’s own 
a may consider himself underpaid ally lets down, and so he and his employees that the plan works most 
. and his work unrecognized, but the employer lose. However, through a consistently. If you can renew the 
nt suggestion box and its setup is a properly planned suggestion box interest of your employees in the 
oa challenge to him to prove how good system, the advancement road for business, then you will tap a mine 
Ity he really is each employee ends only when he from which the ore will be worth 
&. Especially is this true when stops thinking. a great deal to you. 
I worthwhile suggestions are given 
; the proper monetary reward. The 
employee then has the proper in- 
he Centive in most instances, to really COMPLETE ENSEMBLE SUGGESTS UNIT PURCHASE 
we come up with workable ideas. 
r- Those who advocate the sugges- 
a tion box idea say that no firm can 
ny hope with its management, to 
ed cover all phases of opportunity 
by within a business. However, em- 
, ployees who are stimulated to 
5- think CAN make up for executives 
nt who can’t be everywhere. 
le When viewed in this light, the 
7 money which an office appliance 
1s dealer spends for a suggestion box 
De system is well spent, indeed. It is 
1S very likely to represent a very small 
: expense figure for the additional 
nt profits made through the accept- 
to ance of and use of new ideas con- 
bs tributed by employees . 
Of course, payment or reward for , _ 
i- valuable suggestions is mighty im- “Instead of sections devoted to desks, chairs and files,” 
ye portant. The office appliance deal- said the manager of the office-outfitting firm, Wesbanco Co., 
Ly er who pays the same sums for Oklahoma City, Okla., “we group complete ensembles of 
0 ideas submitted by employees re- office furniture and supplies. This helps to make sales of 
. gardless of worth, may be passing complete office outfits.” The large central window of the 
“ le eke enieatite tol firm extends to the pavement and an office ensemble set 
, —_—— up here is visible in its entirety, both to the people in the 
. There is really no way to deter- store and to those passing by.—WBS 
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MODERN 
DisPli! 





for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George I. Taylor 


P.O. Box 542, Long Beach, Calif. 


THE INITIAL COST — 


promote it as investment, not expense 


REAT STRESS is laid in the 

office furniture field upon the 
fact that the outlay for new furni- 
ture is only a small one when com- 
pared with the good derived there- 
from. We salesmen try to convey 
this fact to the prospective custo- 
mer and prove to him in one way 
and another the truth of what we 
are saying. We show him that by 
keeping his employees happy and 
healthy through the use of a good 
posture chair, for instance, that he 
will be sure to get more work out 
of them. We try to prove to him 
that by the use of modern office 
equipment he can save many steps 
and man-hours. 


We tell him 

that in the long run 
the over-all picture of the advan- 
tages offered by an up-to-date 
office will pay for themselves and 
that the initial outlay for new 
equipment is not an expense but 
an investment from which he will 
derive desired profit. There is 
truth in this type of salesmanship. 
No thinking person will deny that 
to be progressive one must keep up 
with the times in every way and that 
proper furnishing and appearance 
plays a major part in progressive 
operation. 

Too often, however, when the 
shoe is on the other foot we balk 
at the same clear-cut arguments 
when they are presented to us as 
an aid to more success in our own 
business channels. Take a look at 
your show windows, for instance. 
Here is the first spot in your busi- 
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ness where progressiveness should 
be made apparent to your prospec- 
tive customer. Have you _ spent 
money to install a modern attrac- 
tive background? Have you bought 
a new rug for the floor? Is your 
lighting system up to date? How 
about fixtures for smaller items? 
Most probably you haven’t bought 
anything new for years BECAUSE 
YOU WANT TO BE CONSERVA- 
TIVE and keep expenses down. 

One of the first things you think 
of when you step out into the busi- 
ness world to sell office furniture 
is your appearance. You dress 
smartly, you make sure that your 
shoes are shined and that you are 
shaved. When it comes to your 
place of business, however, for some 
hard-to-explain reason, the picture 
is different. You make no attempt 
to present a smart appearance even 
though you are so anxious to sell 
smart furniture. 


Your eye is 

on that INITIAL 
COST and you cannot break down 
the resistance in yourself that you 
are so anxious to break down in the 
mind of your prospective customer. 
In simple words you say to him “Do 
as I say and not as I do.” Not very 
convincing, is it? The initial cost 
of a smart appearance, be it in 
your person or in your surround- 
ings, is very small. The money you 
lay out for your displays will serve 
the same good purpose as the money 
you lay out for a new suit of clothes. 
Over a period of time it will pay 
for itself in sales and prestige. 


Develop the same sense of pride 
in your store that you do in your 
home. This you must do if you 
would sell high-quality merchan- 
dise. Be sure that no detail within 
the realm of possibility is over- 
looked in your store arrangement. 
If you cannot afford a complete 
renovation, be sure that the front 
of the store and the show windows 
present an attractive appearance to 
your prospects. 

The argument is too often pre- 
sented that if you smarten up the 
place too much the prospect who 
is looking for bargains (which you 
may have in the back of the store 
or downstairs) will be afraid to 
come in because he will think that 
your prices are too high. Two 
or three permanent cards strate- 
gically placed in your windows will 
dispell this fear. That type of cus- 
tomer is going to leave no stone 





Monthly Display 
Service for Dealers 
Taylor Aids 


for modern display 

of commercial stationery 

and supplies 

For information write 
George D. Taylor 

at address given above 
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unturned to find the merchandise 
at the price he is looking for. I 
would rather reverse the thought 
and be assured that if I do not 
smarten up, the customer who is 
looking for quality merchandise 
would pass me up. After all, if I 
miss any business I would rather 
miss it on low-quality and low- 
profit items 

To sum up, practice what you 


preach. Back up your statements. 


Sell your arguments not only by 
words but by example. Before you 
try to convince an intelligent man 
that he should improve his physi- 
cal surroundings be sure that your 
surroundings are of like caliber. 
Face that INITIAL COST, don’t 
ignore it. Face it intelligently by 
means of a budget set aside for the 
improvement of your property. 
There are undreamed of profits in 
such procedure. 





DEALER'S ad window idea 


Suggested by the advertising 
of the B. L. Marble Chair Company 


F YOU WILL LOOK at the adver- 

tisement of the B. L. Marble 
Chair Company on page 151 of the 
November, 1950, issue of Orrice ApP- 
PLIANCES you will see an advertise- 





ment suggesting a dramatic display 
of distinct merit. . 
Our artist has depicted a chair 
shown with a pair of binoculars in 
a manner that will guarantee at- 





BINOCULARS FOCUS ATTENTION ON CHAIR DISPLAY 
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tention and focus the eyes of your 
customer on any chair of comfort 
you may wish to display. The bi- 
noculars are suspended over the 
chair in such a manner that they 
emphasize very emphatically that 
the chair is comfortable. The un- 
usual position of the binoculars 
starts the train of thought in the 
direction you as a merchant desire 
and the entire display becomes far 
more valuable. 

The complete unit that will do 
the job should consist of the chair, 
binoculars and a reader upon which 
has been printed the facts about 
the chair—the reason it is comfort- 
able, some thoughts about its con- 
struction and any special features. 
This entire window should be spot- 
lighted and your store name incor- 
porated in a distinctive manner. 


Naturally, 

from a standpoint of 
focusing attention on your show 
window, the larger the sign the bet- 
ter. The artist shows us a sign well 
executed and hung in an impres- 
sive manner where it will do the 
most good. This is an ideal ar- 
rangement but, of course, is not 
the only plan you could use. The 
chair could be placed on a plat- 
form and two signs used, one on 
each side, either hanging or on the 
floor supported by an easel. Your 
store name should be especially 
prominent and it would be a good 
idea to use boldly the name of the 
manufacturer in the display so that 
you can take advantage of any 
national advertising that is being 
done. Many sales are lost to the 
dealer who does not take this na- 
tional advertising into considera- 
tion in his displays and advertising. 
Many customers who are sold men- 
tally by national advertising do not 
buy in your store because you have 
failed to advise the community that 
you are agents for that particular 
product. After a useless hunt (espe- 
cially in a big city) a customer who 
lives quite close to your store may 
have bought the same product you 
handle from the merchant way 
across town simply because you 
failed to impress him with the fact 
that you were agents for the article. 
Here again we have a different 
display suggested by the advertis- 
ing which appears in Orrice ApPLi- 
ANCES. A simple but sure-fire meth- 
od of calling attention to our place 
of business. All it takes is a little 
interest, a little research and a little 
effort. Our thanks go to The B. L. 
Marble Company for this modern 
approach to modern merchandising. 

Let’s make use of it. 
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ACTIVE DISPLAY 


promotes telephone list-finders 


CONSISTENTLY effective 
means of promoting the sale 
of telephone list-finders has been 
developed at Kendrick-Bellamy 
Stationery Company, Denver, Colo., 
in the form of an active display 
which points out to customers the 
wide variety of these mechanical 
finders which have been developed 
during the past several years and 
encourages them to try one out. 
Since the telephone list-finder 
and memo index are always an 
extremely profitable item and are 
useful to both businessmen and 
housewives, “Woody” Woodend, dis- 
play manager of Kendrick-Bellamy, 
capitalizes upon the surprise which 
usually greets the operation of a 
telephone list-finder by building up 
specialty displays around the count- 
ers of the store. “While this type 
of mechanically-operated list-finder 
has been on the market since well 
before the war, there are still many 


people who are unfamiliar with 
them and will gladly purchase one 
for home or office use after once 
getting a chance to try one out,” 
Mr. Woodend stated. “For that rea- 
son, we put our displays out in the 
open wheneyer space permits, and 
encourage customers to twirl the 
dials and watch the lid pop up.” 


During early April, Kendrick- 
Bellamy showed a “gallery of 
famous names” in fingertip-con- 


trol telephone list-finders. More 
than 20 models were included in 
the display, which required 4x4 feet 
atop a counter near the store’s en- 
trance. Covering all price ranges 
and made of a multiple choice of 
materials, including plastic, metal, 
fiberboard, and so forth, the list 
finders were called to the attention 
of shoppers with a sign which was 
lettered “The Modern Way!—tTele- 
phone List Finders with Finger- 
touch Control!” With all 20 of the 


by Bert Merrill 


feature writer 


units laid out so that they could be 
easily reached from the aisle, the 
list-finders were in almost constant 
use during each selling day. The 
number of sales per hour was far 
above what is accomplished by 
counter-case or back-shelf display. 
Low-priced models for use in the 
home won particular attention, with 
almost as many women purchasing 
them as men. Next in popularity 
was a large, double-thickness office 
model for executive desk use, which 
incorporated ball pen and pencil 
on the side, with a space inside the 
lid for most commonly-called num- 
bers, such as branch offices, post 
office, Western Union, police de- 
partment and fire department. 








ITEMS ACHIEVE INDIVIDUALITY THROUGH SPECIAL GROUPING IN 
MASS DISPLAY AT EASTMAN OFFICE SUPPLY & EQUIPMENT CO. 


DISPLAY as practiced at Eastman’s 


MONG THE MOST outstand- 
ing examples of mass display 

on the Pacific Coast are those to be 
found from time to time in the 
* windows of the Eastman Office Sup- 
ply & Equipment Company at Long 
Beach, Calif. This is a compara- 
tively new store on the coast but 
those at the helm show the progres- 
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sive thinking that goes into their 
merchandising program. 

The displays (one of which is 
shown in the photograph) are in- 
stalled by Jessie B. Morton, a lady 
of outstanding ability and experi- 
ence. She has that happy faculty, 
so necessary in a store with limited 
window space, of showing a maxi- 
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by George Ls. Taylor 


display specialist 


mum of merchandise in such a 
manner that each item achieves 
individuality in its own grouping. 
This is a hard thing to do and most 
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people, especially those with no 
experience, would have difficulty 
in arranging so much merchandise 
in so little space 

The photograph shows the 1950 
Christmas display and prominently 
features a Sheaffer pen display. 


The companion gift merchandise 
was shown with articulate attention 
given to the smaller gift items 
which were trimmed in unit style 
along the front of the display. 


one of the hard- 
y to handle. It is 
the average sta- 


Mass display i 
est types of displa 


very neceSsSary if 


tionery store, however, and it takes 
talent if it is to be done success- 
fully. If you study the photograph 
you will at once recognize that the 
arrangement therein is above aver- 
age. Mr. Eastman reports that ex- 
cellent results were obtained from 
this year’s Christmas displays and 
that the type of work done by his 
display manager is productive of 
excellent results. 

A few props, a little study of 
arrangement, and some hard work 
will prove profitable to any store 
willing to give the matter enough 


attention. The accomplishments so 
apparent in this photograph of 
Eastman’s windows are possible to 
achieve in any store under any con- 
ditions if thought is directed to this 
end. Many individuals are content 
to be wistful thinkers and talk 
about the days to come which never 
arrive. This is not so at Eastman’s. 
They do a good job with what they 
have on hand and due to the skill 
and cheerful willingness of a hard 
working display personality they 
always have a store front of which 
they may be proud. 
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Are you getting all of the selling effort you should out of your electric 
lights? The electric salesmen that meet people on the street should do 
four things for you: draw attention from passers-by, identify what you 
sell, identify your firm name and invite the shopper to become a buyer. 
illustrated above are a number of sign presentations used by office 
appliance dealers. Among them you may find an angle for making 


your own signs sell better.—DM 
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EARL E. HANSON 
Chairman Chicago 
Convention Committee 





JOHN R. GRAY 
NOFA 
Executive Director 


32 





- + + «NOFA Welcomes 


Fifth Annual Convention to Feature Nationally-Known 


GECOND NOFA president, Harry Hof- 
7 herr is a veteran in the office furni- 
ture field. Joining his firm in 1934 
as salesman and general assistant, he 
has served as secretary-treasurer of 
Kendrik Furniture Co., Chicago, since 
1940, doubling in brass as general 
manager of the company. 





HARRY HOFHERR 


President, National 
Office Furniture Association 


reelings — 


~~ 


NDECLARED WAR, price controls and shortage of merchandise— 

these changing times and changes directly affect our industry. 

Through this looms the National Office Furniture Association Convention 
at the Stevens Hotel, Chicago, March 4, 5 and 6. 


Many dealers and manufacturers will view the largest, most modern 
display of office furniture and equipment ever offered on our exhibition 
floor. Exhibits and conventions provide worlds of material for the prog- 
ress of an industry and our convention is no exception. 


In view of these conditions, our program committee has worked dili- 
gently to bring you speakers who are well equipped to aid us in our 
present problems and help us plan our business conduct in the future. 
Topics relative to trade, public relations and economic stress will be 
given consideration. We feel sure everyone attending the convention 
will derive benefit in large measure. NOFA is happy to welcome all 
men and women of the industry—your attendance will confirm the fact 
that our organization is one of the fastest growing and most alert trade 
associations in the nation. 


Our committee advises that along with the serious, they have made 
arrangements to present one of the most spectacular floor shows at our 
banquet on Tuesday evening, March 6. Their plans also include many 
interesting and entertaining activities for the ladies, to whom we issue 
our special invitation to attend our convention. 


Chicago, our convention city, opens its doors to you and invites you 
to share its places of interest and pleasure. We are anxious to make 
your stay a memorable one in every respect, and our committee mem- 
bers are ready to assist you in every way possible. 


We shall be waiting to welcome you to the biggest and best NOFA 


y é 
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You to Chicago: :- -- 


Speakers and 87 Interest-Compelling Product Exhibits 


HE FIFTH ANNUAL Convention and Exhibit of the 

National Office Furniture Association in Chicago marks 
the first time the annual meeting has been held outside New 
York City. The convention in its entirety has been pro- 
crammed for your guidance on operating procedures. 
Leaders in every phase of the office furniture industry, as 
well as national figures, have been scheduled as speakers 
and discussion leaders. 

Of particular importance to you, your business and the 
nation in this critical period is the industry outlook in the 
face of increasing mobilization and probable expansion of 
government controls. Every aspect of these problems will be 
covered by recognized authorities of industry and government. 


Your Host Hotel— 


| ARGEST hotel in the world, The Stevens, 
4 since its debut in 1927, has been a 
series of extravagant superlatives. Boast- 
ing 3000 guest rooms, 20 public rooms, 
miles of corridors and acres of kitchens, 
the structure’s original cost was $25,000.- 
000, half its present replacement value. 
You and your NOFA convention will be 
comfortable at The Stevens, completely re- 
furbished since 1942 and now owned and 
operated by the Hilton Corporation. 


ASI 
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ABOVE: a glimpse of The 
Stevens’ impressive exterior 
as seen from Grant Park. 
LEFT: Grand Ballroom, scene 
of NOFA business sessions. 
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A 


All-Steel Equipment, Inc., Aurora, Hl. 

Alma Desk Co., High Point, N. C. 

American Latex Products Corp., Haw- 
thorne, Calif. 

Art Steel Sales Corp., New York City 


B 


Bassick Co., Bridgeport, Conn. 
~er Leather Furniture Co., New 
City 

Blanchard Bros. & Lane, Newark, N. J. 

Bright Chair Co., Inc., New York City 

Buckstaff Co., Oshkosh, Wis. 

Cc 

Carlton-Surrey, Inc., Grand Rapids, 
Mich. 

Clemco Desk Mfg. Co., Inc., Bloom- 
field, Ind. 

Cole Steel Equipment Co., Inc., New 
York City 

Columbia Steel Equipment Co., Phil- 
adelphia, Pa 

Commercial Furniture Co., Chicago 

— -Jamestown Mfg. Corp., Corry, 

a. 

Cramer Posture Chair Co., Inc., Kan- 

sas City, Mo. 


E 
Eagle-Ottawa Leather Co., Grand 
Haven, Mich. 
Emeco Corp., Hanover, Pa. 
Equipto Diy., Aurora Equipment Co., 
Aurora, IIl. 
Ever-Ready Electric Co., Chicago 


F 


Faultless Caster Corp., Evansville, Ind. 
Federal Equipment Co., Washington, 


Flexo International Corp., Chicago 
G 
General Lamps Mfg. Corp., Elwood, 
Ind. 


Geyer Publications, New York City 
Gift Craft Leather Co., Brooklyn, N.Y. 


The Exhibitors 


Record Number of Products on Display 234 Hours 


High Point Bending & Chair Co., Siler 
City, N. C. 

Hilgers, A., & Sons, Chicago 

Hillside Metal Products, Inc., Rich- 
mond Hill, N. Y. 

Huntington Chair Corp., Huntington, 


Va. 
I 


Imperial Desk Co., Evansville, Ind. 

Indiana Desk Co., Jasper, Ind. 

Industrial Molded Products Corp., St. 
Paul, Minn. 

Invincible Metal Furniture Co., Man- 
itowoc, Wis. 


Jasper Chair Co., Jasper, Ind. 
Jasper Desk Co., Jasper, Ind. 
Jasper Seating Co., Jasper, Ind. 
Johnson Chair Co., Chicago 


K 
Kraus Co., Stevens Point, Wis. 


Krumwiede, Elmer, & Associates, Inc., 
Chicago 
L 


Lackawanna Leather Co., 
town, N, J. 

La Salle Products Co., Chicago 

Leopold Co., Burlington, lowa 


M 


Marble, B. L., Chair Co., 
Ohio 

Maso Steel Products, Chicago 

Meilink Steel Safe Co., Toledo, Ohio 

Milwaukee Chair Co., Milwaukee, Wis. 

Modernize, Inc., Chicago 

Monarch Furniture, Inc., High Point, 
N.C. 

Monarch Metal Products, Inc., Mount 
Vernon, N. Y. 

Murphy Chair Co., Owe - cami Ky. 

Myrtle Desk Co., High Point, N. C. 


N 
National Desk Co., Herkimer, N. Y. 
New Indiana Chair Co., Jasper, Ind. 
NOFA, New York City 
Nucraft Furniture Co., 


Hacketts- 


Bedford, 


Grand Rapids, 





Gregson Mfg. Co., Liberty, N. C. Mich. 
Gross Engineering Co., Inc., Three 
Rivers, Mich. od 
Gunlocke, W. H., Chair Co., Wayland, Tani 
N.Y. Exhibit Hall 
H 
Hamilton Mfg. Corp., Columbus, Ind. 
Hanes Chair & Furniture Co., Inc.., 
Mocksville, N. C. i 
Haskell Mfg. Co., Inc., Pittsburgh, Pa. 
Harter Corp., Sturgis, Mich. i ii 
* * * * * . Hil ney 
Sunday 1 
12 Noon to 10 P.M. 


EXHIBIT 
HOURS 


Monday 


Tuesday 
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2 P.M. to 10 P.M. 


12:30 P.M. to 6 P.M. 


wii: i | 


O 


Office Appliances, Chicago 
Office, The, New York City 


P 
Parker Steel Products, Inc., 
N. Y. 
Peerless Steel Equipment Co., Phil- 
adelphia, Pa. 


Princeton Upholstery Co., Inc., Bronx, 


Brooklyn, 


R 


Radel Leather Mfg. Co., Newark, N. J. 

Rishel, J. K., Furniture Co., Williams- 
port, Pa. 

Rockwell-Barnes Co., Chicago 

Royal Metal Mfg. Co., Chicago 


S 

Sainberg & Co., Inc., New York City 

Security Steel Equipment  Corp., 
Avenel, N. J. 

Shepherd, N. T., Chair Co., Salt Lake 
City, Utah 

Sight-Light Sales Division, Greenwich, 
Conn. 

Standard Furniture Co., Herkimer, 
N.Y. 

Sturgis Posture Chair Co., 


Mich. 


Sturgis, 


T 
Taylor Chair Co., Bedford, Ohio 
Tiffany Stand Co., Poplar Bluff, Mo. 
Thomas Furniture Co., High Point, 
se 
Vv 
Victor Safe & 1. 7d Co., Ine., 


North Tonawanda, N. 
Valeo Co., St. Louis, Mo. 


Ww 
Wells Chair Corp., Chicago 
Westcort Co., New York City 
Wilhite Mfg. Co., Inc., Chicago 


Wood Office Furniture Institute, Wash- 
ington, D. C. 
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Convention Program 





Both Industry Leaders and National Figures Scheduled to Speak 


SUNDAY, MARCH 4 
9:30 A.M. 


12 NOON—10 P.M. 


MONDAY, MARCH 5 
9:30 A.M. 


12:15 P.M. 


2 P.M.—10 P.M. 


TUESDAY, MARCH 6 
9:15 A.M. 


11 A.M. 


12:30 P.M.—6 P.M. 


6:30 P.M. 


7 P.M. 
9 P.M. 
11 P.M. 


NOFA Officers’ Breakfast (For all NOFA officers, directors and 
all officers of NOFA chapters) 


Welcome by President Harry Hofherr 
Committee Appointments 

Chapter Reports by Presidents and Secretaries 
NOFA Business 


Exhibits Open 


Invocation 


Messages of Welcome by City and State Officials 


Keynote Address emphasizing convention theme, “Better Sell- 
ing Builds Better Business’—Eugene Whitmore, editor of 
“American Business” 


“Office Furniture—Today and Tomorrow”—H. A. Green, presi- 
dent Royal Metal Manufacturing Company, Chicago 


“A Bonus Every Month”—H. A. Bergdahl, Crane Company 


Speaker on Federal Government policies. Speaker and subject 
to be announced at opening session. 


Luncheon—Clifton Utley, nationally-known radio and television 
commentator, will speak on “From This Point On” 


Exhibits Open 


Convention Business Session 


“Selling by Telephone,” presented by Capital Airlines 
“The Dealer's Poimt of View”’—James “Scotty” Robertson, 
Globe Office Equipment Company, Cincinnati, Ohio 


NOFA Project Reports 
National Advertising—Bernard H. Nemlich, Chairman 
NOFA Group Insurance—John H. Munro, Jr. 
NOFA Bulletin—Russell M. White, Editor 


Reports of Credentials, Finance, Memorial and Nominating 
Committees 


Election of Officers 
Exhibits Open 


Doors open for banquet (No reserved tables) 
Organ Recital—Leo Terry 


Annual NOFA Banquet—Presentation of Awards 


Gala Floor Show 


Dancing—Lew Diamond's Orchestra 
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1950 NATIONAL OFFICE FURNITURE ASSOCIATION DINNER AT HOTEL COMMODORE, N. Y. 
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APPROPRIATENESS 


is primary in 


HE PHRASE “Savings and loan” as 

applied to interior design 
prompts the thought “suitability 
and loveliness” when consideration 
is given to the vital role played by 
savings and loan institutions the 
country over in making it possible 
for home-loving citizens to build 
and own the homes of their dreams 
through the financial services ren- 
dered in these ever-expanding 
channels of banking facility 

In approaching the Bell Savings 
and Loan interior design project 
conferences were held to analyze 
the requirements of executives and 
employees in order to determine 
bases for selecting colors, textures, 
arrangement and furnishings. In- 
cluded in these discussions were 
matters relating to the importance, 
not only of the executive and work- 
ing areas, but those in which the 


big installations 


by Catherine Ie Cullough 


director of design division, 
Office Equipment Company, 
Chicago, Ill. 


public reactions were of oustand- 
ing significance. Since savings and 
loan patrons represent a complete 
cross-section of American life, in- 
cluding men, women and children 
of almost universal variety of 
character, interior appeal of equally 
extended humanity and warmth 
naturally was decided upon to meet 
these broad requirements 
Continuous co-ordination with 
the architects and engineers as- 
sured a unified application of well- 
blended colors from the marble, 











From a background of training 


and experience in the fine arts, 


architecture and interior decorat- 
ing, Catherine McCullough has de- 
veloped a special technique for 
analysis of design requirements of 
business and professional offices. 
Her talent in combination with the 
resources and facilities of the Office 
Equipment Company of Chicago, 
have resulted in a number of out- 
standing installations of office fur- 
niture and furnishings in the Chi- 
cago area during the past several 
months. The accompanying pic- 
tures reveal the character of the 
“jobs” that have added to prof- 
its as well as enhancing the repu- 
tation of the Office Equipment Co. 





ATTRACTIVE EXECUTIVE OFFICES AT BELL SAVINGS—Double-faced gold draperies and 
olive green carpeting accentuate rich brown of walnut paneling in executive offices. 
Chairs are upholstered in three different leathers. An outstanding feature of the office is 
the array of flower boxes along the thermopane glass windows. Sealed shut, the windows 
are comprised of two plates of glass joined together, with dry air between. Windows are 
always frost-free through elimination of condensation. 


36 


OFFICE APPLIANCES, March, 1951 





PO PAT OOO oe 


‘ y 


exterior through 
the lower foyer where special 
precaution was taken in the choice 
terrazzo floor, to- 
he marble walls, metal 
columns, doorways and stairways 
Always in n was the significance 
if this approach to the colors in 
the bank where beautiful 
walnut panelling featured in two 
match the desks, 
yed such an important part 
Additional rs in the bank 
l n in the carpet- 


metal and 
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ing throughout the reception area, 
the executive offices and the gen- 
eral office. Double-faced gold 
draperies at the windows through- 
out the office area and deep, subtle 
shadow-green paint used on all 
plaster walls accentuate the rich 
brown of the walnut panelling and 
set off the distinguished chairs, up- 
holstered in three different leathers 
All of these colors mentioned oc- 
cur again in a printed fabric used 
in a stationary tailored drapery 
hung so as to cover completely one 
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TWO OF THE FEATURED SPOTS AT 
BELL SAVINGS & LOAN IN CHICAGO 
—Above: President Arthur G. Erd- 
mann relaxes in his private office. 
Following Executive Furniture Guild's 
color co-ordination program, the 
office features gold carpeting, olive 
green sectional sofa, shadow green 
leather chairs, and draperies com- 
bining gold and green on gray 
background. Paneling is deep wal- 
nut, walls a soft gray. Left: re- 
ception area is highlighted by il- 
luminated transparency of city’s 
skyline. Desk, walls, leather sofa, 
carpeting and draperies all form 
one harmonious color scheme. 


wall in the reception area as a 
backdrop to large waxy-leafed live 
plants. Additional boxes of greens 
are located in the three large cen- 
ter windows in the executive area, 
and at the ends of the check writ- 
ing desks. 

The president’s office features 
gold Spinning Wheel carpeting. 
Here, the olive-green appears in a 
shaggy fabric sectional sofa. The 
shadow green appears in the 
leather-covered chairs traditional 
in design, matching the executive 
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desk. At the window, which is sur- 
rounded by deep walnut panelling. 
a print is made up in a traverse 
drapery. The colors in this print 
are the gold and greens of the fur- 
nishings on a gray ground. The 
opposite wall is completely covered 
by a smoked-glass, gold-crackled 
mirror, discreetly elegant in its 
subdued reflection of the entire in- 
terior. Across one end wall low 
built-in book shelves and cabinets 
are finished in walnut panelling. A 
special picture ledge for family 
portraits is incorporated in the cab- 
inet design. All exposed additional 
walls are in a soft gray Martin- 
Senour color. Lamps, designed by 
John Vail, of gnarled cypress have 


parchment shades and are used 
both here and in the reception area 
Reflected throughout the entire 
room is the subtle discernment and 
good taste of the occupant. 

The employees’ lounge on the 
third floor figuratively transports 
occupants to the tropics. Here they 
sit on gay red, yellow and green 
canvas dining chairs or on rattan, 
redwood or green leather lounging 
chairs looking out at palm trees 
along a tropical bay portrayed in 
a photo-mural taken in far-away 
Florida. On the floor a delightful 
hemp rug is laid and at the win- 
dows split-bamboo draperies aid in 
carrying out the illusion. On some 
walls where brick terracing and live 


BELL EMPLOYEES RELAX IN THIRD 
FLOOR LOUNGE—Refreshment periods 
transplant Bell workers to tropical 
surroundings. Here they sit on gay- 
colored red, yellow and green canvas 
dining chairs or on rattan, redwood or 
green leather lounging chairs. Mural 
portrays Florida scene, draperies are 
split bamboo. Cocoanut bark colored 
in various designs has been applied 
to portions of walls. 


piants are not featured there is ap- 
plied cocoanut bark, gaily designed 
in many patterns. One end of this 
surprising room carries a compact 
and modernly equipped kitchen to 
meet all requirements. The interior 
exemplifies the desire on the part 
of the Bell management to provide 
comfort for employees. 

For this and other current in- 
Stallation the Office Equipment 
Company of Chicago has drawn 
on the following manufacturers for 
various types of furniture: All-Steel 
Equipment, Inc., W. H. Gunlocke 
Chair Company, Jasper Office Fur- 
niture Company, Standard Furni- 
ture Company and Stow & Davis 
Furniture Company. 





PROPOSAL 


brochure 
sparks 
office 
furniture 
ensemble 
sales 


‘TITLED “YOUR OFFICE,” the Leopold Desk Com- 

pany, Burlington, Iowa, has produced an outstand- 
ing selling-aid brochure for office furniture dealers. 
It is designed to help the furniture salesman make an 
effective approach to his potential customer while at 
the same time providing him with a scale plan, illus- 
trations of furniture in natural colors, and imposing 
photographs of typical installations 














LEOPOLD’S INVITING, HELPFUL PAGES ON “YOUR OFFICE’ 


offices because: 


More than just a furniture sales aid, the brochure 
is a treatise on complete office decor, providing color 
schemes from walls and drapes to desks and chairs. 

Setting the theme for salesmanship based on the 
modern office needs is the “Philosophy of the Business 
Leader,” reading: 

“The alert and far-sighted executive invests in finer 
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Keen competition demands efficient service 
An efficient office produces economies 
The well equipped office becomes an inspiration 


to your clientele 
to your own personnel 


It brings better and more accurate production 
It is conducive to better health and conserves your 


facilities 


It is an investment bringing the highest percent- 


age of profit returns 


—Its efficiencies represent and express your attitudes 
Installations pictured in the brochure include those 
at the National Bank of Burlington, Iowa, the Valley 


Bank & Trust Company of Des Moines, Iowa, the First 
National Bank of Peoria, Ill., the First Bank & Trust 


Company of South Bend, Ind., and the Citizens Na- 
tional Bank of Decatur, Il. 


Color charts shown were selected by Holabird & 


Root & Burgee from the Nue Hue colors manufactured 


by the Martin-Senour Company. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE COUR. 
AGE .. . CO-OPERATION 


ETROIT is the source of two Mr 

I. Will Pepper-Upper top entries 

this month, and not being able to 
choose one over the other, we de- 
clare it a true tie 
and give them both 
e to you for your in- 
spection on your 

OFFICE APPLI- 
ANCES TV Receiv- 
er This froma 
department man- 
ager of a Detroit 





stationer, who gave a credit line 
to the Industrial National Bank 
of his city: “Good Will is the dis- 
position of a pleased customer to 
return to the place where he or she 
has been well treated.” ... And the 
other tie-first-placer, is viewed by 
you through the courtesy of a pri- 
vate secretary to the general man- 
ager of this same firm . Here is 


her nomination 

I used to think I knew I knew, 
But now, I must confess, 

The more I know I know I know, 
I know I know the less.” 


This genial four-liner gem was 
originally from an issue of “The 
National,” of the National Blank 
Book Company of Holyoke, Mass.. 
and the clipping was given to this 
private secretary by her employer, 


with the remark that perhaps here 
was a Mr. I Will Pepper-Upper for 
Business Builders 

I-D-E-A E-X-C-H-A-N-G-E 

Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
plus SENSE- 
ASSURED! 
Remember 
the price 
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ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 

YOU!!! (Always men- 

tion idea number, and 

address the co-ordinator 

of this page, Care of Shaw & Bor- 
den Co., Box 2153, Spokane 2, Wash. 
Use this same address in sending in 
your thoughts for our Mr. I. Will 
Pepper-Upper and Terse Trailer 
Departments of BUSINESS BUILD- 
ERS Telecast.) 


Ask IMMEDIATELY for 
No. 1951-7 BUSINESS 
BUILDER: “Demonstra- 
tions Have a Place in Our 
Business, Too!” Here a sales pro- 
motion director of a large mid- 
western office-outfitting and print- 
ing firm takes the time to put on 
paper for you his very definite 
angles on tested demonstrations in 
several major products in our im- 
portant field of business tools and 
services. 


Ask IMMEDIATELY for No. 1951-8 
BUSINESS BUILDER: 


“What Kind of Questions Are You 
and Your Sales Force Asking and 
HOW Are You Asking 
Them” M. T. “Bob” Wag- 
ner of Stationers Loose 
Leaf Company of Mil- 
waukee garnered in this extraordi- 
nary outline from an important up- 
and-going office-outfitter, who gave 
his permission to pass on these 
findings to our trade, and “Bob” 
thought he could find no better 
way of distributing this factual ma- 
terial than by sending it in to us 
at the time he ordered BUSINESS 
BUILDER No. 1950-35 recently. 





MODERN EQUIPMENT 














Did you see the January-February 
issue of Dennison Manufacturing 
Company’s Fiftieth An- 

niversary “What Next?” 

$) It is brimful of top-notch 
sales promotion and ad- 

vertising ideas. It starts in with 
the brilliant editorial, “Inspiration 
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to Buy.” . . . Promotion with a one- 
two punch appears on pages 4 and 
5... . Intriguing: “Are your Letters 
Worth 75c on page 6... . Arresting: 
“Put Pep in Your Winter Windows!” 
on page 7... . Unusual: review of 
Baltimore’s Meyer and Thalheimer 
Company’s original “shelf-conscious 
idea gleaned from the hardware 
trade and applied to our field, as 
set forth on the two pages follow- 
ing. ... And all of the departmental 
features in the concluding section 
are most worthy of your study, 
particularly the new one captioned, 
“I’m Glad I Thought of That,” for 
in its curtain-raiser issue it tells 
a most novel idea put into action by 
H. B. Speicher, president of Leon- 
ard’s Office Supply and Equipment 
Company’s store in their promoting 
a safety idea that bore commenda- 
tion from everyone in their locality. 


. . © * * - * 


Again we emphasize: “TERSE 
TRAILERS PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
—there’s a prize for each one used 

. . and this time it’s a triple-tie 
with a prize for each of the three 
and a very terse runner-up, too. 
Here they are televised for YOU and 
YOUR OWN SALES CREW: *** 

*Wrongs can be mend- 
ed; thread your needle 
now! (Oliver Kenneth 
Bascom) 

*Life must be worth living; the 
cost has doubled, but 
most of us still hang on. 

(Boston Globe) 
*Opportunity doesn’t 
carry letters of introduction with it. 
(Advertiser's Digest) ... 
and you'll be equally in- 
trigued with a still terser 
TERSE TRAILER sent us 
by a reader of Seeman & Peters 
house organ from Saginaw, Mich.: 
* * * Quitters never win—Winners 
never quit. 


3b, 3B, 3B 


Office-efficiently yours! 
RALPH B. ORTEL 
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Editorial 





OA 
That Other Flag 


(This is a suggested editorial from the office 
of public relations, American National Red 
Cross, Washington, D.C. We reprint it as furn- 
ished us because we feel it speaks for itself in a 
worth-while plea to members of this or any other 
industry.) 


@@ AT THE AMERICAN NATIONAL Red Cross 
building in Washington, a block from the White 
House, two flags fly side by side—the Stars and 
Stripes, and the Red Cross flag of mercy. These 
two flags are as inseparable in national emer- 
gencies as on the battlefield. 


A Washington newspaper recently called the 
Red Cross “Old Reliable,” going on to say, 
“When war erupts ... or when nature goes 
on a rampage, Americans turn instinctively to 
their Red Cross .. . but people’s memories fade 
in... days of peace, and the organization has 
a tough time collecting its funds.” 


In adopting the slogan “Mobilize for Mercy” 
for its March 1951 fund campaign, the Red Cross 
asks the help of every American not only in 
supplying .badly needed funds for its expanded 
work for the armed forces and civil defense, 
but in recruiting volunteers to make this work 


possible. 


In addition to continuing its regular work, the 
American Red Cross has been asked to expand 
its activities as follows: 


1. The Blood Program. The Secretary of De- 
fense last summer asked the American Red 
Cross to be the official blood procurement agency 
for the needs of the armed forces. The National 
Security Resources Board also has requested 
that the Red Cross co-ordinate a nation-wide 
blood program for civil defense. Therefore, in- 
cluding its regular peacetime program, the Red 
Cross will be responsible for procuring large 
quantities of blood by the end of this fiscal 
year. 


2. First Aid. The NSRB has asked the Red 
Cross to undertake the training of as many as 
20 million persons in first aid, including all 
civil defense workers. This is no short-time 
job, and in accepting it, the Red Cross looks 


Here and There 


to the public both to fill classes and to help 
instruct those classes. 


3. Nurse’s Aides and Home Nursing. In an 
emergency, hundreds of thousands of women 
will have to give nursing care to their families 
and their neighbors. More hundreds of thou- 
sands will be needed to serve as nurse’s aides 
in hospitals, at blood centers, and emergency 
shelters. The Red Cross has accepted from the 
NSRB the responsibility for recruiting and train- 
ing these women in home nursing courses and 
as nurse’s aides. 


To do its regular job as well as an emergency 
one, the Red Cross will need millions of volun- 
teers—as blood donors, as non-professional work- 
ers in hospitals, as drivers for Motor Service, and 
as other workers in connection with all local 
chapter needs. The Red Cross has a long history 
of trained volunteer service. How much can 
you give to help make Red Cross know-how count 
in 1951? How much will you give to keep that 
other flag flying? 


_—_e-- 


One of the greatest fallacies which mankind 
has inherited from the estate of mistakes is the 
rash demeanor exercised when contracts are 
made. We are given to make obligations without 
concern of the full purchase price. 

D. Mead 


_——_—_——<—_—- 


Some One Must Pay the Piper 


@&@ HIGHER TAXES, tighter credit and cur- 
tailment of government service are distasteful 
but some one must pay the cost of defense. 


The thinking American who is determined 
that this nation shall be strong will take these 
restraints in better grace if government econ- 
omy is practised, too. 


Government needs to set a standard for the 
behaviour of the private citizen by practicing 
economy in its own expenditures. 


That means simply to take the pork out of 
government and throw away the barrel. 


When that happens our growing military 
strength can be erected upon a solid base of 
growing economic strength. 





More than 75,000 persons wrote the 





ELMER SELLS FAT BOY’S DIET 
ALONG WITH THE SIZZLE 
Members of this industry who attended 


the NSA convention in Chicago a few 
years back will remember Elmer Wheeler 
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as an intriguing speaker with the slogan 
Don’t Sell the Steak—Sell the Sizzle.” 
Now Elmer is the fellow whose senso- 
tional Fat Boy diet book, serialized in the 
Chicago Daily News, has caused Chi- 
cagoans to lose weight by the ton. 


Daily News to receive copies of Elmer's 
Fat Boy diet card and that’s the largest 
number of letters ever received by the 
newspaper on a single subject. 

And it seems that the famed lecturer, 
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yunds now,” said the 5-11 
Elmer in a recent visit to Chicago, “and it 
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PLEASE! 


Thousends and thousonds of crippled 


children look to you for help at Easter 
time. The proper core now will help 
them stand on their own and grow 
vp strong. So lend a hand, won't 
you? Give now, during the 18th 


Annval Easter Seal Appeol. 


GIVE NOW! 


The National Society for 
Crippled Children and Adults, Inc. 
Chicago 3, Illinois 





MOERS SELLS BROTHERHOOD 
AS OFFICE SUPPLIES SIDELINE 


Moses A. Moers is in the office supply 
business at 529 Walnut St., Cincinnati, 
ffice supplies isn’t all 
has a side line with- 
out any monetary reward and that’s 


the brotherhood of man. 


Ohio, but se 
M Moers does 


selling the idea of 


After a customer has purchased supplies, 


Mr. Moers may get around to the spiritual 
commodity he has to sell “How do 
you feel, sir t people hating each 
other on ac t of religion, race or 

Mr. Moers himself has been feeling 
deeply about that, declares a recent article 
n the Cincinnati Post. To hate any guy 


because of the way he was born never 


ccurs to M MA 


He wrote a pledge of loyalty to the 
brotherhood of man, which he asks each 
signer to subscribe. It reads, “I pledge 


of another's religion 
nd whenever | hear of one 
try to correct him.’ 


never to speak 
creed or colo 
who does | sha 
One who signs immediately becomes a 
member of the American Pledge League 
of which Mr. Moers is president, secretary 


ond everything « 
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BOB JAGGARD WINS KERSEY 
AWARD AS OUTSTANDING 
JAYCEE OF PAST YEAR 


Winner of the Garden City, Kans., Kersey 
award for the past year, is Bob Jaggeard, 


A 


BOB JAGGARD 





manager of the Navrat Office Equipment 
Company, Emporia, Kans. Mr. Jaggard was 
cited for his work as Jaycee chairman of the 
“Get Out the Vote” campaign, for his job 
as editor of the Jaycee bulletin and his wide 
interest in Jaycee activities. 


The Paul Kersey award was made by Gor- 
don Penney, past Jaycee president, who was 
ewarded the honor last year. Mr. and Mrs. 
Ralph Kersey, parents of the first Garden 
City Jaycee to be killed in World War Ii, 
were honor guests at the banquet. 





RHYS LLEWELLYN HEADS 
FILTER CENTER OPERATION 


Among the members of our industry who 
are being “drafted” to serve in national 
defense posts is Rhys S. Llewellyn of the 
R. H. Llewellyn Company, Manchester, N. H. 
Mr. Llewellyn is civilian director of the 
Manchester Filter Center in charge with 
Capt. Richard Brannick of a projected 
number of 500 trained volunteers who will 
operate the Center on a 24-hour basis. 

Mr. Llewellyn has explained that the 
work of the Center is to team up with 
radar in detecting and plotting the course 
of hostile aircraft. 

Observation posts throughout Maine, 
New Hampshire, Vermont and part of 
Massachusetts report to the Manchester 
center. 

Volunteers are being trained and will re- 
ceive their “wings” at a special ceremony. 





W. H. FOSTER, FARMER 





“ ri 


Because his duties as chair- 
man of the board of The Gen- 
eral Fireproofing Company do 
not take all his time, William 
H. Foster finds pleasure and 
satisfaction in functioning as 
a farmer. Above: the puzzled 
expression is deceiving; Mr. 
Foster knows how to operate 
the tractor. At right: geese, 
cattle and hogs, prize prod- 
ucts of the Foster farm receive 
the careful attention of 
Farmer Foster. 
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41 





nomda 
news 


National Office Machine Dealers Association 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 32, California 


NOMDA Picks Detroit for 1951 Convention 


Detroit, Mich., has been selected by the National 
Office Machine Dealers Association for its 1951 Conven- 
tion and Trade Exhibit. June 28, 29 and 30 are the 
dates, with the Statler Hotel as headquarters. 

The Michigan OMDA extended an invitation to 
NOMDA to hold its twenty-sixth annual gathering in 
Detroit and the executive committee quickly accepted. 
The invitation was extended by unanimous action of 
the Michigan group. 

The convention will stress the dealers’ position in 
the new era of doing business under drastic controls 
that probably will be in effect by June. Plans are to 
have talks by representatives of the various govern- 
mental agencies having to do with credits, manpower, 
prices and wages, inventory and other phases of busi- 
ness which may be under restrictions at that time. 

“It is a privilege to act as hosts to the National 
Association,” stated John Stifter, president of the 
Michigan OMDA. “We are looking forward to a record 
breaking attendance for this event. Detroit will be 
celebrating the 250th year of its founding and will have 
scores of interesting events for the visitors. It will be 
a big year for the city and we are glad that our fellow 
dealers will have the opportunity to become better 
acquainted with our city. 

“We plan to do all in our power to see that everyone 
takes home the fondest memories of any convention 
yet. We plan an entertainment program of unusual 
events for the periods when the business of the con- 
vention is not demanding the time of the visitors. We 
are positive the ladies of the convention will have 
the time of their lives and a full program is being 
worked for them. Being of easy access to so many 
members of the association we are sure many hundreds 
will be with us in June.” 





NOMDA Membership Campaign 


February was designated “membership” month by 
the National Office Machine Dealers Association and 
every effort was made to add as many dealers as pos- 
sible to the roster. Indicative of the interest in the 
association is the fact that many members have been 
added in recent months without solicitation. Results 
of the drive were not available at the time of going 
to press with this issue. 

“Never before in history have the dealers of the 
nation needed guidance under a controlled economy 
as they do now,” according to Ed Toussaint, president 
of NOMDA. “Only through the channels of our asso- 
ciation can the individual dealer make his voice heard. 

“We today have a committee composed of top flight 
businessmen in the industry, who are ready to go to 
bat for the office machine dealers of the country the 
minute any emergency requires their action. We have 
already made one trip to Washington which resulted 
in our having a get-together with top government offi- 
cials who will have charge of the controlling of various 
activities affecting the retail trade. We were able to 
give them the benefit of our ideas as to the mistakes 
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made during the last war and suggestions for the 
proper handling of controls this time. 

“Nowhere and in no manner can the individual 
dealer raise his voice except through concerted action 
through the NOMDA and we invite every dealer in 
the country to join with us in our fight to see that 
our interests will be safeguarded as much as possible. 
We are not speaking for selfish interests but we are 
interested in a fair treatment of our problems and 
every dealer should put his shoulder to the wheel and 
stand his share of the time, effort and costs attendant 
upon his receiving a share of the benefits derived,” 
concluded Mr. Toussaint. 





Radigan Presides Over New York OMDA 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, January 9, at the Brass Rail Restau- 
rant, New York, N. Y., with President E. P. Radigan, 
Radigan Sales Company, Staten Island, N. Y., presid- 
ing. 

At the close of dinner President Radigan called upon 
executive secretary, M. B. Pearlman, who read the 


E. P. RADIGAN 





minutes of the previous meeting held December 12 and 
announced the new officers of the association for the 
coming year. They are: 

President—E. P. Radigan, Radigan Sales Company. 
Staten Island, New York. 

Vice-president—David Silvers, American Business 
Machines Inc., New York, N. Y. 

Treasurer—Samuel Stein, Quality Office Equipment 
Corporation, New York, N. Y. 

Seargants-at-arms— Murray Diamond, American 
Typewriter & Adding Machine Company, New York, 
N. Y., and Frank Nemzer, Nemzer Typewriter Exchange, 
Brooklyn, N. Y. 

The board of directors consists of 

I. Rubin, Eagle Office Equipment Company, New 
York, N. Y. 

Nick Fucci, Business Machines, Inc., New York, N. Y. 

Irving R. Ritchie, Typewriter Distributors, Inc., New 
York, N. Y. 

Reuben H. Jaskow, Batlin & Horowitz, Bronx, New 
York, N. Y. 
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Ralph Neumayer, National Typewriter Company, Inc., 


Hartford, Conn 
Paul Kramer, Ideal Business Machines, New York, 


N.Y 


Max L. Pollack, Atlas Typewriter Company, New 
York, N = 

Wm. B. Kerzner, Pearl Typewriter Corporation, New 
York N Y 

Expressing the regrets of the association, President 
Radigan announced the recent deaths of James T. 





SNAPPED AT THE JANUARY 9 MEETING OF N. Y. OMDA— 
Top, left to right: |. Rubin, Eagle Office Equipment Co., New 
York, N. Y., ex-president; M. B. Pearlman, executive secre- 
tary; David Silvers, American Business Machines, Inc., New 
York, N. Y., vice-president; Samuel Stein, Quality Office 
Equipment Corp., New York, N. Y., treasurer. Bottom: gen- 
eral view of members and guests caught while dining. 


Lafferty, Underwood Corporation, and the wives of 
Frank Nemzer, Nemzer Typewriter Exchange, Brook- 
lyn, N. Y., and Samuel Singer, Allied Office Equipment 


& Stationery Company, N. Y. All present stood with 
bowed heads in respect to their memories. 

President Radigan then announced the appointment 
of Irving R. Ritchie, Typewriter Distributors, Inc., as 
chairman of the speakers’ program committee and 
Harry H. Ritchie, Addressing Machine & Equipment 
Company, as chairman of the entertainment com- 
mittee. Additional committee chairmen will be ap- 
pointed at a later date. 

Vice-President David Silvers then occupied the chair 


while Mr. Radigan 
floor reading 


VHEREAS it to the attention of the members of 
vy Y hit Dealers Association that Olympia 
t { e recently beer placed on sale it 


introduced a resolution from the 


a 
REAS reported on reliable authority that 
en manufactured 





LARRY McDONOUGH NIGHT—LEFT: Testimonial plaque given to Mr. McDonough 


tne town of Erfurt, Germany, which is in the Russian Zone in 

“WHEREAS this means that these typewriters are manufac- 
tured under the control, supervision and gain of the Russian 
government, and 

WHEREAS it is to the interest of all Americans to have 
this information regarding these typewriters before they are 
offered for sale. 

THEREFORE Be it resolved that the members of the Office 
Machine Dealers Association of New York go On record as 
opposed to this practice on the part of the seliers of these 
Olympia portable typewriters made in the Russian Zone in 
Germany and be it further resolved that the New York Office 
Machine Dealers so notify the Congress of the United States 
and the respective legislatures of the States of New York and 
New Jersey 

The resolution was then unanimously adopted and 
the following committee appointed to study and make 
recommendations: I. Rubin, Eagle Office Equipment 
Company, chairman; George Purvin, Superior Type- 
writer Company; Jack Hutter, Check Writer Company; 
I. Meizner, Mercury Business Machine Company, Inc., 
and Edward Staats, Ames Supply Company, New York, 
N. 

President Radigan introduced John H. Munro, Jr., 
of the John Hancock Mutual Life Insurance Company, 
who spoke on group insurance, telling of the plan 
now under consideration by the National Office Ma- 
chine Dealers Association. In telling of the plan and 
its benefits to be participated in by both executives 
and employees to the extent of $5,000.00 and $2,000.00, 
respectively, he pointed out the low cost, plus conver- 
sion privileges upon leaving present employment. In 
conclusion he passed out personnel sheets and urged 
members to supply all required information data as 
soon as possible so that the plan can become effective 
at an early date. 

A demonstration was then given by Benjamin Burns 
of the Burns Manufacturing Company of his product 
called Revivo, a liquid platen rejuvenator. Consider- 


able interest was shown in the demonstration. 





COMDA Honors Larry McDonough 


Tuesday evening, January 9, 1951, was designated 
Larry McDonough Night by the Chicago Office Machine 
Dealers Association. Business was held to a minimum, 
involving only the installation of officers elected at the 
December meeting. 

Nearly 100 men and women gathered at the Erie 
Cafe, Chicago, to honor Larry McDonough, long time 
member of COMDA who recently resigned from the 
Royal Typewriter Company staff and bought the Cen- 
tral Typewriter Exchange, Chicago. 

As chairman of the celebration committee, Jim 
Ward, Shipman-Ward Manufacturing Company, in- 
troduced several guests, including Irving Ritchie, Type- 
writer Distributors, New York, N. Y., who spoke briefly. 
Then the officers for 1951 were installed by Jack 

(Turn to page 106, please) 





by ‘‘fellow members of the Chicago Office Machine Dealers Association.’ CENTER: 
Mr. McDonough expressing appreciation for the high regard of his associates in 
the office machine industry. Seated is Jim Ward, Shipman-Ward Mfg. Co., chair- 
man of the Larry McDonough Night committee. RIGHT: Larry Walter, Peter Paul 
Mechanical Service, retiring president of COMDA, receiving a gift certificate 
good for a shotgun from Jack Weiner, Belmont Typewriter Sales & Service. 
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MISS EFFICIENCY CHAIR 





Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Ill. 


Christened “Miss Efficiency,’ a new posture chair, 
No. 950, has been introduced for clerical workers 
Features include attractive appearance, lifetime 1%4- 
inch steel tubing for the legs and base; genuine Paratex 
padding for the seat and backrest; three standard ad- 
justments for correct seating posture, adjustable while 
the user is seated; solid steel spindle swivel pin with 
lubricated, lifelong chrome alloy bal] bearing; and a 
choice of Vinyl-coated plastic upholstery with fabric 
back, welted, in office gray, green or brown, the steel 
structure in office gray, green or brown. The seat 
measures a full 15x13 inches with a two-inch Paratex 
cushion; the backrest, 13x7 inches with a one-inch 
Paratex cushion. The base has a wheel spread of 22 
inches and the seat may be adjusted from 17% to 21 
inches in height. The backrest has a three-inch up- 
and-down and an in-and-out adjustment of four and 
one-half inches. 


GIFT CRAFT DESK SETS 





Gift Craft Leather Company, 
350 Livingston St., Brooklyn 17, N. Y. 


Included in a new popular-priced line of desk sets 
are stiff-back corner or pane! desk pads, rocker blotter, 
leather handle letter opener, calendar stand, pen set 
and ash trays. The new line is made of genuine leath- 
ers and is 24K gold tooled. Colors available are brown, 
green and maroon. 
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TIDY-DESK ORGANIZER 





Victory Manufacturing Company, 
1722 W. Arcade, Chicago, Ill. 


New in the plastics field, this Tidy-Desk Organizer 
holds pens and pencils firmly and conveniently in 
sturdy flexible wire compartments. It can also serve 
as a midget filing system for sales slips, memos, match- 
books and other odds and ends that clutter a desk. 


EXECUTIVE DESK 





Herman Miller Furniture Company, 
Zeeland, Mich. 


The clean, light-scaled lines of the executive office 
group just introduced by Herman Miller features a 
wealth of working area and storage space concealed 
in its compact L-arrangement. Designed by George 
Nelson, it is termed a “tool for better management.” 
The unit consists of two basic components, a desk top, 
shown here with an optional woven cane screen, and 
a storage piece composed of a wide variety of drawers, 
trays and sliding panels. The formerly inaccessible 
section is now put to work by the L-form. Additional 
storage space is accessible from the outside. A variety 
of desk tops and storage cabinets are the essential 
elements that comprise the executive office group. 
According to the manufacturer it is capable of from 
150 to 175 different arrangements so that a stereotyped, 
uniform interior is almost impossible. 

The new group departs from the traditional knee- 
hole desk, replacing it with a detachable work surface. 
It eliminates the need for scattered storage pieces 
around a room, concentrating facilities in a unit where 
contents can be seen and reached from the desk chair. 
It has also been designed to free the rest of the office 
space for the kind of informal seating being used more 
and more for discussion and conference. While the 
design of both basic components was keyed to form 
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\. B. Dick mimeograph products are for use with all makes of suitable stencil duplicating products. 
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an L-shaped grouping, the combination may be sep- 
arated for use in an area where space is restricted. 
In this instance the desk top is attached to the wall. 
Desk top slabs are available in a choice of two wood 
finishes—tawny walnut or primavera; plastic fabric, 
or hard plastic colors in light gray, mustard, buff, tur- 
quoise or dark blue. Four sizes range from 30 x 72 
to 36 x 84. Except in cases where it is well-mounted 
it is supported at one end by a tubular chromium 
plated metal H-leg, at the other by the extremity of 
one of the storage units in the L-arrangement. 

In the executives’ units the storage space comprises 
a large adjustable, shelf-storage compartment, acees- 
sible from the rear. Doors which cover these compart- 
ments have been specifically designed in contrasting 
colors and textures to set them off. Finishes of 
sliding and hinged drawers and trays include tawny 
walnut or primavera, bittersweet, forest green, gun- 
metal or ebonized. In the combinations of sections 
the center behind a sliding panel may be all trays or 
a combination of trays and a Pendaflex file basket. 
The space near the end may be open, half open or 
concealed shelf space. The desk is suggested for use 
in the home as well as in the office 


SMO-KING NO. 18 





Smo-King Products, 
602 Wythe Ave., Brooklyn, N. Y. 


The new Smo-King No. 18 is made of genuine solid 
walnut and as an office accessory is designed to add 
the ideal “furniture touch.” It is 24 inches high, has a 
104%-inch tip-safe base and eight-inch amber glass 
tray. Weighing eight pounds, it is packed set up in 
individual carton. Smo-King offers walnut table-type 
smokers with removable amber tray, available in three 
sizes and having the bottom of the accessory felt- 
covered to prevent scratching of desk or table 


ACCIDENT REPORTING RULER 





C-Thru Ruler Company, 
827 Windsor St., Hartford, Conn. 


Imprinted for advertising purposes, the new Accident 
Reporting rulers are made of transparent plastic. Cut- 
out designs of automobiles and trucks as well as cut- 
out circles to represent objects or people are designed 
to simplify the making of diagrams at the scene of an 
accident. Inch and metric calibrations are marked on 
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opposite edges. Being transparent, it allows the user to 
see what is drawn at all times. 


REX-RECORDER 





Zeuthen & Aagaard A/S, 
6 Toldbodvej, Copenhagen K, Denmark 


The new dictating machine is an electronic device, 
declared to be small and compact with dimensions of 
13% x 11 x 5% inches. A plastic disc is used as a 
medium for 12 minutes of continuous recording. It is 
claimed that the dictation can be erased instantane- 
ously by means of a magnet and disc can be reused 
practically an unlimited number of times. Corrections 
are made by overspeaking. Push-button controls are 
furnished on this dual-purpose model for recording 
and reproducing and the machine is supplied with 
featherweight hand microphone and headphones. A 
special outfit can be furnished with rectifier for auto- 
mobile battery, making the dictating machine practical 
while the user is riding to and from the office. 


ARISTOCRAT GLOBE 





Weber Costello Company, 
Department G-25, Chicago Heights, III. 


The massive new Aristocrat 25-inch world globe 
stands 44 inches high, with a globe diameter only 
slightly less than the height of an ordinary desk. The 
colored map is hand-mounted. Rotating on a meridian 


ring of satin-finish brass, the globe turns easily to | 


expose any part of the world. Clean, strong lines of 
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You visualize us as a huge organization 
ice 





| producing typewriter accessories by the carload. 
: Pause to think, too, of the cool, sure 

= planning — the scientific elimination-by-trial 
ne — the utter proving which comes first. 

— Every ribbon and carbon formula — each detail 
cal in the intricate process of their develop- 


ment to finished products — marks a progressive 
triumph in the application of modern Science! 








Ebony Hectograph 


Produces jet black copies on 
any spirit duplicating machine 
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the base are turned out of solid walnut, hand-rubbed 
for a gleaming smoothness. Designed for spacious 
settings, the Aristocrat fits equally well into the execu- 
etive’s office, the director’s room, library or clubroom. 


PELOUZE POSTAL SCALE 





Pelouze Manufacturing Company, 
1218 Chicago Ave., Evanston, III. 


Just announced by the above manufacturer is a new 
line of postal scales designed by Palma-Knapp Asso- 
ciates and claimed to offer more advantages to the 
user and io conserve critical materials. The redesign- 
ing of the scales has resulted in the elimination of 13 
steel parts, thus saving 3.2 pounds of steel per scale 
In the course of a year, 32 tons of steel will be saved 
through the substitution of five pounds of aluminum, 
company officials estimate. 

The new scales feature a slender red pointer which 
travels behind the figures on the dial, increasing visi- 
bility and accuracy in weighing. An easy-to-read table 
shows parcel post rates tabulated by zones. The dial 
is easily replaced in case of postal rate changes. A 
three-inch-wide post supports the platform without 
side sway. , 


BOOKMASTER 











Lordell Corporation, 
219 W. Chicago Ave., Chicago 10, II/. 


Designed to hold everything from single leaflets 
to large catalogs and floppy magazines, the new 
Bookmaster weighs only one pound. A three-inch 
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canvas band winds upon a lifetime, invisible spring 
roller thus maintaining constant tension and elimi- 
nating the necessity of weight as a means of holding 
objects upright. Self-closing, self-expanding and non- 
tipping, the new Bookmaster will hold a dozen or 
more books. Book-ends are 4% inches wide, 234 inches 
deep and 434 inches high. Tapered top edges on the 
two ends are designed to guide the book smoothly, 
automatically widening apart as the book slides into 
place. A wide choice of insignia in gold or silver 
plate are available for decoration 


SMOKER’S URN 








Ce Cay 


Agent Manufacturing Company, 
Adrian, Mich. 


The Smoker’s Urn automatically extinguishes lighter 
smokes and matches and eliminates odor. The unit, 
which was originally introduced to the market by 
Anasco Corporation under the name “Nil-O-Dor,” has 
been improved so that an air pressure control prevents 
odors and smoke from escaping the heavy steel tubing 
which makes up the body. There are no trap doors, 
springs, levers, lifting devices or other forms of covers 
to be operated. The fireproof, large capacity body of 
steel is covered with a durable simulated leather and 
is trimmed with chrome. The simplicity of design and 
wide range of colors permits the use of the Smokers 
Urn with either modern or traditional decor. 


POWDERED IRON ROLLERS 


Metal Powder Products, Inc., 
415 W. Fifth St., P.O. Box 863, Dayton, Ohio 


Powdered iron rollers are now being made available 
by the Dayton firm for file cabinets to replace ball- 
bearing and solid steel rollers. These are impregnated 
with oil (20 to 30% by volume) for self-lubrication. 
The oil contained in the pores of the powdered iron is 
available for lubrication of the shaft and a thin film 
of oil at the bearing surface is maintained by capillary 
attraction. This feature is declared to eliminate the 
necessity of the cabinet user oiling the rollers 


CONVE-FILER 


Remington Rand, Inc., 
315 Fourth Ave., New York 10, N. Y. 


A new approach to the handling of large card file 
installations—electro-mechanical, continuous-tray fi- 
ling and finding equipment is Rem-Rand’s new Conve- 
Filer. This device is controlled by a directional pedal 
switch which activates a mechanism to bring each 
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ROW S TYPEWRITER 
‘AGE GAGE SAVES RETYPING 7s TOMOR me MOST 


¢ rooay!” 
wUNOREDS OF PAGES A MON Ty fe aa HERE rut LETTERS 
; 7 7 
eg uve EVER SEEN! 


__—— RED SIGNAL WARNS 
PAGE GAGE warns 
typist when she is 
2 inches from the 


Smith-Corona Bug 2222 


is left as she types to 


FEATURING PAGE GAGE ‘ “1. the very end! Ask us 


to demonstrate. 


The All-New Luxury Typing” wo 


(OU won't see a typewriter so completely new 
and radically advanced for years to come! 

New Page Gage saves time, stationery and 
retyping. New Super-Support Segment permits an 
all-new luxury “write” no other typewriter can 
match. Has new 10-Inch Writing Line and widest 
paper capacity of any standard carriage model. 
Plus new 4-Way Ribbon Control, new Scale-Scope, 
Error Controland world's fastest Automatic Margin. 

Ask for the complete story on the All-New 
Smith-Corona now. It’s one you should hear! 


1951 
LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory & offices, Toronto, Ontario. 
Makers also of famous Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbons & Carbons. 
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filing tray, as desired, to a point directly in front of 
the file operator. The company estimates that a reduc- 
tion of up to 30 per cent in operating hours can be 
gained through the use of this device. When equipped 
with 214x3-inch cards the Conve-Filer holds nearly 
200,000 cards. The unit is 85 1/16 inches long, 30 inches 
deep and 3734 inches high over-all. The unit occupies 
little more space than regular card filing equipment 
and may even reduce the total working area since 
extra tables and desks are made unnecessary. Units 
are available for 5x3 tabulating cards, 6x4, 8x5 and 
8x6 cards. 


SERIES 6 TYPEWRITER 





L. C. Smith & Corona Typewriters, Inc., 
701 E. Washington St., Syracuse, N. Y. 


The most remarkable innovation of this all-new 
model office typewriter is the Page Gage, a device 
which tells the typist how close she is to the bottom 
of the paper. As the typist approaches the end of the 
page the device measures the remaining space on a 
graduated scale which moves with the typewriter 
platen. The Page Gage consists of two graduated rings 
attached to the left-hand end of the platen. The 
typist simply adjusts the scales to the size paper she 
is using. 

Another feature is the new super-support segment. 
A deepened segment has been designed to give the 
typebar added support as it moves to the roller, thus 
resulting in a more exact impression. The new Series 
6 typewriter also has a magnifying scale-scope. Placed 
on the carriage directly below the printing point, the 
new scope facilitates reading of the carriage scale. The 
platen is said to be 10% larger than standard to ac- 
commodate a 12-inch sheet of paper and to provide 
more grip on the paper and a better printing surface. 
Tilted 12% degrees from vertical, the typing surface 
is at the most natural reading angle. New grip-fit 
knobs, larger and tapered to the inside, simplify platen 
adjustment. In addition, the new typewriter carries 
such usual Smith-Corona features as the automatic 
margin set, Colorspeed keyboard and the line-retainer. 


COLORED INK FOR COPY MACHINES 


Sanford Ink Company, 
Bellwood, Il. 


Three colors of Actinic fountain pen inks for copy 
machines have been produced after extensive research 
with Bruning and Ozalid users. The new inks are more 
opaque than usual under exposure to actinic lights and 
are said to produce strong, sharp copies. One of the 
advantages claimed for the new inks is that they can 
be used in any fountain pen. They are also eradicable. 
The inks are put up in four-ounce bottles with a 
chamois pen-wiper and in larger bottles containing 
1/5 gallon. 
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UTILITY CABINET NO. 22FU 








Stow & Davis Furniture Company, 
Grand Rapids, Mich. 


Designed to match the brilliance of the company’s 
Executive Group desks is this versatile utility cabinet, 
No. 22FU, having the adaptations here pictured. The 
large top provides ample space for telephone and pad 
and the top drawer holds a personal file unit or may 
be equipped for a dictating machine (lower right illus- 
tration) or bar unit. The drawer at the bottom pro- 
vides ample space for telephone directory or additional 
store. A working, functional piece, the cabinet is 24 
inches long, 18 inches deep and 29 inches high. These 
cabinets may be used singly or as a pair. In the 
latter use the pair may be fitted with one top 72 x 18 
inches and a center shelf to form a personal service 
unit for the busy executive that also adds to office 
decor. The service unit may be ordered with any com- 
bination of cabinet types desired 


ROGERSPIN ASH TRAY 


| delel-tanyolia 
Ash Tray 





Rogers Imports, Inc., 
419 Fourth Ave., New York 16, N. Y. 


A fast-spinning, ball-bearing saucer provides dump- 
ing action to whisk away ashes and stubs at the touch 
of a finger. A spring closes this device. Designed to 
be odorless, tight-closing and easily cleaned, the new 
RogerSpin ash tray is finished in a large variety of 
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The Machine ofthe year 


NEEDED EVERYWHERE . . . PARTICULARLY NOW! 


Old Town engineers designed this new spirit eos for harder 
service, better work, and lowest maintenance cost. Simple, streamlined, 
precision engineered. Easy to operate. Hair line registration, copy strength 
control and smooth performance. Sells on sight. It’s the newest, most 
versatile, quality spirit duplicator you've ever seen! Enjoy new business, 
better business, by helping your customers save time and effort particularly 
now that time means so much. Manual or electric models. Complete 
details and literature upon request. 


OLD TOWN RIBBON AND CARBON CO., 
Brooklyn 17, New York 

Please send complete information on 

Old Town Spirit Duplicotor 


RIBBON AND CARBON CO., INC. fF nome 


Brooklyn 17, New York 





Street Address 


City Stote 


1951 51 





a 





decorator colors. The standard model has a 44-inch 
diameter base of heavy-gauge sterling and a chrome- 
plated, patented spinning top. The Master model, 
illustrated above, comes in a gold or silver crinkle 
finish with a chrome or jeweler’s finish top. Each ash 
tray is individually boxed. 


FLOOR SCHEDULE PLAQUE 





Plastic & Wood Products Company, 
18229 W. McNichols Rd., Detroit 19, Mich. 


This new floor schedule plaque comes in black plas- 
tic with changeable slide-in-groove name plates. Plas- 
tic rosettes decorate the corners. Designed to benefit 
personnel in locating the hours they will be on the 
floor and for assisting others in finding them, the new 
plaque is custom-made to the required size. Blank 
name plates are returned to the company for imprint- 
ing as needed. This flexible arrangement is also avail- 
able in walnut plaques. 


TABLE MODEL GRIP-R HANGER 





Hobby House, 
14 N. Michigan Ave., Chicago 2, Ill. 


Finished in red, white or hammered baked enamel 
the new Grip-R table model keeps tools and imple- 
ments in a handy position on a work bench, desk or 
table. It has been designed so that it can easily be 
carried around with implements intact. Wooden stands 
may be purchased separately. 


PENDAFLEX ACCESSORIES 


Oxford Filing Supply Company, Inc., 
Clinton Road, Garden City, N. Y. 


Pendaflex Ticklertabs and Interior folders now are 
offered as accessories to the Pendaflex hanging folders. 
Printed with January-December on one side and 1-31 
on the other, Ticklertabs are readily attached to any 
Pendaflex hanging folder in addition to the name tab 
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thereon. When so attached and used with the familiar 
type of metal signals the Pendaflex user can keep 
track of due dates and, at the same time, refer to filed 
material by name or subject. While it is not necessary 
to use another folder within a Pendaflex hanging 
folder, the manufacturer points out that it is advan- 
tageous to do so when (a) two or more groups of 
papers are to be segregated within each Pendaflex 
folder, or (b) the papers are to be bound with file 
fasteners, or (c) a form is to be printed on the face 
of the folder. Interior folders are now offered to meet 
such needs, these made of high quality manila in reg- 
ular letter size width, but one-half inch lower in height. 
Carried untabbed, they may be tabbed to order as de- 
sired. 





Otto A. Cavanaugh Joins Hartford Firm 


Otto A. Cavanaugh has been appointed vice-presi- 
dent and generakmanager of Hartford Office Supply 
Company, Inc., Hartford, Conn., according to an an- 
nouncement by Richard J. Kilpatrick, president of the 
firm. 

For the past four years, Mr. Cavanaugh has been 
vice-president of Plimpton’s, Inc. Prior to that he 
served as manager of the stationery department of 
the Plimpton Manufacturing Company, a division of 
the United States Envelope Company. 

Mr. Cavanaugh has been in the supply business for 
more than 35 years and is a former president of the 
Connecticut Valley Stationers Association. 





Ship-Ward News Changes Format 

Completely redesigned, the Ship-Ward News, which 
is compiled by Jim Ward of Shipman-Ward Manufac- 
turing Company, presents an attractive appearance 
for 1951. The January issue, the first number to appear 
in the new dress, is 83g x 5% inches and contains 20 
pages. To an excellent selection of articles, accom- 
panied by appropriate drawings, is added news of the 
industry and of the company. The cover on the first 
number is in green, contrasted with white, black and 
gray. Previously the publication’s size had been 8% x 
11 inches and had contained a minimum of drawings 





Florida Firm Changes Name 


Hugh L. Nathurst, general manager of Johnson Office 
Supply Company, Fort Myers, Fla., recently announced 
that the firm had changed its name to the Office Sup- 
ply Center. A former resident of Tampa, Fla., Mr. 
Nathurst took over the firm about 18 months ago. 
Upon the completion of the Curtright building on 
Hendry St. in Fort Myers, the firm plans to move into 
the new quarters—JL 





Sponsor Mimeograph Instructions 


The Office Equipment Company, Inc., Tampa, Fla., 
and the Tampa Chamber of Commerce recently 
cosponsored a five-day school of free mimeograph 
instructions by two well-known teachers, William 
Armstrong and Jane Meyers, both of the A. B. Dick 
Company. The Office Equipment Company also spon- 
sored two days of classes in the City Hall of St 
Petersburg.-—JL 





J. C. Snell Promoted by Marchant 

John C. Snell has been named agency manager for 
the Marchant Calculating Company in Rochester, N.Y., 
succeeding Harris J. Koberle, who was promoted to 
the Philadelphia office. 

Snell has been with the firm since 1947 and pre- 
viously was with the John Hancock Insurance Com- 
pany. During World War II he served in France and 
Germany as a first lieutenant in the Army —GET 
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Double saline magic in the 


NEW ROYAL PORTABLE 





With Left and Right “Magic” Margin! 








The only portable with a complete 
automatic margin setting system. 


Margin setting is one of the most important opera- 
tions in typing. 

Because of “Magic” Margin—the greatest im- 
provement in typewriter history—Royal is the only 
portable typewriter that has automatic margin 
setting. 

And now—the new Royal Portable offers a com- 
plete automatic margin setting system with both 
right and left “Magic” Margin! 
Plus—Speed-King Keyboard with Finger-Flow 
keys .. . Rapid Ribbon Changer . . . new Paper 
Lock Scale .. . and 26 other new Royal features 
and controls. 


In addition, Royal Portable offers the new, revo- 
lutionary Contour Carrying Case. New in shape. 
New in design. Extremely smart-looking. 

Feature Royal—the greatest portable typewriter 
value in history! 


New 


ROYAL PORTABLE 
World’s No. 1 Portable 


Made by the World’s Largest Manufacturer of Typewriters 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, Feb. 1, 1951 

The first Scottish Business Equipment and Manage- 
ment Exhibition to be organized by the Office Appli- 
ance Trades Association since before the war was due 
to be opened by the Right Honorable Lord Provost of 
Glasgow, Col. V. D. Warren, M. B. E. T. D., at the 
McLellan Galleries on February 20. 

The Exhibition, which was being held as a service 
to Scottish industry at the special invitation of the 
Glasgow Chamber of Commerce and the Glasgow En- 
gineering Center, ran until February 23. 

More than 50 firms acquired space and among the 
devices on show were some of the latest punched card 
machines identical to that being used in April for 
correlating the results of the National Census in 
Britain. 

During 1950 some £8,000,000 of appliances and metal 
office furniture were exported. 

Several Scottish firms, and firms with factories in 
Scotland, including Burroughs Adding Machines, Ltd., 
Remington Rand, Ltd., and the National Cash Register 
Company, three of the biggest concerns in the industry, 
participated. On show were new internal communi- 
cations systems for ships and something to interest 
everyone concerned with advertising, bookkeeping, 
cash-handling, costing and wages, factory and ware- 
house management, filing, fire protection, general man- 
agement, preparation of statistics, store and stock- 
keeping and typewriting. 

Mention of the Office Appliance Trades Association 
reminds me that an honour came the way of Mrs. S. S. 
Elliott, exhibition director and acting secretary to the 
Association and a former correspondent of this column 
in OFFICE APPLIANCES. 

The honour which Mrs. Elliott received was the 
M. B. E. in the King’s New Year Honours List. 

Mrs. Elliott has given 27 years of service to the 
O. A. T. A. of Great Britain and Ireland and her honour 
is well-merited. 

At present as exhibition director of the Association, 
Mrs. Elliott is planning the great 1951 Festival B. E. E. 
(Business Equipment Exhibition) which will open at 
Olympia on June 6, reputed to be the largest of its 
kind ever to be staged. 


A firm which is coming 
to the forefront of things 
in its particular field is the London Typewriter Com- 
pany, Ltd. 

I have seen a copy of the current issue of the firm’s 
“News Letter” and I must congratulate the company 
upon the enterprise shown in this publication. Private 
enterprise again! The journal is of particular interest 
since so far as is known it is the only journal of its 
kind issued by any typewriter dealer in Britain. 
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The London Typewriter Company, Ltd., are type- 
writer and office equipment specialists and are type- 
writer parts importers, manufacturers and distributors. 
Their address is 25, Aldersgate St., London E. C. 1. 

I have heard a whisper that ere long there will be 
American typewriters arriving in Britain in “fair 
quantities.” 

How true this is I would not like to comment, but 
the information is based on good authority and the 
only likelihood of this not coming into effect, I am 
told, is-the need for steel in the U. S. A. because of 
the Korean war and the necessity for rearming with 
all speed to call a halt to any potential aggressor. 

Certain it is that the trade in Britain would like 
to see American typewriters in Britain again but 
there is still the need for conserving dollar expendi- 
tures on all but bare essentials, and therefore type- 
writers may be adjudged by the powers that be as 
not coming under that heading. 

Be that as it may, imports, if only in a token variety, 
would be a step in the right direction of trade again. 
But against that we must not forget the establishing 
of factories in Britain by American concerns to serve 
many of the world’s soft-currency areas. 

I give you the news as I heard it for what you can 
make of it. 


I have seen the new Addo 
machine recently and 
must confess that I was impressed by what I saw. 

I should add, as is well known, that thousands of 
Addo machines have been in continuous use through- 
out the British Isles for many years prior to the war 
and are still giving good service. 

The Addo machines are now made in England and 
what I saw was a special model to meet particular 
requirements—in this case, the requirements of the 
textile industry. 

This adaptation of machinery is a good thing and 
many in the trade believe there will have to be a 
greater measure of flexibility on the part of manu- 
facturers of office equipment than in the past. 

The model I saw was the Duplex, which provides sub- 
totals, totals and grand accumulative total of indi- 
vidual totals, with direct subtraction. The “credit 
balance” model gives a true negative total. If on a 
machine with negative (credit) balance a larger 
amount is subtracted from a smaller one, the nega- 
tive (credit) balance is designated on the paper roll 
with the sign CR. In all there are six models available 
and they can be supplied as required with motor for 
110, 150 or 220 volts and are also available with wide, 
semi-automatic, moveable carriages. 

Space is valuable, I know—and so is paper—but I 
hope I may be forgiven for including in this month’s 
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andar TODAY AND EVERYDAY 


. the outstanding manufacturer of Wood Desks and Office Fur- 


omg 


niture. with a plant unexcelled in technical skill and material 
utilization ... with a productive capacity unequalled in this field 
... offers you the most complete range of products available today! 
There are more than 125 different models from which to choose! 
Space-economy. stylized planning and a return on your office- 
equipment investment are easy factors to achieve, when you call 


on Standard... 


WE ARE PROUD TO BE REPRESENTED BY THE BEST OFFICE 
EQUIPMENT PEOPLE...IN ALL PRINCIPAL CITIES AND 


SMALLER COMMUNITIES THROUGHOUT THE COUNTRY! CALL 


ON YOUR NEAREST STANDARD REPRESENTATIVE OR WRITE 
TO US FOR YOUR REQUIREMENTS ... 






THE 2400 GROUP 


THE 4600 GROUP THE 4900 GROUP THE 4500 GROUP 
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V3 net standard «untess t's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 








The H. C.Allen TYPEWRITER 


with the 





Typing is easier because the R. C. Allen has 27 improved 4 
features. Lighter touch . quicker action . . . greater 

visibility! An exciting assembly of features designed to make a 
typing machine of smart appearance . new dependability. 
Selling is easier because the R. C. Allen “Standard” has the 


highest profit margin in the field. A fast-selling repeat item we 
an item of reputation . . . pre-sold for you through continuous Ae 

. . . . . . . + 
and intensive national advertising of the R. C. Allen name. 


It pays to stock the best. 


R. C. Allen is the only company offering the independent dealer a full line of 
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You are invited to in- 

quire about @ limited 

number of dealerships 
still available. You will 
then understand why 
rg. Cc. Allen has long 
been the Number One 
office 


partner of the 


machine dealer. 


March, 1951 


new touch, means fast, 


effortless typing 


.e) 








.C. Alem i. america's bast valle 


y in ADDING MACHINES 


5 Low priced . . . High quality . . . Top dealer discounts . . . Wide choice of models. . . 
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8 OUTSTANDING models with famous R. C. Allen ‘‘STAND-OUT’’ features. 


Model 65 HAND Model 70 
OPERATED : 

Direct subtraction .. . Priced same as "65" 

Light weight . . . easy but with extra bank of 


to operate. Now used 
extensively by thou- 
sands of small busi- 
nesses from coast to 


coast. Only $132.00 





keys. A fast operating * 
straight ‘‘adder"’ with 
visible dials for visual 
protection. Adds to 
100,000.00. Only 
$132.00 


pinta 75 - Model 805 

Large 8-column capac- 
A true R. C. Allen ity. ‘'Stand-out” fea- 
‘leader’. Direct sub- 1 


traction in red, visible 
dials, automatic clear 
signal and wide 42” 
carriage make it a top- 





tures include visible 
dials, automatic clear 
signal, direct subtrac- 
tion in red. A “must” 
for the medium sized 





op aaaaiaal Only business. Only $185.00 
ELECTRICALLY 
OPERATED 

Model 715 Model 915 


The motor does the 
work. A super-fast 
7-column model ideal 
for both desk and 
store counter use. Com- 
plete array of ‘‘stand- 
out’ features. Light- 
weight — portable. 
Only $235.00 


Model 1015 


Ideal for banks and 
accounting depart- 
ments. 10-column ca- 
pacity. Wide 5%” 
carriage accommodates 
variety of forms. Visi- 
ble dials, automatic 
clear signal, direct sub- 


traction. Only $310.00 














Perfect for every office. 
Large-fast-simple to 
operate. Precision built 
for years of service. 
Packed with R. C. Allen 
famous features. Adds 
to 10,000,000.00. 
Only $285.00 


Model 1315 
The ultimate in adding 
machine performance. 
For statistical or gov- 
ernment work. Giant 
12%” carriage for 
multi-column forms. 
Withstands hardest 
treatment. Only 
$510.00 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W. 


Grand Rapids, Mich. 


ADDING MACHINES - CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS - TYPEWRITERS 
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survey of Britain a review of a book which has been 
published for the O. A. T. A. by Macdonald and Evans, 
of 8, John St., Bedford Row, London W. C. 1. 

This is called “Modern Office Appliances” and is a 
complete survey of the equipment of the office appli- 
ance industry (prepared by O. A. T. A.) for the purpose 
of providing industry in general with an encyclopaedia 
on the machinery, methods and systems available. The 
book, which costs 15s. in English money (that is, one 
dollar 80 cents), has some 420 pages with very many 
illustrations of office equipment 

In referring to it as an “encyclopaedia” the com- 
pilers do not exaggerate. Some idea of the contents 
may be gathered from the following: Accounting, 
Costing and Cash-Handling Machines, Adding and 
Calculating, Accounting Machines, Cheque-Protection 
and Signing Devices, Coin-Counting, Sorting, Change- 
Giving and Paying-Out Machines, Cash-Checking Sys- 
tems, Punched-Card Systems, Time Recorders, Systems 
of Business Equipment, Loose-Leaf Devices, Filing and 
Card Systems, Machine and Hand-Posting Reproduc- 
tion, Telephone and Sound Equipment, Office Furni- 
ture, Ticket and Showcard Machines, Stencil-Cutting 
Machines, Tape-Moistening and Sealing Machines, 
Typewriting, Stationery and Business Correspondence, 
Addressing Machines, Carbon Paper and Inked Rib- 
bons, Copying Machines, Dictating Machines, Short- 
hand Machines, Duplicating Machines, Efficient Sta- 
tionery, Manifold Registers and Continuous-Stationery 
Devices, Envelope-Sealing Machines, Office Printing 
and Folding Machines, Perforating and Punching 
Machines, Franking Machines, National Insurance 
Card Impressing and Franking Machines, Fastening 
and Stapling Machines, and Typewriters. 

Suffice to say that the book is a good “buy” and 
containing, as it does, many hundreds of photographs, 
is a comprehensive review of the British office equip- 
ment industry, and should be helpful to the American 
industry in obtaining a true picture of their British 
counterparts. 

Names and addresses of firms, too, are included. 

The Mercedes Sterling Book-Keeping and Calcula- 
ting Machines, Ltd., in their Model SR, 22., which opens 
for easy servicing, has a feature in the patented double 
ribbon. 

John Dickinson and Company, Ltd., have produced 
their Century automatic attachment for typewriters 
and this is an entirely self-contained unit. It makes 
the use of continuous stationery with an ordinary 
typewriter simple. Of sound engineering construction, 
it is adjustable for height or angle, with thumb-screw 
mechanism. 

Copeland Chatterson and Company, Ltd., have also 
a device for continuous stationery. This is the Cope- 
Chat Fasta attachment, suitable for fitting to any 
standard typewriter with or without pack carrier. 





Meximex S.A. Takes New Quarters 

Using an attractive brochure, Meximex S.A., Mexico, 
D. F., recently announced to the industry that it has 
taken new and more ample quarters at Paseo de la 
Reforma No. 40 on Mexico City’s beautiful main avenue. 
The postal and cable addresses remain unchanged. 

The industry is told, “We cordially invite you to visit 
us at our new headquarters, where we will offer a 
greatly increased line of merchandise and an even 
more efficient service.” 





Book Reveals Treasures of Swedish Art 


OrricE APPLIANCES wishes to acknowledge receiving 
from Aktiebolaget Galco, Stockholm, Sweden, a beauti- 
fully illustrated volume, “Treasures of Swedish Art.” 

This book was edited by Marie Bjorling, B. A., and 
translated by Stanley H. Vernon. It is replete with 
illustrations mirroring centuries of Swedish art devel- 
opment. Copyright 1950 by Bokforlaget Forum AB, it 
is printed by Broderna Lagerstrom, Boktryckare, 
Stockholm. 
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Sivertsen With Copenhagen Firm 50 Years 


Victor Sivertsen, partner in and joint owner with 
S. V. Hansen of the Copenhagen, Denmark, firm of 
L. Kristensen, on February 15 observed his fiftieth 
anniversary. 

On February 15, 1901, Mr. Sivertsen 
Kristensen firm and on the same date this year he 
could not only observe his golden jubilee but also look 
back on a long and faithful co-operation of his firm 
with the Remington Typewriter Company, now Re- 
mington Rand, Inc. 

In 1909, Mr. Sivertsen contributed to the technical 
improvement of the Remington typewriter by his in- 


VICTOR SIVERTSEN 








entered the i 


NAITO, TINO Ee: «Aaa ta wncite 


vention of the key-set tabulator which he conveyed | 


to the Remington organization during a visit to New 


York. 
The Copenhagen man has experienced the continued 


development in the typewriter line from the old Rem- } 
ington Model 7, the non-visible, to the new Remington | 


Electri-Conomy. 
His fellow members of the industry have year after 


year elected Mr. Sivertsen secretary of the Association q 
of Importers of Typewriters and Accounting Machines © 


in Denmark. In this capacity he has stood high in 
the estimation of the Danish office machine importers, 


Rs 4 





appreciated and valued for his knowledge of the indus- 9 


try and his readiness to help others. 

The firm of L. Kristensen was founded by its name- 
sake on April 27, 1893, and since then has continuously 
served as sole dealer in Denmark for the Remington 
typewriter. In fact, it is one of the oldest office ma- 
chine firms in Europe. In 1919, Mr. Kristensen took 
Victor Sivertsen and S. V. Hansen, his co-operator 
since 1895, in partnership. 





Blikman & Sartorius Opens New Offices 


Of interest to this internationally-minded industry 
is the fact that Blikman & Sartorius n.v., the oldest 
firm of importers of office machines and equipment in 
Holland—(possibly in the whole world, for the firm was 
established in 1749)—opened a large new office build- 
ing with showrooms in Rotterdam on February 14. 

This completes a building project following the war 
and made necessary when the former Rotterdam show- 
rooms were destroyed by bombing of the city in May 
of 1940. 

The history of Blikman & Sartorius was told in the 
jubilee book “Lotgevallen van een Amsterdams Koop- 
manshis 1749-1949, published upon the occasion of the 
200-year anniversary. In this book was this paragraph: 

“During the period before 1900 the firm was only 
concerned with the manufacturing and selling of 
printed matter, especially commercial printed matter, 
paper, stationery goods and office books, but at the 


beginning of this century, when the office machines 7 
made their entry, their possibilities were immediately 7 
realized and the selling of these machines together . 


with the disposal of office furniture was heavily pushed 
without neglecting the original lines. 

(Turn to page 112, please) 
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['yping all day is easy and effortless when you have an IBM 
Electric. All you do is “touch” the keys—the typewriter does the 
work. At five o’clock you'll still feel fresh and free from fatigue. 


You'll like all the energy-saving features of the IBM Electric, 


its simple operation, its perfect impressions, its modern styling. IBM, Dept. AP-1 


You'll like ing the world’s finest typewriter for your own. 590 Madison Ave., New York 22, N.Y. 


I'd like to see a demonstration of the 
IBM Electric Typewriter. 


[ ] Please send brochure. 


Name ( please print 


SME so 


IBM | Clecthic Tupewtitis 


a 
® 
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Compan y 


2 


Address 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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your bread and butter items 
ae 2. for everyday sales 





Steelmaster Cash, Office and Bond Boxes, for the Modern Office, Home. 


’ SPECIFICATIONS — Made of the best grade furniture steel — electrically welded through- 
out for greater rigidity and strength — greater inside capacity and lower outside measure- 
ments in order to secure the greatest storage and safe-keeping space inside. Snug-hug cover 
that securely closes unit when locked. Yale paracentric lock and key to securely close unit. 
Original design by Futura—precision engineered by Steelmaster. 


} PLASTIC TRAY SECTION — Equipped with Moldmaster heavy-duty modern formulated 
phenolic plastic for greater strength. Greater coin compartment capacity is provided — ef- 
ficient-ease and speed of handling currency is achieved. Moldmaster plastic trays are finished 
in glossy black phenolic plastic. @ @ Original design by Futura. 


A ‘‘must’’ for the busy office — factory — home — everywhere — every house — everybody. 
A heavyweight, high quality, low-priced, long-time business tool, 
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« OUTSIDE DIMENSIONS SHIP WT. OUTSIDE DIMENSIONS SHIP WT. 
ITEM NO. |" WIDTH | HEIGHT DEPTH | F.0.8. N. Y. ITEM NO. | WIDTH Hel DEPTH | F.0.8. N.Y. 
F9O2 | 10% | 4%” 7Y,” 3 Ibs. F4 10” 3” 4%” 1% tbs 
F30 10 Y% 4%,” 74%,” 3% Ibs. - 7 _ 
=’ a T ~ . F21 15% 2% 10% 5 Yq tbs. 
FIO 10% | 2% 7 Ve 2%, Ibs. 
14 | 10 gr: 4%" 2s Ibs. vos + | 0% s% in — 
F3 lam” | 3%” 5%” 2 Ibs. F22.| 15%" . 2%" 10%" 3 Ibs. 
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.Penn-Mar-Va Members Enjoy Party 


One of the delightful Yule parties, news of which 
reached us too late for inclusion in the February issue, 
was that of the Penn-Mar-Va Travelers Club, . held 
at the Riverton Country Club, Riverton, N. Y. 

This was a party for the wives, too, and it proved 
an enjoyable affair, attended by the following and 
their ladies: 

Ben Wachtel, Parker Pen Co.; W. F. Vogel, Seng- 
busch Self-Closing Inkstand Co.; Taylor B. Kellogg. 
C. Howard Hunt Pen Co.; James G. Shearman, Acco 
Products, Inc.; Joseph W. McCormick, Jr., Stationers 
Guild of America; Thomas Stagg, Hoskins Co.; Mark 
J. Kenna, American Pencil Co.; Charles W. Lukens, 
Yeo & Lukens Co., Philadelphia, Pa.; Edward La 
Gasse, Victor Safe & Equipment Co.; Harry Tehan, 
Jr., The Cooke & Cobb Co.; Frederick Milner, Joseph 
Dixon Crucible Co.; Richard M. Graff, Esterbrook 
Pen Co.; W. D. McCully, S. E. & M. Vernon, Inc.; 
John J. Kerns, Stationers Loose Leaf Co.; George W. 
Barley, Eversharp, Inc.; Alan G. Paris, Stationers 
Guild of America; Earl H. Prentzel, Speed Products 
Co., Inc.; Ralph G. Henriques, Bates Manufacturing 
Co.; Charles M. Jaffer, Eberhard Faber Pencil Co.; 
Allen E. Stecher, Eureka Special Printing Co.; Stanley 
M. Woodruff, Weis Manufacturing Co.; George H. 
Mann, L. E. Waterman Co.; George E. Harscheid, 
National Blank Book Co., and Manuel Davidson, Per- 
fect Rubber Seat Cushion Co 





Chicago Stationers Hold Annual Election 

A turnout of 18 was present for the annual election 
of officers of the Stationers Club of Chicago, held at 
the Merchants & Manufacturers Club, Merchandise 
Mart, on January 15. ' 

Presented as a slate by the nominating committee 
and unanimously elected were Ed Hooper, Stuart- 
Hooper Company, president; Arthur Olsen, Olsen Office 
Supplies, Inc., vice-president; Jack Lockett, All-Types 
Office Equipment Company, secretary, and Phil Sol, Sol 
Office Supply Company, treasurer. Named to the board 
of directors were Clarence Reynolds, Globe Furniture 
& Stationery Company, retiring president; William 
Bruner, Office Stationery & Equipment Company, re- 
tiring secretary, and Monroe Ioas, Monroe Office Sup- 
ply Company. 

The meeting closed with a round-table discussion of 
such topics as inventories, pricing methods, and sales- 
men’s commissions. 


«= 


ADD 200 YEARS SERVICE TO QUARTER CENTURY CLUB— 
Left to right: F. Russell Stevens, Isobel T. Orford, George 
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Furniture Guild Holds Training Conference 


A personnel training conference of the Executi 
Furniture Guild was held January 17-19 at Gra 
Rapids, Mich., planned “as a ‘first try’ at injecting 
professional attitude into the hearts and minds of o 
people.” 

The opening session included an address by R. 
Bennett, president of Stow & Davis Furniture Co 
pany, and a tour of that firm’s manufacturing fac 
ties. Product developments were reviewed. 

On the second day two “shirt sleeve’ discussi 
meetings were held, with a comprehensive analysis 
the Executive Furniture Guild design and marke 
formula and presentation of the catalog of classifi 
resources. Those attending participated in a tour 
the E.F.G. Workshop and the Stow & Davis showroo 

More discussions of Guild techniques were held a 
following the semi-annual business meeting and wor 
shop session, the meeting was adjourned late Frida 
January 19. 



























Chicago Furniture Men Entertain Sons 


Business was dispensed with at the regular mon 
meeting of the Office Furniture Association of Chica 
held in the Bismarck Hotel, Monday evening, Janu 
8. About 40 were present, including sons of sever 
members. After.a delectable dinner, Edwin L. Baron, 
hypnotist, took over and entertained for nearly two’ 
hours with amusing demonstrations of how one can” 
have “Fun with Hypnotism.” Several men responded 
to the invitation to participate in the show, contribut- 
ing heavily to the pleasures of the evening. 

















Join Carter's Quarter Century Club 


The annual meeting of the Quarter Century Club of 
The Carter’s Ink Company was held at the Hotel Shel- 
ton in Boston on Thursday evening, December 14. 
Eight new members were initiated, four of them being 
salesmen. The group was quite representative, as it 
included F. Russell Stevens, district manager for the 
Northwest, Al Lent of the Midwest and Jerry Sav- 
age, district manager for the Eastern Seaboard. The 
affair took on an international flavor, because George 
Basil, Canadian sales manager, came down from Mont- 
real for induction. 

Carter’s Quarter Century Club has a membership of 
almost a hundred. Nearly half of the members wear 
One-Third of a Century service pins. In recent years 
seven 50-year service pins have been awarded. 








H. Basil, Kathryn Walsh, Jerome J. Savage, George lL 
Martin, Emily D. Campbell and Albion D. Lent. 
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Opens mail speedily, neatly 
and with safety to contents. 


Opens varied sizes of enve- 
lopes without the need of sort- 
ing. 

Shears off a threadlike edge 
from envelopes upto 12 inches 


long. 


Streamline design case of die 
cast aluminum, lustrous gray 
baked enamel finish. Working 
parts of hardened, plated steel. 


SAVES TIME WHEN IT COUNTS MOST 


The MARVEL Mail Opener gets the mail opened in a fraction of 
the time required for hand slitting. It saves time when it counts 
most—gets the mail moving and in work quickly, saving minutes 
that multiply and soon pay for the opener. 


The MARVEL opens varied sizes of envelopes without the need 
of sorting to size. It shears off a threadlike edge from envelopes 
up to 12-inches long and of any reasonable bulk. Opens envelopes 
as fast as they are fed by slight pressure of the handle which 
automatically recoils to upright position. 


The case which houses the mechanism is of modern streamline 
design made of one-piece die cast aluminum—light in weight, 
balanced for strength and rigidity. Working parts are precision 
made of hardened, plated steel for long life. Non-skid rubber feet 
protect desk surface. Finish is lustrous gray baked enamel. 


Ask for Circular D1266 





WILSON JONES Co. 


NEW YORK ELIZABETH 


rd Street 1000 S. Elmora Ave. 


CHICAGO 


3300 Franklin Bivd. 


KANSAS CITY, MO. 
816 Locust Street 


SAN FRANCISCO 
234 First Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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Exclusive Silvertip 


« 







clean-end feature saves %, — 
fingers from smudges ‘i 2 
when ribbons are ) 1 
changed. if ‘ 


wd 
Take Stylewriter, for instance 
..» The Carter’s quality typewrite: 
ribbon with the extra mileage for 
extra-long wear, fewer ribbon 
changes. Fine fabric—thin but 
tough—delivers sharper, neater 
letters and sharper carbon copies. 
And typists rave about the attractive 
containers, ideal for storing 


personal knickknacks, 
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yon which the experts agree... 


Carter's Has the Best Planned and the most beautifully 
packaged Line of Ribbons 





Leading Kansas office outfitter... Famous Boston stationer ... 


Carter's ribbons help us pick up Carter's ribbons are beautifully 
more and more customers every day packaged, easiest to sell. We don’t 
. and hold them need “technicians” for salesmen! 
Top New York dealer... Stationer in St. Louis... 
j Terrific planning! . . . to give typists Carter’s ribbons are real “quality” 
SS ‘ exactly what they need . . . to give items. They are exceptional values 
us what we need to supply them. for our customers. 





Major stationer in California .. . Big Chicago office outfitter... 

: 

Carter's compiete line, wide selec- What we like best about Carter’s is 
tion, lets me supply all customer's the way they really protect us... 


needs from stocks on hand. and don't sell our customers. 








—Not our own statements, but the freely ex- 
pressed views of successful dealers all over the country! 
What better testimony of Carter’s leadership, both in 
product quality and merchandising planning? Your 
real profit lies in pushing the brand everyone knows 


and likes — Carter’s — sold only through dealers. 


THE CARTER’S INK COMPANY 


Cambridge 42 « Boston, Massachusetts 
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G/W Dealers Hold Filing School 


Authorized dealers of The Globe-Wernicke Company 
have been enthusiastic in their acceptance of the com- 
pany’s filing school program announced during the 
National Stationery & Office Equipment Association 
convention by Philo Leonard, manager of the systems 
division. The popularity of this program has skyrock- 
eted to such a degree that authorized dealers wishing 
to participate must now make arrangements six to 
eight months in advance 

Filing schools are conducted by Mrs. Norma Hinds, 
systems consultant for Globe-Wernicke, in co-opera- 
tion with district representatives. Mrs. Hinds has re- 
cently conducted schools for Smith & Butterfield, Ev- 
ansville, Ind.; John R. Rembert Company, New Haven, 
Conn.; H. S. Crocker Company, San Francisco, Calif.;: 
Southern California Stationers, Los Angeles, Calif.:; 
The Review Company, Savannah, Ga., and Globe Office 








GLOBE-WERNICKE FILING SCHOOLS PROVE POPULAR 
1. At the John R. Rembert Co., New Haven, Conn., stand. 
ing, left to right: Mrs. Norma Hinds, Globe-Wernicks 
systems consultant; Mrs. Charlotte Jacobs, Perc Jacobs 
owner of Rembert Co.; Mal Derry G/W representative. 

2. Mrs. Norma Hinds ready to open the first class at Smith 
& Butterfield, Evansville, Ind. George Handorf, G/wW 
representative, is standing at rear. 

3. One of the classes of the filing school held by The 
Review Co., Savannah, Ga. Standing at rear: Ronny 
Rumph, G/W district representative, Mrs. Hinds and 
Thomas W. Gamble, president of The Review Co. Oscar 
Davis, Review's general manager, is seated in the las) 
row. 

4. Mrs. Hinds explains the Safeguard filing system to one 
of the classes sponsored by Southern California Sto. 
tioners, Los Angeles, Calif. Visual slides are used te 
demonstrate correct filing methods and procedures. 
Harry Fuller, G/W representative, helps Mrs. Hinds with 
the presentation. At right is Ebenezer Wallace, presid 
of Southern California Stationers. 


Photos taken at H. S. Crocker Co. appeared in February, page 154; 

























Equipment & Supplies, Inc., Cincinnati, Ohio. 

Each filing school lasts one day and consists of 
morning and afternoon session. The school may 
repeated for two or three days, depending on 
attendance. In her presentation, Mrs. Hinds cove 
the historical development of filing, filing syste 
rules for filing, how to set up a modern file, fil 
applications, and Globe-Wernicke’s exclusive Saf 
guard System for quicker, more accurate filing 
finding. A feature of each school is the showing 
the training film, Filing Procedures in Business, wi 
introduction by G/W’s president, A. C. Howard. 

Admission to each school is by invitation sent b 
the G/W authorized dealer to leading industries an 
business offices in his area. Students have the oppor 
tunity of presenting individual problems for analyza 
tion by Mrs. Hinds. A certificate of attendance, sign 
by Mrs. Hinds, is presented to each person attendi 
the full day’s session. 





12:30 Club Installs New Officers 


More than 60 members and guests attended the reg 
ular meeting of the Stationers 12:30 Club of New York 
on Monday evening, January 22, at Rosoff’s Restaurant, 

The following officers for 1951 were installed 

President—Philip G. Tagley, Consolidated Loam 
Leaf, Inc. - 

Vice-president Ralph Barnett, Blaisdell Pendl| 
Company. : 

Treasurer—-Dwight N. Briggs, Sun Rubber Company. | 

Secretary—Edward J. Healy, Wilson Jones Company. } 

President Tagley extended greetings and welcomed | 
guests. He then called for a vote of thanks to outgoing} 
President Mortimer Libien, Libien Press, Inc., New) 
York, N. Y., for doing a splendid job during his two-j 
year term of office. In acknowledgement, Mr. Libien 
extended his sincere good wishes for a successful ad- 
ministration to his successor. 

President Tagley then announced that communica-} 
tions were received from the following members who} 
could not attend the meeting because of illness: Louis} 

Wachtel, American Lead Pencil Company; Dwight N.J 
Briggs, Sun Rubber Company, and R. W. Mueller, The | 
Esterbrook Pen Company. They were wished a speedy = 
recovery. i 

Committees were appointed as follows: : 

Membership—Chairman, Henry Kleinberg, Henry} 
Kleinberg Co., New York, Arthur Smith, Boorum &} 
Pease Company, and Joseph Linehan, Joseph Dixon 
Crucible Company. 

Sickness—Chairman, Herbert Grayson, Ace Fastener 
Corporation. 

Finance—Chairman, Frank May, J. L. May Com- 
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DON'T 
OVERLOOK 








In these days of material shortages many 
manufacturers are searching for, and using 
substitutes. 
finished product sometimes falls short of 
the standards previously established. The 
user or customer does not always get the 
quality product he wants or needs, al- 
though he accepts it in a patriotic spirit. 


Wood, however, is not a substitute material 
in the famous #2 line. In addition to 
steel equipment, we’ve been making wood 
card trays, letter trays, stationery cabinets, 
sectional bookcases, deskside files and 
other wood items for years and years. Your 
customers can still get these products, 
made of the same high quality wood and 


When substitutes are used, the- 


according to exacting production standards 
that have always been characteristic of 
Wie filing equipment and supplies. 


Workmen in our well-equipped Wood De- 
partment have the know-how. Years of 
experience enable them. to select the right 
lumber for a certain need, use the special 
tools, join and assemble the parts expertly 
and finish them properly. 


Take advantage of the availability of wood 
products made by #2. Be ready to sup- 
ply your customers’ continuing need for 
filing equipment by showing them the 
articles illustrated on the next three pages. 
Profitable, immediate sales and satisfied 
customers will be your reward. 














LEGAL BLANK CABINETS 





Expensive legal blanks, stationery 
and other printed forms can be kept 
neat and clean, properly classified 
and close at hand when needed. 
Corner locked construction makes 
Weis Legal Blank Cabinets extra 
sturdy. Rubber feet prevent mar- 





No, 814 CABINETS WitH DRAWERS ring and slipping. Made of carefully No. 418 CABINETS WITH SHELVES 

Drawers operate freely. Large meta! selected wood, Natural Oak, Walnut Shelves are solidly held in side panels 

label holder and pull. Bottom of each ss ‘ by rabbet joint and extend full length 
‘ ys r . 3c 2 . > . 

drawer has finger hole for easy lift or F Mahogany finish Se See current of cabinet. Can also be used as sorting 

ing and removal of papers. Price List for details. rack for correspondence, order forms 








STATIONERY CABINETS 

The Weis No. 140 Stationery Cabinet will enable your customer to keep letter- 
heads, carbon paper, envelopes and other miscellaneous items handy and 
orderly. Drop lid keeps them dustless. Rubber feet protect against marring. 
Skillfully made and attractively finished. Choice of Natural Oak, Walnut or 
Mahogany finishes. See our current Price List for additional information. 


DESK DRAWER STATIONERY TRAY 











Customers can reduce spoilage of letterheads. printed forms, carbon paper and 
envelopes with a Weis Desk Drawer Stationery Tray. Five compartments for 
papers and large upright space for envelopes. Natural wood finish only. 








SECTIONAL LEGAL BLANK CABINETS 





Just the right type of cabinet for keeping clean and orderly supplies of legal 
blanks and printed forms. Also useful for maps, small blue prints, photographs, 
printing plates, etc. Drawers operate 
freely on runners and have large metal 
label holders and pulls. Five drawers in 





Made in matching sections 


so your customers can meet each section. Substantially built and fin- 
storage requirements as scha : P -< . , N 2 
Giniemeees idle ne ished in Natural Oak only. See current 
tions fit perfectly with top Price List for dimensions. 


section and leg bas« 
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DESK LETTER TRAYS 





Desk Letter Trays of superior 
quality will provide plenty of sell- 
ing points and add new names to 
your list of loyal customers. #2 
trays warrant recommendation 
to discriminating customers because they are made of choice, seasoned 
wood by experienced craftsmen. The corners are of locked construction and 
the strong plywood bottom is permanently rabbeted in place. Finishes are 
carefully applied and the bottom of each tray is completely covered with 
es boric soft, non-marring fabric. Letter size No. 122 or Cap size No. 124. Natural 

Easily attached Oak, Walnut or Mahogany finish will blend well with existing furniture. 
ai dies @ See current Price List for full information. 








CARD TRAYS WITH COVERS 





Another favorite product that has never been out of the 
famous #2 line. Customers continue to demand these 
attractive card trays because they are made so well. All 
trays have locked corners. Rubber feet prevent slipping 





and marring. Close fitting covers are attached with strong, riveted hinges. Sizes for all standard 
file ecards. Long trays have metal cover slide stops and metal follow blocks. Small capacity trays 
with or without cards and guides. Long trays are available in Natural Oak, Walnut or Mahogany 
finishes. Midget trays in Natural Oak finish only. Be sure you can supply your customers 
when they need card trays. See our current Price List for complete details. 





SECTIONAL BOOKCASES 





Ye Sectional Bookcases have exclusive features your customers 
will appreciate. Carefully designed and expertly constructed, the 
uniformity of all book sections, top units and leg bases permit 
them to be joined in rigid combinations to meet the user’s needs. 
All wood, hardware, glass and exterior finishes are of highest 
quality. The important #2 Equalizer controls the movement of 
doors to prevent sticking and binding. Dust shield above each sec- 
tion protects the books and forms an air compression chamber 
that assures gentle, safe closing of the door. Sections are made 
in three heights. Beautiful Natural Oak, Walnut or Mahogany 
finishes. Many offices, schools, libraries and homes have use for 


a Wz Sectional Bookease. See current Price List for details. 











DESKSIDE FILE 





Show your customers this handy deskside file for keeping im- 
portant correspondence or other records within easy reach from 
adesk chair. Index tabs and contents are visible for quick ref- 
erence at desk level. Easily moved away when not in use. Large 
casters permit almost effortless movement to other locations. 
Solidly constructed of well-seasoned, solid Oak in natural 
finish. Locked corner construction and strongly reinforced legs. 
Divided drop covers provide maximum access to contents. 
Bottom locking rod for index guides. Any filing system can be 
used. Guides and folders must be specified separately to meet 
user’s requirements. Available in two widths—Letter and Cap. 
Entire file is 30” high. Inside filing capacity is 172”. See 
current Price List for detailed dimensions. 
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anpD MR. DEALER ; 
. 
DON’T OVERLOOK | 
AGATE FIBRE BOARD CARD FILES AND 
TRANSFERS, LETTER FILES AND TRANS- 
FERS, BOX LETTER FILES, DOCUMENT 
TRANSFERS. THEY'RE POPULAR, TOO. 


NEW YORK 13: 





The Weis Manufacturing Company 


| I 


The Weis Mfg. Co., 


2» © 





Monroe, Michigan 


54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 


Boston 10: Adams, Cushing & Foster, Incorporated 


OKLAHOMA City 1 


Carpenter Paper Company 


ForT WORTH 1 HOUSTON 2 














No. 390—3-way zipper envelope of smooth, deep 
buff cowhide. Opens flat. Attractively lined. 3 interior 
por kets 

Ginger color and suntan. To retail at approx. $5.00 






FELDCO 


Today’s ‘Easy to Sell” Line of 


RING BINDERS 


AND 


BRIEF CASES 





No. 591 Oversize Zipper 

Ring Binder. Handle Type. 

Heavy duty ersize ring 

metal 1144 inch or 2 inch 

capacity. Smooth deep buff cow- 

hide in ginger color only. Two interior 
pockets and tuck-away handles. 

lo rétail at approx. $8.00 


Unie loday for beautifully illustrated color CaaHog. 


No. 490—Multi-Pocket Portfolio. Smooth deep buff 
cowhide in ginger color or suntan. Wide expanding 
gusset with tuck away handles. 3 interior pockets with 
identification pocket. To retail at approx. $8.00 


No. 690 — Frame opening Brief Bag of 
smooth deep buff cowhide in ginger or 
suntan colors. Wide opening bag with sectional 
lock. Large capacity expanding gusset. Rein- 
forced dropped bottom. To retail at approx. $9.00 


Fexoco, America’s largest manufacturer 
of student ring binders backed by 80 years 
of dependability, now offers you the most 
complete line in their history, including 
brief bags, brief cases and zipper ring 
binders. 

Feldco’s ultra-modern plant and ad- 
vanced production methods make possible 
high quality products at easy-to-sell prices. 
For the finest in popular-priced merchan- 
dise stock and feature FELDCO! 





No. 410Z—Deluxe 2 or 3 Ring 
Binder with Wide Inside Zipper 
Pocket. Feldco’s own exclusive 
Grade A metal. Fine deep buff 
cowhide with tan calf grain lining. 

Ginger color only. 2 pockets plus inside 
zipper pocket and identification card pocket. 
New action trigger. To retail at approx. $4.75 


These outstanding numbers are available for 
immediate delivery. All prices are subject to 


change without notice. 


FELDCO LOOSE LEAF CORPORATION 


1511 West Leland Avenue, Chicag: 
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pany; Leonard A. Matthews, Weis Mfg. Company, Inc., 
and John L. Gallup, Orrice APPLIANCEs. 

Entertainment—Chairman, Harry Fensterheim, S. E 
& M. Vernon, Inc.; Louis Wachtel, American Lead Pen- 
cil Company, and Edward Leventhal, Biddle Purchas- 
ing Company. 

Harry Fensterheim reported that arrangements are 
completed for the club’s annual outing to be held on 
Tuesday, June 12, at Travers Island in Pelham, West- 
chester County, N. Y., the summer home of the New 
York Athletic Club. 





Philadelphia Stationers Association 
Elects Irving Roth President 


The regular monthly meeting of the Philadelphia 
Stationers Association was held on January 18 at the 
Robert Morris Hotel, Philadelphia, with President 
Joseph A. Snitzer, Automatic Printing Company, Phila- 
delphia, presiding. 

President Snitzer introduced the following guests: 
Marshall Smith, Markwell Manufacturing Company; 
voseph E. Daily, Departmental Supply Company, Phila- 
delphia; Lew Sharpless, Sharpless Stationery Service, 
Jenkintown, Pa.; John L. Gallup, Orrice APPLIANCEs; 
Kim Darby, Geyer Publications; Joseph Marx, Marx 
Stationery & Printing Company, Philadelphia; Philip 
Swank, Industrial Tape Corporation, and H. M 
Shaaber, Business Equipment & Supply Company, 
Reading, Pa. 

Secretary Joseph Dunn, Wm. F. Murphy’s Sons Com- 
pany, Philadelphia, read the treasurer’s report and 
reported on the association’s successful forty-fifth an- 
nual banquet. He then read a letter from George 
Leonard, L. E. Waterman Company, thanking both the 
Philadelphia Stationers Association and the Penn- 
Mar-Va Travelers for the television set presented to 
him at the annual banquet 

Irving Roth, Roth Brothers, Philadelphia, chairman 
of the bulletin committee, announced that Al Bailine 
Roth Brothers, Philadelphia, would replace him as 
editor-in-chief and extended his best wishes 

President Snitzer called for the report of the nom- 
inating committee consisting of Ed Eisenstein, Shana- 
han Company, Philadelphia; William F. Vogel, Seng- 
busch Self-Closing Inkstand Company, and George 
Wustner, Wm. F. Murphy’s Sons Company, Philadel- 
phia. In response George Wustner arose and placed 
in nomination the following slate of officers 


President—Irving Roth, Roth Brothers, Philadelphia; 

First vice-president—Charles A. Newcomet, The C. Fj 
Heller Bindery, Reading, Pa. 

Second vice-president—Robert 
Company, Philadelphia. 

Third vice-president—Mark Kenna, American Pencj] 
Company 

Treasurer—Francis A. Massing, Yeo & Lukens Com- 
pany, Philadelphia. 

Secretary—Ernest Abe, Jr., Wm. F. Murphy’s Song 
Company, Philadelphia. 

The executive committee consists of: Chairman, 
Joseph A. Snitzer, Automatic Printing Company, 
Philadelphia; Larry B. Herr, L. B. Herr & Son, Lan- 
caster, Pa.; Charles W. Lukens, Yeo & Lukens Company, 
Philadelphia; Ed Eisenstein, Shanahan Company, 
Philadelphia; Thomas Stagg, Hoskins Company, Phila- 
delphia; George Wustner, Wm. F. Murphy’s Sons Com- 
pany, Philadelphia, and Richard B. Yeo, Yeo & Lukeng 
Company, Philadelphia. 

There being no further nominaticns from the floor, 
the entire slate of officers was unanimously elected. 

Al Bailine, Roth Brothers, Philadelphia, spoke in the 
interest of the Philadelphia Stationers Educational 
Association, telling of the benefits to be derived from 
attending their meetings. 

Charles W. Lukens, Yeo & Lukens Company, Phila- 
delphia, Pa., NSOEA third regional district governor, 
reminded the members of “Clean-Up Week” for the 
stationery trade proclaimed by NSOEA President Zac 
Smith for the week of January 22-27 inclusive. Gov- 
ernor Lukens urged all dealers to observe “Clean-Up 
Week” by cleaning up, brightening up and in general 
making stores more attractive for the good of business. 

Charles Reynell, Oxford Filing Supply Company, the 
guest speaker, gave a brief, but informative, talk on 
the subject of “Supply and Demand of Filing Supplies.” 
Declaring that although some supplies are not affected 
as yet, others are in short supply because of the greatly 
increased demand. Despite the fact that mill supplies 
are almost normal and manufacturers had large stocks, 
the abnormal demand during the last six months has 
caused their inventories to shrink, thus causing an- 
other wartime situation of back orders. With the paper 
mills expanding and adding to their facilities, he held 
out some hope of the situation easing off and a greater 
supply becoming available later on in the year 

He congratulated dealers for their patience and as- 
sured them that every effort is being made to supply 
their demands. In the question-and-answer period that 


Whitesel, Brookg 





OFFICE EQUIPMENT DEALERS OF N. Y. CELEBRATE 20TH BIRTHDAY AT BANQUET, HOTEL COMMODORE, N. Y. C. 


Story appeared in Feburary issue, page 56 
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Liberator Wedel 100 


Features accurate registration and 
automatic roller release to assure 
perfect, clean copies. Reproduces 
postcard to legal size. 


Tor” seem, 


(Piles Excise Tex) 


Liberator Wode SO 


Postcard (3x5) to menu size (6x9). 
Ideal duplicator for restaurants, 
hotels, drug stores, etc., for repro- 


Reproduces postcard to legal size. 
Features backstop paper weight, 
side guides with 2 posts instead of 
1, to assure accurate registration. 


4 50 utoma' 
69 Auto n0n.00 


Counter, 
(Pius Excise Tax) 


ducing menus, sale tags, postcards. 


$2,950 Automatic 
Counter, $6.50 
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followed, Mr. Reynell answered numerous questions 
from the floor. 

In concluding his talk, Mr. Reynell madé a strong 
appeal for contributions to the “March of Dimes,” 
offering to sell filing folders to dealers who would 
donate $1.00 per thousand folders ordered. The idea 
caught on in orders for 35,000 folders and the sum of 
$35.00, plus $8.00 additional in donations. 

In concluding his term of office, President Snitzer 
thanked all his committees for their efficient support 
and declared he had enjoyed the privilege of serving 
as president of the association. 

He then called upon president-elect, Irving Roth, 
whose first act was to call for a round of applause for 
Mr. Snitzer for doing a splendid job. 

President Roth then proposed that meetings be held 
earlier in the evening so that out-of-town members 
could leave earlier. After some discussion it was de- 
cided to hold future meetings at six p.m. 

Declaring that dealers come from a distance to at- 
tend meetings with the expectation of learning some- 
thing of products and conditions, he informed mem- 
bers that the new administration would endeavor to 
supply that and other pertinent information. He went 
on to give a brief outline of the next meeting which 
will take the form of a round-table discussion by man- 
ufacturers or their qualified representatives who will 
discuss conditions in the industry for the present and 
the outlook for the future. In conclusion he urged 
members to write in their suggestions for interesting 
and informative future meetings 





NOMA Announces Regional! Clinics 


The National Office Management Association has 
announced a series of three regional cost reduction 
and methods clinics to be held this spring in the South. 
Based upon experience gained by NOMA in its two 
national methods clinics held in Detroit, Mich., pro- 
gram content of the three southern clinics is beamed 
at the methods executives in production or office work, 


C. F. FLECKENSTEIN 





and the sessions feature a short-cut method of giving 
fundamental counsel on techniques and practices for 
the methods executive. 

Sparked by dynamic C. F. Fleckenstein of Standard 
Accident Insurance Company, Detroit, the methods 
clinic program of NOMA shifts into high gear in 1951. 
Says Mr. Fleckenstein, “Our methods clinic program 
blends the workshop method and the conference meth- 
od, and is intended to give a maximum return for a 
minimum of time to everyone who attends the clinics. 
Some of the subjects we will cover are: Forms Control, 
Reproduction Processes, Paperwork Simplification, 
Quality Control, Organizing For Methods Work, Per- 
formance Standards, Process and Distribution Chart 
Analysis, Office Layout, and Physical and Physiological 
Office Standards.” 

Speakers of national reputation on each of these 
subjects will be featured at the clinics. 

First of the series of clinics will be held March 30 
and 31 at New Orleans, La, Second in the series will 
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take place at the Worth Hotel at Fort Worth, Tex., 
April 6 and 7, while the third in the spring series will 
be produced at the O. Henry Hotel in Greensboro, N.C.,, 
April 13 and 14. Program details at each clinic will 
feature a general keynote speech by an outstanding 
authority, concurrent specialized sessions on technical 
details, and general conference sessions concerned 
with organizing for methods work and a summary 
evaluation of the clinic program. Registration at the 
clinics is open to all, and details as to cost and accom- 
modations may be obtained from Forrest Buchanan of 
The Standard Register Company, 212 Delta Building, 
New Orleans 12, La., for the New Orleans clinic; 
Joseph S. Pieringer, Commercial Standard Insurance 
Company, Commercial Standard Building, Fort Worth 
1, Tex., and J. Houston Barnes, Standard Hosiery Mills, 
Inc., Box 820, Burlington, N.C. 

It is expected that NOMA will extend the regional 
methods clinic program to cover the entire nation in 
later months. 





Boston Stationers Hear Bill Gove 

Guest speaker of the Boston Stationers Association 
meeting at the Hotel Puritan in Boston on January 8 
was Bill Gove, sales development manager of Minne- 
sota Mining & Manufacturing Company. Although the 
weather was anything but pleasant and driving was 
hazardeus, a representative group was on hand for 
fellowship and dinner. 

President John W. Murray, Murray’s of Boston, pre- 
sented his wishes for a happy and prosperous New 
Year. It is in meetings like these, he continued, where 
all have opportunity to discuss mutual problems and 
share experiences. 

It was announced that the annual banquet was set 
for February 14, Valentine’s Day, at the Hotel Somerset. 

Walter M. Tanch, L. B. Moody Company, Salem, 
Mass., introduced the guest speaker. Mr. Gove then 
charmed his listeners with his dramatic presentation 
of what he called the 3 S’s of selling—1l. Serve; 2. 
Show; 3. Suggest. He translated these into the desire 
to serve, ability to sell and demonstrate a story, and 
the courage to persuade. He emphasized the choice of 
homely, man-to-man words and selling approach as an 
absolute necessity. A successful salesman, he asserted, 
opens his interview evidencing a genuine desire to 
serve and uses good, shirtsleeve words to demonstrate 
and persuade. 





Detroit Stationers Begin Meeting Series 


The Detroit Stationers Association held the first of its 
1951 monthly meetings in the Fort Room of Hotel Fort 
Shelby on the evening of January 17, preceded by 
dinner. 

Presided over by newly-elected officers, Gene 
Grenon, president of Leonard’s Office Supply Company, 
and Tom Emery, secretary of Lynn B. Emery, Inc., the 
meeting took the form of a round-table discussion of 
current problems affecting the greater Detroit area, 
now humming with plant changeovers for the current 
war emergency. 

An international aspect was given to the meeting 
in the attendance of George G. Carter and Frank 
Jeneroux of A. Whitley, Ltd., and A. M. “Duke” Mar- 
noch of Marnoch Office Supply Company of Windsor, 
Ontario, just over the border. 

President Grenon announced plans to have a series 
of meetings which will include outstanding informa- 
tive speakers in conjunction with the regular business 
meetings. 

A vote of “well done” was passed in favor of Harry 
Jesse, Gratiot Office Supply, for the job of arranging 
dinner and entertainment for last month’s meeting, 
and hospitality 

A resolution was introduced to educate Detroit in- 
dustry to accept a minimum amount to defray rising 
delivery costs. 
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Eaton’s new, compact Display Unit 
featuring Berkshire Typewriter Papers in 


100-sheet Packets increases sales immediately, 








leads to ream business. 


lo make sales ar: 
old chestnut “What you don’t see, ask 


999 
wor: 


A 


ou still relying on that 


, 


Customers just won't, they don’t. 


Aside from positive needs, people buy 


what they see That's why Eaton designed 


~ 


this special po sale unit to help you 
make extra sales...to help you make 


them faster 


Phis merchandising display is compact, 
sturdily built of plywood (treated to with- 
stand soil, finge rks). has room for 18 
packets (as many as 5 kinds of paper). 
It comes to you with your selection of 


packets, complete w ith price tickets. It’s 


the kind of display customers walk up to, 
a display that encourages self-service, 


suggestive selling 


AND REMEMBER, these 100-sheet Packet sales are just the beginning. Berkshire Type- 


writer Papers give satisfaction. Once the customers have tried them they come back for 


more ... that’s when you sell your new customer the same Berkshire paper by the ream. 


As a means of making more sales, new customers, you'll want to order this new display. 


Vv 


T¥ 


PEWwp) TER 


THE BERKSHIRE TYPEWRITER PAPER LINE includes a correct paper for every business 


“AW We tates mite 
need finest bonds, onionskins, manifold, mimeograph and copy papers, manuscript covers, 


executive stationery, air mail specialties, tablets and envelopes. Stock BERKSHIRE to 


per. _ Couprition 


oem, 


make every sale. 


BERKSHIRE TYPEWRITER PAPERS : PAPERS een, Eaton Paper Corporation, Pittsfield, Mass, 
su 
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New York O.E.D. Hears Harry Hofherr 


Harry Hofherr, president of the National Office 
Furniture Association, addressed the Office Equipment 
Dealers of New York on “The State of the Associa- 
tion” at the January 15 meeting held at Prince George 
Hotel, New York City. 

President Ben Itkin, Itkin Bros., Inc., New York, 
N. Y., introduced the other prominent guests, includ- 
ing Carter Ohlen, Facit, Inc., New York, N. Y.; Harry 
Blank, A. Blank, Inc., New York, N. Y.;: Ben Levin, 
B. & L. Office Furniture Company, New York, N. Y:: 
Moe Turman, Metwood Office Equipment Company, 
New York, N. Y., former president of O.E.D. ahd 
NOFA, and Clifford Ackerman, Macey-Fowler, Inc., 
New York, N. Y. 

The Prince George Hotel was chosen as the per- 
manent meeting place for the O.E.D. organization 
Treasurer James Glen, Manhattan Desk Company, 
New York, N. Y., reported that the chapter had $3,000 
in the treasury. 

Bernard H. Nemlich, Regan Office Furniture Cor- 
poration, New York, N. Y., chairman of the NOFA 
national advertising committee, gave a brief outline 
of the program. He indicated that the object was to 
make people office furniture-conscious, improve trade 
relations and promote public confidence in NOFA 
dealers, stressing the fact that all national and local 
advertising, publicity and promotional literature is 
designed to accomplish this purnose. Several NOFA 
chapters have already endorsed this program. 

In order to make the program work a plan has 
been set up as follows: 

1. Manufacturers would set aside a budget to start 
the program, the cost varying from $75 to $350 each 

2. With the money a planned program of stories 
would be prepared to promote the sale of office furni- 
ture, these to appear in national publications 

3. The written articles would be made available 
in reprint form for mailing by individual dealers to 
their customers and prospects 


4. An advertising mat would be furnished to NOFA 
chapters to run in their local newspapers, about once J 


every week for 35 weeks. The cost per dealer in New 
York, for example, would be about $100 per year. 

After some discussion the motion was unanimously 
passed to plan New York O.E.D. endorsement of such 
a national advertising program. 

Henry C. Segestrom of the National Furniture 
Traffic Service, New York, N. Y., then outlined the 
problem which is facing office furniture dealers be- 


cause of the lifting of the “exception” rating on J 
furniture LCL shopments by the ICC. He urged OED, § 
members to join the traffic service to help reinstate 7 


the rating. In the meantime he urged that O.ED, 
members combine to urge the manufacturers to ship 
in carload lots, something which would cut the cost 
considerably. 

John Munro of the John Hancock Insurance Com- 
pany talked on the new NOFA group insurance 
program, explaining that there will be no age limit 
and that the insurance will be paid for by the em- 
ployer, helping to cement employee-employer rela- 
tionships. The program would start out as a basic 
life insurance program, but could be expanded to 
include other benefits, provided the contract apply 
to the entire organization, rather than an individual 
firm. The cost of the insurance under this plan 
would be about one-third of the cost of regular 
insurance. 

Moe Turman introduced NOFA President Hofherr, 
Kendrick Furniture Company, Chicago. Mr. Hofherr 
gave a report on the programs of NOFA, pointing out 
that its activities for its members included group in- 
surance, national advertising, the NOFA Bulletin, the 
Office Furniture Management Manual and the new 
NOFA furniture polish. He told of the NOFA annual 
convention March 4, 5, 6 at the Stevens Hotel, Chicago, 
and gave a brief outline of the program. 

It was disclosed at the O.E.D. meeting that through 
the efforts of John Gray, executive director of NOFA 
and O.E.D., a plane has been chartered for the use 





NSOEA DISTRICT NO. 8 REGIONAL PLANNING MEETING 





Present at the Omaha regional pre-planning meeting at the Continental Hotel, 
Jan. 19 and 20 were, left row, left to right: W. Lee Gamel, Bates Mfg. Co.; 
Russell E. Ragan, American Pad & Paper Co., 
representative; Don F. Brown, Rader Office Equipment Co., 
Omaha; George K. Desmond, Victor Safe & Equipment Co., Inc. Center row, left to right: Ed Shelpman, 
George F. Rocker, W. H. Gunlocke Chair Co.; George T. Wall, Art Metal 
Construction Co.; Tom Seward, Speed Products Co., Inc.; Fred E. Pfaff, Omaha Ptg. Co., Omaha; 
Vaughn Williams, Schooley Staty. & Ptg. Co., Kansas City, Mo. Right row, left to right: F. A. (Art) Reed, 
governor District No. 8; Roy Moreland, Schooley Staty. & Ptg. Co.; 
Hutchinson, Kans.; 


& Staty. Co.; Kansas City, Mo.; 
Division; Dave C. Nevhaus, manufacturers’ 


Shelpmon’s, Springfield, Mo.; 


Latsch Bros., Inc., Lincoln, Nebr., 
Fred Pitt, manufacturers’ representative; Leonard Wilcox, Roberts Ptg. & Staty. Co., 
Art Pfister, Smead Mfg. Co., president Midwest Travelers Club; Dan MacDougall, Stationers Loose Leaf 
Co., secretary-treasurer Midwest Travelers Club; P. F. Mclaughlin, Allied Carbon & Ribbon Mfg. Co. 
Standing, left to right: Everett Glenn, John A. Marshall Co., Kansas City, Mo.; Scott Parnham, Alma 
and Myrtle Desk Co. and High Point Bending & Chair Co.; Claude Allen, General Fireproofing Co.; 


3 
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Jack Baney, Business Equipment Co., Pratt, Kans. 
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Kansas City, Mo., on 
Ray Baldwin, Gallup Map 
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Shores an (AK to. Prise and Comfort 
Wore you sttdoon..” WIR 


Model 709a 


Secretarial Posture Chair 


Mode! 707 
Clerical Posture Chair 


Model 707b 
Clerical Posture Chair 
(with arms) 


That’s a sure-fire selling point for 


Art Y\etal CORRECT SEATING 
ALUMINUM POSTURE CHAIRS 


Equalize your profit! Now more than ever, 
it’s good business to “trade up,” to feature 
only the finest, to put selling emphasis on 
office equipment that stands first in efficiency, 
in beauty, in enduring value. 


New Art Metal Posture Chairs have exclu- 
sive features that offer your customers more, 
in seating comfort, in smart appearance, in 
faithful service. The special Live-Action back 
and Tilt-Action seat give the user a new sense 
of ease and balance. These are chairs engi- 
neered for efficiency, styled for distinction, 
built for long service. 


Art Metal Posture Chairs are made in models 
to meet all needs. Make sure you know all 
their advantages and benefits—then ask your 
customer to “be seated”... Art Metal Con- 
struction Co., Jamestown, N. Y. 


Use these KEY POINTS in selling 


Back and seat contour molded—Foam Latex 
cushion over “no sag” springs—wide choice 
of coverings —‘‘Live-Action” back, tension 
relaxes as you lean back —"“Tilt-Action” seat, 
front edge rises slightly, back drops 2"—feet 
remain on floor, no pressure back of knees— 
Welded tubular frame, heat treated, anodized 
for permanence. 


For over 60 years the hall-mark of fine business equip- 
ment... desks «+ files + office chairs + safes and 
visible equipment. 





of New York chapter members who plan to attend the 
convention. 





Plans Program for NOMA Exposition 


Plans are fast materializing for the Thirty-second 
Annual Conference and Office Machinery Equipment 
Exposition of the National Office Management Associa- 
tion, to be held in New York May 20-23. So declares 
H. J. Brogley, Johnson & Johnson, New Brunswick, 
N. J., general chairman of the conferences and exposi- 
tions committee. Progress thus far, he declares, shows 
this event to be the most ambitious ever undertaken 
by NOMA and the response from exhibitors and those 
who will attend has been most enthusiastic. 

The conference will be held at the Hotel Commodore, 
42nd St., and Lexington Ave., with the exposition in the 
7ist Regiment Armory, located not far away. 

The Office Machinery and Equipment Exposition, 
which marks its sixth year as an adjunct to the con- 
ference, has been particularly well received. In No- 
vember, 200 booths were made available to manufac- 
turers and distributors of office machines, equipment 
and supplies. The reaction was immediate and resulted 
in most of the space being engaged promptly by 67 
leading companies in the field. Latest reports reveal 
a substantial list for whatever facilities may be re- 
opened through shifts in arrangements. 

The following is a list of exhibitors: 


Acme Visible Records, Inc. 
Addressograph-Multigraph Corp. 
Alma Desk Co. 
H.C. Anderson Mimeograph Corp 
Art Metal Construction Co. 
Bankers Box Co. 
ae Adding Machine Co 
Chart-Pak, Inc. 
Clary Multiplier Corp. 
Clemco Desk Mfg. Co., Inc. 
Columbia Ribbon & Carbon 
Mfg. Co. 
Commercial Controls Corp. 
. B. Dick Co. 
Dictaphone Corp. 
Ditto, Inc. 
Thomas A. Edison, Inc. 
Elliott Addressing Machine Co 
Esterbrook Pen Co. 
Facit, Inc. 
Executone, Inc. 
Felins Tying Machine Co. 
Friden Calculating Machine Co 
The General Fireproofing Co. 
Globe-Wernicke Co. 
Gray Manufacturing Co. 
High Point Bending & Chair Co. 
Huntington Chair Corp. 
Imperial Desk Co. 
Indiana Desk Co. 
ee Business Machines 


rp. 
Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 
Kee Lox Manufacturing Co. 


The Leopold Co 

The McBee Company 

Macey-Fowler Co 

Marchant Calculating Machine 
Co 

Master Addresser Co 

Miles Reproducer Co., Inc. 

Monroe Calculating Machine Co 

Myrtle Desk Co. 

National Blank Book Co 

National Cash Register Co. 

National Litho Forms Co 

National Office Management 
Association 

New Indiana Chair Co 

Office Management and Equip- 
ment 

Office Publications Co 

Peirce Wire Recorder Corp 

Pitney-Bowes, Inc 

Reynolds & Reynolds Co 

Rockwell-Barnes Co 

Royal Typewriter Co 

Security Steel Equipment Corp 

Shaw-Walker Co 


The Sikes Co 

Simplex Time Recorder Co 

Standard Duplicating Machines 
Corp 


TelAutograph Corp 

The Todd Co 

Underwood Corp 

Victor Adding Machine Co. 
ViISIrecord, Inc 

Wood Office Furniture Institute 
Yawman and Erbe Mfg. Co 





NOMA is co-operating with the Office Equipment 
Manufacturers Institute, the Metal Equipment Busi- 
ness Industry and the Wood Office Furniture Institute 
to bring to its members and guests and to the general 
public a diversified business show. Queries regarding 
exhibit space have come from manufacturers of office 
equipment in Sweden, Switzerland, England, Germany, 
Holland and Jugoslavia. 





Higgins Observes Seventieth Anniversary 

A four-day sales meeting climaxed by a company 
banquet held on January 11 marked the 70th anni- 
versary of Higgins Ink Company, Inc. This venerable 
concern whose star: product, “Higgins American India 
Ink,” is international famous, had occasion to cele- 
brate an all-time sales record for 1950, in addition 
to completing 70 years of service to the public. It was 
in 1880 that Charles M. Higgins perfected his black 
drawing ink which was destined to carry the name of 
Higgins around the world. Mr. Higgins was a successful 
patent solicitor who devised his formula for the product 
because he was dissatisfied with the stick inks and un- 
dependable liquid drawing inks which were on the 
market at that time. The company has prepared a 
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special “Biography of the Founder” which dealers may 
have for the asking. 

Innovations at the sales meeting included recording 
discussion on a wire recorder which will later be played 
back. Highlights will be printed for issuance to the 
participants. Other features of the Higgins saleg 
meeting included a review by Higgins advertising 
agency, Calkins & Holden, of the new advertising pro- 
gram. This is a portion of Higgins sales promotional] 


program which will be the largest in its history and 
the greatest 


devoted to any similar product. The 





— 4 - a et -& 
HIGGINS LEADERS—Prominent figures in the Higgins seven- 
tieth anniversary celebration are, left to right: Mrs. Alfred 
H. Everson, director and daughter of the founder; John 
Gianella, vice-president in charge of production; Tracy 
Higgins, president, and Mrs. John Gianella. 


company announced new and aggressive promotions in 
the school field and for individual products such as 
Higgins pen cleaner and Higgins vegetable glue. The 
company also unveiled its new, modern and beautiful 
exhibit booth. 

Every Higgins employee, director and pensionee was 
invited to the company banquet with their wife, hus- 
band or other escort. Cocktails were first served in 
the Mirror Room of the Hotel St. George in Brooklyn 
and the group then repaired to the Colonnade Room 
for the banquet. Souvenir compacts were issued to the 
ladies present and cigarette lighters to the men. A 
brief speech by the president, Tracy Higgins, was fol- 
lowed by remarks from several of the directors, in- 
cluding vice-president in charge of production, John 
Gianella, who announced that during 1951 Higgins will 
double its facilities for manufacturing Waterproof 
Black. Door prizes, entertainment and dancing added 
to the festivities during the banquet. 





New York Office Appliance Managers 
Elect C. A. Zollinhofer President 


At the annual dinner and meeting in the Canadian 
Club Rooms of the Waldorf-Astoria Hotel in New York 
City on January 12, C. A. Zollinhofer, International 
Business Machines Corporation, was elected president 
of the New York Office Appliance Managers Associa- 
tion. With all the members (except two) and five 
guests, it was the largest group ever assembled at an 
annual dinner of the association 

The evening started off with a bit of good fellowship, 
elbow-bending and story-swapping. It wasn’t long be- 
fore the dinner gong brought all to the table where 
they were treated to a delicious dinner carefully and 
minutely planned by John A. Noonan, Key Lox Manu- 
facturing Company. Hearty and sincere were the 
praises bestowed on him for the hospitality of the 
club and the excellence of the cuisine. 

When President Roger W. Burman, National Cash 
Register Company, sounded the gavel, his first act 
was to recognize officially the indebtedness of the as- 
sociation to Mr. Noonan for the delectable dinner and 
1951 
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For Supplies That Make Steady Customers... 
STOCK “Y and E’s” FAMOUS SUPPLY LINE 


The “Y & E” supply line is, as you can see, complete. From it 
you can fill every need your customers have—and that means 
satisfied customers who depend on you year after year. 

Fill your stocks now for the supply line that builds steady 
business. 


Also Mobers of Quality Steel Office Equipment 


“The Franchise that means 
quality merchandise” may 
be open in your commun- 
ity . . . Inquiries invited. 





YAWMAN“\? FRBE Mr. ©. 
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SNAPPED AT ANNUAL MEETING OF OFFICE APPLIANCE MANAGERS’ ASSOCIATION OF NEW YORK 


1. C. A. Zollinhofer, International Business Machines Corp.; 
D. J. Johnston, Pitney-Bowes, Inc.; A. L. Dunphy, Ditto 
Sales & Service. 

2. R. H. Fisher, International Business Machines Corp.; 
J. A. Noonan, Kee Lox Mfg. Co.; R. W. Burman, National 
Cash Register Co. 

3. H. L. Maley, Remington Rand, Inc.; E. J. Ferris, retired; 
H. C. Avery, Addressograph-Multigraph Corp. 


the use of the club room. He also congratulated Mr. 
Noonan for the honor paid him recently by the Grand 
Jury Association of Bronx County which he had served 
as president for many years. The president read a 
telegram of congratulations and best wishes from 
former member, Herman Whipple, now retired 

The president then stated his deep appreciation of 
the co-operation extended to him during the past 
year. Although the unsettled state of affairs caused 
the discard of several ideas which would have been 
carried through, the president said the wonderful 
fellowship of the group was an accomplishment of 
great magnitude. Mr. Zollinhofer, who served the as- 
sociation as secretary-treasurer during 1950, was rec- 
ognized for his close co-operation 

The chair was then presented with the nominating 
committee’s report in the person of the chairman, R. 
E. Fisher, International Business Machines Company. 
The slate, accepted and elected by unanimous vote, 
is as follows: 

President C. A. Zollinhofer, International Business 
Machines Corporation. 

Vice-president—D. J. Johnston, Pitney-Bowes, Inc. 

Secretary-treasurer—H. Thompson, Diebold, Inc. 

The chair then turned the gavel over to newly- 
elected President Zollinhofer, who declared it a rare 
privilege and a high honor to be chosen as president 
of the association. He pledged his earnest efforts to 
make the coming association year successful 

E. J. Ferris, one of the founders and one of the 
strongest supporters of the association, now retired 
from active duty, thanked the group for the privilege 
of meeting with them. He said the group in the meet- 
ing represented the friendships of a business lifetime 
In citing the remarkable growth of the office equip- 
ment industry, he paid tribute to Orrice APPLIANCES 
for its foresight and accomplishments. He compli- 
mented all the group saying they had done and 
were doing a grand job. 

George C. Wheeler, Orrice AppLiances; P. A. Bennett, 
retired, and W. Schulhof, The Office, were acknowl- 
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4. G. C. Woosley, Yawman and Erbe Mfg. Co.; L. M. Be 
well, Todd Sales Co. 

5. C. Lyttle, Dictaphone Corp.; F. A. Greis, Unde 
Corp.; W. Schulhof, The Office. ie 

6. H. C. Anderson, Anderson Mimeograph Corp.; H. Thomp” 
son, Diebold, Inc.; C. A. Zeller, Felt & Tarrant Mfg. G@ 

7. E. A. Maloney, Moore Business Forms, Inc.; G. 
Schmucki, Monroe Calculating Machine Co.; P. A. Ben 
nett, retired. : 


edged as guests, replying with expressions of good wil 
and good luck. 

John A. Noonan told the group that he was vey 
pleased they enjoyed the dinner and the fellowship 
of the Canadian Club Rooms. He expressed the hope 
they would continue to be his guests and would en- 
joy themselves to the utmost. Vice-president John- 
ston acknowledged the chair’s request by stating 
that while he had appreciated the opportunity in the 
broader field of district manager for his company he 
came back to New York managership—not the leas 
of his reasons being the inspiration received from thi 
group. 

With a sincere regret that their ace story-teller ang 
boon companion Walter Lindsay, Remington Rang 
Inc., was ill and unable to attend, the group decided # 
forego that unusual part of their program and aé@ 
journed to the card tables. 
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Great Lakes Travelers Club Notes 


The January business meeting of the Great Lake 
Travelers Club, held in the Real Estate Board of Trade 
Building dining rooms on January 26, resulted in the 
acceptance of five new members—John F. Burke, Mase 
Steel Products; R. M. Matthews, Sturgis Posture Chaily 
Company; John E. Sullivan, Wilson Jones Co.; A. 
Sundene, General Fireproofing Company, and Wesle) 
W. Wilson, Industrial Tape Corporation. 


Tom Gillice, Rockwell-Barnes Company, reported) 


substantial progress in plans for the club’s birthdajy 


party on February 24 and for the NSOEA Sixth Dis 
trict convention, scheduled for the Edgewater Beach 
Hotel, May 4 and 5. Gordon Kickels, C. L. Barkley @ 
Company, chairman of the June golf committee, re 
ported that the opening tournament would be held at 

Rolling Green Country Club on Thursday, June 7. 
Appointed to prepare a monthly news column for the 
various trade journals in the field was Wes Mont Pas, 
manufacturers’ representative. Ray J. Eichenlaub, 
Service Steel Products Corporation; Don Sharpe, Rey- 
Turn to page 108, please 
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omy Clary 


MONEY-MAKING 





YEARS-AHEAD DESIGN 





New in design from the desk up, the revolutionary Clary 
Adding Machines and Cash Registers are engineered on 
an entirely different principle that makes them up to 48% 
faster than other machines. New hand-span keyboard with 
exclusive thumb add bar makes the Clary easiest to use. 
Sleek styling — plus amazing performance and many ex- 


clusive features — make the Clary easiest to sell. 





Clasy = 
{hartltY 


Pri fit- sharing FRANCHISE 


Clary offers you unusual profit opportunities. The revolu- 
tionary new Profit-Sharing Dealer Franchise works this 


way: In addition t 


: normal trade discount plus a cash 
liscount and sales bonuses — ( lary actually shares with 


you its profits on youl over-quota sales. 


..mail this coupon | 
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OFFERS YOU THIS 


> 

« > 

a Multiplier Corporation, Dept. A-8 ° 

San Gabriel, California : 

>. 

. . ° 

Please send me immediately full information about the many — « 
advantages of a Clary franchise. . 
>. 

> 

Name = . 
> 

Store__ — lien . 
> 

Address : . 
> 

City : ( ) State ° 
> 

e*eereenetee#eeeee#ee#eee#e# . *- *-* >. se eeee#e#ee#ee#ee#es. 





—ali NATIONAL PROMOTION 


Clary Adding Machines and Cash Registers are backed by 
powerful advertising which reaches millions of readers 
every month. The continuous Clary promotion program 
also provides a unique manpower development plan and 
many other sales helps as well as local advertising on a 
generous cooperative basis, and a consistent campaign in 
the major trade publications. 


only Clary sells as fast 
as easily 
with as much profit 
and security 
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February 28-March 3. 35th anr 


the Wholesale Stationers’ A stion, H 
York, N. Y. H. C. Whittemore ae a 
New York |, N. Y. 

March 4-6. National Office Furnit A 
vention and exhibit, Hote! 
executive director, 60 E. 42nd St., New York 


March 30-31. Grand Rapids r 


Association of Cost Accounta Hotel Par 
Mich. William F. De Haan nfe e chairr 
ton Corp., 44 Wilson St., N., Gra Mick 

April 5-7. District No. 4, N 


Beach, Fla. George Stuart, 5 

Orlando, Fla. 

April 6-7. Houston regional 

of Cost Accountants, Shamrock Hot Houst 
conference chairman, Humbie f 
2180, Houston |, Tex. 
April 9-10. District Ne 
Toledo, Ohio. Don A. Crile 
Company, Canton, Ohio 

April 11-13. Indianapolis bu 

Ind., sponsored by the India 
sociation of Cost A untant 
man, 1119 N. Delaware St., Indiana 
April 16-17. 
lowa. Charles R. Storey, rea 
pany, Des Moines, lowa. 


Cc ph 
) ’ 


April 19-20. District N g WN FA Encl 
Nebr. F. A. Reed, regional qove r Latsch F 
Nebr. 

April 19-21. Columbus bu 


Ga., sponsored by the Chattal 
Association of Cost Accounta 
Bagley and Hodges, Swift Bldg 
April 24-27. Los Anaeles 
Angeles, Calif., sponsored by 1 
tional Association of Cost A 
chairman, Hanna & Nelson 
April 26-27. District No. 9, NSOEA 
La. Robert C. Stampp, regi 

Tex. 

April 29-May 2. Nationa 

nual convention, Hayes H 
secretary, Box 58, Oberlin, O 

May 4-5. District No. 6, NSOEA 
cago, Ill. Clarence E. Reynold 
& Stationery Company, Chicag 
May 10-11. District No. 10, NS 
N. Mex. Harold Richardson 
Supply Company Grand Junct 
May 13-16. Annual convent 


AA 


Guild of Canada, Inc., Mount R M 
Fred Smart, secretary-manager 

Canada. For room reservatior . } . 
Royal Hotel, Montreal, Canada 

May 16-17. District No. 14, N A 


Diego, Calif. Ed Harrington, req 

& Printing Company, Inc., Pasadena 
May 16-18. 22nd annua! er 

with manufacturers selling sat 


and allied iines, Hotel Governor ' N 


Rossway, national’ chairman, Et 

Greenpoint Ave., Brooklyn 22, N 

May 20-23. National Office Management A 
national conference, 7Ist Infantry Re ' 


N. Y. W. H. Evans, exe 

Philadelphia 44, Pa. 

May 21-22. District No. 12, N A 
Springs, Sonoma, Calif. Ernest 

Stationery, Oakland, Calif. 

May 24-26. District No. 11, NSOEA, Hotel 
House by-the-Sea, Gearhart, © . 
governor, Needham's, Salem, © 


hart 
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District No. 7, N FA sver 


& Cramt 


womemlEe 


ew 


June 4-5. District No. |, 
mouth, N. H. Sidney H. Challenger, 
H. Fargo Company, Bridgeport, Conn 
June 21-22. 
N. Y. Walter 


Miller, regional 


Buffalo, N. Y. 

June 24-27. 32nd annual internati 
nal Ass t f Cost Accountant 
Arthur B. G arson, secretary 

June 28-30. National Office Ma 
nua f nt Statler Hote 

executive sé 1267 N. W 

June 29-30. strict No. 3 and 13 

Atlantic City, N. J. Charles W. Luke 


Pa., and Robert Reichman, Mo 
jovernors of their respective districts 


oney s 


September 21. Great Lakes Traveler 
incheon, Stevens Hotel, Chicago, | 
September 22-27. National Stat 
tion's 45th annual 
Burbank, genera 
5, BD. Cc. 
October 22-27. National Busir 
New York, N. Y. Rudolph Lang 
New York 18, N. Y 


convention, Stever 


manager, 740 C 


N S O EA Went 


District No. 2, NSOEA, Ot 





Elect Carey, Jr., as Board Member 

Robert Carey, Jr. was recently elected to the board 
of directors of the Joseph Dixon Crucible Company 
An officer in the Judge Advocate General’s department 
in World War II and chairman of a committee assist- 
ing in redrafting legal practice and procedure in Ney 
Jersey, Mr. Carey succeeds J. H. Schermerhorn, who js 
retiring. Mr. Schermerhorn joined the organization ip 
1907, became a director in 1912, president in 1941 and 


chairman of the board in 1949 





personality 


LAMONT H. WOOD, JR. 
—Recently hasing Mia- 


west Typewriter Company, 
800 Grand Ave., Kansas City 
6, Mo., Mr. Wood found the 
experience Ke returning TO 
in old friend. For six year 
previous t r being in the 
ervice he had managed thi 
mpany during his father 
Leaving Uncle Sam's 
hting torces five years aq 
he went int ousine fof him 
in Kansas City, operatina 
jer the na f the Na 
a1 Typew Company. F 
he Midwest Typewriter Con 


National and 


| 


perates both the 


wever idating both bu 
muct the entire sale 
gq men tly having Reserve 
snticipa ili be called t 
+ re } idating the tw 
IS enlarge Midwest considerat 
ervice department on the ar 


"e. E cation enable 
rk being done and has resulted 
ume In the fal| 


volu 
snioy his hobby. which is hunt 

, né ae 
think of nothing finer than sitting 
yOod company and watching the 
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Here’s a marvel of mass production and 
ahead-of-the-times design that has quality, 
convenience and VALUE written all over it 

.a posture chair that raises office-worker 
efficiency and comfort to a new, all-time high. 

Foam rubber, revolving, “‘saddle” seat has 
easy, instant, positive height control, any- 
where between 16” and 20”. Padded back- 
rest adjusts three ways. Large 2”, hard rub- 
ber casters, with life-time lubricated roller 
bearings and ball bearing swivels; tubular 
steel frame finished in brown or gray, baked- 





on enamel. 

Cloth-backed, perforated, vinyl plastic up- 
holstery—washable, durable—on seat and 
back in green, brown, maroon or gray. 
Two models—each “‘a beauty and a bargain” 
—to retail at about $29.95 (slightly higher 
in Florida, Texas and Western States), 


To raise: Place féot 

circular rung and, with 
one hand releasing 
control lever, lift seat 


to desired height 


To lower: Release con- 
trol lever and wer 


seat to proper level. 





MANUFACTURING CORPORATION oe 
Makers of COSCO Household Stools, Chairs and Utility Tables 
THREE WAYS! 


<a - 
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Posture Back Adjusts 


For depth 


of seat... 


¥ illustrated: Model 16-C, with 
baked-on, gray enamel finish. 
Also: Model 16-D, brown 








COLUMBUS, INDIANA 


to “cradie” 
for height 

the back in 
of backrest... 

any position 
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A. F. Bakewell Promoted by Victor 


A. F. Bakewell, general sales manager of the Victor 
Adding Machine Company, has been promoted to a 
vice-president’s position in the company. He will.as- 
sume his new duties as vice-president in charge of 
sales. His promotion was announced by A. C. Buehler, 
president and chairman of the board, at the just-con- 
cluded company annual sales conference held at the 
Edgewater Gulf and Markham Hotels, Gulfport, Miss. 

“Mr. Bakewell’s promotion,” explains Mr. Buehler, 
“comes in recognition of the continuous and steady 


A. F. BAKEWELL 





progress saleswise made by Victor since he assumed 
responsibility for this phase of the company’s op- 
erations.” 

Since becoming general sales manager in 1946 Mr. 
Bakewell has expanded the Victor sales organization 
to the point where it now includes an active factory 
branch sales and service setup in key cities across the 
country plus a dealer organization of more than 500 
firms. ; 

During the past year he has inaugurated a new plan 
of mass distribution for certain adding machine models 
through more than 2,000 non-exclusive dealer outlets. 
During his tenure he has guided the sales force in 
th successful promotion of many new machines. 

Mr. Bakewell has been with Victor since November, 
1927, and came to the company as an assistant to the 
export manager. His promotions have carried him 
through the positions of export manager, assistant 
sales manager and more recently general sales man- 
ager. 





Horder’s Sell Pounsford Stationery 


H. G. Horder, president of Horder’s, Inc., announces 
the sale of its Cincinnati division, the Pounsford 
Stationery Company, which was acquired in 1948, to 
C. W. Harris and G. Bruce McCaleb, the present 
manager. In the year just ended, this division is 
reported to have enjoyed the largest sales and oper- 
ating profit in its 122 years of existence 

Mr. Horder further stated that the available supply 
of merchandise and the effect of governmental re- 
strictions due to the preparedness program made it 
desirable for the company to dispose of its only unit 
outside of the Chicago area. 





Dallas Printing Firm Moves 

The printing and office supply firm of John A 
Williams Company, Dallas, Tex., has moved from 410 
S. Poydras to a new plant with 10,000 square feet 
of floor space at 1000 Munger. An adjoining 8,000 
Square feet has been purchased for future expan- 
sion.—EWF 
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3-M Purchases Chicago Tract i 


Recent purchase by Minnesota Mining & Manufae- | 
turing Company of a 114-acre tract in southwest Chi-/ 
cago is part of a long-range industrial development, 
C. P. Pesek, vice-president in charge of engineering | 
recently announced. 

The tract is located on the west side of Harlem Ave, 
between €7th and 71 Sts. MMM purchased 78 of the} 
114 acres from the estate of Mattie Rosenfield and the} 
remaining 36 acres from the Chicago and Westerag 
Indiana Railroad and the Belt Railroad of Chicago} 

Mr. Pesek said a $3,000,000 plant now under construc- § 
tion for Mid-States Gummed Paper Company, an MMM > 
subsidiary, is the initial project in the program. Work 
on the 265,000-square-foot plant has been under way’ 
for several weeks. 

The new plant will be a one-story building in which 
latest engineering features will provide economical 
straight line production. 

Irving McHenry, Mid-States president, said the 
plant would include research facilities which he 
termed an absolute requisite for maintaining quality 
of established products and for developing new prod- 
ucts. 

Mr. McHenry said the new plant also would provide 
ample space for increased production not possible in 
the firm’s present plant at 2515 S. Damen Ave. The 
new plant is scheduled to be ready for partial occu- 
pancy September 1 and for complete occupancy Jan- 
uary 1. 

He said the greater production capacity has been 
made necessary by the firm’s rising post-war sales, 
particularly in 1949 and 1950. 





NOMA Appoint A. C. Spangler 


The National Office Management Association recent- 
ly announced the appointment of A. C. Spangler to” 
administer the relations of the organization with the 
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A. C. SPANGLER 


manufacturers of office equipment and machinery. 

Mr. Spangler’s duties will continue to include the 
representation of NOMA’s conference exposition activi-| 
ties, as well as its “Office Executive” advertising pro- 
gram and the new business equipment directory. 





Employees Buy John W. Graham Company 
The John W. Graham Company, Spokane, Wash./ 
pioneer stationery and allied business firm, has been) 
purchased by a group of its employees. The negotia-} 
tions were completed late in January for this trans-} 


THE 


action involving personnel of long experience nas 
Blanc 


faithfulness to the firm. Chester I. Seeley, who has 
been president of the firm since 1948, heads the group 
of new owners.—CML 
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sales appeal 


Fine office furniture upholstered in Genuine 





Leather is yours to sell with the satisfaction that 


comes from offering your Customers the choicest in 


the field. For leather is genuine... leather is smart 


and colorful . . . leather is adaptable to any scheme of 


decoration leather is the one material that takes on 


a patina with age and use that actually enhances its 


THE UPHOLSTERY LEATHER GROUP - 
American Leather Manufacturing Company, Newark, N. J. 
anchord Br & lane, Newark, N. J. 


he Lackawanna Leather Company, Hackettstown, N. J. 
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TANNERS'’ COUNCIL OF AMERICA - 


Delaware Tanning, Inc., New York, N. Y. 


ei -satbbbat-mC-t-tdat-). 





beauty. And the satisfaction that is yours in selling 


the finest . . . is matched by the satisfaction that your 
customer enjoys . . . the pride that is his in the pos- 
session of fine office furniture upholstered in Genuine 


Leather. 


100 GOLD ST. - 
The Ashtabula Hide & Leather Company, Ashtabula, Ohio 


Radel Leather Manufacturing Company, Nework, N. J. 
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NEW YORK 7, N. Y. 


Eagle-Ottawa Leather Company, Grand Haven, Michigan 




























































Stockwell & Binney Opens Showroom; 
Community Service Policy Pays Off 

The firm of Stockwell & Binney, dealers in office 
machines, office equipment and office systems opened 
their new showroom at 420 S. E St., San Bernar- 
dino, Calif., on January 26, featuring as an opening 
event the Inland Southern California Business Show. 

The opening of this 30,000 square foot showroom and 
warehouse with its all-glass front is a milepost in the 
history of this firm which in a 25-year period has 
grown from a three-employee store to one which em- 
ploys more than 100 people. The firm has had a corres- 
ponding enlargement of physical properties—a greatly 





PARTNERS CONGRATULATED—Raymond H. Stockwell and 
Frank H. Binney, partners in the San Bernardino firm which 
has become one of southern California's leading stationery 
and office equipment distributors, receive congratulations 
from city officials. Left to right: Councilman Harold G. Lord, 
Mr. Binney, Mayor C. T. Johnson and Mr. Stockwell. 


enlarged central location, and the new showroom and 
warehouse with its adequate parking facilities in San 
Bernardino, plus branch offices in Redlands, Riverside, 
Indio and Pomona, Calif. This growth can be attrib- 
uted to plenty of hustle and a dedication to the under- 
lying principle that community service is the key to 
business success. Here are some examples of how this 
principle works: 

In planning for a business machine ‘show in con- 
nection with the opening of the showroom, Stockwell 
& Binney sensed a genuine community need. The area 
in and around San Bernardino has experienced a.con- 
siderable growth in the past ten years, due to defense 
production and other factors. This, of course, has 
meant the opening of more offices by new businesses, 


large and small, and the employment by them of more? 
office personnel. It has meant, also, that many old 
established businesses have expanded but failed to keep 

pace with improved methods, and have, therefore, beau 
losing time and efficiency in clinging to outmoded, in- 
efficient methods and systems. Would it not be a com.’ 
munity service to give busy executives an opportunity 
to view at one time and in one place the most up-to.) 
date machines, equipment, and methods of running an? 
office? Busy with the administrative phases of his? 
work, an executive might replace his worn-out office) 
equipment with the same models, when a newer, more} 
up-to-date substitute would save him both time and) 
money. If, for example, he could view the different? 
types of duplicating machines—the hand operated | 
mimeographs, the electric ones, the spirit duplicators } 
the Robotyper—in a brief space of time he could de- | 
cide which of these would best fit his business needs! 
and his ability to pay. He would also be saved con- | 
siderable time in making his investigation. 

Also, the business executive would appreciate an op. 
portunity to study office machines and equipment when 
there were not too many people present. He would wish 
to ask questions, make comparisons and possibly re- 
quest advice on office arrangements and types of fix- 
tures. 

With this thought in mind, the first afternoon of 
the opening day was set aside as a private showing 
for executives, and engraved invitations were issued 
to them explaining the purpose of the showing. 

Still another group was afforded an opportunity to 
preview the exhibit before it was opened to the gen- 
eral public. Present were advanced commercial stu- 
dents from the senior high schools of Colton, Riverside, 
Redlands, and San Bernardino, and business classes | 
from the Skadron Business College. Arrangements for 
this preview had been carefully worked out. First, the 
administrators had been contacted and their co-opera- 
tion secured. Both administrators and teachers ap- 
preciated the educational opportunity it would afford 
their students to see and compare the different types 
of office machines and equipment. It would be of spe- 
cial value to them since this is an industrial area and 
the schools are placing more and more emphasis on 
vocational training. 

The students, chaperoned by their teachers, were 
placed in groups of 25, those of similar training being 
put together. Also, they were moved from one exhibit 
to another, according to a schedule. This was necessary 
because there were more than 1,000 of them. 

Stockwell & Binney see in these interested young 





STOCKWELL & BINNEY’S OUTSIDE SALES FORCE—Nineteen trained salesmen cover ~ 
Riverside, San Bernardino and part of Los Angeles counties. Left to right, — 
standing: James B. Colley, sales manager stationery and equipment division; © 
Fred Woodruff, Pete Pavlian, Al Angle, sales manager office machines division; | 


Frank H. Binney, Jr., 


Bert Kendall, Roy Burnett, Gene Evans, Dick Marti and Ted © 


Binney. Seated: Bill Flach, Sam Ryan, Dick Pound, Wayne Wilson, Mel Reininger, | 
Lloyd Kirby, Ernie Hayes and Paul Killian. Salesman Al Turney was not in picture. 
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Here’s a natural 


AMERICAN PENCIL co.-VENUS-VELVET = 3557 No2 


for impulse buying 


SM 








THE BLUE BAND 


VENUS yews? 





“TIME” and 


“PURCHASING” say 


See Your Local Stationer 


for VENUS VELVETS 


Month after month, in color, 
in black and white . . . Venus 
Velvets register in the minds 
of millions of business execu- 
tives, purchasing agents, of 
fice users .. . plus home and 
school users. 

16,870,133 Venus Velvet 
messages in Time alone dur- 
ing the year, 1951—to tell and 
sell Venus Velvets—and to of- 
fer samples. 


THIS MEANS 
BUSINESS FOR YOU 


The new Full-View Display! 


Featuring Ver \ 


in heavy trathic | 


They'll buy Venus Velvets! 
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ets in a transparent, pl lastic display 
y 4” counter space! Holds a full gross. 
pulse buyer. Keep this unique 
; Velvet Full-View Display out in front— 
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Sell the finer... smoother 
pencils for office use! 


(FOR HOME AND SCHOOL TOO) 


Keep telling your customers that Venus 
Velvets are finer office pencils! 


Keep telling ’em—Venus Velvets are 
smoother. Velvet-smooth and smooth as 
velvet. The leads are Colloidal* processed. 
Every particle of lead is finer and smoother 
than the most luxurious face powder. 


Keep telling ’em—Venus Velvets are 
stronger. Surer sharpening and sharper 
points ... longer. Venus Velvets are Pres- 
sure-Proofed.* The leads are actually 
bonded to the wood. 


* Exclusive Venus patent 


Keep telling ’em—Venus Velvets are 
economical! Venus Velvets stay sharper, 
last longer. Sell your best customers the 
finer .. . smoother office pencils! 


Talk - Display - Sell 


VENUS 
VELVET 


AMERICAN PENCIL COMPANY 
Hoboken, New Jersev 
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—=\ NON-SKID 


_" 
.* 


First choice— 
everywhere!!! 
Eyetint or white 
paper 


NON-SKID edges on each cover keep notebooks 
upright at ANY angle, prevent creeping or col- 
lapse from desk vibration. 

Patented special wire binding allows pages 
to turn easily without tearing—permits books to 
open flat. 


\ Easel Notebooks 


Rockwell-Barnes 
Quality Products 


MI 


HNN 


--- GQluaays a good rule to follow 


R-B Ruled Legal Pads 


Top quality 16-lb. sulphite— yellow or white. 

COURTROOM type has perforated top, bound 
with printed and wire-stapled stub, sizes 8/2” x 
11” and 8%” x 14”, 50 leaf with board back, 
no cover. 

Also available without perforation, yellow only, 
size 82” x 14”, padded 50 leaf or 100 leaf 
with board back—no cover. 





Papers and Paper Specialties 
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IS MONEY 


Many of America’s top corporations recognizing this fact, are 
demanding that their office force use QUEEN QUALITY PRODUCTS 
EXCLUSIVELY for every type of office work! 


They know that work done on time, efficiently, and correctly—-is a 
valuable business premise — they know that QUEEN QUALITY PRODUCTS 


perform consistently —Perfectly every time! 
For anything that makes a copy — write us. We manufacture it. 
















Write Today for your Free Samples 


() of the Queen Quality Line! 


UEEN RIBBON & CARBON CO., INC. 


Executive Offices 











128 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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people potential buyers of the future. Some of them 
will have offices of their own to equip; many will find 
employment with others but will still have a voice in 
choosing the type of equipment they will use. But even 
if this business of the future were not a high potential, 
Stockwell & Binney would have invited the students 
to visit the exhibit because the educational value they 
would derive from the experience would be directly 
in line with the firm’s policy of rendering community 
service. In fact, this close co-operation between their 
business and the school has extended beyond what 
many firms would consider the “call of duty.” When 
planning of equipment for the commercial department 
of a new senior high school for San Bernardino was in 
progress, Mr. Binney and Mr. Stockwell were invited 
to sit in as consultants as to the kinds and models of 
machines which should be purchased in order to give 
the students a wide variety of experience during their 
vocational training period. 

As the visitors came in they were greeted by recep- 
tionists who secured their names and the firms they 
represented. Cards bearing this information were then 
typed and pinned on the visitors, thus serving as an 
easy method of identification for the company repre- 





sentatives who were giving the demonstrations. These 
cards would also be useful in determining the number 
of companies or organizations that visited the exhibit. 
The cards revealed that over 1,100 business executives 
from three counties—San Bernardino, Riverside, and 
Los Angeles—were present. 

Leading national manufacturers of office devices 
were invited to participate in the exhibit, which was 
the largest business machine show ever held in Inland 
Southern California. Plans and execution of the work 
on the exhibit were largely due to three employees of 
the Stockwell & Binney firm: James B. Colley, sales 
manager of the stationery and office equipment divi- 
sion; A. O. Angle, sales manager of the machines divi- 
sion, and V. M. Bentley, merchandise and promotion 
manager. 

Twenty-one firms responded to the invitation to 
exhibit their products, and completed the necessary 
arrangements for space assignment. Of this number, 
Stockwell and Binney are the local representatives for 
11 of the firms 

To give an idea of the variety and scope of the ex- 
hibit, the Comptometer Division of Felt & Tarrant 
Manufacturing Company exhibited its new floating 
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DIETZGEN 


DRAWING MATERIALS 
































INLAND SOUTHERN CALIFORNIA BUSINESS SHOW EXHIBITS 


1. Dictaphone Corp. & Carbon Co., Inc. 10. Simplex Time Re- 
2. E. Dietzgen Co. 6. Pitney-Bowes, Inc. corder Co. 
3. General Fireproof- 7.Robotyper Co. of 11. Stow & Davis 


ing Co. 


California Furniture Co. 


4. National Cash 8.Royal Typewriter 12. Varco, Inc. 
Register Co. Co., Inc. 13. Victor Adding 
5. Old Town Ribbon 9. Shaw-Walker Co. Machine Co. 
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Whether i it be a desk for the boss Et =] 


or his secretary oY: ' ora desk 
ead 
for a machine operator Bue 
eee 





oratable > ©] or letter files . 


~ 


eae | 
or blueprint files ii or cabinets 


=) 


E| whatever it be in modern steel office 


equipment, the complete ASE line 


and the AE name mean customer pre- 


disposition to buy and lasting customer 


satisfaction through superior AE 


merchandise and merchandising. 


ALL-STEEL EQUIPMENT INC. 


900 Cleveland Avenue ° Aurora, Illinois 
Eei40 al ee ME sp EE ee 


See r display iat the National Office ) Furn niture Show to be held « 
the. in Chicago, Ili Mar 4, 
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NEW STOCKWELL & BINNEY SHOWROOM AND WAREHOUSE 


touch electric Comptometer and manual Comptome- 
ter; the Ralph C. Coxhead Corporation exhibited the 
Vari-typer; the A. B. Dick Company exhibited several 
types of the A. B. Dick mimeograph machine, as well 
as its portable drawing scopes; the Dictaphone Corpo- 
ration showed the latest Dictaphone Time-Master and 
the Dictaphone Memobelt; the Eugene Dietzgen Com- 
pany had a large exhibit of engineering and drafting 
equipment and supplies; the General Fireproofing 
Company featured most modern types of metal office 
furniture; the W. H. Gunlocke Chair Company dis- 
played office furniture of wood construction; the Mosler 
Safe Company displayed files and safes that were 
certified to be a protection against both burglary and 
fire; the National Cash Register Company displayed 
low-priced cash registers as well as those adaptable to 
any retail business need, also its newest Model 31 
multiple-duty accounting machine with automatic se- 
lection and control of more than 70 functions; the Old 
Town Ribbon and Carbon Company displayed mate- 
rials in the duplicating supply field, including the new 
Old Town liquid process duplicator; Pitney-Bowes, Inc. 
presented its new DM postage meter and other types 
of mailing equipment, including mail openers and 
sealers, letter and parcel post scales and folding ma- 
chines. 

The Robotyper was placed in the front of the show- 
room and demonstrated how a single operator, through 
use of this machine, could get out from 150 to 200 let- 
ters per day and still have time to devote to other 
duties. The Royal Typewriter Company exhibited its 
typewriters; the Shaw-Walker Company displayed 
“Time Engineered” desks, files, chairs and fire-files; 
the Simplex Time Recorder Company had an elaborate 
display of time-recording devices; the Standard Desk 
Company featured mass groupings of executive furni- 
ture with special attention to convenience, harmony, 
and efficiency in arrangement; the Stow & Davis Fur- 
niture Company likewise exhibited furniture which 
would add dignity and grace to the executive’s office 
as well as those adjoining him, while Uarco, Inc., ex- 
hibited stationery and business forms of many types 
The Victor Adding Machine Company featured its new- 
est custom model in both the 10-key and full keyboard 
Styles. 

From the standpoint of attendance and interest the 
Inland Southern California Business Show was a suc- 
cess. An occurrence rare enough to become news was 
the fact that the directors of the Chamber of Com- 
merce turned out en masse to view the exhibit. Stock- 
well & Binney’s policy of community service has paid 
off.—LEM 


92 


Mittag & Volger Plans Addition to Plant 


Mittag & Volger, Inc., manufacturer of carbon paper 











and inked ribbons, has announced plans to build a } 


40,000 square foot addition to its main plant in Park 
Ridge, N. J. This is the latest step in an extensive 
program undertaken in 1949 to handle the company’s 
increasing sales volume. 


The newest addition will be a two-story brick veneer | 


building, 
plant. 
rating such features as latest model unit heaters, steel 
casing windows and fluorescent lighting, the new ad- 
dition will be of the most modern construction. A 


blending architecturally with the present 
Designed for converting paper, and incorpo- | 


hydraulically-operated loading dock will accommodate | 


all trucks with greater speed and efficiency. Present 
plans call for completion of the new annex during 
June of this year. 

Since September, 1949, Mittag & Volger has added 
10,000 square feet of new floor space and more than 
doubled the number of its employees. 





Open New Bankers & Merchants Plant 


Bankers & Merchants, Inc., manufacturers of mark- 


ing devices and originators of Chrome Mount rubber 
stamps, has opened another plant manufacturing a 


complete line of marking devices at 133 The Arcade, | 


Cleveland 14, Ohio. This will provide faster service in the 


n 
e 


area than was always possible from the general factory | 


headquarters at 3215-3229 N. Sheffield Ave., Chicago. 


The new Cleveland plant will be under the direction of | 


Nathan Tanzman, Cleveland native who 
23 years of experience in the marking devices field. 


has had | 


4 


A few months ago, the company also opened a | 


factory branch in Los Angeles, Calif. Bankers & 
Merchants, Inc., is now offering services developed 
exclusively for office supply dealers. This 

display stands, advertising stuffers, window 
and self-selling catalogs. 


decals 





Carltons Buy Firm at Fremont, Nebr. 


Purchase of the Dunker Office Equipment Company. 
513 N. Broad St., Fremont, Nebr., was announced 


recently by Norman and Lester Carlton of Oakland, § 


Calif. The Carltons will continue to hold the Rem- 
ington Rand agency at Fremont. They have similar 
agencies at Norfolk and Oakland, Nebr. 

The firm is engaging in sales and service for a com- 
plete line of office machines and equipment. The 
Fremont agency will serve Saunders, Dodge, Colfax, 
Washington and Butler Counties 
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..with the EU. 
Standardizer 


ie 1600 SERIES 





Here's a picture every dealer would like to hang over his 
- desk ...a picture of repeating profit! That's what you 
get with the Alma Standardizer 1600 Series. 















With costs soaring, today’s buyers are becoming 
very selective ... they've learned the wisdom of getting 
the most out of every dollar... of getting value received. 
This situation provides a rich sales field for dealers who 
offer Alma’s Wise Economy! 


The Alma Standardizer 1600 Series has every feature 
discriminating buyers demand .. . Enduring Style, Sound 
Design and Moderate Cost. Sell Alma’s Wise Economy 
and Picture the Profits! 





ALMA DESK C 


HIGH POINT, 








OMPAN Y 
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Pomerantz Window Stresses Printing 

Printing was literally brought to the attention of the 
man-in-the-street in Philadelphia last week. In ob- 
servance of Printing Week, A. Pomerantz & Company, 





PRESENTATION OF FRANKLIN PRINTS—James J. D. Spillan, 
president of the Poor Richard Club receives a print from 
Richard D. Pomerantz, president of A. Pomerantz & Co. 


Philadelphia, Pa., operated a Miehle vertical V-50—in 
co-operation with the Miehle Printing Press & Manu- 
facturing Company—in their principal show window 
Two commemorative pieces were produced for public 
distribution, a woodblock reproduction of Benjamin 
Franklin and an excerpt from his Motion for Prayers. 

The two keepsakes were printed on Victorian cover 





y AU 


‘NE PRINTERS SINCE isa 
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PRINCIPAL SHOW WINDOW OF A. POMERANTZ & CO. COMMEMORATES PRINTING WEEK 


contributed by W. C. Hamilton & Sons, and on suede 
book, contribution of The Mead Corporation. The suc. 
cess of the demonstration was evidenced by the 
throngs of people that blocked Chestnut Street traffic 


as well as by the fact that over 5,000 copies of each § 


were distributed. 
On Franklin Day, January 17, the Poor Richard Club 
held its annual Franklin Day luncheon after which 


presentation of beautifully framed prints was made } 
Recipients of the prints were Charles Edward Wilson } 


director of the Office of Defense Mobilization; Dr 
Henry B. Allen, executive vice-president of The Frank. 
lin Institute; Arthur Bloch, president of N. Snellenburg 
& Company and well-known collector of Frankliniana: 
James J. D. Spillan, president of the Poor Richard 
Club, and his honor, Mayor Bernard Samuel 





Ozalid Names Chicago Sales Manager 

The appointment of E. J. Tolle, Jr., as branch Sales 
manager for Ozalid’s Chicago sales branch was an- 
nounced recently by Lewis P. Naylor, general 





Sales | 


manager, Ozalid, Division of General Aniline & Film! 


Corporation. 
Mr. Tolle, manager of Ozalid’s service engineering 
department since December, 1947, joined the firm in 


August, 1946 as a market analyst in the market de-] 
velopment department. A graduate of the School of§ 


Chemical and Metallurgical Engineering of Cornell 


eee Rey 


° 


: " : : fh 
University, he was previously employed as an engineer § 
in the materials and process engineering section of | 


Frigidaire Division of General Motors Corporation. 

During World War II, Mr. Tolle served as lieutenant 
(j.g.) in the Naval Bureau of Supplies and Accounts 
where he was assigned important work on the pack- 
aging problems of the Navy. 
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Seat y< 


put th 


N a 10-year period, you will invest a 
| minimum of $25,000 per office em- 
ployee in fixed expense —salary, floor 
space and overhead Isn't it good busi- 
ness to invest a tew cents a day more in 
office modernization —to improve em- 
ployee morale, productivity and health 
—not to mention savings in time and 
effort, and the increased prestige of a 
better looking offic: 


(GF Metal Business Furniture may be 
ars. On that basis, the 
cost of completely refurnishing your 
office. with all the GI 
files you need—the finest furniture that 


amortized in ten y« 
chairs, desks and 


money can buy—will be less than $50 
per employee per year. The amortized 
cost of a Goodform Aluminum Adjust- 
able Chair for you for ex- 


ample, is less than 2 


secretary. 
cents a day. 
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525,000 secretary on nothing 
est... for less than 2¢ a day 


The demand for GF Metal Business 
furniture is currently greater than the 
supply. However, now is the time to plan 
the modernization of your office on a 
long range program. Call the local GF 
Branch or Dealer to help you. You will be 
surprised how profitable an investment 
that could be. The General Fireproofing 
Company, Dept. A-27; Youngstown 1, O. 


GENERAL 
FIREPROOFING 


¢> 


Foremost in Metal Business Furniture 


DEALERS THROUGHOUT THE WORLD 


1951 
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|, eee of the defense 
program and material shortages, 
the demand for GF Metal 
Business Furniture exceeds the 


supply. Deliveries are uncer- 
tain and at best long delayed. 


As a result of this condition, 
do not rush in and buy what- 
ever office furniture you can 
get. That is a costly procedure, 
Instead, plan for the future and 
as merchandise becomes avail- 
able you will be ready to buy 
on an intelligent basis and ac- 
cording to an adopted plan, 


GF Metal Business Furni- 
ture properly applied to the 
requirements of each individual 
job in an office will usually pay 
for itself in a short period of 
time. It will improve employee 
morale, promote health, in- 
crease productivity and enhance 
your company prestige. 

Business furniture bought on 
a hit-or-miss basis is expensive 
throughout its lifetime because 
it decreases your return on the 
money you spend for employee 
salaries, floor space and gen- 
eral overhead. 


A GF representative can help 
you plan a program now to 
make the most effective use of 
your present equipment, and to 
replace inefficient, out-moded 
equipment in an orderly, sys- 
tematic manner. Contact him 
or write to headquarters. 


GF Branches and Dealers can render 
an important service to their customers 
in helping them consider their office 
equipment from the investment view- 
point. This is an ideal time to assist 
business furniture buyers to prepare a 
long range program of office moderni- 
zation—to be accomplished as quickly 
as their needs and the supply of metal 
office furniture will permit. 
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Trueman Joins Old Town 

Grant R. Robinson, chief engineer in charge of the 
spirit duplicating machine division of the Old Town 
Ribbon & Carbon Company, Inc., recently announced 
that Paul T. Trueman had joined the staff. Mr. True- 


PAUL T. TRUEMAN 





man is one of the nation’s leading duplicating machine 
development engineers. 

Since developing the first American spirit dupli- 
cating machine in 1929 Mr. Trueman has been actively 
working on spirit duplicators. Mr. Robinson, in asso- 
ciation with Mr. Trueman, planned, built and devel- 
oped the present Old Town liquid process duplicators 
The firm expects to announce shortly a new advanced 
systems model spirit duplicator 





Mosler Names New Agency 


Mosler Safe Company recently announced the ap- 
pointment of Stockton-West-Burkhart, Inc., Cincin- 
nati, to handle all phases of its advertising program. 

At the same time, Mosler will shift key personnel 
from New York City to the home office in Hamilton, 
Ohio. John Mosler, vice-president, and Langdon R 
Littlehale, director of advertising, will transfer their 
headquarters from the company’s New York office to 
its main office and factory in Hamilton. Miss Marie 
MacLellan, assistant advertising manager, will remain 
in New York to supervise production of window displays 
and related material. The firm’s present policy of 
large-scale use of general magazines, newspapers, 
banking and business publications will be continued 
and expanded throughout 1951 








Burroughs Announces Regional Set-Up 


Burroughs Adding Machine Company has announg 
the establishment of a new regional organization for 
sales and service operations in the United States. 
company’s branches, located in all principal U. S. ci 
have been divided into seven geographical areas ung 
regional managers, assisted by regional service map 
agers and regional accountants. 

In announcing the new organization, Ray R. Epp 
vice-president of Burroughs, explained that this mo 
decentralized method of operation will enable 
company’s field organization to improve its service 
customers. 

Regional offices, including decentralized accountiy 
sales promotion and distribution facilities, have be 
established in Boston, Mass., Dallas, Tex., Decatur, 
Detroit, Mich., Philadelphia, Pa., Redwood City, Calif} 
and St. Louis, Mo. 

































Royal Metal Buys New Factory 


The purchase of a modern new factory in Los Ape 
geles, Calif., has been announced by J. K. Saloma@ 
president of Royal Metal of California and gener 
manager of the parent corporation, Royal Metal Mans 
ufacturing Company, Chicago. The new “manula 





comprises 40,000 square feet of space for the manufag 
ture of metal furniture for professional and comme 
cial use. t 

The new plant and grounds, located at 5950 Avalal 
Blvd., Los Angeles, allow future expansion of the 
manufacturing facilities and office space. The building 
now houses a spacious showroom and a group @ 
offices, all air-conditioned, as well as considerab 
factory space. ; 

Martin A. Miroff, vice-president of Royal Metal 
West Coast corporation, said that the offices of th 
new building would be fully staffed and operating § 
the end of January and that all machinery should & 
installed by March 1. 

Royal Metal will continue to operate its West Coas 
subsidiary, Hudson Beauty Furniture Company, La 
Angeles, but will close its former Royal Metal of Cali 
fornia plant, also located in Los Angeles. 

During 1950 Royal Metal purchased the De L 
Metal Furniture Company, Warren, Pa., one of th 
country’s largest manufacturers of steel shelving, ang 
completed a new building housing office, warehoust 
and manufacturing space in Galt, Ontario 
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ROYAL METAL’S NEW, AIR-CONDITIONED BUILDING IN LOS ANGELES, CALIF. 
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O OTHER LINE 
‘OF ADDING MACHINES 
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TOP Hg 
-FOR SALES 


Le 

Cali 
Dealers everywhere know the fast-selling 
TOPflight line gives them top dependabil- 
ity...top sales performance...top profit 
potential. No wonder more dealers are 
selling more TOPflights—than any other 
make of adding machine. 
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A COMPLETE DEALER LINE... BACKED BY CONSISTENT PROMOTION 





os 
Remington Fland Remington Portable Typewriters 


TOPflight Adding Machines 


DEALER SALES DIVISION Invincible Typewriter & Duplicator Supplies 


Victor Safe & Equipment Products 





315 FOURTH AVE., NEW YORK 10, N. Y. 
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EYE-CATCHING DISPLAY OF LEATHER 
GOODS ATTRACTS HOLIDAY SHOPPERS 
















Model 
F27 


Christmas Window Features Leather Goods there were some sales on only one item, in most case 
Sewers the sale was for four or five pieces which brought the 
Appreciating the fact that a substantial dollar vol- total sale to about $50.00. 


ume on “gift” leather goods is normally done during The window was planned in co-operation with Sain 
~ — -. oie ae A ececime ng te berg & Company, Inc., and featured leather desk a¢@ 
ew York, N. Y., planned an appropriate display to cessories from the Bisane line. 
catch the eye of holiday shoppers. 
Working on the assumption that the office furniture 
























dealer is in an excellent position to display and sell Lyman Honored By Jamestown Staff 
the better type of executive accessories and in order John R. Lyman of Jamestown, N. Y., was honored & 
to tap this market for unusual and higher-priced gifts members of his office staff, marking his twenty-fifth 
for the executive, three full lines of matched leather year of association with the Monroe Calculating Ma Spec 
desk accessories were displayed during December. The chine Company, Inc. He is branch manager of th pt 
window at 39th St. and Madison Ave. was a natural Jamestown area, contr 
choice because of heavy pedestrian traffic Mr. Lyman started with the company January 2 leaf 
Items displayed were sold not only as complete sets 1926, as a salesman at Rochester. In 1930 he became curat 
but individually in open stock in order to provide a division assistant in Buffalo, and was made brandy 'tipre 
price range starting at $5.00. The firm’s report indi- manager of the Buffalo district in 1936. He camet, %'Y 
cates that the display was quite successful. Although Jamestown as branch manager in 1940.—GET 45 se 
CHAS. S. NATHAN’S NEW JAMAICA, L.I., BRANCH SHOWROOM 
218 | 








Occupying the newly-constructed showroom, Chas. S. Nathan, Inc., carries a full line 
office furniture and equipment and library furniture. The Jamaica branch was of 
for the benefit of Long Island customers who wanted a convenient location in which 
purchase their needs so that they could avoid traveling to New York City. (Story apr 
on page 88 of the February issue.) 
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MASTER 


PRODUCTS 





MASTER MULTI-POST 
SECTIONAL FILING CABINETS 


Specialized visible filing f 
equipment that systematically / 
organizes and automatically 
controls catalog and loose- 
leaf material for quick, ac- 
curate, and continual finger- 
tip reference. Wide range of 
of types and sizes, with 6 to 
45 section capacities 


Model 12 
MASTER METALTAB INDEX SYSTEMS 


Systematize and automatically control 
reference files. Available in a wide var- 
iety of titles to meet exact indexing re- 
quirements of nearly every industry. 
Mounted on linen, paper, or morocco. 
With exclusive Perma-Seal tab, a per- 
manently-sealed, soil-proof tab, made of 
steel but paper-thin. Also slip-in title 
strips. 


FILE ADAPTORS 
Adapt unpunched material to 
— binding mechanisms. Inserted 
between pages or folds; holes or 
slots in adaptor adjust to match all 
standard ring and post binders. 
Adjustable to 14” overall. 40¢ each. 
1 doz. in counter display. 


EASTERN DISTRIBUTOR: 
BAINBRIDGE, KIMPTON & HAUPT, INC. 
218 Greenwich Street, New York 8, New York 


| MASTER 
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MASTER MULTI-POST SECTIONAL SALES CASES 


Designed to system-organize selling material, providing practical 
means for corrying and displaying. Opens perfectly flat. Separate, 
multi-post, self-locking sections ore instantly removable. Steel frame, 
heavily plated parts. All-enclosed, finest top grain black or tan leather 
cases. 6 Models for 3 to 8 one-inch sections, 


Salsbimder 


MASTER MULTI-POST SECTIONAL SALES BINDERS 


Incorporate the some exclusive binding mechanism 
ond fine quality leathers as the “Streamliner” 
& series, but ore open binders instead of 
all-enclosed. Now available with new, 
improved “snap” closing strap. 7 Sizes 
for 3 to 12 one-inch sections. 


\ 


. \ 
. wa 


| > 
g 2 
Fon oy. <A 
\ oe 


Ve a ~, 
<G Pen 


ALL WITH MASTER’S FAMOUS BINDING MECHANISM 


2-piece section with self-locking 
triggers for any punching. 
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ARE YOU ON THE 


Meilink Rewards Display Winners 


The Meilink Steel Safe Company recently announced 
the distribution of $750.00 in U. S. Savings Bonds to 
award winners in the seccnd annual window display 
competition. 

Selected by judges for top award was the window of 
Frank J. Haberle, 119 N. Sixth St., Allentown, Pa. The 
theme of this window, ‘Are You On the Safe Side?,’’ 
was dramatically executed with a display of burned- 
out filing cabinets and contents in one half of the 
window. In the other half, papers and records were 
shown safe from fire in Meilink-built fireproof equip- 
ment. An actual flash fire was set in the window to 
give the desired charred effect to the material used 

Bixby Office Supply Company, Grand Rapids, Mich 
won second prize with a “Jack-Inna-Box” window 
This display featured a giant insulated security chest 
from which a colorful clown-like “jack” was emerging. 
The supporting display of Meilink products and a 
large window card, urged viewers to “Keep Your Jack- 
Inna-Box That’s Really Fireproof!”’ 

Rex Dawson, Meilink sales manager, reports dealer 
interest in this competition has been exceptionally 
keen and the increasing quality of the displays is prov- 
ing a challenge to the judges in the selection of the 
winners. The contest has developed into a most suc- 
cessful promotional effort in behalf of Meilink products 


BIXBY OFFICE SUPPLY CO., GRAND RAPIDS, MICH., 
WINS SECOND PRIZE FOR MEILINK WINDOW DISPLAY 
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WINNERS OF THE FIRST PRIZE WINDOW DISPLAY CONTEST 
—Harrison Esterly, James Shelling, Frank J. Haberle, owne 
of the firm; Carl Greener, George Day and Stanley Peter 
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WINNERS OF THE SECOND FRIZE—Floyd Mayo, presi- 
dent of Bixby, and Orson Grant, advertising manager. 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK AND U. S. NEWS 
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H* does he do it? How can he 
pack twelve hours work into an 
eight-hour day ? 

The answer is simply this. He has 
learned the secret of all successful 
executives. He has learned how to 
organize time—for in business today 
time is the critical factor. 
economy”’ enters 
into his choice of equipment. His 


Note how ‘‘time 


is been specially 
by Shaw-Walker 
to cut time-wasting details to a mini- 
mum, to leave his desk and his mind 
clear for action. 

Only Shaw-Walker could design 
this “executive’’ desk 


desk, for example 
“time-engineere 


more than fifty years of serving the 
needs and saving the time of Ameri- 
can business 

And there are Shaw- Walker desks, 
chairs, files, cabinets, systems, in- 
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It was born of 
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dexes and supplies—everything for 
the office except machines—each 
““time-engineered”’ for the needs of 
every job and worker. 

If you are setting up a new business 


New, low, comfortable 
height (29”). Puts you on 
top of every job. 


Job-engineered drawer 
space wired 
for telephone connection 


Concealed, removable 
wastebasket — saves time 
floor space and litter 


Center drawer with extra 
compartments — space for 
everything you need at your 
finger tips 
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or merely wish to modernize worn, 
out-dated offices, make sure you use 
Shaw -Walker equipment through- 
out. It will help you make the most 
of every minute, every working day! 


Most comfortable working 
top ever invented. 

In,” “Out,” and “Hold” 

letter trays inside 

confidential, quick, no 

desk-top clutter. 


Scientific personal file with 


“<. 8 guide, dividers — saves 


arreis”’ of time 


The booklet, ‘Time and Office Werk,"’ is packed with ideas for stretching office 
time. Organize now for greater sales effort and lower operating cost! 
A wealth of information on “time-engineered”™ office systems and 
equipment. 36 pages! Many color illustrations! Just off the press! Write 
today on business letterhead to: Shaw-Walker, Muskegon 36, Michigan 


Executive Offices at Muskegon, Michigan 


Branches and Dealers in All Principal Cities 
—_ 
HAW: ALKER Largest Exciusive Makers of Office Furniture 
| tential 


1951 


and Filing Equipment in the World 
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OHIO OFFICE EQUIPMENT’S NEW HOME 


Akron Firm Opens in New Quarters 


Ohio Office Equipment Company, established 10 
years ago in the home of Mr. and Mrs. Scott S. Sum- 
merville in the suburban Kenmore district of Akron, 
Ohio, recently held its formal opening in new quarters. 
The one-story building, located at 874 S. High St., 
features a floor to ceiling visible glass front for display 
of merchandise. 

In addition to more than 14,000 square feet of floor 
space devoted to the display of office needs the firm 
also has a parking lot next door which can accommo- 
date 30 automobiles. 

Mr. and Mrs. Summerville found their way of do- 
ing business so well-liked that from their home be- 
ginning they had to move to a store in downtown 
Akron. From this Main St. store they moved to still 
larger quarters on Water St., adding a warehouse to 
take care of the constant expansion. 

“Our recent move gives us one of the finest, best- 
equipped businessmen’s stores in this part of the coun- 
try,” Mr. Summerville says. 

The company uses the slogan, “Call Ohio First!” 
Among the lines offered are those of Acco Products, 
Inc., Jasper Seating Company, W. A. Sheaffer Pen 
Company, Jasper Desk Company, C. L. Barkley & Com- 
pany, F. S. Webster Company, Richard Best Pencil 
Company, National Blank Book Company and Mosler 
Safe Company.—AK 





Ditto Announces Personne! Changes 


Ditto, Inc., recently announced 15 personnel changes 
to meet a stepped-up program of expansion and de- 
fense production. All of the men involved came from 
the ranks. 

George Schlatterer, formerly assistant to the works 
manager, was made plant superintendent. His staff 
includes E. J. Kjeldsen, promoted to chief of manu- 
facturing engineering; Angelo Schiavo, in charge of 
assembly; Peter Banach, supervisor of machine fabri- 
cating; Elmer Schroeder, in charge of final inspection; 
Ralph Cambio, engineering department; Joseph Pac, 
in charge of assembly setup; William Knoblauch, 
night supervisor, machine shop, and Arnold Phillips, 
supervisor of standards. 

In the accounting and operating departments 
changes included the advancement of Robert M. Brown 
to general manager of the Lincoln Paper Company, a 
subsidiary. 





Schnitzer Appointed Roya! Distributor 


M. M. Schnitzer, owner of South Shore Office 
Equipment, Inc., has been appointed exclusive dis- 
tributor of Royal typewriters for the Brockton, Mass., 
area. Mr. Schnitzer adds this to his already established 
office furniture business located at 57 Legion Park- 
way, Brockton, Mass., where for some time he has at- 
tractively displayed and sold wood-and steel furniture 
manufactured by the Berger Manufacturing Company, 
Metal Office Furniture Company, Standard Desk Com- 
pany, Gunlocke Chair Company, and others. 

All stock and accounts receivable of the former 
Royal agency at Brockton was taken over as of the 
first of this year. 
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Left: exterior view of Ohio Office Equip 
ment Co. new building. Top: interig 
view showing store from front to req, 
Center: office furniture display section » 
front of the store. Bottom: portion ¢ 
the Mosler safe display. 





Jeffers Joins Ames at Chicago 

F. E. Jeffers was added to the staff of the Chicag 
branch of the Ames Supply Company recently 
special sales representative. 

Mr. Jeffers handles customer correspondence ané 
inquiries and assists office machine dealers with theif 
problems. He had been manager of the sales depart 
ment of a wholesale jewelry concern in Chicago pre 
vious to his position with the Ames Supply Company. 





Cecilia Stack Managing Johnson-Stack 


The recent death of Pat Stack of the Johnson-Stac 
Company, Chicago, made a management change nec 
essary. Mr. Stack’s niece, Cecilia Stack, is now BB 
charge. Her father is Tom Stack, proprietor of th 
Stack Typewriter & Supply Company, Chicago 
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WHY . . . A SMEAD’S TWO-PLI-TOP FOLDER? 
SAVES SPACE Twoutiap SAVES MONEY 


The top edge and tab of Smead's TWO- _ of doubl i 
- ouble strength at the ts of 
i PLI-TOP folders are reinforced by turning wear. Made of rigid, pres ws test 
7 aI over and glueing an extra inch of stock — A medium weight TWO-PLI-TOP folder of 
1 of] this gives a smooth, rolled non-cutting edge 8-point thickness actually provides 20 points 


of thickness at the tab — almost twice that 
of a standard single top heavy weight I1- 
point folder. 


























SAVE FIRST COST 


Smead's TWO-PLI-TOP folders, 
medium-weight 8-point 2/5 cut 








tabs [illustrated) cost $24.15 per 























thousand *—enough to fill a stand- 





ard four drawer file. Standard 
heavy-weight 11-point folders 2/5 
cut tabs cost $28.00 per thousand 
—A SAVING OF $3.85. 





Smead's TWO-PLI-TOP folder 
with its rounded corners is a bet- 
ter folder than the standard single 
top. It will wear longer, and will not 
cut or scratch fingers of the file clerk. 


TRATION BASED ON CURRENT PRICES 
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SPACE 
WORTH 
| $4.41 bee 
= ==8 — ! 
SAVE \ 2+ Nore THs CONSTRUCTION 
SPACE \ er is ge ee 


of greater weor. 





One thousand 11-point standard 
single top folders will take up 22 


inches of filing space. One thou- ree at Bap. 5 of ff ty: 
sand 8-point TWO-PLI-TOP folders * SSZOWE 1: PRICES-USED 4N’ ABOVE ILLUSTRATION. 
will take up only 16 inches of space. : _— 
Assuming a four drawer file to cost SAVING ON FOLDERS ....... . $3.85 
$73.50, and to provide 100 inches of SAVING ON SPACE..... coe. S41 
filing space, each inch is worth 73/2 ¢ patina 
—and the TWO-PLI-TOP folders A TOTAL SAVING OF .. . 58-26 
E WORTH $4.41. 
SEND FOR oo SAVE SPAC $ You get at the same time, folders which have 








SAMPLE GREATER strength (at the points of greatest 
wear) than the standard single top heavy weight 


THE Sead MANUFACTURING CO.,1NC.- HASTINGS, MINNESOTA 


NO. 11.3.59 
Paints 


D in 2 

















SMEAD’S TELL-1-VISION SYSTEM 











"0. Tuanme 






READS LIKE A 800K 
LEFT TO RIGHT - 
GROWS AS NEEDED 
es 








By using Smead's Tell-I-Vision filing system, you can 
reduce filing time. The alphabetical-color signal 
system for finding — and the numerical-color signal 


with 
system for replacing — make filing easy, fast, and Y , ] (DL i, 7 i, 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 





cs Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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his Steel Age Single Pedestal Stenographer’s Desk provides an ideal solution 

of your office-space problem. Compact yet highly efficient, the sturdy 
Steel Age 3745 is perfect for work-ease and comfort in confined spaces. The 
adjustable height, the extra footroom around the pontoon base, the glare-proof 
Corroleum top, and the quiet, easy glide of the ball bearing suspended drawers 
highlight the Steel Age quality and expert design that guarantee extra comfort 
and efficiency. Is it any wonder more and more people say “Sell Steel Age and 
you sell the best in office furniture!” 


Visit us at Booths 149-150 
NOFA FA Convention . Stevens Hotel 
~ Chicago, March 4, 5, 6, 1951 
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“The Works 
in ONE OPERATION! - ne 
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Your customers will be mighty pleased when you 
show them Weldon Roberts combination erasers— 
each containing two different kinds of quality rubber 
joined together! These versatile numbers are really 
“THE WORKS” for quick, convenient erasing for 
many requirements—at no extra cost! 


FEATURE THESE COMBINATION ERASERS — TWO KINDS 
OF RUBBER, JOINED FOR BIG TURNOVER & PROFITS! 


930 ENSEM- 
BLE (PINK & 
GRAY RUB- 
BER). A com- 
bination eraser 
that does most 
everything. 
Handy, bias- 
beveled shape. 
Soft, pink pen- 
cil rubber joined 
to soft, gray ink 


eraser or ink, 
pencil and 
crayon erasing 
All of your cus- 
tomers can use 





it 


555 DUPLEX (WHITE & GRAY RUBBER) 
Combination ink and pencil eraser. Double-bevel 
shape. Excellent cleaning quality For office 
school and professional use. 





399 TRI-PLY. The original, super- 
ior, 3-layer eraser for typists. Two 
outer plies of red pencil-rubber for 
smooth, clean erasures on originals 
and carbon copies; center ply of 
soft gray ink-eraser for a single 
letter or a complete line. 


=> 


Write for our I/ilus- 
trated Price List NOW! 





WELDON ROBERTS RUBBER CO 
Newark 7, N. J. 


America’s Foremost Eraser Specialists 
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COMDA Honors Larry McDonough 


(Continued from page 43) 


Weiner, Belmont Typewriter Sales & Service, as follows: 
Harvey Miner, Miner Business Machine Company, 
Kankakee, Ill., president; Jack Teeter, Hammond, 
Ind., vice-president; Ken Aubry, Aubry & Taendler, 
Chicago, treasurer, and Elmer Beutler, Typewriter 
Specialists, Chicago, secretary. 

Chairman Jim outlined Larry McDonough’s long 
career in the office machine industry and then pre- 
sented him with a plaque carrying the following words, 
“To Larry McDonough—This testimonial of the love 
and esteem of your fellow members of the Chicago 
Office Machine Dealers Association was presented at 
the Larry McDonough Night Dinner and Dance, held 
at the Erie Cafe, January 9, 1951.” Larry, who always 
claimed he was no good as a speech maker, accepted 
the plaque with a beautifully expressed statement of 
appreciation. 

Before the tables were removed to permit dancing, 
Retiring President Larry Walter, Peter-Paul Mechan- 
ical Service, was given a certificate good for a shot- 
gun, and President-elect Harvey Miner thanked the 
members for honoring him with the office of president 
and asked for co-operation in the work of making the 
association more effective and useful in the coming 
year. 





Marchant Promotes Howard B. Stack 


The promotion of Howard B. Stack to the position 
of local agent of the Marchant Calculating Machine 
Company in the Pueblo (Colo.) area was announced 
recently by Edgar B. Jessup, president of the company. 

The new Marchant office is located at 115 W. Sev- 
enth St. in Pueblo, where Mr. Stack is in charge of all 
details relating to Marchant sales and service. 





UNITED STATES EXPORTS OF OFFICE 


MACHINES, EQUIPMENT AND SUPPLIES 


Figures for October, 1950, Released in January, 
1951, by the U. S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 
Quenety Dollars) 
e 


Value 
Machines Bookkeeping Nondescriptive New 475 489564 
Machines Bookkeeping Descriptive New 479 904355 
Machines Listing-Adding New 4708 692251 
Machines Calculating Non-Listing New 2137 681581 
Machines Card Punching Etc. New 461 716898 
Machines Accounting Etc. Nes 950 115033 
Machine Parts Accounting Etc. 1115187 
Machines Addressing 238 74842 
Equipment & Parts Addressing Machines 46992 
Machines Duplication Ex Lithographic 209 49170 
Machines Duplicating Lithographic 49 57492 
Parts for Duplicating Machines 73999 
Cash Registers New 578 211200 
Cash Registers Used Rebuilt 357 30226 
Parts for Cash Registers 251116 
Typewriters Standard New 13247 1430840 
Typewriters Portable New 7619 381791 
Typewriters Rebuilt 535 22951 
Typewriters Nes. Inc. Used 1456 71927 
Parts for Typewriters 308726 
Staplers & Staples Office 87203 
Machines & Parts Dictating 123857 
Machines & Parts Mail Handling 77529 
Machines & Parts Check Handling 47251 
Appliances & Parts Office Nes. 280805 
Mechanical Pencils All Materials (Doz.) 39672 113774 
Mechanical Pencil Parts 13591 
Mechanical Pencil Refill Leads (Gr.) 9410 3785 
Pencils Ex. Mechanical Black Lead (Gr.) 57512 143470 
Pencils Ex. Mechanical Ex. Black Lead (Gr. 34502 80934 
Pencil Leads Nes. (Gr.) 80199 3232) 
Pencil Parts Nes. 5955 
Crayons (Gr.) 34691 49333 
Fountain Pens Ball Type (Doz.) 53841 100382 
Fountain Pens Ex. Ball Type (Doz.) 236265 922081 
Ball Pen Refill ink Cartridges (Doz.) 14158 12522 
Fountain Pen & Ball Pen Parts Nes. 216911 
Fountain Pen Points (Gr.) 20532 103423 
Carbon Steel Pen Points (Gr.) 21138 27918 
Desk Pen Sets 3153 10250 
Ink Writing 80757 
ink Nes. 213177 
Carbon Paper (Lb.) 73718 78879 
Typewriter Ribbons (Doz.) 6046 24471 

231440 


Oftice Supplies Nes. 
Nes.—Not elsewhere listed 
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TL. Most Complete 


line of High Quality 
Desk and |Industrial 
Staples on Earth! 
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PICTURE OF THE ENLARGED VAIL PLANT 


The popularity of MONARCH BRAND Paper Fastening 
Devices is predicated on many years of successful per- 
formance in the world of business. In these difficult days S 


demand exceeds productive capacity but the trade we 
have consistently served in the past is assured that the 
unequalled facilities of the great, modern Vail plant pic- 


tured above are functioning at top speed to serve their “> 


needs. 


Largest Paper Clip Manufacturers in the World 


VAIL MANUFACTURING COMPA 


900 EAST 95TH ST. CHICAGO 19, ILLINOIS | 
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Your customers will be ‘‘quick on the trig- 
ger’ to notice the unmatched beauty and 
durability of the Anderson-Hickey 1800 
line files. They are easy to sell and help 
build profitable repeat orders. 









ANDERSON- 
HICKEY 


1800 
LINE 


filing 
cabinets 





Available in Olive Green, 
Gray, Mahogany and 
Walnut Finishes. 





Don’t show just “any” file, 





display this beautiful, prac- 
tical line and you will 
quickly understand why 
Anderson-Hickey Files lead 
the field. Their advantages, 
so readily appreciated by 
your customer, are easily 


Ww demonstrated. 
Also available with 

insert drawers: for 
filing cards or checks. 


Write for prices and details 


SOLE DISTRIBUTOR 


Cardinal 924. fue. *: 
Zz 


4 








Meetings—Dinners—Conventions 
(Continued from page 80) 


burn Manufacturing Company, and John Gilbert, 
OFFICE APPLIANCES, were appointed as a constitutional] 
committee to study needed changes in the club’s 
bylaws. 





Victor Holds Annual Conference 

Plans for ’51 as well as progress in the past year 
were highlighted at Victor Adding Machine Company’s 
annual sales conference held this year at Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

The conference timetable was extended this year 
(January 12 to 18) to permit time for relaxation in 
Biloxi’s hospitable southern climate. The conference 
was officially opened by President A. C. Buehler and 
was chairmanned by A. F. Bakewell, general sales man- 
ager. 

Branch and district managers from all over the 
country, plus top executives from the home office, at- 
tended the six-day conference. Due to the large num- 
ber in attendance, the group stayed at the Edgewater 
Gulf Hotel and attended business sessions at the Mark- 
ham Hotel, Gulfport, Mississippi. Chartered buses 
were used for transporting the men. 

A major portion of the business sessions was devoted 
to plans for 1951. New policies, procedures, quotas, 
advertising and sales promotion programs were dis- 
cussed thoroughly. 

At the annual banquet achievement awards and 
other honors were presented to the outstanding men. 





Credit Executives to Meet May 16-18 


William Rossway, Eberhard Faber Pencil Company, 
national chairman, has announced that the twenty- 
second annual conference for credit executives asso- 
ciated with manufacturers selling the stationery, office 
and school supplies, and allied lines, will be held at 
the Hotel Governor Clinton, New York, N. Y., May 16-18. 

Since its inception, he points out, this conference 
has become recognized as an event of outstanding 
significance to manufacturers individually, and to 
the industry as a whole. “It serves as no other medium 
can to develop, crystallize and express industry opinion 
in credits and collections; it signifies solidarity of pur- 
pose and the ability of those engaged in the same lines 
of activity to unite in the solution of their common 
problems.” 

Speakers of outstanding reputation and experience 
will discuss problems of timely interest. 





Announce E. N. Norcott Appointment 

T. G. Lewis, president of the Capital Carbon & Rib- 
bon Company, recently announced the appointment 
at Montreal, Canada, of Edward N. Norcott as sales 
manager for the Canada carbon and ribbon division. 
Mr. Norcott has had extensive experience both in 
Europe and Canada.—RC 





Tuscaloosa Firm Takes New Quarters 

Business Supply Company of Tuscaloosa, Ala., an- 
nouced the removal on February 1 of office and store 
to new and larger quarters at 2426 Eighth St. in that 
city. The firm handles office supplies, office furniture, 
Ediphone dictating machines, register forms and sales 
books 





Markwell Staples No Longer Infringed 
According to Lou Obstfeld of the Markwell Manufac- 
turing Company, “racked” staples, covered by Markwell 
patent No. 1,989,769, are no longer being “infringed.” 
Mr. Obstfeld states that the other manufacturer has 
agreed to discontinue production of the “infringing” 
racked staples. 
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TYPEWRITER 
RIBBON 


CAMERON 


MANUFACTURING CO 
Onc a6, TERAS 









i . rae 


= Nore Profit! =% 


Ye can trust the auld Scotchman! Rising production costs? Aye. Increased "4 








costs to you? Nae! 





HALLMARK, HIGHLANDER COTTON and HIGHLANDER NYLON ribbons protect 
you against a decreasing margin of profit — for the price of these superior 


ribbons stands at about the same level that it did years ago. 


Yes — prices that are unusually low — quality that is exceptionally high. The 


Scotchman’s values are the BEST values on today’s market! 


Try these ribbons — WITHOUT CHARGE — in your own office. Then turn in the 


order that will turn into profits for you! 


CAM HRON 


2 

FREE SAMPLE 
Absolutely free — 

MANUFACTURING COMPANY 

1615 Bryan Street 


Dallas 1, 


























Please send me FREE ribbons as checked below: 
Hallmark (] Highlander Cotton() Highlander Nylon(] 





Texas 





Name SSS eee 
oe ES 


Address Rod 





City Ss ll 





Dept. OA . 


One of the World’s Largest Exclusive Manufacturers of Inked Ribbons 
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sD dvality ark 


the name that means 
envelopes for every 
purpose and satisfaction 


for every customer! 


Yes ... envelopes in nearly 400 
styles, sizes, stocks and weights 
with these ‘‘extras’’ that mean 
customer satisfaction and 

repeat business... 


QUALITY. . . as much a part of 


every Quality Park envelope as 
it is of our name. High grade 
stock, heavy gumming, strong 
seams mean customer satis- 
faction. 


PACKAGING ... not just boxes, » 


but strong covered containers 
that outlast the supply of en- 
velopes and keep the last 
envelope in perfect condition. 


SERVICE ...that means dependable 
supply to meet the demand. 


Quality Park envelopes are sold 
only through established 
dealers and modern production 
facilities assure prompt delivery 
of quantities large or small. 


QUALITY PARK MEANS 
MORE THAN ENVELOPES 
















ae ee 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicage Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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METAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 
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CONSERVATION FOR USE— 
NOT SENTIMENT 


IS THE KEYNOTE FOR 


NOMA’s 
32* 


INTERNATIONAL CONFERENCE 


Annual 


OFFICE MACHINERY & EQUIPMENT 


EXPOSITION 


Commodore Hotel—7 1st Inf. Reg. Armory 


NEW YORK, N. Y. 
MAY 20-23, 1951 





OTHER SUBJECTS TO BE DISCUSSED 


e HUMAN RELATIONS IN THE OFFICE 

e MECHANIZATION IN THE OFFICE 

e JOB DESCRIPTION AND EVALUATION 

e WORK SIMPLIFICATION 

HOW THE OFFICE MANAGER CAN IMPROVE 


an 
HIMSELF 

e MAKING THE OFFICE CAREER ATTRACTIVE 
TO YOUTH 


e WOMEN IN THE OFFICE 


ALL BUSINESSMEN, OFFICE EXECUTIVES 
AND PERSONNEL ARE CORDIALLY IN- 
VITED TO ATTEND THE CONFERENCE AND 


“Aut Purpose Business SHOW” 


WHERE ALL THAT’S NEW IN BUSINESS 
MACHINES AND METHODS WILL BE 
ON DISPLAY 


FOR FURTHER INFORMATION AND TICKETS, WRITE 


NATIONAL OFFICE MANAGEMENT ASSOCIATION 


132 W. CHELTEN AVE. e@ PHILADELPHIA 44, PA. 











In Other Lands 


(Continued from page 58) 


creased tremendously and gradually new showrooms 
were established so that there are now showrooms at 
Amsterdam (Rokin 1), Rotterdam, Arnhem, The Hague, 
Leeuwarden and Haarlem.” 

The development of the showroom in Rotterdam has 
been marked by changing fortunes. The fact that in 
the reasonably short period of less than 30 years the 
showroom has been moved, or forced to move, four 
times is a reflection of the difficult times and also a 
sign of the necessity of having an office in Rotterdam 
adapted not only to the exigencies of the times but 
also to the demands of the public. 

The first showroom was opened on January 7, 1922, 
in the Van Oldenbarneveltstraat. The first few years 
were difficult, but after 1924, when D. J. H. Everaars 
became the manager, the situation changed completely 
and in the early 30’s, in general a time of economic 
strain, larger and more suitable premises were sought. 
On January 4, 1934, a new showroom was opened at 
Schiedamsche Singel 75. During the bombing of Rot- 
terdam in May, 1940, this place was leveled to the 
ground and it became necessary to find temporary 
shelter in the new Exchange. As practically the whole 
business center was destroyed, the demand for office 
machines and furniture rose enormously. Large quan- 
tities of supplies were transported from Amsterdam 
to Rotterdam and delivered in as short a time as pos- 
sible. 

In the meantime more permanent premises were 
sought in Rotterdam. The Exchange had to be used 
for its own purpose and another place had to be 
found before winter. Accordingly, reasonable housing 
was located at Westersingel 45 in October of 1940. 

In 1948 the showroom and offices had become in- 
adequate for the ever-increasing business and growth 
of the service department, which was the deciding 
factor in the decision to build in the Witte de With- 
straat. 

Due to the extension of Blikman & Sartorius the 
head office in Amsterdam also had to look for new 
space, so the decision was made to have the building 
house several Amsterdam departments there as well. 

The new Rotterdam quarters house the Rotaprint 
(office print machines), the Bradma (addressing ma- 
chines) and technical service departments. A large 
showroom on the first floor provides the Rotaprint 
department with a place where all the models can 
be demonstrated. The second floor is set apart for 
Rotaprint machine assembly, offices and service de- 
partment. In its showroom on the first floor the 
Bradma department can demonstrate all uses of the 
models. 

The third floor is completely occupied by the tech- 
nical service department which, with the aid of mod- 
ern machines, will be able to produce all types of 
parts, even those for office machines which are now 
out of production. Moreover, a special room is provided 
where typewriters can be cleaned in a petrol bath. 

Fortuna and C. S. M. bookkeeping systems are dem- 
onstrated on the first floor. On the ground floor and 
in remaining space on the first floor are showrooms 
for Art Metal and Dutch origin office furniture, office 
machines including the new Royal electric, counting 
and adding machines of Hammann and Odhner make, 
duplicators of Dutch manufacture, filing systems in- 
cluding C. V. S. (Hangcodex), Postindex and Agrippa 
visible card systems and loose leaf binders. 

D. J. H. Everaars is in charge of this, his fifth office. 
The firm expects that in this larger building it will 
be possible to give customers, especially those in Rot- 
terdam, speedier and better service. 





Memos Provide Friendly Greeting 


The National Company, 24 rue de l’Arcade, Paris, 
France, sent holiday greetings to friends and cus- 
tomers via attractive, leather-bound memo books. Two 


1951 
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athing to it! Anyone can make CARBON PAPER 
7 








That's right, they can=— really! 


Generally speaking, there’s no secret to it. All you have to do 


is—melt up a kettle of carnauba wax with naphthenic base oil. 
Then you add a few dashes of methyl violet and a generous 
portion of micro-crystalline wax. Now, mix in carbon black and 
tungstated toner and grind the whole batch to 398 Angstrom 
Units—no more—no less. Be sure to check particle size and 
uniformity under a microscope. You're ready now to brush the 
compound onto carbonizing tissue. Thickness must be absolutely 


00025”. Test density on an opacimeter, check manifolding qual- 


ities and aging characteristics and cut to sizes. There you are! 
Now you know how to make carbon paper. Might even be fun. 


But, we've got a proposition that should be much more fun. 








Cotvusta Rissonw & Cannon Merc. Co., Inc. OA-3 
102-3 Herb Hill Road, Glen Cove, L. L., New York 


Please send me samples of Columbia Carbon Paper and information 
about the Columbia Sales Cooperation Plan 


Name 





Position 
Company 
Address 
City Zone State 
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Suppose we make the carbon paper and help you sell it, 

too? You'll have the five popular Columbia Brands— 

Marathon — Commander — Silk Gauze — Pinnacle — and 

Rainbow—that will fit every typing requirement to the 
complete satisfaction of the most exacting customer. With this 
deal you get Columbia’s bustling sales cooperation plan—the 
kind of real order-producing help that puts business on the books. 
You'll get sales training, too—the same effective program that 
has already helped so many dealers build up their carbon and 
ribbon departments to a volume of major importance. 


Don’t be doubtful—be convinced! Mail in the coupon and find 
out why America’s leading stationers say the Columbia Sales 
Cooperation plan is the best carbon and ribbon selling aid there is. 


TYPEWRITER RIBBONS 
CARBON PAPERS 


COLUMBIA RIBBON & CARBON MFG. CO., Ine. 
Main Office & Factory: 102-3 Herb Hill Road, Glen Cove, L. L., New York 


New York Sales & Export: 58-64 West 40th Street; Branch Offices & Distrib- 
utors in principal cities: Consult your local Telephone Classified Directory 


113 





_— 
he es of tl 

, gold 
larg 


4 Armchair Full 72 


¥ a ls iste 


men 
Jani 








~) sh ioe 


is a 
wish 


of Comfort | .. 









ports 
and 
C-1500A £109, 


SWIVEL ARMCHAIR Du 
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value 
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few | 
Plan: 
space 
despi 
This chair looks inviting to your customer. And when ad 
he sits in it, it feels grand! No matter how close his 
inspection, its quality steel construction, clean design 
and faultless upholstery keep right on pleasing him. 

Broad, comfortably padded, widespread arms give 
the roomy appearance that executives look for in a cee 
° - : > ; cl — aT C-1510A . 
chair for themselves. Full) upholstered back has no saiieieiiits teniie abmeinans by £5 
metal parts exposed. Resilient padding over special coil prefe 
sprin ives deep-seated ymfort that lasts. Choice of lo match the swivel armchair and £200, 
prings § Geep-ses ty nae . . as “gh MELE O the side armchair, shown, you can 
upholsteries, colors, finishes. Write for details on the get models C-1520 and C-1530, Re; 
line that sells in modern offices. Harter Corporation, chairs without arms. This com- OO. 

> _— . plete “suite of four” is ideal for £150, 
1003 Prairie Avenue, Sturgis, Michigan. - large offices. R. E. 
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of the books had a gold pencil attached and a sliding 
gold clasp to keep them closed when not in use. In the 
jargest book a page is used for each day of the month. 
gach month is in a separate folio which can be in- 
serted as needed, thus eliminating the need for carry- 
ing pages for the entire year. At the beginning of the 
memo book is a page listing the Saints’ days from 
January through June. A message in the two smaller 
books reads: “To think of our clients and our friends 
is a great pleasure. Thank you. We renew our best 
wishes to you 





News Notes From Australia 
w. BEECHAM, CORRESPONDENT, 
BOX £256, G.P.O. PERTH, W. A. 

Powers Accounting Machines, Ltd., is applying for 
an Australian patent (Application 138,354) for a multi- 
plying machine. Details are: “A multiplying machine 
including in combination mechanism for setting up the 
logarithms of the individual digits of a multiplicand, 
mechanism for setting up successively in consecutive 
multiplying cycles the logarithms of the indivdual 
digits of a multiplier, means operative under the joint 
control of both said set-up mechanisms, in each mul- 
tiplying cycle, to add the logarithms of the contempo- 
raneous multiplier digit to the logarithms of the indi- 
vidual multiplicand digits, whereby the logarithms of 
a series of partial products are obtained, means for 
converting said logarithmic partial products into their 
arithmetical values, and means for accumulating the 
arithmetical partial products.” 

> > > 

During the 12 months ended December 31, 1949, im- 
ports into New Zealand included ink, £37,761; pencils 
and leads, £68,142, and fountain pens (30,896 dozen), 
£109,790 

* * > 

During the 12 months ended June 30, 1950, imports 
into Western Australia included 6,091 hundredweights 
each of 112 pounds) of writing and typewriting paper 
valued at £30,943, of which 1,215 hundredweights, £6,637, 
came from within the country and 4,876 hundred- 
weights, £24,306, came from overseas 

> > . 

Lamson Paragon, Ltd., manufacturers of office sta- 
tionery, is forming a New Zealand subsidiary and in a 
few months will be installed in a factory at Hamilton. 
Plans for further expansion of the Australian factory 
space and plant are on hand, and directors report that 
despite the current paper famine reasonable stocks are 
on hand 

* - 

B. J. Ball, Ltd., and subsidiaries (including Collins 
Bros. Pty., Ltd.) stationers, report a net trading profit 
of £45,834 for the year, before providing for deprecia- 
tion and income tax. Net profit after such deductions 
was £15,362. Ordinary dividend was at the rate of 10%, 
further 10% paid out of special re- 

year issued capital was increased 
sue of 25,000 ordinary and 25,000 5% 

making the total paid-up capital 


plus a bonus of 
serves. During tl 
by £50,000 by an is 
preference shares 
£200,000 


* . 


Registered re Mason-Kolok Manufacturing 
Co., Ltd., manufacturers of office stationery, capital 
£150,000. Subscribers—N. L. Cowper, W. R. Stevenson, 
R. E. West, E. J. Culey, A. H. Loxton, G. S. Reichenbach 
and C. F. Bickford. Office, 593-5 Gardeners Road, 
Mascot. New Soutl Wales. 

. - 7 

Net profit of W. E. Smith, Ltd., stationers of Sydney, 
at £23,056 for the financial year November 1, 1949, to 
October 31, 1950, was an increase of £2,968, or slightly 
more than the previous year’s decrease. Profit is shown 
after doubling tax provision at £13,500 (increase £6,800) 
and allowing £14,216 for depreciation (increase £6,486). 
Dividend remains steady at 8%, including a bonus of 


V<¢ 


l Directors state that sales increased in volume 
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TWO TOP PROFIT MAKERS 
STILL AVAILABLE 


























No. 1795 
Royal Elevator 
Stand with Vo” 


Masonite Top 
maso’s “ROYAL” 


ELEVATOR STAND-—stee! Understructure 
with choice of MASONITE TOPS! 


Your choice of grained Walnut with Walnut understruc- 
ture; office Gray or ebony Black with Gray understructure. 
All stands with Maso’s famous features; all Tops pre- 
assembled at factory. Stand requires only 12 bolts to 
assemble, ready for display. Shipped K.D. 


“ROYALS” Also Available With The 


NEW “‘LAMIDALL’’ TOP 


SEE MASO’S COMPLETE LINE 
Booth 118—N.0.F.A. SHOW 


March 4-5-6 Hotel Stevens, Chicago, Ill. 




















THE 
‘‘CHAMPION’’ 


All Purpose 
UTILITY 
STAND 
with 
MASONITE TOP 


All Steel Tubing 
Cont. Piano Hinges 
2 Plain, 2 Locking 
Soft Rubber Casters 

Elbow Type Drop 

Leaf Arms 
Only 8 Bolts To 
Assemble 


TOPS OF GRAINED WALNUT, BLACK or OFFICE GRAY 
All tops attached to rigid one piece leg brackets at factory. 
Half inch, hard tempered Mosonite warmer than steel, ovtlasts 
wood, keeps its good looks, clatter-proof features. All steel 
understructure in most attractive walnut, green or gray baked 
enamel. 





No. 1618 











ORDER TODAY—SHIPMENT STILL PROMPT 





MASO STEEL PRODUCTS 


Dept. A 81 W. Van Buren St Chicago 5, II! 
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fon-Built 


FOR A 
LIFETIME OF 
TROUBLE-FREE 

SERVICE 


SENG Chair Action Controls 


THAT'S the kind of merchandise 
that SELLS MORE office furniture 


and supplies for you. 


You know this is true... so, SPECIFY 
SENG CHAIR ACTION CONTROLS 


on the office chairs you buy. 


It’s good “profit-insurance.”’ 


m= DENG 


COMPANY @ 


1450 N 


CHICAGO 22, ILLINOIS 


WORLD'S 
FURNITURE 


1874 


IN 


LARGEST SPECIALISTS 
HARDWARE 





116 


DAYTON STREET | 


and value and that the advantages of the new print 
factory tended to offset higher costs. “But the lateg 
basic wage increases will add to all costs this year* 
they add. 
+ ~ * 
The Perth premises of Selfridges (W. A.), Ltd, 4 
firm which does a good business in the smaller ling 


of office requisites, were completely gutted by fir 
recently. 
* ~ * 
Dealers in office requisites report that there has 


been increasing competition of late. More firms ag 


putting in modern equipment, but more firms ag 
handling such lines. 
” 7” ” 
A bill was recently brought before the Westem 


Australian parliament seeking to restrict all hire pum 
chase interest to a maximum of 412%. This bill, hom 
ever, was strenuously fought by all sections of industay 
and it was pointed out that as the banks charged 4% 
for money the implementation of the bill would meag 
the end of all hire purchase and credit trading in th 
state. It was further stated that such a restrictigg 
would make no allowance whatever for bookkeeping 
cost, stamp duties, postages and losses on bad account 
At the moment it looks as though the bill will & 
dropped. 





MANCHESTER FIRM IN NEW HOME 


~ * * 








Manchester, 
In left fore 


Brazennose St., 
England, are now in new, larger quarters. 
ground is a Milner filing cabinet on which stands a Card 
wheel, the new product of C. W. Cave & Co., Ltd., whid 
enables thousands of filed cards to be kept within a shor 
compass. Typewriters on display include the Olympia and 


Crichton & Saunders, Ltd., 


the Everest. The chair is an Angus arm chair by Maltby 
Desk Co., Ltd., Rochdale, Lancashire. On the desk is a 
Magneta intercommunicating system and in front is Condex 
visible equipment. 





Buyers’ Guide Available on British Fair 


American buyers visiting the British Industries Fair 
this spring can take advantage of many special ar- 
rangements made for the convenience of overseas 
businessmen. This annual trade exhibition, scheduled 
for London and Birmingham (England) from April # 
through May 11, will put British goods on display in 
record volume and variety. 

From the British consulates in 24 major US. cities 
buyers can obtain advance copies of the B.I.F. catalog, 
and receive introductions to trade and business groups 
in Britain. 

Special mail and air services will link London and 
Birmingham. In London, special motor coaches fo 
buyers will operate between the two exhibition halls— 
Olympia and Earls Court. Automobiles can be rented 
at a reasonable cost; gasoline is not rationed. 

So that buyers may inspect the stands at the Fal 
with the least distraction, the general public will & 
195! 
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A Southern Business Office Equips 
for “Better Business Living’’.. . 








(Photographs courtesy of Nolan Company, Birmingham, Alabama.) 





with INVINCIBLE METAL FURNITURE 
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A quick look at these offices shows you southern hospi- 
tality in a modern business style! For here is a modern, 
efficient concern — one that combines the necessity 
for work with comfort and pleasant surroundings. 
These offices are fully equipped with modern desks 
and files by INVINCIBLE — America’s smartest, 
styled for comfortable working, low-cost line of steel 
desks and files. 

Help your customers make their offices more-effi- 
cient, more pleasant places to work by offering the 
complete line of Invincible Modernaire steel furniture, 
designed to meet every office desk and file need! 

Sell the line that sells “better business living.” Write 
today for profitable dealer franchise information. 


VINE 


REG. U. S. PAT. OFF. 
INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS. 
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Mak-Ur-Own Index 
Tabs are constructed 
of strong, clear, non- Burr 
inflammable cellulose Th 
acetate, eliminating the a nu 
danger of a sudden fire. persc 
VICTOR iy 
Write, type or print any index and 
on the label —fold and insert the the 
Seton MAK-UR-OWN | =: 
snip the strip to any length. = = te 
TRADE MARK REG. U.S.A. was | 
Ge 
supe} 
Moisten the gummed skirts— CELLULOID INDEX TABS appo: 
push the tab all the way onto Yes, there’s a bigger market— more sales—and MORE .~ 
the record. The automatic guide PROFITS FOR YOU when you sell Mak-Ur-Own Index are 
stop fold in the skirt assures uni- Tabs. In seven colors and three extensions to suit every quart 
form extension of all tabs. indexing need. Packed in a handy-to-use 25-foot shelf Th 
box that saves you valuable time and space. Write for ture 
information today! new 
third 
ties | 
accou 
a shi 
RING BOOK INDEX SHEETS at th 
Th 
in 19 
(- Students, housewives, itself 
< businessmen — practically ford. 
Ee everybody has a use for Coun 
| these index sheets. In all 
popular sizes, these sets Felon 
consist of 5 or 8 sheets of 
heavy duty 28 Ib. ledger os 
stock, each with a Mak- - . 
For your customers who Ur-Own Shield Tab ol 
want tabs of uniform attached. Blank index conti 
size. Die cutting eliminates sharp edges and pre- labels are supplied for The 
vents tearing —the wide fabric skirt gives extra writing any index you quart 
reinforcement. Made of strong heavy celluloid wish. Send for further in- ing, v 
with beaded edge. In four lengths and seven col- formation today on these and | 
ors, conveniently packed in envelopes of 10 or profit makers. San } 
boxes of 50 complete with blank inserts. These are 
features that mean extra sales and profits for you. Disc 
The 
pany, 
THE VICTOR SAFE AND EQUIPMENT CO., INC. H. De 
M. M 
NORTH TONAWANDA, NEW YORK ie 
OFFI 
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excluded except ertain specified times. 
In each exhibition hall there will be overseas buyers 
cable, radio, secretarial, and 
visitors. Mail may be addressed 
these clubs. 


clubs with telephone 
banking facilitic 


buys* rs in Care 





Publish French Index of Office Equipment 


A 455-page directory of manufacturers of office 
equipment has been issued recently by Naim, 9-14 
rue de Pontoise France. Eight indexed sections 
are divided as follows; 1—a comprehensive index; 
including portable, standard and 
tenciling and printing machines; 
lating machines; 4—card per- 


9 writing machines 
typewrits 


; 


electric 


3 adding and 


forating machine and supplies; 5—duplicating 
machines; 6—-office supplies; 7—office furniture; and 


ga classification broken down according to provinces, 
colonies as they are known in 
olored paper is used for the 
book, which is published an- 
Mechanographic 


rx department 1] 
France Different 
different sections The 
nually, is entitled Annuaire de la 
and is printed in French 





Burroughs Makes Branch Appointments 

The Burroughs Adding Machine Company has made 

number of re appointments to branch office 
pe rsonne ] 
changes include establishment of a new sales 
Hempstead, Long Island, and 
the appointment f G. S. Vickerman as branch 
manager. With these new facilities it is hoped to 
provide better service to the expanding businesses of 
Nassau and Suffolk Counties. Richard G. McManus 
was namea service manager. 

George E. Cole! formerly a regional service 
supervisor of Burroughs in Detroit, Mich, has been 
appoin inager of the company’s Hono- 
lulu, T. H., bran 

Burrou rhs has 


These 


and service bral 


I 
ted servi 


ibled the size of its operation in 


Hartford, Conn., and has established new branch 
quarters at 580 Farmington Ave. 

The new branch building is a one-story brick struc- 
ture with Indiana limestone front. At the company’s 


ire 6,000 square feet, about one- 
ng used for storage area. Facili- 
tration rooms, general sales and 
private offices, service rooms and 
a shipping and storage area. There is a parking lot 
at the rear of the building 

The Burroughs Hartford branch was established 
in 1905. Today it serves business not only in Hartford 
itself, but in other important communities in Hart- 
ford, Middlesex, T Windham and New London 


, 7 + 
VLounties 


new address the! 
third of which i 
ties include dem 


accounting office 


lland 





Frisco Firm Established at New Address 
Hillhouse Office Supply Company has announced 
ffices and warehouse to 45 Ecker 


tne removal 


Francis 


St., San Calif., and the freight entrance 

29 Stevenson S The post office box has been dis- 
ontinued 

The firm is obs« its fifth anniversary at the new 
juarters on the third floor of the 45 Ecker St. build- 
ing, which is lo ed between Market and Mission Sts. 
and First and S¢ Sts. in the heart of downtown 
Sa F IC 1S( 





Dissolve Hattiesburg Partnership 

The partnershi f Milloy & Dever Office Supply Com- 
pany, Hattiesbu1 Mis has been dissolved, William 
H. Dever selling | terests in the business to Ralph 
M. Milloy, effe January 1. In the future, Mr. 
Milloy will ope: e business as Milloy Office Sup- 


Diy Con pany al Front St EEG 
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Made to sell! Wanted for use by Students, Teachers, 
Salesmen, Executives! DOPP-BILT, your fast-furnover 
line with top-VALUE quality! 


Quality Heavy 


BINDERS 


Sectional 


METAL BINDERS 


PORTFOLIOS 


BRIEF BAGS 


Charles Doppelt & Co, In 


2024 S. WABASH AVE., CHICAGO 16 
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aluminum 
chairs 


a ual and 
of a Seating 


. . « meet the requirements of every business. 


A 


They have eye-appeal that make them a cinch 
to sell . . . intrinsic merit that guarantees 
user satisfaction . . . price appeal that pro- 
duces real profits. This great demand for 
FINE-REST Chairs poses a serious problem. 
In compliance with a government order, our 
use of aluminum will be restricted. Every ef- 
fort will be made to equitably share our pro- 
duction with the hundreds of dealers who have 
contributed towards the rapid rise in popu- 
larity of FINE-REST Chairs. We earnestly seek 
the sympathetic understanding of the trade in 


the months that lie ahead. 


4 - 
opotalicn 


AKRON 8,OHIO 


LUMINUM SEATING 


S. CHERRY STREET 


D ° AETNA SAFE CO., 46-50 W. 29th ST., N. Y. 
eoibuler METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 
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The Ad-Viser 


Continued from page 23) 


For the office appliance retailer, great opportunities 
exist to build an excellent mailing list in his own busi. | 
ness. Following is a list of convenient sources: 

1. Present and past customers. Salesmen and deliy. 
erymen should take the time to write down all neceg. | 
sary information. 

2. Answers to advertisements soliciting mail in 
quiries. The use of a coupon at the bottom of you 
newspaper advertisement will facilitate inquiries ang 
give you the information you desire. 

3. Names of friends submitted by established cug- 
tomers. Inexpensive gift items offered for each name 
submitted will stimulate action. 

4. Names from newspaper announcements of neg 
businesses. 

5. Municipal records of licenses and permits usually 
available at the city hall of your town. 

6. Convention rosters, membership lists of commer. 
cial, professional and social clubs. 

7. Main and classified sections of local telephone 
directories. 

8. Exchange of lists with non-competitive but allied 
businesses. Office appliance merchants can often find 
an effective list in the possession of a neighborhood 
furniture store. 

The chief precaution to remember in the use of 
directories is to guard against the use of out-of-date 
books. It often takes months to compile a printed 
directory and during this period many changes may 
occur. 

The compiling of an effective direct mail list, though 
not too difficult a job, requires care, patience and re- 
sourcefulness. 


Classification of Lists 

After the names have been gathered in sufficient 
quantity, it is wise to give thought to the information 
which has been compiled. Correct classifications will 
keep your list alive and accurate. Most important is te 
divide your list into “active” and “inactive” groups 
After subjecting your “active” customers to a predeter- 
mined number of mailing pieces, unresponsive names 
should be transferred to the “inactive” file. 

Both the careful gathering and the accurate classi- 
fication of your lists are almost useless unless these 
names are continuously maintained. Data changes 
will occur from time to time. These changes should be 
noted. Address changes are probably most frequent 
Changes in marital status rank second. Intelligent 
“direct” advertisers diligently inspect their lists, mak- 
ing frequent changes. Care and patience.in the 
tending of a “live” list will pay off in huge dividends 


Gd, 


Copies of dealers’ ads, mailing 
pieces and particular advertising problems 
will be analyzed by Mr. Settel. Letters and 
other material should be addressed to him 
in care of OFFICE APPLIANCES. This service is 
free of charge. 
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.«eeno more ruined stockings 





JACKSON OFFICE MASTER Desks now built with 
Densified Wood Knee Well Posts... canal 


These posts of compressed, densified wood are used on CHIP or SPLINTER 
CTT 


each side of the knee well. They will never chip or splinter. 
This is but one of 12 quality improvements in Jackson Write today for 
Office Master Desks master crafted into top value in of- booklet, “Lower Of- 
fi f tare fice Costs” which 
ce furniture. shows how Jackson 
Warm, beautiful Genuine Walnut or Rift Oak in sof- i ee pay for _—. 
° : ‘ ie 20 selves 1 tim i 
tone finish Jackson Office Master Desks will last a lifetime, xiii Bae, a 
are easy to clean and maintain. En 
Typewriter platforms adjustable to different height to . 
fit any operator. Available in new small, space-saving N.O.F.A, Convention 


sizes. SPACE 117 








JASPER OFFICE FURNITURE COMPANY 


JASPER, INDIANA 
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New York Seeks Buyer of Equipment 

The City of New York Muncipal Civil Service Com- 
mission for March 6 through March 21 will issue appli- 
ion of buyer (electrical and me- 
For this position paying a starting 
salary of $4,400 a year applicants will need experience 
in the purchasing of all kinds of office machinery, 
automobiles and their parts, vacuum cleaning equip- 
ment parts, projectors with their accessories and sup- 
plies, and all kil of electrical, communications, and 
electronic equipment and supplies. 

The person chosen will be responsible for the pur- 


ations tor the pt Sit 
‘hanical equipment 


chase, among other equipment, of duplicating ma- 
chines, typewriters and other office machines. 

Information can be secured from Frank A. Schae- 
fer, secretary of Municipal Civil Service Commis- 
sion, 299 Broady New York 7, N. Y 





Maco Distributes New Price List 


The J. L. May Company, Inc., is now distributing a 
new up-to-date price list of MACO tags, labels and 
tickets. This price list, which may be secured by writ- 
ing the company, embraces all recent changes and 
supersedes all previous issues. 





Marchant Opens Office at Charlotte 


Edgar B. Jessup, president of Marchant Calculating 
Machine Company, has announced the opening of a 
new Office in Charlotte, N. C. Julian O. Grubbs was 
named manager and H. J. Deason service manager at 
833 N. Tryon in Charlotte 





V.P.D. DISPLAY AT GRAMERCY 


Dramatically featured recently at Gramercy Stationers, 40th 
St. and Broadway, New York City, was this effective window 
devoted to V.P.D. transparent plastic albums. Movie star 
photos were supplied through V.P.D.’s tie-up with MGM. 
The window attracted a great deal of attention and did an 
excellent selling job. V.P.D. products are manufactured by 
Joshua Meier Co., Inc., New York, N. Y. 
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istinctive quality 


creates a nationwide demand 
for JASPER SEATING CHAIRS 











BE eaheis know ... Buver« 
of office furniture know . . 

there’s complete satisfaction 
for everyone in the JASPER 
SEATING line of office 
chairs. The 1600 line illus- 
trated on this page is an ex- 
cellent example of what we 
mean. Fair Price *« Un- 
equalled Comfort * Quality 
Construction * and Finish ¢ 
Eye Appeal. Available in 
Deep Buff or Top Grain 
leather—-also Du Pont simu- 
lated leather. Offered in gen- 
uine American black walnut. 
northern birch and Indiana 
white quartered oak. Dealer 


No. 1602 


inquiries invited. 


Visit us at the...N. O. F. A. Convention 
Stevens Hotel, Chicago, Booth 113 


onthe TOP sade 


JASPER SEATING COMPANY 


JASPER e« INDIANA 
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DATING STAMPS 


MAKE FOR MORE EFFICIENT BUS!- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today | 
for Our 


NEW 1950 


Handsomel y 
Illustrated 


CATALOG No. 96 


and 


‘Price List 


RASTEWART 


SEO A DAN a er 


80 DUANE ST. NEW YORK 7,N_Y. 
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Hanson Resigns State Position; 
Now With Jeffersons Full Time 

H. Walter Hanson, Jr., having completed 20 years 
of service with the Department of Insurance of the 
State of Illinois under seven directors and five gover- 
nors, tendered his resignation, effective January 31, 


H. W. HANSON, JR. 





from his official position as deputy in charge of agents’ 
and brokers’ licenses. He was appointed to the de- 
partment in 1930 and has been associated with it 
continuously except for three years’ military service 
as an officer in the Air Force, assigned to the Judge 
Advocate’s office. 

He was a graduate of the University of Illinois and 
licensed in Illinois as an attorney in 1936. Since 1933 
he has been associated with his father, Harry W. 
Hanson, on a part-time basis in the operation of 
Jeffersons Stationers, Inc., 311 S. Fifth St., Springfield, 
Ill 

He will now actively participate in the operation 
of the concern as vice-president and secretary 





Midwest Naturlite Adds Salesmen 


New personnel has been added to the sales force of 
the Midwest Naturlite Company, 228 W. Kinzie St., 
Chicago, Ill., a firm which has been reorganizing its 
territories in connection with a production expansion 
program. The Midco and Dawn-Aire lines will now 
be represented in the central states of Indiana, Il- 
linois, Ohio, Michigan, Wisconsin, Minnesota and Ken- 
tucky by Earl Hanson in addition to his Johnson Chair 
Company line. Along the entire West Coast and east 
to the Rockies Midwest Naturlite Company will now 
be represented by William “Bill” Tonkin. 





CCC Buys Chicago Printing Firm 

Commercial Controls Corporation recently purchased 
the business and working assets of the Cochran Con- 
trols System, Inc., specialty printing business in Chi- 
cago, Ill. Through the purchase agreement Commercial 
Controls obtained a lease for the site of the company. 
The purchase included printing presses, bindery equip- 
ment, composing room material, office furniture and 
building equipment. 

According to an announcement by President Charles 
R. Ogsbury, the Cochran business will be operated for 
a time at the present location at 3027 W. Irving PK. 
Future plans call for moving the machinery, equip- 
ment and materials to the Mather Coupon Ticket 
Division building at 2924 N. Western Ave., Chicago. 





Balliett Represents Handy Roll Company 


The Handy Roll Company, division of Salisbury 
Corporation, recently announced the appointment of 
C. E. Balliett as representative in the midwestern 
states. Inquiries regarding Handy Roll from stationers 
in the Middle West should be addressed to Mr. Balliett 
at 10 S. LaSalle St., Chicago 3, Ill 
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BATES QUALITY 


is an assurance of long life and customer satisfaction 


All Bates products give lasting satisfac- 
tion and represent the highest standards. 
Backed by 60 years manufacturing experience. 
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THE HARPER ric 
big Metalitand 


A full suspension, quality file at surprisingly 
low cost! 22, 20 and 16 gauge furniture 
steel used throughout. Dustproof, enclosed 
bottom shelf. Full suspension—1!0 rollers 
to each drawer. Handsome forged aluminum 
hardware. Beautiful baked enamel finish— 
green or gray. Also available in Grained 
Walnut and Mahogany. Legal or letter size 
—2, 3 or 4 drawers. Style shown here: 
4-drawer letter file. Height 52”, depth 
26”, width 144%”. Drawer clearance 
12%" x 10%" x 25%”. 


Write today for illustrated circular showing com- 


plete line and prices with dealers’ discounts 


METALSTAND COMPANY, %c. 


7316 to 7524 STATE ROAD 
PHILADELPHIA 36, PENNSYLVANIA 
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TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious, piano-hinged 
side leaves steady, absolutely level 16" x 36" 
working space. Four handsome finishes: walnut, 
maple, gray, green. 


Other style METALSTANDS for every office use. 
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A-M Appoints W. H. Cool 

W. H recently appointed assistant Ad- 
manager of Addressograph-Multi- 
Corporation, Cleveland, Ohio. 

A-M organization in 1935, spent four 


Cool was 


dressograph sales 
graph 
He joined the 


W. H. COOL 


years in various departments at the home office and 
was transferred to field duty at Louisville, Ky., in 1939 
He took charge of the San Antonio (Tex.) branch 
in July, 1948, a was credited with nine Hundred 
Club memberships in the past ten years. This club is 
the corporation es honor organization 





Posting Tray in Production 


The W-B posting tray manufactured by Weber 
Brothers Metal Works which was announced on page 
151 of the November, 1950 issue of OrriceE APPLIANCES 





is now in production. The tray is expandable from 
7% to 9% inch veighs 4% pounds and measures 
eight inches wide, nine inches high and 15% inches 
long. Its maximum filing space is 1114 inches, allowing 
for 25 guides and » 2,000 sheets 





C. H. Rousch Sells Store 


— irles H. Ro owner of C. H. Rousch & Com- 

office fixture and supply store of Madison, Wis., 

rece ently sold the n rr portion of his interest to Paul 
Steinhardt and Frank G. Hanson. The firm, which 
was founded by Mr. Rousch in 1908, will continue to 


stablished name “Rousch’s” al- 
listed under Steinhardt 


unaer the ¢ 
Ip 1s now 


operate 
though the ow1 


Remaining it esent location at 217-219 E. Main 
St.. the double store will continue the former com- 
pany policy. Th iunsaction embraces all stock, fix- 
tures, business rel ns and good will. No change is 


firm’s line of office and school 
typewriters, adding machines, 


contemplated in 
equipment and supplies 


books and wallpape! 

In the same issue of The Madison Courier that an- 
nounced the sale the store, Mr. Rousch ran a sep- 
arate item addressed to friends and customers in 
Which he gave ill health as his reason for retiring. 
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@ SMOKING STANDS 
@ LETTER TRAYS 
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@ TORCHIERS 

















No. 260 
SMOKING STAND 





No. 265-T COCKTAIL 
SMOKER 


e No. 17-C COSTUMER 


Durable 14" diameter 
\'¥,"" diameter upright. 
finished protective knobs. 


e No. 265-T Cocktail Smoker 


Overall Height 24°. Tray Diameter 16". Base 
*. Tray Height 22'/,"". Shipping Weight 


base, heavily weighted. 
4 double hangers with 


Diameter 10’ 
13 Ibs 


e No. 260 SMOKING STAND 


Overall Height 24". Base Diameter 10°’. Will not 
stain—no glass to break. Wearing surfaces are 
coated with clear, burn-proof lacquer. All ashes 
disappear by depressing center knob. Heavily 
weighted—approximately |! Ibs. each. 


VALCO will exhibit at the N.O.F.A. Show 
Stevens Hotel, Chicago, Ill. 
Booth 116—WELCOME! 


e Send for Complete Information 


VALCO COMPANY 


, St. Banas 


No. 17-C 
COSTUMER 


2937 Sheridan Ave. 





127 








*It takes more than 





' One Swallow 


to make a Summer” mame 





THE CAVALIER, SHOWING FEATURE DESK NO. 5468-F 


Sell the complete 
Myrtle line! 


A single desk sale can be worthwhile but 
how much more satisfying to you, and 
your customer as well, when the order 
includes all companion pieces to complete- 
ly furnish an office! 


Every Myrtle Series, as with the Cavalier 
pictured, includes matching pieces for the 
feature desk. They are your opportunity 
for volume sales and extra profits. 


Yes, “it takes more than one swallow to 
make a summer’’—and more than “single 
desk” sales to make your business prosper 
as it should. 


Sell the complete Myrtle line and make 
this year better than your best. 


MYRTLE DESK COMPANY 


High Point, North Carolina 


BETTER DESKS 
ARE MADE 
3185 OF WOOD 
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Victor Adding Promotes B. W. Lawrenz 


With the threatened manpower shortage promising 
to be one of the biggest problems facing the country 
in 1951, personnel men are giving increased attention 
to this condition. 

As the first step in its program to meet this prob- 
lem, the Victor Adding Machine Company of Chicago 
has announced the promotion of B. W. Lawrenz to 
the position of personnel director. He succeeds Mr. 
George Turner, a vice-president of the organization, 
who will now be free to handle specialized problems 
in the field of industrial relations. 

Mr. Lawrenz has been with Victor for ten years now, 
serving most of this time in the personnel depart- 
ment. He joined the personnel staff back in 1942 and 
was promoted to assistant personnel director in Sep- 
tember of 1943. 

His wide experience in all phases of personnel ad- 
ministration makes Mr. Lawrenz well qualified to head 
this important activity. He has been in charge of wage 
administration and job training, has also handled 
statistical analysis of personnel figures, headed the 
company’s active and successful suggestion committee, 
and has participated in the operation of the com- 
pany’s security fund. 

Prior to joining Victor, Mr. Lawrenz worked for the 
Ford Motor Company in Detroit, Mich. 





Ozalid Appoints Richard E. Wilcox 


The promotion of Richard E. Wilcox, factory service 
representative, to machine service manager was an- 
nounced on February 1 by Lewis P. Neylor, general 
sales manager, Ozalid, Division of General Aniline 
& Film Corporation, manufacturers of photographic 
duplicating equipment. 

Mr. Wilcox joined Ozalid in 1945 and was appointed 
regional service supervisor for the southern region. 
In 1948 he was promoted to factory service representa- 
tive, handling special field service assignments and 
assisting in the service training and seminar programs. 

Prior to joining Ozalid, Mr. Wilcox was employed 
as superintendent of final assembly for Curtiss Wright 
Corporation in Buffalo, N. Y., and factory sales and 
service representative for Link Aviation Devices in 
Binghamton, N. Y. 





La Salle Products Holds Prices 


La Salle Products Company has announced that it will 
maintain November 1 prices and continue to make 
deliveries on the entire line of smokers, cocktail 
smokers, ash trays and costumers through the first 
quarter of 1951. The announcement was predicated 
on the proviso that no additional restrictions on mate- 
rials will be put into effect during that period. Deliv- 
eries on La Salle’s extra heavy duty sand urns cur- 
rently are being curtailed. 





Marchant Opens Office at Wichita 


The opening of a new, modern office of the Marchant 
Calculating Machine Company in Wichita, Kans., was 
announced recently by Edgar B. Jessup, president of 
the company. The new office is located at 519 S. 
Broadway in Wichita and the manager is Frank A 
Phillis. Service manager is Vena W. Roy. 


OF Doc Stork 


New Year’s baby Thomas McCrea Nordstrom, grand- 
son of Al Nordstrom, Smead Manufacturing Co, 
weighed in at 6 pounds at 10 p.m. on January 1. Little 
Thomas’ proud parents are Mr. and Mrs. A. J. Nord- 
strom, Jr. Both the baby’s grandmothers agree that 
young Thomas is the “finest, best-looking baby they 
ever saw.” 
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For 
NORMAL Needs 


LYON offers more than 1500 
regularly cataloged items of Steel 
Equipment to meet your customers’ 
normal needs. 


For 
DEFENSE Needs 


Your customers will find many 
standard Lyon products (listed below) 
of vital help in increasing their defense 
production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 328 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 














(LEADERS IN QUALITY 


ror 50 years 
wor res 
\ LYON 





METAL PRODUCTS INC. 





A PARTIAL LIST OF LYON PRODUCTS 


¢ Kitchen Cabinets . 
Lockers *® Cabinet Benches ® Bor Racks © Fict Drawer Fils . “ 
> 
7 





Stools * Storage Cabinets Boxes eT 
n Units . Welding Benches Parts 1¢@ e We 
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Yes, your problems are over when you sell ‘*Copy-rite”’ 


e 
~-because leading companies, schools and institutions é 


much prefer it...say it performs beautifully with- 

out time-killing, costly repairs. **Rite-Copy’’ Supplies [ ; Q U I y) 

are popular, heavy-selling items, too, since they 

insure the finest duplicating work. The full line of 

**Rite-Copy”’’ Supplies and ‘*Copy-rite’’ Duplicators— ») U } [ I ( AT ) R S 
including electric models with the UL Seal of Approval 

—are now available. W rite for complete details TODAY! 


SEVEN IMPORTANT REA- 
SONS WHY Copy-rite 
ASSURES GREATER CUS- 
TOMER SATISFACTION — 
BIGGER PROFITS FOR YOU: 


1. LONGER RUNS OF MORE UNIFORM 
COPIES permitted by roller moistening 
principle. 


. FASTER WORK—one copy for each turn 
of the handle—face up. 


. INSTANT STARTING without priming. 
Fluid supply always visible. 


A complete line - NO STENCILS, GELATIN, RIBBONS, 


of “Rite-Copy” 
Supplies bas TY PE, INK. 


- ACCURATE ALIGNMENT— automatic 
paper feed— accurate registration. 


- VERSATILITY—Copy-rites handle stock 
from postcards to 9”x 14” sheets. 


. Copy-rites are simple, and built to last. 


Attractive two-tone gra " h tomotic paper fe¢ , 
ee ae Complete with o pear ten WRITE FOR DETAILS TODAY! 


finish. Other “Copy-rite” pape 

ond cover Y $244.5 
models from $139 50 to and ONLY $ . 
$399. 50 plus t F O.B. Chicago. "Copy-rite” all st 
anes abinet as shown $49 50 


WOLBER DUPLICATOR & SUPPLY CO 


1207 Cortland Street Chicago 14, Illinois 
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G-W Releases Training Film 

The release of The Globe-Wernicke Company’s new 
training film, ‘Filing Procedures in Business,” has been 
announced by Elmer G. Rahe, vice-president and 
director of sales. This film, which has an interesting 
introduction by A. C. Howard, president and general 
manager of the company, is an educational presenta- 
tion featuring Globe-Wernicke’s Safeguard filing sys- 
tem. Mr. Howard’s introduction, as well as his closing 
comments, highlight and summarize the advantages of 
the Safeguard system by focusing attention on what it 
does for an organization. 

In the film, a narrator speaks for the audience to 
the filing supervisor, who shows how a central filing 
system, set up by the Safeguard plan, actually operates 
in a large company. The audience sees how needed 
material is found quickly and efficiently in well-main- 
tained files and how files are established and operated. 
The over-all organization of the file room, the organi- 
tion of the drawers, the organization of materials in 
each drawer, and the proper organization of letters 
and papers within each folder are demonstrated. 

Specific aspects of filing procedure are, also, con- 
sidered such as the importance of the release mark, 
the method of indexing and coding, an efficient system 
of sorting, the method of filing, the technique of cross- 
referencing materials, and the charging out of filed 
material 

Test runs of “Filing Procedures in Business” have 
proved its popular appeal. It is recommended for 
dealer presentation before organizations such, as Ro- 
tary, Kiwanis, and Lions; professional groups, as 
NOMA; business education teachers and business 
classes; dealer sales organizations, and groups of pros- 
pective customers. This film is a feature of every 
dealer-sponsored Globe-Wernicke filing school. 

The film, which is a 20-minute, 16mm sound motion 
picture in available to all Globe-Wernicke 
authorized dealers on a loan basis. Any G/W dealer 
wishing to borrow the film should contact the advertis- 
ing department, The Globe-Wernicke Co., Cincinnati 
12, Ohio 


color 1S 





Miller-Bryant-Pierce Appoints Park 


E. J. Emeny, general manager of Miller-Bryant- 
Pierce, Aurora, Ill.. has announced the appointment 
of Harry M. Park as sales manager. Mr. Park’s prv- 
motion became effective the first of the year and he 


HARRY M. PARK 


will supervise all 
the 43 branch offices 
Mr. Park has 
Pierce for many yé 
extensive 


domestic sales activities, including 
now operated by the company. 
associated with Miller-Bryant- 
ars and brings to his new position 
experience in selling and sales manage- 
ment. Starting in 1923 as a salesman, he later became 
general sales supervisor. For the past five years he 
has been manager of the Chicago branch office. 
Miller-Bryant-Pierce, a division of L. C. Smith & 
Corona Typewriters, Inc., is now completing a large 
addition to its plant in Aurora. 


pee! 
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Model 6-6-0 
Full keyboard 
odds 9,999.99 

Totals 99,999.99 


Model 7-6-0 
10-key keyboard 
adds 9,999.99 
Totals 99,999.99 


YOUR CHOICE 


OF KEYBOARDS 
9-column total 
also available 


Add the VICTOR Champion 
Line Now, and... 


YOU ADD... the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD .. . a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD... a line of adding machines which 
offers your customers a choice of full key or 10 key 


keyboards. 
PROFIT-MAKING OPPORTUNITY 


AG) ROW SS ere 


——\ VICTOR ADDING MACHINE CO. 
_7 ute Chicago 18, Illinois 
eo World's largest exclusive manufacturers 
of adding machines. Now in our 33rd year. 


FOR MORE INFORMATION ON THIS 






= i RR i I ed 
| VICTOR ADDING MACHINE CO., Chicago 18, I. Dept. O. A.. 3-51 
| | am interested in the new Victor Champion line of adding machines. 
Please send details to: 
| Nome: 
j Address : 
| City: State : 
, Territory where | am now selling: 
131 























N. 0. F. A. Thanks the following 


Exhibitors for their Splendid Cooperation 
in making possible . . . 


THE BIGGEST SHOW EVER 


5th ANNUAL 
CONVENTION and EXHIBITION 
MARCH 4-5-6 STEVENS HOTEL CHICAGO ILL. 
NOFA 1951 CONVENTION EXHIBITORS 
EXHIBITORS BOOTH NO. EXHIBITORS BOOTH NO 
All Steel Equipment Co........ 67 & 68 Jasper Seating Co. 113 
Alma Desk eke Johnson Chair Co. 18 
American Latex Corp... 66 Kraus Company 9&10 
Annike Sales Co... 42-43 Elmer Krumweide & 
Art Stee! Sales Corp...... 88 & 109 Associates, Inc. .70 
Bassick i: Tait 141 Lackawanna Leather Co. cae 
Berkey Leather Furniture Co... 52 & 53 La Salle Products Co. 143 
Brothers & Lane... 132 Leopold Company 78 
Chair Company .. 89 B. L. Marble Chair Co. 124 
Company 91 Maso Steel Products 118 
Carlton Surrey Inc. .. 60 & 61 Meilink Steel Safe Company... 85 & 86 
Clemco Desk Mfg. Co., Inc. 36 & 37 Milwaukee Chair Company 79 
Cole Stee! Equipment Go., inc. 125-6-7-8  Modernize, Inc. 134 
Columbia Stee! Equipment 112 & 133 Monarch Furniture, inc. 142 
Commercial Furniture Co. . . 73 Monarch Metal Products 54 & 55 
Jamestown Mfg. Co. 149 & 150 Murphy Chair Company 22-23-24 
Cramer Posture Chair Co. 106 & 107 Myrtle Desk Company 83 
Eagle Ottawa Leather Co. 2 National Desk Company 41 
Emeco Corporation ‘ 145 & 146 New Indiana Chair Company . 96 
Equipto-Division Aurora NOFA Furniture Polish cael 
Se : 39 & 40 Nucraft Furniture Company 80 
Ever- Electric Company. . 77 The Office 45 
Fauitless Company..... 97 Office Appliances 69 
Federal Equipment Co. 62 & 63 Peerless Steel Equipment Co... . 131 
Flexo International Corp. 38 Princeton Upholstery Company 58 & 59 
sanape Mfg. Corp. 138 Pronto File Corp, ... 128 
"s Publications... 130 Radel Leather Mfg. Co. 75 
Gift Craft Leather Co... ... 84 J. K, Rishel Furniture Co. 144 
Gregson Company bese Rockwell Barnes Company 90 
Co. 44 Royal Metal Mfg. Co. 135 & 136 
W. H. Gunlocke Chair Co. 108 Sainberg & Company Inc. 
Hamilton ‘ 4-546 Security Steel Equipment Corp... 25 & 26 
Hanes Chair & Furniture Co... 120 N. T. Shepherd Chair Co. 99 
Haskeli Mfg. Co., Inc. 35 Standard Furniture Company. . .121 
Harter Corp....... 16 & 17 Sturgis Posture Chair Co. 13 & 14 
hye Point Bending & Chair Co.. 82 Taylor Chair Co. 74 
A. Hilgers & Sons. . soon Tiffany Stand Co., Inc. 93 & 94 
Hun Chair Corp. 102-3-4-5 Thomas Furniture Co. 115 
| Desk Company....... 19, 20, 21 Victor Safe & Equipment Co..... 147 & 148 
| Desk Company. ... 95 Valco 116 
industrial Molded Products... . 31 Wells Chair Corp. 7&8 
Invincible Metal Furniture Co... 100 & 10! Westcort 116 
Jasper Chair Co... .. 129 Wilthite Mfg. Co., Inc. 46 & 47 
Jasper Desk Co... .. 114 Wood Office Furniture Inst. 151 


IT’S BIGGER—IT’S BETTER 


“DONT MISS IT.” Come and see the newest and best in office furni- 
ture, equipment and accessories displayed to best advantage for your 
inspection. Hear excellent speakers on timely and pertinent topics. 
Participate in the excellent entertainment programs including special 
features for the ladies. 





NATIONAL OFFICE FURNITURE ASSOCIATION 


HOTEL STEVENS CHICAGO ILL. 
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Permoflux Announces New Dealerships 


The Permofiux Corporation of Chicago in recey 
announcements has informed the industry of the ap 
pointment of the following as new dealers for th 
Permofiux Scribe dictating machine: 

Mills Recording Company, Chicago, Il. 

Main Office Company, New Orleans, La. 

Scientific Products Company, Denver, Colo. 

Columbus Dictating Machine Company, Columbug 
Ohio. 

Midwest Recording Company, Quincy, Ill. 

Dickey Office Equipment Company, Spencer, Iowa, 

Smith Brothers Business Equipment Company, Syrg. 
cuse, N. Y. 

National Products Sales Company, Rochester, N. Y, 

Magnetic Recording Company, Fair Lawn, N. J. 

Service Radio & Sound, Duluth, Minn. 

Race Office Equipment Company, Oshkosh, Wis. 

General Office Supply Company, Appleton, Wis. 

Electronic Art Studios, Wadsworth, Ohio. 

J. V. Stout Company, Baltimore, Md. 





Underwood Names Production Manager 


J. C. Rogers, Jr., has been appointed productigg 
manager of Underwood Corporation’s Burlington, N.J 
works. In his new position, Mr. Rogers will supervig 
production of machine ribbons, carbon papers and 
other supplies. ; 

In the announcement of his promotion, made by 
Milton C. Barber, general manager of the Burlingt@ 


J. C. ROGERS, JR. 





Works, it was stated that Mr. Rogers’ experience befor 
joining Underwood plus his three years in the plan 
have qualified him to handle new responsibilities. 

Mr. Rogers, who is a native of Moorestown, N. J, 
was graduated from Moorestown Friends’ School it 
1938. At the University of Arizona he studied busines 
administration. He served two and a half years in the 
Infantry during World War II. Before joining Under- 
wood Mr. Rogers was employed by the Kieckhefer Con- 
tainer Company of Camden, N. J. 





Cushman & Denison Offices Are Moved 


The offices of Cushman & Denison Manufacturing 
Company were moved on February 15 up the stre¢ 
about 100 yards to larger and finer quarters at 153 W 
23rd St., New York 11, N. Y. The increased facilitie 
will better enable service of expanding business, de 
clare company officials. The new telephone numbe 
will be WAtkins 4-6363. The company’s manufactur 
ing plants are in Brooklyn, N. Y., and London, Englané 


Elected Official of S. C. Toof 


James F. McCallen, Sr., an employee of S. C. Tooft 
Company, Memphis, Tenn., for 31 years, has bee 
elected a vice-president of the company. 

Upon his discharge from the Army in 1919, Mr. Me 
Callen entered the firm’s employ as a salesman in t 
stationery department. Later he was placed in charg 
of mimeograph and office appliance sales, which # 
will continue to direct in his new position.—CG 
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1’ THOMAS FURNITURE 


red with WALISTRON ca? help you... 


Thomas Furniture covered with Kalistron. Minnesota Federal Savings and Loan Association. 
Installation by Farnham Stat. & School Supply Co., Minneapolis. 


ONE <v/¢ info TWO (or more ) , 


Customers return again and again for more Thomas furniture covered with 
Kalistron,* because it keeps its “just bought” look year after year. For magnificent 
Kalistron covering never shows wear. Through exclusive Blanchardizing 
process, Kalistron color is permanently fused to underside of clear, durable 
vinyl sheeting. Thus nothing can injure or mar Kalistron beauty or color. 


Winner of Modern Plastics Award for furniture and interior decorating materials, 
Kalistron resists scratches, scrapes and scuffs; won't chip, crack or peel; 
is waterproof yet cleaned easily with a damp cloth. It will pay you to 
investigate Thomas Furniture covered with Kalistron. 


SEND COUPON NOW for Free “Nail-File” Test. See if you can injure 
beautiful Kalistron even with this file. 


* TRADE MARK 


FURNITURE COMPANY 


HIGH POINT, NORTH CAROLINA 























SEND FOR FREE “'NAIL-FILE’ PROOF TEST g> ADDRESS 
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The triangle which moves JASPER DESKS from our 


factory to the dealer and on to the ultimate user is part 






of a marketing process begun Three-Quarters of a 






Century ago. Every desk that emerges from our mod- 






ern factory reflects years of experience in making 







quality furniture . . . possessing refinements that will 
be long remembered by business men who work at 
these desks. We do not treat our obligation to the 


trade lightly . . . we shall persevere in producing desks 


that are worthy of the name JASPER DESKS. 








PU) EL 


WN: a's AA Hl 
I Mi (| | he 








——- 








to the 5th Annual N.O.F.A. CONVENTION, March 4-5-6, 1951 


WOON nar a, 


The JASPER DESK Company 
JAS 


SPER, INDIANA 
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Globe-Wernicke Appoints Herndon 

The appointment of William L. (Bill) Herndon as a 
district sales representative for the Globe-Wernicke 
Co., Cincinnati, Ohio, has been announced by Elmer 
G. Rahe, vice-president and director of sales. Mr. 


WILLIAM L. HERNDON 





Herndon will call on dealers in the states of Kansas, 
Nebraska, Iowa, and South Dakota, and in the cities 
of St. Joseph and Kansas City, Mo. 

Bill brings to his new position a thorough knowledge 
and broad experience in the office equipment and sup- 
plies business. Prior to joining the Globe-Wernicke 
sales staff, he had experience both in the retail and 
wholesale phases of the office supply industry. 

A native of St. Joseph, Mo., Bill with his wife and 
two young daughters will continue to reside at his 
present address as Globe-Wernicke sales representa- 


Live 





WOFI Plans Sales Clinics in Canada 


The Wood Office Furniture Institute has just an- 
nounced plans for a series of sales clinics to be con- 
lucted in the Canadian cities of Montreal, Toronto, 
Winnipeg, and Vancouver, beginning in Montreal on 
March 27 

These meetings are being presented for the benefit 
f Canadian office furniture dealers and their sales- 
men through the co-operation of the institute’s mem- 
ber manufacturers in Canada. These manufacturers 
are Office Specialty Manufacturing Company, Ltd.; 
The Preston Furniture Company, Ltd. (associated with 
Canadian Office & School Furniture, Ltd.), and Pres- 
ton-Noelting Company, Ltd. 

The clinics will be conducted by Howard Gatewood, 
lirector of trade relations for the Institute, and they 
will be very similar to the Institute sales clinics held 
throughout the U. S. during 1949, which met with 
such success in this country. Through the use of the 
Institute’s motion picture “The Magic Touch,” colored 
slides, and the spoken word, information will be offered 
In specialty selling techniques, furniture design and 
layout, the role decorating and lighting in office 
planning, and selling advantages of wood office furni- 
ure 

The schedule as follows: 

March 27—-Mount Royal Hotel, Montreal. 

March 29—Hotel King Edward, Toronto. 

April 3—-Royal Alexandria Hotel, Winnipeg. 

April 6—Hotel Vancouver, Vancouver 





Backe to Open Florida Store 


Mr. and Mrs. J. W. Backe recently arrived from Vene- 
zuela in New Smyrna Beach, Fla., where they will make 
their home. Mr. Backe plans to open an office equip- 
ment busineSs there. A naval veteran of World War 
Il, he is a graduate of Stetson University and a former 
employee of the Burroughs Adding Machine Company. 
For the past several years he has been in charge of all 
office equipment repair facilities in the western part 
of Venezuela for the Standard Oil Company of South 
America. —JL 
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CLARENCE LARKIN 
GENERAL MANAGER 





THE EXCLUSIVE H-H-M FRANCHISE 


“For a quarter of a century, the 
Herring-Hall-Marvin franchise has 
been a definite asset in the growth 
and progress of the D. C. Wax 
Office Equipment House, Portland, 
Oregon, as one of the outstanding 
office furniture firms in the coun- 
try,” writes Clarence Larkin. 


“You keep your line up-to-date. 
You broaden our market with new 
products. The completeness of your 
line enables us to offer a business 
equipment service that gets action 
from buyers that helps open 
new accounts and hold them. We 
value your exclusive franchise as 
assurance of steadily increasing 
profits.” 


Correspondence is invited from 
dealers interested in the H-H-M 
exclusive franchise as a companion 
in successful office equipment 
merchandising. 


Herring-Hall-Warvin Sale (0. 


HAMILTON, OHIO 


Craftsmen in . Safes © Insulated Record Files © Money 
Chests © Vault Doors © Rotary Record Files © Steel 
™ Storage Files @ Bank Vault Equipment ©@ Drive-in 
Windows © Depositories © Under-Counter Work © 
Stainless Steel Hospital and Building Products 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER @ BILLING 
FAN-FOLD e@ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
RIBBONS @ DUPLICATING FLUID 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


C 0000 ASSURES You 
INCREASED SALES 
AND VALUE 






(odo~ | MFG. CoRP. 


270 Lafayette St. 
New York 12. N.Y. 








401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St 
Chieago 6, Ill. 





Underwood Promotes McGinn 


E. J. McGinn has been appointed manager of the 
Fall River, Mass., branch office of Underwood Cop 
poration, according to an announcement by W. F 
Arnold, vice-president and general sales manager. 

Mr. McGinn, who joined Underwood in 1948, was g 
typewriter sales representative at the Providence, R. I 


E. J. McGINN 





office prior to his present assignment. His headquar- 
ters are at 41 N. Main St., where he will direct the sales 
and service activities of the typewriter, adding ma- 
chine, accounting machine and supply divisions in the 
Fall River area. 





Mrs. William Tonkin Injured By Auto 


Ethel, the wife of William Tonkin, manufacturers’ 
representative at 3515 Griffith Park Blvd., Los Ange- 
les 27, Calif., was struck and injured by an auto last 
November 17 at Los Angeles. While crossing with the 
green light she was knocked to the pavement and suf- 
fered a fractured vertebra and bruises. After three 
weeks in the hospital a lingering recovery was neces- 
sitated and walking has been painful. Physicians are 
hopeful of a complete recovery, however. Unfortu- 
nately, the driver of the auto involved had no lia- 
bility insurance and no financial responsibility 





Find Refinishing Old Furniture Good Business 


With the shortage of office furniture in recent 
months, the business of refinishing old furniture is 
flourishing, according to James T, Pratt and Ralph 
Rieder, partners in the business of Commercial Re- 
finishing Studios in Milwaukee. As a great deal of 
office furniture is made of metal, and wood furniture 
for offices is also growing scarce, companies that are 
proud of the appearance of their offices are having 
order desks, and so forth, refinished, the partners say. 
The two are not strangers to furniture of this kind, 
as Mr. Rieder has been engaged in cabinet making 
for some tmie and Mr. Pratt was a salesman for an 
office furniture company. 

With the increasing use of metal furniture for offices, 
it was found that it is often advisable to refinish 
wooden desks and cabinets to make them look as if 
made of metal, by the use of the same finishes which 
manufacturers use on metal furniture. That means 
use of a gray metal finish, smooth or crackle style, 
the finish being sprayed on. Mr. Pratt says that where 
users have been purchasing metal furniture but are 
still using older wooden desks and cabinets, which 
they do not wish to or cannot replace at this time, his 
company can make the older furniture look like the 
newer steel type which was bought later 

By early December the firm had been refinishing 
oce furniture at the rate of 200 a month, and now that 
the shop has been moved to larger quarters, it will 
be possible to greatly increase the output, possibly 
doubling it. One new feature is the opening of a self- 


service department at the shop, so that those handy 


with tools and spraying can refinish their old furm 
ture —JEH 
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3”x 5” or 4"x 6” cards (3200 Capacity); one drawer for cancelled checks or 


other records; one safe compartment with a combination lock (no key neces- ; 
7 . : With plunger-type lock 
sary—only you know the combination); also three adjustable storage com- 


which automatically 
partments under lock and key. 37%” high, 302” wide, 17%” deep. Cole locks all drawers No. 
gray finish. 


478-PL 581.00 
Prices slightly higher in Texas, Colorado and West of the Rockies. 


Oe) & = STEEL EQUIPMENT COMPANY 
st VE tome aleleltielaMe Wacialel= 


The “AUDITOR'S” File No. 478 $ 5 0 
Contains: Two ball-bearing letter size drawers; one double index drawer for 





REN, 


New b Molar i I 





DESK HIGH “air-flo” FILE. . heavy, precision-built steel sup 


pension file naving greater filing capacity. Drawers float at the men 
touch of the finger tips. For home or office. 
Olive Green Grained Walng 
Height Depth orColeGray or Mahogany 
No. 1002 Letter size 304%,” 28% $54.50 $65.00 
No. 8002 Legal size 30¥,” 285% $59.75 $70.25 
Automatic lock controlling both drawers add $10.75 to above. 


SAFETY DRAWER CABINET. .. Safeguards expensive tools and CANCELLED CHECK CABINET. The 14 drawers of this cabing 


other valuable items; ideal for leases, contracts, etc. 27 drawers, pro will house 7 years of cancelled checks. Ideal for many other use 


tected by heavy steel, reinforced doors, equipped with a two-way lock- Cabinet size, 232" wide, 37%” high, 24%” deep. Inside drawer, 10%" 
ing device and paracentric lock. Olive green or gray crinkle finish wide, 44%” high, 24” deep. Olive green or Cole gray, crinkle fini 
No. 2717D—37'%” high, 30%” wide, 182” deep $89.50 No. 2414 $81.90 
(Zones 2 and 3 slightly higher) 
FREE CUTS OR PHOTOGRAPHS OFTHE ABOVE AVAILABLE ON REQUEST 


COLE STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 








2 


STEEL SAFE No. 2906 mplete with 2 safety vault boxes under COMBINATION CABINET No. 5002. A safety compartment with 


gira lock and key me as your bank vault. Equipped with a Yale lock and key for ledgers and other important books. Lower half is a 
lwheel screw wedg mbination lock with 3 locking bolts. Size letter size Air-Filo suspension file which floats at the mere touch of the 
WY, gh, 14%," w 5% deep finger tips. Size 30%," high, 14%,” wide, 28%" deep. 

Olive Green or Coleg $59.00 Olive Green or Cole gray..... a $48.50 
Gained Walnut or Mal -.-+-68.00 Grained Walnut or Mahogany........... ..$57.50 


(CHROME ARMCHAIR TYPEWRITER TABLE STORAGE CABINETS No. 349L. Will keep your office sup- 


Ne. 4000 — Triple-plated No. 755 — An all-steel table with plies and printed matter clean and orderly. ideal for hand tools, or 


wpnoistered in viny ted simu linoleum top, beautifully trimmed even liquor. Two-way locking device controlled by a paracentric lock. 
tied leather. Choice of colors with fine aluminum edging, 25% 
HN’ hiat Lar jeep high, 29%” wide, 15%” deep. 

$42.50 $24.50 374%," high, 30%” wide, 17” deep $45.00 


(Zones 2 and 3 slightly higher) 


oe) i STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y 


Two adjustable shelves. Olive green or Cole gray crinkle finish. 


























LEGAL SIZE 


FREIGHT BILLS 








SANITARY BASES 


for all size files 


FOLLOW BLOCKS 


made for any size file 


















$360 90c 
SIZES AND PRICES 
1] . 
Inside a FIBRE BOARD i STEEL STURDY CONSTRUCTION — Prontos are built of 275 
DRAWER FRONT | DRAWER FRONT 15. test corrugated fibre board and reinforced with 
Suggested Uses 2 
| Eile PRICE File PRICE steel on the shell and the four corners of the drawers. 
Width Height Length] No Single Carton No. Single Carton 
Letter Shee PY eel 12 a 10%, .. 24 | E210 . . $3.55. . $3.45 12008, . . $4.45. . $4 38 
etter Size  . so eee. . © E210S 3.45 3.35 2108... 4.35 .. 4.2 . 
Legal or Cap . 15 7 10/4 oe ESI0 435 425 iS1OL . . . 5.60 5.50 SAVE FLOOR SPACE — Constructed so that they inter 
Invoices é, 10% .. 8% ..24 | E109 3.20 3.10 109L . . 3.95 3.85 lock int li : t ili 
©? Rows 8x5 Forme ee |: oe. 24 | cles os sa | te. 425 ais se into solid units and stack as high as the ceiling, 
*Invoices or 2 Rows 8x5 10% .. 8%... 18 E108M 3.45 3.35 || 108M. 4.15 4.05 saving valuable floor space. 
Freight Bills _. ns ece . oo Oe E97 ... 3.00. 2.90 1971L. . 3.55... 3.45 
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t ee oe i. ‘ 2. ! = ° ; ‘ . . . 
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°355 Cards 3 Rows YY fuk Sl 44 a 4s est | (S60. 550 all records just as easily as in your regular active files. 
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in appeorance, finished in an attractive olive green 


*These numbers have removable divider partitions. {Packed 6 to & carton—all ethers !2 to a carton. 


The steel drawer front matches your regular active 





office files. 
Prices slightly higher in Texas, Colorado and West of the Rockies. 
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PRONTO FILE CORPORATION @ 


285 Madison Avenue New York 17.N. Y. 
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There’s no better philosophy than “Ride with a 
winner.” 

Which means specifically, among other things, “Ride 
with Krylon.” 
For sales of this new office necessity are leaping 
ahead. Every time you sell it to someone who’s not 
used it before, you've set the stage for many sales. 
An office that 


without it 


knows about Krylon refuses to do 


Krylon covers records, papers, documents, price 
sheets, photographs, sales portfolio sheets with a 
water-clear coating that preserves them for years. 
Prevents dog-earing, smearing, and fingerprint 
smudges. Wonderful protection for business-system 
cards, too. Krylon will not turn yellow or curl pa- 
pers. Can be removed with ink eraser to permit 
corrections. Waterproof. 


Cost per application is negligible. 12 oz. spray can 





Sales GOING 








UP 


of clear Krylon, list $1.95. Also available in non- 
flammable aluminum, list $2.25. Krylon is worth 
selling, worth displaying, worth pushing. Order from 
your jobber, or write direct. 


KRYLON, INC. 2601 North Broad St., Philadelphia 32, Pa. 





THE ACRYLIC SPRAY 
that seals - protects - preserves 


TL LLL SS ek 
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ANNIKE Offers for 


v- AVAILABLE IMMEDIATELY » WIRE US 


Walnut 


Tables 


Tables built to last! 5-ply wal- 
nut veneer; built-up top; 2 
drawers. Order by number: 








No. 40 .... ....36 x24" x30” 
SS ia 50”x32”x30” 
No. 42 ..... 60”x34”"x30” 
NE ER os eg 


Typewriter 
Tables 


with 1 Drawer, side leaf. 
No. 33; (33”x172") 











Letter Trays 


Walnut: 
No. 2; 1534%x 11” x 2%” 





All Wood 
Filing Cabinets 


4-Drawer, full suspension; olive green and 
walnut finishes. 


j 


Letter size. Lega s7ze- 
No. 621 without lock No. 622 without lock 
No. 621-L with lock No. 622-L with lock 











No DO’s 


Wire immediately your requests to... . 
necessary! il 
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Office 
Orderlies 


Light, strong, efficient, 
these office orderlies an- 
swer office, locker room and 
cloak room problems. 
Available in walnut or 
olive green finish. 

Right: No. 2306, for 6 Hats & 

Coats 


Left: No. 39, for 12 Hats & 
Coats 














Sturdy, space-saving, 
easy to handle; No. 4 





Steel Storage 
& 


Wardrobe Cabinets 


72”x18"x36" 

















ANNIKE Sales & Equipment Co. 


500 Fifth Avenue New York«,N.Y. 


(FORMERLY NEW ENGLAND WOODWORKING COMPANY) 
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A Machine For Every Purpose In Every Price Range 











Number 11 
UTILITY—ECONOMY 
Stapler. Tacker, Plier 

Grey Wrinkle Finish 
Overall rubber pad on base 
Fastens up to 35 sheets 
Loads 100 511 Staples or 
100 A-44 Staples for 
greater penetration 





Number A-44 
DURABILITY AT 

LOW COST 

Combination Stapler. Tacker 
Chrome plated. rubber cap. 
Frey wrinkle finish base 


astens u to 35 sheets 
Loads 109 K-44 Staples 





Number 105 Standard 
STREAMLINED BEAUTY 
Stapler, Tacker, Plier 

All Steel Construction — 
All Chrome Finish 

Fastens up to 40 sheets 
Loads 105 Standard Staples 
Temporary. Permanent Stitch 





6 2 
= < 
2 ee 

Number 203 Standard co 


VERSATILITY 

#z Combination Stapler, Tacker e 
Snaps off base as Tacker 
Chrome finish. rubber cap 

eg Fastens up to 40 sheets os 
Loads 210 Standard Staples 
Temporary, Permanent Stitch 








oe «e 

= * 

a e 

e * 

* 

Number 202 Standard 
PRECISION—LOCKED © 
Snaps off base as Tacke: 

e All Steel Construction — e 
All Chrome Finish 
Fastens up to 40 sheets 

e Loads 210 Standard Staples 
Temporary. Permanent Stitch . 

& 

a 

a . 

+ a 

@® Number 200 Standard 
an, ea 

® wRIST ACTION e 
Hardened Steel Construction 

2 All Chrome Finish ‘’ 


sheets 


Fastens up to 40 
Loads 210 Standard Staples 
© Temporary, Permanent Stitch € 
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Arrow Stapling Machines are 


guaranteed against defective ( 


workmanship or materials pro- 
viding only Genuine 
Staples are used. Use Arrow 


















- Staples to insure top stapling 
was performance. 
He : YVY 





P-22 Hand Stapler 
HEAVY DUTY PLIER 


Reaches into 

hard-to-get-at places 

All Steel Construction — 
All Chrome Finish 

Loads '/,"" or 5/16" staples 





Number T-32 Gun Tacker 
POWER WITH DOUBLE 
LEVERAGE ACTION 


Shoots a Staple wherever a 
Tack can be driven 

All Steel Construction — 
All Chrome Finish 

Loads 3/16", 1/4’ 

or 5/16" size staples 

Locks to fit in pocket 


SCREEN ATTACHMENT 


i! 
ie 





WINDOW SHADE 
ATTACHMENT 








Arrow Longarm 

Reaches Areas inaccessible 
to ordinary Staplers 

Loads 210 Standard Staples 


12°° reach 
15°’ reach 
18° reach 





ARROW \ i 


STAPLE REMOVER 
Quickly and Easily 
Removes from Paper 
Every Size of Staple. 
Saves Fingernails. 
Will Not Tear Paper. 


Use Only 


“Genuine ARROW Staples” 


For Best Performance 
Of Your 


ARROW Stapling Machine 


“Genuine ARROW Staples” 
are precision-made of the 
finest steel wire, high in 
tensile strength to insure 
deep penetration and a firm 
gripping power. Only “Gen- 
uine ARROW Staples’ are 
our assurance of top per- 
ormance of your ARROW 
Stapling Machine. 





Your ARROW Stapling Machine is a product of 
traditional high quality, sound workmanship and 


tl years of engineering progress. So when you buy an 

<I ARROW stapler, you are buying DEPENDABILITY 
heer 1 and Time-Proven Manufacturing KNOW-HOW. 

SI 


“STAPLING IS OUR BUSINESS—OUR ONLY BUSINESS” 


: 











“PIONEERS 
Cilllcente Distrivewe: *8O**" 


B. Sternberg, Los Angeles 


Lp HR ROW FASTENER COMPANY ., (NC. 


AND PACESETTERS FOR 


30-38 MAUJER STREET 
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4 QUARTER OF 


4 CENTURY” 


Canadian Distributor: 
Lightstone Sales, Montreal 


° BROOKLYN 6, N. Y. 
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HOW TO SELL TO THE GOVERNMENT 


HE UNITED STATES Government is the world’s 

largest buyer of machinery, equipment, supplies and 
services. Its purchases amount to billions of dollars 
yearly. This inevitably has led businessmen to ask 
themselves, “Why can’t I sell to the Federal Govern- 
ment?” 

In order to sell to the Government, the businessman 
needs a general understanding of how it buys, and 
needs to know the sources of answers to such questions 
as: “Will my services or product meet Government 
procurement specifications?”; “Which Government 
agencies buy the products that I can offer?”; “How 
ean I learn when these agencies are in the market 
to purchase?”; and “How do I make known my in- 
terest in selling them what they need?” This aid 
briefly describes the Federal Government’s purchas- 
ing methods and tells where the businessman can ob- 
tain the answers to his specific questions about selling 
to the Government 


Federal procurement agencies 
buy supplies and serv- 
ices in two ways. One way is by formally advertising 
for competitive bids, the other by negotiating with a 
selected group of suppliers. 

Much of the Government’s buying is done by for- 
mally advertising for competitive bids. Procurement 
by negotiation is used only under certain restricted 
conditions, such as for puchases during a national 
emergency, for purchases not exceeding $1,000, for 
perishable food items, for purchases from a sole source 
of supply, and so forth. (These conditions are listed 
in Section 2 of Public Law No. 413, 80th Congress and 
in paragraph (c), Section 302 of Public Law No. 152, 
8ist Congress 

Buying through formally advertising for bids. To 
illustrate this method of purchasing and to show how 
a businessman can obtain contracts for Government 
purchases made in this way, let’s take the case of John 
Jones, a manufacturer of shears. 


Mr. Jones often had thought of selling to the Govern- 
ment, but did not know which agencies bought shears 
r how they bought them. One day he read that he 
could obtain Government procurement information 
at all Department of Commerce field offices or at vari- 
ous Offices (Chambers of Commerce and other public 
interest groups) which are co-operating with the 
department to provide businessmen with informa- 
tion on Government purchases. Since a Department 
of Commerce office was located in his city, Mr. Jones 
went there to learn how he could sell to the Govern- 


ment 


At the Commerce office 

Mr. Jones was shown a 
Government Procurement Manual* which lists items 
and classes of items and services purchased by the 
major procurement agencies, the locations of the pur- 
chasing offices of these agencies, and their methods of 
purchasing. He examined this manual to see if the 
Government purchased shears and any other product 
which he could manufacture. He found, let us Say, 
that the Department of the Navy, Federal Works 
Agency, Federal Supply Service of General Services 
Administration and Post Office Department buy shears 
by formally advertising for bids. He also learned to 


which purchasing offices of these agencies he should 
write to request that his name be placed on their mail- 
ing lists to receive invitations-to-bid on future pur- 


chases of shears 
purchasing shears 


Then, when an agency contemplated 
it automatically would forward the 


necessary bid forms to him. 
Mr. Jones wrote to the appropriate purchasing 
offices asking that his name be placed on their mailing 


*Alt re t of Commerce Field Offices and some 
(Government Procurement manuals 
ll co-operating offices 
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The Lowest Priced Mechanical 
Addresser 


$2450 














One Model of a Complete Line... 





For More Sales and More Profits! 


Display and suggest Master Addresser equip- 
ment—the complete addressing equipment—for 
any size mailing list. Stock the complete line 
and be prepared to sell a Master Addresser to 
fit your customers mailing list requirements. 
Whether it’s the Model 40-H foot operated ma- 
chine—the Deluxe Model 40—or the Economy 
Model 25—your customers will know they are 
getting the biggest dollar-value in addressing 
machines! Add to this line the Lab-L-Master 
Printer—for addressing shipping labels and tags 
and you have a selling combination that can’t 


be beat! 


Dealers from coast to coast feature and suggest 
the Master Addresser line because of the greater 
sales and profits, as well as the lasting satisfac- 
tion they bring to their customers. And when 
you sell the Master Addresser line the repeat 
business from the sale of supplies gives you 


added profits. 
Master Addresser means master quality. 
Roller Moistening - Pre-Printed Master Tape 
Automatic Tape Advancement ~- Variable Margin Guides 


p= _ Nationally Advertised Every Month === 


If you are not among the thousands of dealers who sell 
Master Addressers, write today for full details. 


flldilée rh rede C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 


e Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


THE COLSON CORPORATION 

ELYRIA, OHIO 

Please send data on Colson Casters for office furniture — also 
information on Colson’s new profit-producing merchan- 
dising plan. 

Name 

Company 

Address. 

Mth dhicenetantcenbeds 


_—-—eor er er ee 


ELYRIA, OHIO 


lists. In reply, each office sent him a questionnaire ask 
ing his plant’s productive capacity and other informa 
tion. Mr. Jones completed and returned the questiom 
naires, and each office then determined his ability 
fill its contracts in accordance with its conditions ay 
specifications. Satisfied as to Mr. Jones’ qualification 
each office then placed his name on its bidders list. 


Some time later, 
Mr. Jones received from one ¢ 

the agencies an invitation-to-bid for a quantity gq 
shears. Specifications for the shears were include 
in the invitation-to-bid. Had they not been includeg 
Mr. Jones could have obtained them by writing to th 
purchasing office. After determining that his produg 
would meet the required specifications, Mr. Jone 
carefully read the invitation-to-bid, including its in 
structions to bidders and its conditions. He foung 
that once bids were opened, they could not be with 
drawn. Therefore, if he submitted a bid and wag 
awarded a contract, he would be bound to go throug 
with it. 

Mr. Jones next made certain that he had the facilf 
ties to produce, in the required length of time, the 4 
quantity of shears stipulated in the invitation. Satise 4 
fied that he did, he decided to submit a bid. In p . 
paring the bid, he was particularly careful to includé 3 
costs of materials, labor, overhead, and freight, and 
leave a suitable margin for profit. He knew the ims 
portance of carefully estimating costs, because a busi« 
ness friend of his once failed to include in a bid both 
overhead and shipping costs. When the friend w 
awarded the contract, he found that he could fulf 
it only at a considerable financial loss. However, } 
chose to go through with the contract rather than } 
placed in default on it by the procuring agency. 


In addition to preparing his bid 

carefully, Mr. Jone 
also was careful to comply with such important pros 
visions of the invitation-to-bid as (1) forwarding 
required number of copies of the bid, (2) mailing 
bid in sufficient time for it to reach the purchasing 
office before the closing date for bids, and (3) properly 
tagging, marking, and mailing to the purchasing office, 
also well in advance of the closing date, a sample of 
his shears, requested in the invitation-to-bid. 

The bids submitted by Mr. Jones and other bidders 
were opened at the appointed time at a public bid 
opening of the purchasing office. The number of each 
bid, the name of the company submitting it, and the 
amount quoted were read aloud. The purchasing offi- 
cer then determined who was to be awarded the con- 
tract. Since Mr. Jones was the lowest bidder, he was 
awarded the contract and was notified by mail, within 
a few days, of the award. 

Had Mr. Jones been unsuccessful in his bid for a 
military agency purchase, he would have been noti- 
fied of this. He has the right to visit all governmental 
purchasing offices and inspect the price quotations of 
other bidders. The information gained in this way 
could be helpful to him as a price guide for future 
bids. 

From time to time Mr. Jones receives additional in- 
vitations-to-bid from agencies which have his name 
on their bidders lists. When he does not wish to bid 
on a contract, he informs the agency that he is not 
interested in that particular contract. Otherwise, 
receiving no response from him after several invita- 
tions-to-bid, the agency might think that he no longer 
is interested in bidding and might drop his name from 
its bidders list 


Having found 
that he can bid successfully on Gov- 
ernment purchases of shears, Mr. Jones periodically 
reviews, at the Department of Commerce office in his 
city, the daily consolidated synopses of invitations- 
to-bid. These are summaries of purchases of items 
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For Traditional Charm... 


THE SIGNERS’ CHAIRS 


This new Gunlocke group was inspired by chairs made for Independence 
Hall and used by the signers of the Declaration of Independence. 

Though they follow the simple, dignified style of the originals, they 
are thoroughly modern in comfort. Years of service are assured by the 
genuine top grain leather upholstery. Soft foam rubber in the arms lends 
that extra touch of luxury that executives want. * Made in genuine walnut 


and mahogany finish on walnut. * Write for more information today. 


Chairs for Your Working Comfort 











WORTHLESS ASHES 
may cost a lifetime of hard work 


ao Con & Gi te 


men) | 


MEILINK “A” LABEL 
FOUR-HOUR SAFE 


NO BETTER PROTECTION 
AT ANY PRICE! 








ete 
Ff 4SS0¢, 

a Fmt SULATED Sart AN0w 

)M NA RANC ERED HR COPOSURE CAT NO 






WANUFA RERS NATIONA: 








UNDERWRITERS L 
0 TED Saf “ip 4 «® 


ABORATORIES 
wspecre ons © 20% 


1001 Bien 


UNDERWRITER’S LABEL 
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YOUR CUSTOMERS NEED 
MEILINK-BUILT PROTECTION ZSagy/ 


The protection of records is paramount to the life of a business, 


This is true today—more than ever before! 


Do your customers have enough protection for their records? 
Check with them NOW! Show them how Meilink and Hercules 
safes. vaults and insulated letter files can protect their most 
essential ledgers and business papers ... keeping them safe for 


““business-as-usual” should disaster strike. 


Sell them Meilink-built products for safety, security, and peace 
of-mind .. . for, wherever records are kept—in business or at 
home — Meilink-built safes, vaults and letter files give the 


maximum in protection! 


MEILINK STEEL SAFE COMPANY 
TOLEDO 6, OHIO 
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and services to be made by the major procurement 
offices of the Department of Defense (which includes 
the Army, Navy and Air Forces), the General Services 
Administration, the Department of Agriculture, and 
the Department of Commerce. Information regarding 
the purchase activities of other civilian agencies is 
to be added soon. The synopses, which are available 
at all Department of Commerce field offices and at 
approximately 5,000 co-operating offices, provide a 
prospective bidder with information on the items or 
services required, the quantities of items needed, open- 
ing dates for bids, and locations of offices making the 
purchases. By reviewing the synopses, Mr. Jones may 
find an opportunity to bid on a purchase of shears by 
an agency which does not have his name on its bidders 
list. Or, he may find that one of the agencies whose 
proposed purchases are listed is asking for bids on 
some other item which his plant is capable of manu- 
facuring 

Negotiated purchases. As previously pointed out, 
certain types of purchases are made through negotia- 
tion with suppliers. The contract does not necessarily 
have to be awarded to the lowest bidder. However, 
the contracting officer must assure that the procure- 
ment will be made to the best advantage of the Gov- 
ernment 


To illustrate this purchasing 
method, let us say that 
military agency wants to purchase, in quantity, a 
highly technical aircraft instrument. Due to the need 
for absolute reliability of the instrument and for se- 
erecy concerning it, the procuring agency can nego- 
tiate only with producers whose products have been 
approved after specific qualification tests, and who 
have obtained security clearance to produce items of 
a secret nature. The agency selects from its bidders 


list the manufacturers qualified to produce the needed 
instrument and asks each to submit a sample of the 
instrument and a quotation on the contract. 

One of the manufacturers contacted is Mr. Smith. 


He submits a quotation. Although the procuring agency 
receives one quotation lower than Mr. Smith’s, the con- 
tracting officer awards the contract to Mr. Smith, 
since the low bidder’s product did not fully meet the 
particular specifications 

Purchases under $1,000. Also included under the 
negotiation category are small local purchases 
umounting to less than $1,000. Although there is no 
formal advertising for bids on these purchases, com- 
petition normally is sought. Informal quotations are 
asked from local, usually small, sources of supply. Thus 
retailers, wholesalers, small manufacturers and opera- 
tors of service establishments may profit by informing 
contracting officers of nearby military establishments 
r civilian agencies that they want the opportunity 
to submit informal quotations on certain needed items 
r services 


The importance to the small 
businessman of these 
local purchases is illustrated by the fact that in the 
fiscal year 1950 the military services alone made 1,556,- 
676 negotiated purchases, of which 1,299,153, or more 
than 83%, were for less than $1,000 
As a rule, the Federal Government awards contracts 
nly for completed products, not for component parts 
to be assembled into the completed products. Fre- 


quently, a small manufacturer can produce one or 
more of the component parts of an item on which the 
Government is seeking bids, but lacks the facilities 
to produce the entire item. He thus is unable to bid. 
However, he may be able to obtain, from the manufac- 


turer who is awarded the Government contract, a sub- 
‘ontract to supply certain of the component parts. 

To provide small businessmen with the opportunity 
to seek subcontracts, a weekly listing of those Army, 
Navy and Air Forces contract awards which are of a 
non-secret nature and which are for purchases of 
$25,000 or over is available in Department of Commerce 
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PRODUCTS | 
THAT RESELL 
THEMSELVES ___ 








The quality that is manufactured 
into the M & V line of carbon 
papers, inked ribbons and special 
inks is what resells those prod- 
ucts over and over again. Once a 
customer tries M & V, he is sure 
to continue to buy. 


Call or write the M & V Quick 
Service Distribution Point near- 
est you for products and prices. 


MITTAG «& VOLGER, Inc. 


Park Ridge, New Jersey 



























QUICK SERVICE DISTRIBUTION POINTS 


NEW YORK 7,N. Y. CHICAGO 6, ILL. 


261 Broodway 558 W. Washington Street 
BOSTON 10, MASS. KANSAS CITY 6, MO. 
75 High Street 1013 Grand Avenve 


SAN FRANCISCO 5, CALIF. 
591 Mission 


LOS ANGELES 13, CALIF. 
406 South Main Street 
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DARNELL 


Possess Exceptional 
FEATURES That Will 
Command Instant 


Attention From Your 
CUSTOMERS 


WRITE FOR FREE 
DARNELL MANUAL 


ARNELL CORP LTD 60 WALKER ST 
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Field Offices and in the co-operating offices. Plans are 
now under way for civilian agencies to provide similar 
information. By examining the contract award list, a 
small businessman may find a prime contractor from 
whom he can obtain a subcontract. 

In order to give small business a more equitable 
opportunity to bid on Government purchases, the Of- 
fice of Small Business is working with the Federal] 
procurement agencies (1) in developing new specifi- 
cations for items purchased by the Government, (2) 
in reviewing existing specifications to be certain that 
they permit small businesses to compete on purchases, 
and (3) in examining individual cases of alleged digs- 
crimination against small business. 

Small businessmen who feel that certain specifica- 
tions are discriminatory should call them to the 
attention of the Office of Small Business. 


Procurement information 
and guidance is available 

from all field offices of the Department of Commerce 
and from co-operating offices. Department of Com- 
merce field offices are listed below. If a businessman 
is located at some distance from a field office, he can 
write to it for the address of the nearest co-operating 
office. 

Albuquerque, N. Mex.—203 W. Gold Ave. 

Atlanta 3, Ga.—50 Whitehall St., SW. 

Baltimore 2, Md.—103 S. Gay St. 

Boston 9, Mass.—1800 Customhouse. 

Buffalo 3, N. Y.—117 Ellicott St 

Butte, Mont.—14 W. Granite St. 

Charleston 3, S. C—18 Broad St. 

Cheyenne, Wyo.—206 Federal Office Bldg 

Chicago 4, Ill.—332 S. Michigan Ave. 

Cincinnati 2, Ohio—105 W. 4th St 

Cleveland 14, Ohio—925 Euclid Ave. 

Dallas 2, Tex.—1114 Commerce St. 

Denver 2, Colo.—828 Seventeenth St. 

Detroit 26, Mich.—1038 Federal Bldg 

El] Paso, Tex.—206 U. S. Courthouse Bldg. 

Hartford 1, Conn.—135 High St. 

Houston 14, Tex.—602 Federal Office Bldg 

Jacksonville 1, Fla.—311 W. Monroe St. 

Kansas City 6, Mo.—911 Walnut St. 

Los Angeles 12, Calif—312 North Spring St 

Louisville 2, Ky.—631 Federal Bldg. 

Memphis 3, Tenn.—229 Federal Bldg. 

Miami 32, Fla.—36 NE. First St. 

Milwaukee 2, Wis.—517 E. Wisconsin Ave. 

Minneapolis 1, Minn.—401 Second Ave., South. 

Mobile 10, Ala.—109-13 St. Joseph St. 

New Orleans 12, La.—333 St. Charles Ave. 

New York 4, N. ¥.—42 Broadway. 

Oklahoma City 2, Okla.—102 NW. Third St 

Omaha 2, Nebr.—1319 Farnam St. 

Philadelphia 6, Pa.—437 Chestnut St. 

Phoenix, Ariz.—234 N. Central Ave 

Pittsburgh 19, Pa.—700 Grant St. 

Portland 4, Oreg.—520 SW. Morrison St. 

Providence 3, R. I1—24 Weybossett St. 

Reno, Nev.—118 W. Second St. 

Richmond 19, Va.—801 E. Broad St. 

St. Louis 1, Mo.—1114 Market St. 

Salt Lake City 1, Utah—350 S. Main St. 

San Francisco 11, Calif—555 Battery St. 

Savannah, Ga.—125-29 Bull St 

Seattle 4, Wash.—909 First Ave 

For local telephone listing, consult section devoted to 
U. S. Government. 





Buys Commander Printing & Stationery 


Floyd E. Marshall recently purchased the mer- 
chandise inventory and stock from the Commander 
Printing & Stationery Company, 109 W. Sixth St. 
Tulsa, Okla. Mr. Marshall will continue to operate a 
stationery and office supply business in the same 
location. The firm’s name, however, has been changed 
to Marshall Office Supply Company. 
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e One-fourth of the work hour 
in using card records is devoted 
to posting the cards. 
Globe-Wernicke Visible Records 
cut the rest of the operation— 
filing and finding the cards— 
from 45 minutes to 11% minutes 
—a clear saving of 33% minutes 
per work hour. 





fir POST ON BACK 
$F} POST ON FRONT 


—f}- INSERT OR REMOVE INSTANTLY 
ry OFFSET SIGNALING 
a 5 VISIBLE MARGIN ON FRONT AND BACK 


HANDSOME, STURDY CABINET 


It’s done by means of engineered 
simplicity for speed—centered 
in the exclusive G/W card holder! Double-quick insertion or removal of 


cards—singly or in bunches. Cards always lie flat for posting—front and 
back. 


Demonstrated adaptability to all types of visible records requirements—in 
thousands of large and small installations. 


Maybe you won't believe this until you see it!—very well, take the dollar- 
saving look offered by your dependable, helpful Globe-Wernicke dealer, 
listed in classified ‘phone directory under “Office Furniture and Equipment.” 
Or write us for prompt information. 











Engineering Specialists in 
Office Equipment, Systems 
and Visible Records Cincinnati 12, Ohio 
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EASILY SOLD— 
50% Saving on Vital 
Office Operation 


Instantaneous reference is the end- 
purpose of visible records. And it is 
worth what it costs the user for 
equipment and operating time to 
have fast-action answers. 


Globe-Wernicke Visible Record 
System demonstrates to ANY 
BUSINESS a full 50% saving in 
total operating time required 
by regular card index filing. 
Work time, costing what it does 
today, is worth saving. Golden 
minutes! 


The neighboring G/W Visible Rec- 
ords advertisement is reaching the 
business market, including your best 
customers and prospects, through 
BUSINESS WEEK, and NEWS- 
WEEK—a total of more than three 
million readers. This is powerful ad- 
vertising—if your store is hitched to 
it. Otherwise your competitors will 
probably get some benefit from it; 
but you won’t; neither will we. 





50% saving of golden minutes! 
That’s a mighty potent selling 
appeal. Use of visible record 
systems is increasing by sheer 
pressure of urgent need. The 
greater the need, the easier and 
broader the profit opportunities 
for you. If you’re alert to such 
opportunities—here they are. 


The accompanying ad is available 
in newspaper mat, for local use. 
Write for yours. Also, a compre- 
hensive folder is available. Let us 
know how many you need and how 
you plan to use them. 


This is a complete, well timed 
program; it’s in action. Self in- 
terest should prompt you to use 
it vigorously. 


Cordially, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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Ever have to beg a con 


manufacturer for something 





you need badly? ing 
Stock, special stock, Thi 
special packing, imprint, he 


advice, information or 
sell 
of | 
kinds of a “‘break?”’ nev 
rer¢ 
thr 


one of the hundred-and-one 


Ever get annoying delays or 


an icy cold-shoulder? 
ing 
Maybe from others... toi 
frie 
not from WRITE. cart 
Si 
OUR FAVORITE LANGUAGE IS DEALER-EASE , a bi 

In every possible way, whe 
ent 
for 
typewriter ribbons, Typ-Rol type cleaner... half-way. WRITE never and 
) . Ril ’ the 
our full, high-quality line keeps moving. has lost the personal touch. Sor 
. mar 
But we never have been content to stop there! We are growing big, or s 
, , . busi 
We sell you stock but we give you service. but you can reach our Is t 
cen - , Wed ther 
Try WRITE’S stock and WRITE’S service... management. e do not tion 
soul 
shut 
We do not coast on our name. the 


P} 
° Ask us today for full information ness 

ings 

write suck 
thes 


incorporated $20 LEXINGTON AVENUF NEW YORK 17, N.Y © Factory BRIDCEPORT 2, CONN. ~ Sn 


We expect you to like us because our carbon paper, we meet dealers more than 


and see how we earn our goodwill. snoot the small-stock dealer. 
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APPRAISING AND BUYING 
RETAIL OR SERVICE BUSINESS 


by Goodreau Soper 
Office of Small Business 


Ff YOU ARE THINKING Of entering into a retail or service 

business, you should consider the possibility of buy- 
ing a going concern, as this may offer several advan- 
tages. For instance, you may acquire many of the 
seller’s patrons and consequently be able to operate 
at a profit or a near-profit right from the start. You 
will have a better opportunity to evaluate the location 
and the profitability of the business. You may be 
spared the trouble of installing fixtures and equip- 
ment, and of purchasing the initial inventory. And, 
you may be able to acquire the business with less capi- 
tal than would be needed to set up a new one. 

Of course, buying a going business may have its dis- 
advantages, too. For example, the seller’s inventory, 
fixtures and equipment may not be up-to-date, and 
many former customers may have formed the habit 
of trading elsewhere 

Need for careful appraisal. Too often the prospective 
purchaser of a business depends mainly on what the 
seller has to say about it, instead of making his own 
careful appraisal of the business. He neglects to study 
the records of the business, the stock, the equipment, 
the location, and the present and potential customers. 
As a result, he may acquire a business that has been 
misrepresented. He may pay too much for it, may find 
that it will not produce a suitable income, or may dis- 
cover that sales are declining for reasons beyond his 
control 

Seldom does an active owner want to dispose of a 
highly profitable enterprise. Therefore, when consider- 
ing the purchase of a business, try to make sure that 
you know the owner’s real reason for wanting to sell. 
This may differ considerably from the reason that he 
gives you. Perhaps he is unable to meet competition; 
he may be located in a neighborhood that is on the 
lowngrade or that is not suited to his particular mer- 
chandise or service; he may be losing the franchise to 
sell the line of merchandise that is the major support 
of the business; his landlord may have refused to re- 
new his lease when it expires; or proposed zoning laws, 
rerouting of traffic, or other civic developments may 
threaten to decrease his future volume of business. 


You can avoid 
these and other pitfalls by investigat- 
ing a business thoroughly before committing yourself 
to its purchase. The advice of your banker, of business 
friends, and of suppliers of the type of merchandise 
arried by the business may help with your appraisal. 
Size and location of business space. When appraising 
a business, one of your first acts should be to consider 
whether the business space is suitable for the type of 
enterprise you have in mind and is of the correct size 
for it. If you are satisfied that the space is suitable 
and is of an appropriate size, then determine whether 
the location is a good one for that kind of business. 


Some points to consider are: Is there considerable de- 
mand in this locality for the kind of merchandise sold 
r services rendered? Or are there already too many 
businesses of this type for all to operate profitably? 

the location easily accessible to customers? Are 
there parking facilities for customers? Is the popula- 
tion of the community growing or declining? Are 
sources of customer income sufficiently varied that 


shutdowns in one plant or industry would not reduce 
the purchasing power of all your customers? 


Profitability of the business. In appraising the busi- 
hess, your primary concern should be its future earn- 
ings. True, you also must consider its tangible assets, 
such as equipment, fixtures and inventory. However, 
these should be placed secondary to the profitability 


f the business, for, should the business prove unprofit- 
able and you be forced to sell, the tangible assets 
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Unfilled orders 
mean lost profits- 
lost customers. 
Fill your orders 
now with Imperial 
low-cost, high 
quality kraft 


folders. 


Rush your order 
today for imme- 
diate delivery. 


Heavyweight 
(11 pt.) 
single and double 
top 


Send For Our New 
Price-O-Log 
No. 50 
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FOREST PARA, 


ILLINOIS 
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wed like 
to ship you 
1,000,000 


of these chairs 





No. 1408 


We'd like to sell and ship you a mil- 
lion New Indiana Chairs and—if you 
needed that many and we had them 

we would. Unfortunately. we can’t pro- 
duce New Indiana Chairs as fast as you 
sell them—and still maintain the qual- 
ity that your customers demand. Con- 
sequently, your deliveries may be slow 


and we're sorry. Thanks for waiting. 


q new inoiana CHAIR COMPANY 


YX CT 
lo mal . ie ate ttehite 


Pact 
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probably would have to be sold at a loss. Do your best, 
therefore, to forecast the future earnings of the busj- 
ness, the prospects for all businesses of its type, and 
the business outlook in general. 

Your estimate of future profit possibilities of the 
business should be based on its past earnings. Ask the 
seller for his business records and Copies of his income 
tax returns for a least the past five years, if the busi- 
ness is that old. Also ask for a copy of his latest 
“Declaration of Estimated Income Tax” and the can- 
celed checks or money order receipts necessary to verify 
that the copies of his income tax returns are bona fide. 


Then study carefully 

the past records of the business 
and the seller’s income tax returns. Remember that 
profits figures are of greater significance than figures 
on sales or receipts, as a large volume of sales or re- 
ceipts is no true measure of profitability. (Large vol- 
ume of sales or receipts can be obtained either by 
selling at such low margins that the business is operat- 
ing unprofitably, or by extending credit to very poor 
risks with resulting excessive bad debt losses.) Find 
whether the seller has allowed an adequate amount for 
depreciation and, if he extended credit, for bad debt 
losses. Also note how the salary which the seller al- 
lowed himself compares with what you would pay 
yourself. He may have allowed himself only a very 
small salary, thus making the past profits figures 
larger than they would have been had he drawn the 
salary which you would pay yourself. If possible, ana- 
lyze the records for large sales to customers who no 
longer live in the area or who, for other reasons, can- 
not be expected to trade with you. 


With the sales, expenses, 

and earnings trends of the 
business in mind, make a conservative and realistic 
estimate of next year’s sales, expenses and net earn- 
ings. Be sure to take into consideration any changes 
that would occur under your ownership. For example, 
your costs of doing business probably would vary from 
those of the seller, so you should estimate your ex- 
pected business expenses and find how they would 
change the profit picture. 

If you find that the business has a decreasing trend 
in total receipts and profits, it probably would be best 
not to buy it, unless you find good indications that the 
trend can be reversed. 

If you find that the receipts and profits trends are 
favorable, you might next determine the approximate 
rate of return which could be expected on your invest- 
ment. This is probably one of the best measures of 
the value of a business. 


To compute the rate 

of return, divide the asking 
price for the business into the net profits for each of 
the past five years, and into your conservative estimate 
of anticipated net profits for the coming year. A com- 
parison of the resulting percentages will indicate what 
rate of return could be expected. Then compare this 
expected rate of return to (1) the rate of return from 
other businesses which you have priced, and (2) that 
which can be obtained from other investment oppor- 
tunities. One point to consider is whether your income 
from the business (profits plus your salary) would be 
as great as that which you could secure by putting 
your capital into other investments and working for 
someone else. 

Don’t buy the business unless you are convinced that 
you are purchasing, at a reasonable price, a business 
that will provide you with a suitable income. 

Use of expense ratios in your appraisal. You may 
find it useful to compare the expense ratios of the 
business under consideration with averages for the 
trade, if such averages are available. Expense ratios 
for many trades are available from trade associations 
and from Department of Commerce field offices. If 
the present owner has not computed expense ratios 
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Built for the big boss... and 
looks it! Here's the Berger Ex- 
ecutive Conference Model 5078 
featuring 2 78" x 39” eve-com- 
fort top with plenty of room all 
around. Companion tables avail- 
able for all Berger Desks 


Desk of the future for the 
man with a future. [?'s the neu 
Berger Model 5054 Junior Ex 
ecutive Desk. 54” x 30” eve-com- 
fort top bas 9” overbang on leg 
side. Furnished with pedestal 
at right or left. 


Tonic for tired typists és ¢his 
Berger Model 5620 Fixed Bed 
Typewriter Desk with roomy, 
right-height typewriter bed and 
Spacious u orking surfacest pped 
with eye-comfort composition 
covering. Also available in 
single pedestal models for right- 
or left-hand use. 


THE ALL-NEW BERGER 5000 SERIES 


STEEL DESK AND TABLE LINE 





So writes a Kansas dealer. He says, “We are 
happy to sell these new Berger desks. They 
have real customer appeal.” An Iowa dealer 
agrees in slightly different words. He reports, 
“We feel this new line will be a leader in the 
office equipment field. We're sure our cus- 
tomers feel the same way.” 


These comments are typical of those from 
dealers everywhere who've seen the all-new 
Berger 5000 Series. Every model in this big- 
value line is a trim, tapering beauty that’s 
packed with new selling ideas. 


Continuing strong demand may cause tem- 
porary shortages in some models. Berger is 
making every effort to keep production at high 
levels, and to distribute all products on an 
equitable basis. 


BERGER MANUFACTURING DIVISION 
Republic Steel Corporation + Canton 5, Ohio 


STEEL DESKS and TABLES ~ FILE CABINETS - STORAGE CABINETS - PLAN DRAWER ASSEMBLIES 





Going places in the business 
world is this new Berger Model 


5060, 60° x 30” Standard Ail 
Purpose Desk. It features four | 
box drawers, one letter-size 
@rawer, center drawer wit 
convenzence tray and tu 70m | 
ble-duty sliding tra) ' 
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Just how f-l-a-t is FLAT? 


Flat as a pancake... 
Flat as the man who tried to 


break the bank at Monte Carlo. . 





In short, flat as 


PRERLESS IMPERIAL 


cel Ve Sienidge Creches f/ape 


which has won the approval of Typists and 
Carbon Buyers from Worcester to Walla Walla 















CLEAN TO HANDLE—CLEAN TO WORK WITH 
—describes this wonderful carbon paper. It won’t curl 
—it lies flat! A sensible extension end makes it easy 
to remove, without soiling the fingers. 


NO CURL—NO SMUDGE does fine work, writes 
sharp and lasts longer than average carbon. It 
has greater legibility and permanence—and more 
manifolding power. 


It means more and better copies per dollar 
of cost. 


NO CURL—NO SMUDGE is just one of 
many excellent reasons why PEERLESS 
IMPERIAL Dealers enjoy the most 
profitable ribbon and carbon business 

in their towns. 


Why don’t you come in? The water’s 
fine! Write... . today? 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7, 321 Broadway * Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


‘A GREAT NAME IN CARBONS” 





carbons, master units, carbon ribbons, carbon rolls for every business need. 
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for his business, you probably can figure some ratios 
from his income tax returns. 

A comparison of the seller’s expenses with average 
expenses for the trade may give evidence of poor 
management, exessive costs or other weaknesses in 
the business. It may disclose, for example, that the 
seller's expense for salaries and wages is considerably 
above that of the trade average. Further investigation 
may convince you that the business could be operated 
more profitably with fewer employees. Or, the com- 
parison may show that the seller has been paying, and 
consequently that you would be forced to pay, far 
more rent than is justified by the present sales volume. 
While investigating deviations from the trade average, 
you may become aware of other operating problems 
which would affect your decision to buy or not to buy, 
or your estimate of the value of the business. 

Evaluation of fixtures and equipment. As the first 
step in evaluating the fixtures and equipment of the 
business, learn the prices of similar new and used 
fixtures and equipment from equipment dealers. Then 
try to appraise the equipment at its present resale 
value. Examine each piece carefully from the stand- 
points of age, condition and suitability. When estimat- 
ing their value ask yourself: (1) “Is this equipment 


modern or outmoded?”; (2) “Is it in good or poor con- 
dition?”: (3 Is there too little, enough, or too much 
of it for my needs?”; (4) “Even though the equipment 
is worth the price asked, will I be investing too much 
of my capital in it?’ 

Evaluation of inventory. To determine accurately 


the value of an inventory merely by inspection of it 
is extremely difficult. For this reason, you should list 
each class or type of items at the supplier’s present 
prices, and take a physical count of the merchandise. 
Merchandise which is old, out of style, soiled, damaged, 
or in any way not readily salable to customers, should 


be appraised at “sacrifice prices” rather than at the 
supplier’s present prices. In other words, be sure the 
inventory evaluation is a realistic one, based upon the 


salability of the merchandise at the time. 

“Aging” accounts receivable. If the business has ac- 
counts receivable, you must decide whether or not to 
take them over and pay the seller for them. If you 
decide to buy them, be sure to consider their age when 
appraising their value. Experience has proven that as 
accounts age they become more difficult to collect and 
losses are higher. For example, it is said that a current 
account dollar shrinks to 90 cents at the end of three 
months, to 50 cents at the end of six months, and by 
the end of a year’s delinquency is down to 30 cents in 
value. Therefore, do not consider accepting any over- 
due receivables except at a discount 

Evaluation of good will. The difference between the 
appraised value of the tangible assets of the business 
and the seller’s asking price represents the value which 
he places upon the public’s “good will” toward his busi- 
ness. Obviously, you should pay as little for good will 
as possible. However, a business which is profitable 
and which has a desirable location is worth more than 
merely the net value of its tangible assets 


Before accepting as fair 
the price that the seller 


places on good will, try to determine, by your own ob- 
servations and by questioning bankers, customers, and 
merchants who know the seller, whether the business 
warrants any payment for good will. It may be that 


the seller has built up, through inadequate service and 
shoddy merchandising practices, far more ill will than 
good will. If the business does enjoy customer good 
will, be sure that it is not dependent upon loose credit 
practices which, if continued by you, could result only 
in excessive bad debt losses. Also, try to determine 
whether the good will belongs to and will remain with 
the business, or is based so strongly upon the abilities 
of the seller that it will go with him. 

A few suggestions are given below which may help 
you determine how much you should pay for good will. 
When considering these suggestions, however, remem- 
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An overnight success, Tru-Test "BANTAM" Rolls 


have exceeded our wildest expectations . . . point te 
a genuine need and demand for a consumer size 
unit of gummed tape for use in the home. It's new 


extra business. Why not get your share of It. 


Available in 1 to 3 inch widths — packed 12 
“BANTAM” rolls to the carton. Retails 

for 25¢ per roll and being snapped up at 
the price. Write direct if 

your distributor can't supply you. 





| manufactured ty 
TAPE, INC. / Greon Bay, Wis. 


sdld by better distributors everywhere 
for better results anywhere 





157 








re. : ? Ase E 


OFFICE TABLES 





el y 
; Wh sent ent 29" to i 
; pant light grey: dark gre 
‘ ae linoleum 4 
| 7 Baked enamel “ on 
e With or without ore 










5 
th No. 3 
sit ovr _— arch 4, > $ 


1, Chiceg°? 


Vi 
Steve 


avention 
ns Hote 


~_——_ 
o_o 
— 


ber that no method or formula for evaluating good 
will can substitute for your own good judgment. 

1. Compare the amount asked for good will with 
that asked for similar businesses on the market. 

2. Study the past profits of the business to judge 
how long it would take you to pay for good wil! out of 
your profits from the business. Generally, the antici- 
pated profits should promise to repay the amount asked 
for good will within a relatively short time. Of course, 
if the business seems to possess more than ordinary 
advantages, you might be willing to wait longer to re- 
gain your payment for good will 

3. Consider the rate of return which reasonably 
might be expected on your investment in the busi- 
ness. If the rate of return apparently would be less 
than could be secured from other investments of 
comparable risk, the seller may be asking too much 
for good will. If, however, the rate of return apparently 
would be favorable when compared with the return on 
other investments, the amount asked probably is 
reasonable. 

Checking on sources of supply. Before making any 
commitments binding you to purchase the business, 
contact suppliers to be sure that you would have satis- 
factory sources of supply and that valuable franchises 
would be continued. They also can tell you a great 
deal about the business you are investigating and may 
be willing to give you an opinion on its future 

Checking on employees. If possible, talk to key 
employees to determine their attitude toward the 
business and its possible sale to you, toward the poli- 
cies of the seller, the character and attitudes of the 
customers and the appropriateness of the inventory. 
You should learn enough about the employees them- 
selves to decide whether you would like them to con- 
tinue in your employment if you become owner. 


Acquiring the business records and mailing lists. 
Make certain that, if you purchase the business, all 
sales records, credit records, and mailing lists will be 
turned over to you (this should be provided for in the 
sales contract). Sales records will be valuable to show 
the normal seasonal demands for various merchandise; 
credit records will be needed as a guide when extend- 
ing credit to customers, and mailing or customer lists 
will be valuable for direct-mail advertising and tele- 
phone and personal contacts. 

Assume liabilities of the seller. If you decide to pur- 
chase the business, any assumed liabilities should be 
subtracted from the value of the assets when arriving 
at your purchase price. However, because of the diffi- 
culty of verifying the amounts of the seller’s outstand- 
ing liabilities, it would be best to assume as few of 
them as possible. 


Any assumed liabilities 
should be listed in detail 

in the sales agreement. The agreement also should 
bind the seller to defend you against and repay you 
for any cost or loss resulting from claims, real or 
groundless, arising out of debts or obligations of the 
seller not expressly assumed by you 

All states and the District of Columbia have bulk 
sales laws requiring that a seller’s creditors be given 
advance notice of the sale of his goods in bulk, so 
that they may have ample opportunity to protect their 
interests. Although the bulk sales laws vary somewhat 
from state to state, you may be required to (1) demand 
and obtain from the seller a written list of his creditors 
and the amount owed to each, and (2) give notice of 
the proposed sale to all of the listed creditors. 


Restricting the seller’s right to compete with you. 

It frequently has happened that the seller of a busi- 
ness, a short time after the sale, has established a 
similar business in competition with the buyer. In 
order to avoid this possibility and to insure yourself 
a legal remedy in the event of its occurence, if you 
buy the business you should insist upon a protective 
clause in the sales contract restricting the seller’s right 
to compete with you. Such a restriction should be 
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... You can pay 


MORE 
... but you cant 


BUY BETTER! 


“We make every 
chav. we soll... 

and we soll every 
chat. we make.” 


Welcome to the... 
N. O. F. A. CONVENTION 


MARCH: 4-5-6 
Stevens Hotel—Chicago 
BOOTHS 7-8 


MANUFACTURED BY 





wieli«s 


CHAIR CORPORATION 


OFFICE APPLIANCES, March, 1951 








the DEBONAIR 


WELLS POSTURE-RITE 
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KU SPACE SAVERS FOR ALL STORAGE PURPOSES 
y Win Top Quality . Non-Suspension py 

SS 

| FILE CABINETS 


AVAILABLE IN 
ALL SIZES 
OLIVE GREEN OR MODERN GRAY 
BAKED ENAMEL FINISHES 


INDIVIDUALLY PACKED IN 
STURDY CUSHIONED CARTONS 





CATALOG AND PRICE LIST 
ON REQUEST 





REINFORCED DRAWER 
CONSTRUCTION 


CROSS-RAIL CONSTRUCTION 


Numerous reinforcements where cross rails con 
nect assure maximum rigidity. This added 
strength to sturdy 16 gauge steel channels, 


Sturdy drawer construction and 
design gives even distribution of 


welded to the cabinet frame, keeps cabinet pull. Drawer movement based 
alignment under hardest usage and helps on four ball bearings on each 
drawer. Two bearings on 


smooth drawer glide. 
drawer and two on cabinet re- 


sults in smooth gliding com- 
parable to high priced cab- 
inet standards. Channeled 
rollers prevent drawer sag 
even when drawer is fully 
extended. 


MADE OF HEAVY GAUGE 
FURNITURE STEEL 
THROUGHOUT AND BRACED 
FOR STURDINESS. 






ALSO A COMPLETE LINE OF 


¢ CABINETS - 


Storage « Wardrobe 
Counter Highs ¢ Desk Highs QUALITY HARDWARE 
Combinations 


COMPRESSOR TYPE All hardware is of finest quality usually 


found on more expensive files. Long lasting 





bright metal finish adds the look of quality 
and the assurance of better performance 
to a superior cabinet file. 


Compressor device is built on an easy op 
erating principle permitting finger tip con 
trol for effortless adjustment. 
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Storage equipment for the office Storage equipment for the factory 
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limited to a given area for a specific period of time. 
It must—to be valid—be a reasonable restraint neces- 
sary to the fair protection of the good will sold and 
not wider than required to afford such protection. In 
describing the business in which the seller is not to 
engage during the period of restriction, be sure to 
include in that description an exact summary of the 
activities covered by a particular business. Other- 
wise you may find that you have not precluded the 
seller from engaging in a phase of that business which 
might put him in direct competition with you. 

Need for professional advice. Competent account- 
ing and legal advice will be invaluable as a safeguard 
against costly errors 

An accountant can help you check the seller’s rec- 
ords and evaluate the reasonableness of his asking 
price 


An attorney can search 

for liens, mortgages, back 
taxes, and other creditors’ claims against the business 
property, can advise you regarding the assumption 
of mortgages or other debts; can apprise you of the 
requirements of your state’s bulk sales law, can check 
terms of a lease and perhaps negotiate a lease that 
is more favorable to you and can draw up a sales 
contract containing desirable protective clauses. 

Cautionary points 

1. Avoid letting either the seller or his broker rush 
you into buying the business. Take time to make a 
careful appraisal of it. 

2. Make the seller put all agreements in writing 
Otherwise, he may “forget” verbal agreements -advan- 
tageous to you 

3. Do not rely on an offer by the seller to buy back 
the business if you are dissatisfied with it. He may 
be in no position to do so. 

4. Be on guard against people who engage in the 
questionable practice of buying an unprofitable busi- 
ness cheaply, building it into an apparently prosperous 
business in a short time, and then selling the business 
at a substantial profit. If you purchase such a business, 
you may find that it has been decidedly misrepresented. 


5. Keep in mind that a business that constantly is 
being bought and sold probably has proved to be a 
disappointment to each owner. 


6. If you intend to operate a cash business, avoid 
buying one that has sold primarily on credit to cus- 
tomers who have come to expect “charge” privileges. 

7. Take possession of the business as soon as title 
to it has passed to you under the contract. Otherwise, 
the inventory may be allowed to run down, equipment 
may be cared for improperly, or poor service to cus- 
tomers may create ill will toward the store. 

8. Obtain a list of undelivered orders that have been 
placed with suppliers, so that you can plan your stock 
accordingly. Also, obtain a list of all undelivered cus- 
tomers’ orders 

9. Be sue that 


you would have adequate working 
capital, after paying for the business, to replenish the 
inventory and to meet current expenses. Lack of ade- 
quate working capital is a major cause of business 
failure 





Blast Rips 3 M Plant in St. Paul 


A terrific explosion believed to have emanated from 
one or more gas furnaces in the basement of the six- 
story mineral building of the Minnesota Mining & 
Manufacturing Company, St. Paul, Minn., on Febru- 
ary 8 resulted in the death of 11 men and injuries to 
90 or more workers 

The structure and much of the machinery used in 
processing minerals were severely damaged. The com- 
pany is well known in the office equipment field as 
the manufacturer of Scotch tape and numerous in- 
dustrial tapes 
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Pe Py orem 


NOW THAT I'VE GOT A BARCALO 
RECLINING CHAIR, | DON’T CARE IF 
THE NIGHTS ARE SIX MONTHS LONG ! 




















If you think YOU'VE got insomnia, consider the case 
of Oong the Eskimo. He used to wake up when the 
Arctic nights were only three months old, and never 
could get back to sleep! No sleeping pills for Oong, 
though. He ordered a Barcalo Reclining Chair,’and 
now he’s got the most envied igloo under the 
Northern Lights. 


EFOPLE who have a hard time relaxing and sleeping 
P belong in Barcalo Reclining Chairs. This gives Barcalo 
dealers a big, rich market. Just how do you cash in on it? 
It's simple. 


Put a Barcalo Reclining Chair in a good position on your 
sales floor. Ask customers to sit down. Then let Barcalo’s 
exclusive comfort features sell themselves. Floating Comfort 
supports the body at the five vital points, actually gives 
more relaxation than a bed. Scientific Reclining Action 
adjusts instantly to any position the body desires, from 
sitting to full reclining. There's Graduated Spring Tension 
in seat and back to cradle the spine and hips. With self- 
demonstrating features like these, who needs a sales talk? 
Barcalo Reclining Chairs appeal to the eye as well as the 
body. They look like chairs, and they'll fit handsomely in 
any office or home. Write today for more information about 
these amazing chairs and the growing demand for them. 


Remember .. . there's a rich market for you to exploit, 
wherever you are. 


THE ONLY RECLINING 
CHAIR MADE WITH 
PATENTED 
FLOATING COMFORT” 





READ REST RELAX 


Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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PECISA 


FAMOUS THE WORLD OVER 


“A Marvel of Swiss Precision” 
Since 1933 


No matter what your problem, addition or subtraction, Precisa 
remembers the last figure and will repeat it. Simply press the 
Recall key. All standard adding machine features are incorpo- 
rated in the Precisa which adds, subtracts, multiplies, and has 
automatic credit balance. 





Plus exclusive features of 

* Single, double and triple zero keys. 
* Recall key. 

* Automatic step-over multiplication. 


Available in Manual or Electrical Models. 


DEALERS: Your territory may still be open for Precisa 
representation. Write today for complete information. 


PRECISA DISTRIBUTORS, INC. 


171 MADISON AVE., NEW YORK 16, N. Y. 
555 THORN COURT, SALT LAKE CITY 
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Royal Warns of Chrome Shortage 


“Take good care of your chrome-plated furniture, 
because there will be hardly any more for the dura- 
tion,” Hobart A. Green, president of Royal Metal Man- 
ufacturing Company, Chicago, warns. Royal Metal is 
one of the world’s leading producers of metal furniture 
for commercial and professional use. 

Explaining his warning, which is based on the re- 
cent Government “stop” orders on nickel and copper, 
both of which are needed for chrome plating, Mr. 
Green pointed out that no more chrome-plated fur- 
niture can be made after March 1. There is even a 
strong possibility that the manufacture of steel furni- 
ture will be drastically reduced, as far as civilian con- 
sumption is concerned, because of increasing military 
orders. 

Royal Metal, Mr. Green announced, will continue to 
produce tubular steel furniture for civilian consump- 
tion as long as its non-priority steel supply holds up. 
Modern enamel finishes will be used instead of the 
quality chrome plating which has been so popular. 

Stressing the fact that baked enamel finishes are 
not merely a wartime substitute, Mr. Green pointed 
out that sales of steel furniture with colorful enamel 
finishes have been climbing steadily in recent years, 
since manufacturers developed processes which make 
enamel coatings almost as durable as the metal they 
adorn. 

Among the fields which will be most affected by the 
expected shortages of metal furniture are offices, fac- 
tories, restaurants and hotels, hospitals, schools, beauty 
shops and homes which use chrome dinette sets. 





Photo Album Window Displays Show Results 


The regular presentation of photo albums filled with 
8 x 10-inch photographs of various departments in the 
store is a window display idea that has paid surpris- 
ing dividends for Schwabacher-Frey, stationers on 
downtown Market St., San Francisco, Calif. 

The album display, consisting of heavy leather- 
bound ring-binder types, with photograph-protecting 
plastic inserts, is used frequently at the front of dis- 
plays devoted to other merchandise, according to Wil- 
liam Watterud, of the store management. 

Purpose of the display, of course, is to call attention 
to the many uses of such albums, in sales work or in 
carrying pictures of the product and the plant. How- 
ever, showing a variety of photographs in the albums, 
which indicate various departments in the Schwa- 
bacher-Frey store, has had the effect of reminding 
many passersby of needed merchandise, and bringing 
them inside. Therefore, even though the display may 
be on filing equipment, on greeting cards, or any one 
of a thousand other items, a photo album is invari- 
ably incorporated into each display with excellent re- 
sults at every instance.—RAL 





Parks Opens Cleveland Store 


Gus H. Parks, formerly special representative of 
the Underwood Corporation’s portable division, and 
recently typewriter division manager of the Detroit, 
Mich., branch, recently opened a new store in down- 
town Cleveland, Ohio. Mr. Parks is specializing in 
typewriter and adding machines on an easy term basis. 
Display advertising through 1951 will be used to pro- 
mote the sale of standard and portable typewriters. 

Starting in the office machine business in Cleve- 
land in 1926, Mr. Parks is well-known throughout the 
typewriter industry. He is also a member of the Na- 
tional Office Machine Dealers Association. 





Appoints Oliphant in Honolulu 


C. T. Oliphant recently was appointed vice-president 
and general manager of the Honolulu Paper Company, 
Ltd. The announcement was made by Stanley S. Tay- 
lor, president of the firm. 
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Every dealer knows the basic factors that produce continued ~: i |] 
sales success . . . offer your prospects a handsome piece of : 
merchandise that has high quality, good construction, and rea- ©.’ 
sonable price and your sale is made. Every Boling chair has these is I I 
essential factors that are so necessary for sustained sales volume. 3 : >= 4856 
Style-appeal that satisfies any taste, backed by the finest of “3 na 4 y 
materials and craftsmanship, assures you of continued sales <; ; — 
when you offer Boling chairs in your showroom. | i 
The complete line of Boling’s chairs for all business provides os 4854 
the means of your selling the most discriminating b . 
buyer ... they answer every requirement... . 
mean more profit for you! fi a 
: Bits Bisa s i SF gees, BON High Point Bending & Chair Company of Siler City, N.C. 
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Watson 


SINCE 1887 


A typical ROL-DEX installation 


POSTING COSTS CUT 30% Oh MORE 


ROL-DEX customers report that reference and posting to 
ACTIVE RECORDS speeded 30% or more. Adaptable to 


any size card. 


e The patented method of rolling records 
to a seated operator brings thousands 
of records within easy arm’s reach. 


NO STOOPING e NO WALKING e¢ NO SQUATTING 


, so Or D> 
Ahm ——_ 


. oT, 
mr p~* s *9eArseS 


Another Watson Product 


UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units. 


COUNTER HEIGHT 

FILES—continuous lino- 
leum tops and finished 
counter fronts, stock and 


special, 


HORIZONTAL FILING 

EQUIPMENT—for floor- 
cases, omnibuses, safe in- 
teriors, vaults and book- 


cases. 


TABULATING FILES 
—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 
ulating machine cards. 


HIGH LINE FILES 

—stock units for roller 
shelf and document files 
in three standard heights. 


INTERIOR METAL CASE 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build- 


ings. 


CUSTOM BUILT INSECT 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 


doors and porches. 


ROL-DEX AND TRANS.- 
DEX—active record filing 
equipment “that rolls rec- 
ords to a seated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 
nets, electronic equip- 
ment, and special built 
to order items. 


WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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BUILDING EFFECTIVE STORE DISPLAYS 
by Marie B. Pfeiffer 
Small Business Division 

N PLANNING your store displays, you should keep in 
| mind two objectives: to increase and direct customer 
circulation in your store, and to boost sales, not only 
of the displayed items, but of others as well. 

While the size and shape of each store presents 
different problems, certain basic principles of arrange- 
ment apply equally well to all retail outlets. 

1. Over-all arrangement. The over-all arrangement 
of displays should be determined largely by a store’s 
method of operation. If your store is a self-service 
or semi-self-service one, open display and heavy traffic 
flow are most important in order to promote sales of 
impulse goods. The preferable arrangement then is 
ene in which the customer must go to the rear to buy 
demand items and in so doing must pass the displays 
of luxuries and other profit-making goods, both as she 
walks to the r« and as she returns to the front of 


the store 


Customers can be led 
to particular points in the 
store and on through the store by the arrangement 
of aisles, and by the shape and placement of island, 
counter, table, floor and other displays. 


Some ways for increasing and directing traffic in a 
store 

(a) Provide ficient aisle and circulation space to 
invite free movement about the store. 

(b) Identify departments—by banners or signs—-to 


permit easy customer location of departments. 

(c) Maintain point-to-point visibility throughout the 
store, keeping and center displays low so that 
there will be 1 bstruction to the full view of the 
room 

(d) Locate he demand-commodity displays where 
they will facilitate circulation and convenience. 

(e) Eliminate excessive floor fixtures, and stream- 
line the placement of cases, counters, tables, island 
displays and other special displays. 

(f) Display merchandise openly, to invite examina- 
tion, and use self-service wherever desirable. 


(g) Arrange stock departmentally; this will pro- 
mote the sale high-margin commodities and will 
prevent unnecessary crisscrossing of traffic. 


h) Place complementary departments, such as 
glassware, chinaware and cutiery adjacent to each 
other, for this adds to customer convenience and makes 


store traffic flow more easily. 

2.Points of concentration. Every store has a number 
of locations that are ideal for special displays of fea- 
tured merchandise—points that customers must pass 
or where they are likely to congregate. 

a) From the standpoint of sales volume, the most 


valuable part of the store is the front portion. Daily, 
weekly or seast specials, excess stock, or other 
goods meant special attention should be placed 
in the front where customers can locate them easily 


upon entering the store 

(b) Heavy demand or special value merchandise 
which will sell without urging can be placed toward 
the rear of the store 

(c) Areas around the cash register, checkout counter, 
wrapping counter or, in the case of drug stores, the 
prescription ci are top merchandise spots where 
displays can serve as reminders to customers or as 
promoters of impulse items. Other heavy-traffic loca- 


tions which can be used to expose slow-moving or high- 
profit merchandise are paybill desks, open stairways, 
elevators and outside doors. 

Some items sell best when displayed in a certain 
part of the store. By shifting your displays about and 
checking the results, you can determine the best dis- 
play locations for particular merchandise. 

The real job of store display in increasing sales per 
customer is to sell additional items of both demand 
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9833 9833'A 


Available... 
Exceptional medium-priced chair grouping 
...not duplicated ... specifically designed for 
hard general office use. Comfortable chairs 
with deep-cut saddle seats. Excellent lines. 


Durable chairs of standard 


TAYLOR Quality 


Desk chair is 9833% 
Guest chair is 9833 
Side chair is 9834 


Write today for 
dealer proposition 
and complete catalog 





You are cordially invited to visit us 
BOOTH 74 
National Office Furniture Association 
5th Annual Convention 
HOTEL STEVENS’ Chicage March 4, 5, 6 


New numbers and representative 
983 3 Patterns will be displayed 











The*Taylor Chair Company 


BEDFORI H a N 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a _ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY-THREE YEARS 
constant adherence to the 
above policy has created 
confidence and good will 
which means much more 
to our dealers than price 
and selling promises. 


Write for details and samples. 





LSO9:3LYAILIN 











ITTLE 


Inc. 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 


1951 


1888 


“QUALITY EXCLUSIVELY SINCE 1888” 
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and impulse merchandise. To do this displays must be 
in keeping with the character of a store’s merchandise 
service and customers. If your store specializes in im- 
ported foods, you probably will want to emphasize qua]- 
ity; but if you operate a super market you probably 
will feature specific merchandise at specific prices 
Choice of merchandise to be displayed should be in- 
fluenced also by the location of the store. If it is ing 
heavy-traffic downtown location, more volume may be 
gained by offering special values and pushing impulse 
sales. If it is located in a neighborhood, you may seek 
primarily to build the good will of regular customers 
by offering high-quality merchandise. As an illustra- 
tion of the influence of both character of merchandise 
and store location, compare the methods of downtown 
large-volume drug stores with drug stores operated 
primarily as prescription and medical supply stores. 


Here are some general pointers 
on kinds of displays, 
which, with suitable modification, are applicable to 
many different lines of business: 

1. Single item displays. To promote a new quality 
product or high-margin product, or one that is an espe- 
cially good buy, any number of devices can be used, 
among which are: (1) to show product or package in 
giant size; (2) to use manufacturers’ display materials 
or other special setting; (3) to place the product 
against a contrasting background; (4) to concentrate 
lighting effects upon it; or ‘5) to suggest or show 
movement, as in the case of a washing machine with 
water and clothes swirling in it. An important feature 
item can be placed in any part of the store regardless 
of where the purchase is to be made. 

In a display of like merchandise, an item can be 
singled out by placing it in a position different from 
the other items within the display—for instance, cen- 
tering one package face-on in a stack of sidewise 
packages. 

2. Mass merchandise displays. Mass displays usually 
take the form of large groupings of single items, or 
items that are related in use. They are particularly 
effective for seasonal goods, such as house paints, pic- 
nic supplies, insecticides and canning equipment and 
for low price and multiple-unit price merchandise. 
Even small packaged goods can be emphasized through 
mass display of actual or facsimile packages. 

3. Related-item units. Sales of related items are en- 
couraged through the use-grouping of merchandise; 
one item induces impulse buying of the other. Floor 
waxes, for example, suggest mops, and paints bring 
to mind the need for brushes. Similarly, sales of an 
item can be pushed in complementary departments; 
for example, wines can be displayed at meat counters. 

4. Shelf arrangements. “Preferred” shelf position is 
in the area between waist- and eye-level. Products dis- 
played at this level generally enjoy much greater sales 
than ones placed at a higher or lower level. The mo- 
notony of shelving regularity can be broken by using 
an occasional slanting shelf, by varying the heights, 
shapes, or sizes of merchandise units, by leaving short 
areas of blank, free shelf space and by use of parti- 
tions. Merchandise units can be emphasized by mark- 
ers carrying name of product, brand, and price. 

5. Counter and table displays. Display racks and 
stands, and other display fixtures are helpful in vary- 
ing the levels of displays placed upon counters and 
tables. Appropriate point-of-sale promotional material 
also will add to the attractiveness of such displays 
Tables afford a flexible plan for display since they can 
be used singly for small displays or can be grouped 
together to hold larger ones. Larger, permanently lo- 
cated tables are excellent for displays of a broad vari- 
ety of merchandise. Stores handling dry goods and 
hardware usually require special center floor fixtures 
which provide for open display of merchandise on top 
and storage of cartons or surplus stock on a lower 
shelf. 

6. Case, island and floor displays. Vertical arrange- 
ment of merchandise is almost always the best in dis- 
1951 
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“what a big difference this Browne-Morse chair makes” 





“Here it is the end of the day and I still feel grand. Since the boss gave us these Browne- 


Morse Posture Chairs, I’ve felt more like working and I’m not so tired anymore. Have you 


noticed how evervone spends more time at their desks now? The boss says 


we're all making fewer mistakes yet are turning out more work.” 


hat’s right, Sally, you can’t produce at top capacity if you’re not physically comfortable. 


Poor posture creates a strain on the heart, the circulation and digestive systems. The 


Browne-Morse Posture Chair encourages a proper sitting position to 


relieve these tensions, lessen fatigue, and reduce the chance for errors. It gives practical 
working comfort. The five manual adjustments make it possible to adapt this chair to your 


individual posture needs. You can adjust both seat and back for height. You can set the angle 


of the back and can control the amount of support it provides for the arch of your 


back. No wonder users are finding the Browne-Morse Posture Chair an investment 


in increased employee efficiency. 


This new bulletin illustrates 
escrtbes the complete 
ine of Browne-Morse Alumi- 


num Posture Chairs. Write 





Architects of Efficiency for America’s Offices 


Browne-Morse 


for your copy today. MUSKEGON MICHIGAN 
MANUFACTURERS OF STEEL OFFICE FURNITURE FILES, DESKS ALUMINUM CHAIRS AND FILING SUPPLIES FOR OVER 45 YEARS 
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The addressing machine 
that’s guaranteed 
for LIFE! 


Today's Most Saleable... 
LOW-COST ADDRESSING MACHINE 


On every score — design, construction, exclusive features and PER- 
FORMANCE, the new Weber Handi-Matic Addressing Machine 
tops the field. 

Consider these interest-arousing sales-stimulating WEBER fea- 
tures: EVEN FLOW FLUID SUPPLY by means of exclusive magic 
wick feed .. . INCREASED CAPACITY that permits mechanical 
addressing of envelopes, post cards, circulars, 1-inch thick booklets 
and catalogs, the /ow-cost WEBER WAY. NO binding at the rolls. 
NO non-printing dry spots. Production speeds of 1,500 an hour. 


DEALERS: If you haven't already ordered one, write or wire 
today for a NEW Weber Handi-Matic Addressing Machine with 
magic wick, the durable, trouble-free hectographic addresser that’s 
guaranteed for life! 


Se, Weber Wey 


ww 
WEBER ADDRESSING MACHINE CO., 248 W. CENTRAL RD., MT. PROSPECT, 
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Weber Wey 


Does WEBER’s direct-by-mail plan sell 
addressing machines? Read the follow- 
ing from a recent dealer letter (name 
on request)— 


“The six post card series set is 
exceptionally good and we believe 
it should draw a great number of 
inquiries, hence we would like to 
place our order for 1000 of each of 
the six mailing pieces. We note that 
you send 100 cards with each Weber 
Addressing Machine ordered. We 
are enclosing an order for twelve 
Weber Addressing Machines. We are 
really starting to work on the Weber 
Addresser and believe we will pro- 
duce considerable business for you. 
One of our boys sold two Webers in 
two days. We made a Weber mail- 
ing 10 days ago, and have received 
four inquiries, of which two have 
already been sold.” 

Write for details on this Weber Way 
of selling for your market. 


~x~ * * 


WEBER 
EXCLUSIVES 


@ AUTOMATIC EJECTION face up as 
piece is addressed, leaves hands free 
for continuing operation. 


@ FINGER TIP PRESSURE on toke-up 
spool advances roll. 
@ ADJUSTABLE CAPACITY to take post 


cards, envelopes, booklets and one- 
inch catalogs. 

ADJUSTABLE FLUID CONTROL to suit 
type of paper stock being imprinted. 
FULL VISIBILITY through transparent 
pressure bar gives clear view of ad- 
dressee, facilitates positioning. 
RECORDO-PRINT ADAPTOR for ad- 
dressing direct from file-cards, ledger 
sheets, etc. 


Write for details about the 
Weber Way of increasing 
inemeneeennmeee 


dealer store-traffic and sales 


through result-proven newspaper ads, 
post cards, window and counter dis- 
plays. 

Use “HOW TO MAKE MONEY BY MAIL” 
—a most effective Weber Way promo- 
tion piece to bring ‘em in to talk with 
you about selling by mail. Think of the 
opportunity this gives you to sell equip- 
ment, supplies, services 

* * * 


One of the many reasons why dealers 
prefer to recommend the low-cost, handi- 
matic Weber Way of mechanical ad 
dressing is its durability of construction 
and simplicity of operation. NO SERV- 
ICE CALLS. 

* * . 


Weber Addressing Machines are covered 
by a LIFE-TIME GUARANTEE against 
defective parts or workmanship. Only 
provision is that they be used with 
Weber Printing Fluid, Carbon and Hecto 
Paper as available from Weber dealers. 
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plays of this type Displays placed at the ends of 
island fixtures, either on the fixture shelves or on 
manufacturers’ racks and stands, receive unusually 
great attention from the shopper. 

Some stores, particularly those handling hardware, 
may gain increased sales by openly displaying their 
goods instead of keeping them in enclosed cases. 

7. Wall and ledge displays. Wall displays are par- 
ticularly adaptable for showing hardware and house 
furnishings. Ledges or out-of-reach shelves, decora- 
tively trimmed, may be used for seasonal and special 
selling events, as well as for displays of light-demand 
items 


How to make displays attractive 
depends, to a large 
extent, upon the nature of the merchandise to be dis- 
played. There are, however, certain general rules for 
good displays which apply equally well to all types of 
merchandise and all kinds of displays. 
Make the ey the impression of action, beauty, 
' enes t arouse interest 
gesting reasons why the custome! 
uses for it, a special low price, the 
prepared, and so on 
D ‘ e the ndise by means of unusually designed 
g) t ighting, or strong contrasts, such as 
p Be certain that it is the merchan 
display materials 
that is fresh and in good condition 
cessories, and fixtures scrupulously 


itive or decorative cards are legible 
oduct 


nportant, mark prices in large bold 
\ ‘ ‘ ertrimming and slip-shod arrange 
i é frequently so that customers will find 


handise nteresting; occasionally combine fix 
t shape and appearance of displays 


\ » esemblance between displays 
\ffix advert pped from newspapers and maga 
cial displays of the item or items 
‘ 7 elling aids, particularly when the) 
A é ou t vel and striking treatments. 
Arrange llumination in such a way as t 
t} ill merchandise displays 


The manufacturers and wholesalers of items sold in 
your store generally will be glad to give suggestions and 
material for use in displays. For example, manufac- 
turers often will supply display material of varied de- 
signs and sizes, such as elaborate cutouts, simple 
display cards of plain shapes with brief selling mes- 
sages, and reproductions of magazine and newspaper 
advertisements. All of them can be used to advantage 
in special displays. However, care should be taken not 
to give the stor cluttered appearance. 

Often good display ideas can be obtained by study- 
ing the displays of other successful retailers in their 
community. You also can gain many unusual and 
practical ideas for displays from trade journals and 
from the wealtl other published material 





Burroughs Names Liska to New Post 

The board of directors of Burroughs Adding Machine 
Company at a recent meeting in Detroit, Mich., ap- 
pointed Arthur F. Liska, formerly comptroller of the 
ompany, to a new post as assistant to Kenneth C. 
Tiffany, vice-president in charge of finance. 

Mr. Liska, who had held the post of comptroller for 
25 years, spent much of 1950 in Europe, where he as- 
sisted in the ex] yn of Burroughs’ overseas opera- 


ions 





Eversharp Announces Four Appointments 
Named recently to posts in the new writing instru- 
ment division of Eversharp, Inc., according to an an- 
nouncement by Vice-president Irving Kathman, were 
the following: Quartus P. Graves, national sales man- 
ager; Ralph Baker, Pacific Coast and Rocky Mountain 
regional sales manager; Ray E. Neifert, East Coast 
regional sales manager, and Edward Dowling, Midwest 


regional sales manage! 
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NO POINT OF 
SATURATION ... 


The time will never come when the market for 
safes will be saturated — not so long as we have 
free enterprise — new businesses starting — 
old outfits expanding. 





PROTECTALL 
Sates— in sizes and 
design especially 
suited to your trade 
—pey a generous 
profit — fast turn- 
over on a minimum 
inventory _invest- 
ment. 





Every Protectall 
Safe carries the 
Underwriters’ “CC” 
Label — more pro- 
tection assurance 
than is offered by 
many other one 
hour safes. 




















lag i PROTECTALL SAFE CORP. 
f . ~ - 926 S. Salina St., Syracuse, New York 
oS 
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A BIG 
PROFITABLE MARKET 





AWAITS THE 








EXECUTIVE URN 


SANDLESS URN COCKTAIL URN 


ft 
H DEFINITELY BETTER SMOKER WITH 
FEATURES UNEQUALLED ANYWHERE 


"thin Pressure Control 
OF SMELL + SMOKE * FIRE 


The scientifically designed receiver and throat, exclusive 
with “Smoker's Urn", makes possible the ‘air pressure 
control” which extinguishes lighted smokes and matches 

.. traps smoke from smouldering embers. No doors, 
springs, levers, lifting devices, or covers to operate, 
stick, get out of order, or release odors. 


FIREPROOF—EASILY CLEANED-LARGE STEEL TUBE CONTAINER 
WEIGHTED, NON-TIP BASE-ATTRACTIVE APPEARANCE 


Dealers wanted. Also choice territories open fo aggressive 
office equipment and supply salesmen. 





5 ee ae ey erin ee ae ee em a On ee ee oe _ 
AGET MANUFACTURING CO. 

1408 CHURCH STREET 

ADRIAN, MICHIGAN 


Please send complete descriptive information and prices 


on Smoker's Urn. 
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Announce NOMA Clinic Speakers 


Speakers and subjects are now being announced by 
the National Office Management Association for its 
series of three regional Cost Reduction and Methods 
Clinics to be held in southern cities during March 
and April. Keyed to the theme of “Better Manage- 
ment Through the Office,” the clinics will provide two 
full days each of specific lecture and study sessions. 

First of the Methods Clinics will take place March 
30 and 31 in New Orleans, La., under the chairmanship 
of F. C. Buchanan of Standard Register Company, a 
member of the New Orleans Chapter of the association, 
Among the speakers who will be presented at this 
meeting are Thomas Cox of Paul Mulligan and Com- 
pany, who will speak on Performance Standards; 
Lawrence Miller of the General Fireproofing Company, 
who will handle the subject of Layout; N. O. Couvillon 
of the Standard Oil Company of Louisiana, who will 
speak on Forms Control; and R. R. Tekulve of the 
Standard Register Company, who will address the 
group on Paperwork Simplification. Dr. Robert P. 
Brecht of the University of Pennsylvania will keynote 
the clinic, and it is expected that at least one other 
noted educator will take part in the proceedings. Ex- 
tensive use will be made of latest visual-aid devices 
in the group sessions, and an innovation for the south 
in meetings of this sort will be the introduction of the 
“work shop” technique at the sessions 

Second of the southern Methods Clinics of NOMA 
will take place April 6 and 7 at the Worth Hotel in 
Fort Worth, Tex., under the chairmanship of J. §&. 
Pieringer, Jr., of Commercial Standard Insurance Com- 
pany. Keynote speaker for this group will be Charles 
O. Libbey of the Tennessee Valley Authority (Chat- 
tanooga), while H. B. Smith of the National Stationery 
& Office Equipment Association will speak on Organiz- 
ing for Methods Work. Other speakers at the Fort 
Worth meeting will include Frank Knox of Cleveland, 
Ohio, on Forms Control; Paul Reese of Detroit, who 
speaks on the use of microfilm; J. F. Foley of New 
York City, who will handle the subject of Performance 
Standards; Kent Lane of Louisville, Ky., who will speak 
on Distribution Chart Analysis, as well as R. R. Tekulve 
and Lawrence Miller who will speak on the same sub- 
jects about which they talked in New Orleans. 

Third of the southern Methods Clincis will be held 
April 13 and 14 in Greensboro, N. C., under the leader- 
ship of J. H. Barnes of the Standard Hosiery Mills, Inc., 
and will present Clifton F. Cox of Newark, N. J., 
as keynoter, while J. F. Foley of Remington Rand, 
New York City, will handle the topic of Organizing 
for Methods Work. At this meeting, Dr. Brecht of the 
University of Pennslyvania will reintroduce his tech- 
nique of acting as the summary speaker for the ses- 
sions, closing the Greensboro meetings at noon on 
Saturday, April 14. 

Among those who will be presented in the special 
sessions of the Greensboro clinic are Frank Knox, 
speaking on Forms Control, Lawrence Miller, who 
will handle the subject of Filing and Records Manage- 
ment; F. A. Newcomb of Standard Register Company 
on the subject of Paperwork Simplification; Paul 
Reese of the Burroughs Adding Machine Company 
speaking on Microfilming; Thomas Cox of Paul Mulli- 
gan and Company (Cleveland office) to handle the 
subject of Performance Standards, while Theodore 
Hosick will present a one- or two-session special dis- 
cussion on Textile Cost Accounting, particularly ap- 
propriate for the region. 

In speaking on the subject of Forms Control during 
the Clinics, Frank Knox will treat such branches of 
the ‘subject as the establishment of a Forms Control 
Unit, the manner in which forms control can be most 
easily achieved, the techniques of operating a forms 
control plan, methods of forms design and the organ- 
ization of forms maintenance work as parts of the 
the over-all operation. 

The talks on Organization for Methods Work will 
review the organization facilities required to set up a 
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wiltshire modern goes 
with modern industry 





new plastic firm installs wiltshire 


Imperial's wiltshire modern is as modern as the Plastics Industry. The 
smooth, graceful lines of America's finest wood office furniture—beau- 
tifully finished in eye-restful Softone—match the sparkling products of 
the vigorous, new plastic business. 


At Service Plastics, Inc., Chicago, wiltshire modern reflects the progres- 
siveness of a wide-awake organization and furnishes a quality background 
for superior plastic products. The many modern features of this out- 
standing desk line will save time, space and labor for any office, bring 
credit to any industry. 


Each month thousands of 
new office furniture buyers 


paving your way for more 
sales 





MP MBER 
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Wiltshire Modern, in Sof- 
tone, was installed at Serv- 
ice Plastics, Inc., 1120 W. 
Jackson Blvd., in Chicago, 
by Jos. Ginsburgh, Inc., 
739 W. Washington Bivd., 
Chicago—another success- 


ful Imperial dealer. 





For complete information, write today to 


become acquainted § with - 
eae te ie ee er g ro a 
these national! publications 


— EVANSVILLE 7, 
MANUFACTURERS OF WOOD OFFICE FURNITURE 
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INDIANA 
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.eee- time honored 
word on Jasper Chair Co’s 
Production Lines! 


For more than 29 years Jasper Chair Co. has 
insisted on Quality all the way down the line . 

from the selection of Best Hardwoods to the 

28 “musts” of craftsmanship in the production of 


Jasper Chair Co. Chairs. 


Jasper Chair Co’s rigid quality standards have 


resulted in Chairs of superior excellence. 


Quality is the word and Jasper Chair Co. is the 
name that have combined to create Highest Customer 


Acceptance and Satisfaction for YOU. 


Get the jump on competition with this 






Quality Line of Better Chairs! 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE”’ 
NOTHING takes the place of 


WOOD for Beauty, Warmth 
and Feel! 


‘Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 








Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd 666 Lake Shore Dr. $85 Madison Ave. 
Dallas 5, Texas Chicage. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lset St., 
St. Petersburg, Florida Oakland, Calif. Seattle 5, Wash. 
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methods control or educational methods program, 
and will set forth a basic explanation of the manner 
in which the subjects treated at the Methods Clinics 
might fit into a methods organization. 

The talks on Microfilming and Records Rentention 
will present the cost factors of many types of records 
media, will outline in some detail the setup for a 
microfilming operation, and will provide a good back- 
eround knowledge of the technique of developing a 
sound and constructive record filming program; in 
addition, the talks will provide helpful hints on how 
to select and interpret records before the microfilming 
operation 

In the session on Process and Distribution Chart 
Analysis, a simple and easily understood plan of opera- 
tion and installation will be presented, outlining many 
techniques that may be successfully used in a business 
establishment 

The Office Layout sessions will present formulae 
for interpreting the number of square feet per person 
necessary for adequate working space at all levels of 
reanization, will go into the cost of private office 
space, file space, desk space, and the accompanying 
factors which govern the layout chart 

Programming for the Methods Clinics envisages a 


eeneral session to begin the Clinic, nine concurrent 
sessions in groups of three, and a general session at 
each Clinic for summation and evaluation. Those in- 


terested in registration details may communicate with 
the Clinic chairman in the appropriate city—F. C. 
Buchanan, The Standard Register Company, 212 Delta 
Building, 348 Baronne St., New Orleans 12, La.; J.S 
Pieringer, Jr.. Commercial Standard Insurance Com- 
pany, Commercial Standard Building, Fort Worth 1, 
Tex.; and J. H. Barnes, Standard Hosiery Mills, Inc.., 
Box 820. Burlington, N. C. 





Two Buehlers Advanced by Victor 


A. C. Buehle! resident of the Victor Adding Ma- 
chine Company nnounces the promotion of Carl 
Buehler III to executive vice-president and member 
yf the board of directors and A. C. Buehler, Jr., to vice- 





CARL BUEHLER III A. C. BUEHLER, JR. 
president. Bot] Mr. Buehler’s sons have been active 
n company administration for some time 

Carl Buehler III has been with Victor since 1939 and 
has served as vice-president of the company since 
1945. Prior to spending two years overseas with the 
Office of Strate Services in World War II, he was 
actively engage the assembly of the bombsight 
produced for the Army Air Force during World War II 

A. C. Buehl J} oined Victor after serving as a 
lieutenant in the S. Navy and subsequent graduation 
from Dartmouth College. He has served as credit and 
collection manage administrative assistant to the 
general sales manager, assistant in various other de- 
partments of thi mpany, and last as secretary of 
the Victor Addi Machine Company 

Both of thes entlemen earned their promotions 
after extensive ning in general company operations 
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for tater tline 
and finding 

ESSENTIAL in. . . 

ordinary times 


INDISPENSABLE 
in these 
extraordinary times “Fcc 




















Patent No. 2248355—D128118 





Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Plastic Tab 
should be demonstrated to every office manager. Barkley 
Plastic Tab file guides and card guides bring greater 
ease . . . speed .. . efficiency to filing routine. The 
crystal clear plastic tab angled for greater visibility helps 
to make “filing and finding” effortless. If the value of 
a product is proven through performance, Barkley Plastic 
Tab deserves special mention. Make it “your business” 
and “good business” to see that every company in your 
community knows about Barkley Plastic Tab. 





Established 1921 


1. BARKLEY & C0 


Id 


1220 W. Van Buren St Chicago 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


ATLAS DELUXE 


For 300 offset plates, x-ray films, blue 
prints or 500 stencils the DeLuxe is one 
of the many vertical filing cabinets man- 
ufactured by Atlas. Constructed of heavy 
gauge steel with ball-bearing casters 













locking stop arms, piano hinge and 
separate hanger frame. Available in 
three sizes to accommodate the three 
widths of Atlas hangers. May be 
equipped with DSH, SH series, PSC series 
or GRIPDEX series hangers. 


Deluxe Model 

25"' high, 13"' wide, 26"' deep. 
B Deluxe Mode! 

25" high, 15!/"" wide, 26" deep 
C Deluxe Model 

25"' high, 24'/,"" wide, 26'' deep 


ATLAS HANGERS 


Four series of Atlas hangers fill 
every vertical filing need. 


DSH Hangers for stencils 
SH Hangers for offset plates 


PSC Hangers for x-ray films, blue- 
prints, stencils in file folders, etc. 


GRIPDEX Hangers for group and 
specialty filing. 











ATLAS 
TWIN-DELUXE 


For 600 x-ray films, blueprints, 
offset plates or 1000 stencils the 
Twin-DeLuxe is one of the many 
vertical filing cabinets manufac- 
tured by Atlas. Constructed of 
heavy gauge steel with ball-bear- 
ing casters, locking stop arms 
and piano hinge. May be 
equipped with DSH, 
SHA, PSC or GRIPDEX 


hangers 


ATLAS 
MODELS 


Portable 

DeLuxe 

Efficiency Storage 
Efficiency Combination 
Efficiency Stencil File 
Twin-DeLuxe 

Jumbo (upright) 

Wall Frame 

File-All 


Write for illustrated literature on the complete line 


EN 
Sy 


, aren 
SSS 


SUMB STENCIL FILES COMPANY 


oe SE aad Own! Oo 


STREET ADDRESS + 1662 E. 118TH ST. 
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Smead Announces Display Winners 


Announcement has been made by Smead Manufac- 
turing Company of the winners of the window display 
contest which continued from June 1 through Decem- 
ber 31, 1950. Judges were Paul E. Burbank, genera] 
manager of the National Stationery & Office Equip- 
ment Association; H. C. Whittemore, secretary and 


EXPANDING) 


PRODUCTS Baa 








SCHWABACHER-FREY (TIED FOR FIRST) 


treasurer of Wholesale Stationers Association of the 
U.S.A., and Paul J. Ochen, vice-president and general 
manager of the Graphic Arts Industry, Inc. 

Because of absolute deadlock, $250 duplicate prizes 
were awarded in a first and second place tie on win- 
dows submitted by Thomas F. Burke, display director, 
for Schwabacher Frey, Los Angeles, Calif., and J. A 
Paler for Collins & Pittman, Inc., Terre Haute, Ind. 

Third prize of $150 was won by entry submitted by 
Bruce Ballard for the House of Wren, Oklahoma City, 
Okla 

A second window, entered for Schwabacher-Frey by 
Thomas F. Burke, captured fourth prize money of 
$100. 

The fifth prize of $50 was won by Siekert & Baum 
of Milwaukee, Wis., on an entry submitted by Melvin 
Breutzmann 

Honorable mention prizes of $10.00 each were 
awarded to J. J. Wiltrout, Farnham Stationery & 
School Supply Co., Minneapolis, Minn.: Florence Mock, 
Journal Chronicle Co., Owatonna, Minn.; Orville J. 
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E000/d Ottice Furniture 
Builds Confidence For You 
And Your Customers 









Leopold office furniture installation for 
City National Bank, Houston, Texas, 
by Finger Office Equipment Co. 





\ 


\Juccessful businessmen throughout the country 

appreciate the value of attractive office furnishings in gaining 
the respect and confidence of their clients. 

Leopold desks are both functional and handsome in 

styling . . . designed to inspire customer confidence and 

to improve office efficiency and morale. These 

factors mean more sales . . . more profits for the 


user and the dealer. 


tnt LEq00/7 tourany 


WD) BURLINGTON, IOWA 





MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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“Filing and Finding’’ Aids 
mean real user satisfaction 
and real dealer profits! 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Here’s the low cost, economical way for your customers to 
keep their semi-active and inactive records safe, clean, orderly 
and available for instant reference. TRANSFILE Transfer 
Files are made of fibre board and so reinforced by steel that 
all the weight of the drawer and contents is supported on 
steel. Even when stacked high and wide, the lowest drawer 
works as freely as the top drawer. The steel front styles 
look like regular steel files and can be placed right in line 
with them. Also available in the economy all fibre style. There is a TRANSFILE for every 


Keep after this profitable business every day. If you haven't purse and purpose 
a good stock of TRANSFILE Files on hand, order now! 





Filing Supplies 


GUSSCO Dealers know they can depend on us as a reliable 
source for good quality and uniformity—priced to meet their 
competition. And as paper stocks become increasingly diffi- 
cult to obtain and maintain, we will continue to work very 
closely with our dealers. To maintain the quality and real 
value of the whole complete line of GUSSCO Filing Supplies 
will be our aim. You, too, will find buying and selling 
GUSSCO Filing Supplies a profitable habit. Why not write 
for our catalog today! 


baaete ro) hy , THE HANGING FOLDER WITH 
"7 ADJUSTABLE METAL TAB 


Pat. Pend 





Everywhere records are kept, Guide-O-Folders increase the speed, 
accuracy and facility of “Filing and Finding.” Because they hang 
they reduce the tedious manual labor to a minimum. Always in an 
upright position, Guide-O-Folders glide along on the metal frames 
with finger tip ease. Because the metal tabs are adjustable to every 
standard filing position, Guide-O-Folders fit right into every filing 
system. They can be used to save time and money in every office 
you contact. Use our handy demonstration kit to help you sell. 








Write for your copy of the GUSSCO catalog today. 


GUIDE SYSTEM & SUPPLY CO. 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


plie 
Or] 
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Stutte, Midland Stationery & Supply Co., Jefferson 
City, Mo.; C. B. Saitta, Megeath Stationery Co., Omaha, 
Nebr.; H. W. Clopp, H. W. Clopp Office Equipment-Sup- 


WORDEN 


HOLLAND. MICH 





resents 








HOUSE OF WREN (AWARDED THIRD PRIZE) 


TELL-I-VISION 
SYSTEM 


Above leather 
davenport No. | A quality line of Desks, Gen- 
iS deep sa | wine Leather Chairs and 
high. Suites with warmth, loveli- 


ness and serviceability. 











Above desk No. | Our Secra Type typewriter 
252-ST 52'"x32". ; 

Sainte tie desks do not restrict use to 
2133807. large size desks. 


For particulars or literature, 
write... 


» 


SIEKERT & BAUM (AWARDED FIFTH PRIZE) Worden Company 
200 East 17th Street « Holland, Michigan 


plies, Trenton, N. J.; Joseph Line, George Stuart, Inc., | 
Orlando. Fla.: M Treva Morris, Emarines, Printers- - ene. 























| 
| 


| 
| 
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CAmco 's TOP CARBON. . 
YOUR TOP PROFIT-MAKER! 





Longhorn Plasti-Carbon sells be- 
cause it won't curl. It sells because 
it won't tree or smudge. It sells 
because it will take more abuse 
than any other type carbon. It 
sells because it’s packaged right 
and priced right. LONGHORN 
PLASTI-CARBON SELLS! 


NEW CAm C0 CATALOG 


Crammed full of product in 
formation—PLUS a wealth of 
selling helps for you! Packages 
illustrated in full color! 


WRITE TODAY FOR YOUR COPY! 








FAST service from AMCO factories and 


branch offices. 


MWCO 
AMERICAN CARBON PAPER MFG. CO. 


ENNIS, TEXAS ° CHATHAM, VIRGINIA 
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Stationers, Council Bluffs, Iowa; Steve Reynolds, Re- 
deker & Dick, Inc., Cincinnati, Ohio; R. V. Goble, 
Thatcher, Inc., Topeka, Kans.; Frank Napravnik, 
Omaha Stationery Co., Omaha, Nebr.; George R. Ce- 
lusta, A. & E. Supply Co., Duluth, Minn.; Kenneth BE. 
McKee, Southwestern Stationery & Bank Supply, 
Ponca City, Okla.; Walter W. Boehmer, Miami Sta- 
tioners, Dayton, Ohio; Cliff Wilson, Morris Sanford 
Co., Cedar Rapids, Iowa; O. S. Bruno, Office Supply 
Co., Racine, Wis.; C. J. Lofye, The H. H. West Co., Mil- 
waukee, Wis.; J. E. Harris, Los Angeles Stamp & Sta- 
tionery Co., Los Angeles, Calif.; J. Parrott, Waterloo 
Office Supply Co., Waterloo, Iowa; Bill Smith, Bartles- 
ville Stationery Co., Inc., Bartlesville, Okla.; A. H. 
Fischer, Des Moines Stationery Co., Des Moines, Iowa, 
and A. E. Bergstrom, Perkins Bros. Co., Sioux City, 
Iowa. 


MODERN LIGHTING INCREASES 
RETAIL SALES 


by Marie B. Pfeiffer 
Office of Small Business 


Gr LIGHTING can make your store more modern 
and attractive and can add to customers’ shop- 
ping convenience. It also can serve you in other ways 
to suit the requirements of your store. It can make 
the store stand out among its competitors, can make 
the entire store a display window, can contribute to 
the store‘s “atmosphere” or personality, can lead cus- 
tomers from one part of the store to another and 
can highlight the special qualities of the merchandise 
upon which it is focused. 

Ways in which lighting builds sales. Lighting that 
is well designed helps to build store sales in many ways. 
For example: 

1. Bright, cheerful lighting of window displays draws 
customers to the store. 

2. In the case of the store with an open front, a 
brightly lighted interior makes the entire store a dis- 
play window and attracts passers-by into the store. 

3. Controlled lighting of display windows makes it 
easier for passers-by to see merchandise through day- 
light reflections in the glass. 

4. Good lighting reveals the trve color, texture, lus- 
ter, and other qualities of merchandise, and brings 
quicker, more accurate buying decisions. The result is 
a reduction in the time required per sale and fewer 
merchandise returns. 

5. When used skillfully to provide varying degrees 
of brightness, strong contrasts, silhouettes, and color, 
lighting draws attention to featured items and in- 
creases their appeal. 

6. Good lighting increases the alertness and effi- 
ciency of salespeople, improves their morale and re- 
duces mental fatigue. 

7. Good lighting promotes store cleanliness and 
neatness. 

8. Proper blending of light and color in a store’s 
decorative scheme helps to give the store a distinctive 
character and atmosphere. 

Effective window lighting. Good lighting is of the 
greatest importance to a window display. A well- 
illuminated window display catches the attention of 
persons hurrying by and leads them to stop, look, and 
shop. The degree of light required for maximum at- 
traction and selling power depends on the depth of 
the window, the brightness outside the store and the 
type of lighting in the adjacent stores 





Display windows 
may require artificial illumination 
in the daytime as well as at night, since daylight, and 
especially bright sunshine, often causes reflections in 
plate glass fronts that detract from or even obscure 
the displayed merchandise. 
Either of the two types of lighting—fluorescent or 
incandescent—may be used in show windows. Often the 
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History Repeats Itself! 





Be ready with 





Oxford 


HEAVY DUTY 
filing folders 


During World War II, sales of the more expensive specialty 
folders sharply increased. This was due to the greater 
efficiency required and greater abuse from inexperienced 
file clerks. With the same conditions approaching, history 
will repeat itself! Again there is an opportunity for dis- 
tributors to increase their file folder sales and profits! 


Oxford specialty type heavy duty folders include 18 point 
Durox folders with plain or AC tabs .. . pressboard folders 
with plain, AC or metal tabs. All are profitable items—easy 
to sell in this time of accelerated business activity. These 
heavy duty folders make filing easier, faster, more efficient! 


Wide Selection Makes Selling Easy 


Whether your customers want pressboard folders with steel 
tabs or angular. celluloid tabs, sturdy 16 point Durox folders 
with AC tabs, or red fiber file pockets—be prepared with 
an ample stock. 


Send Your Order Today! 


Stock these quality items today—there’s a strong demand 
for them. Fortunately, we’ve anticipated this demand— 
the Oxford line is complete and shipments will be prompt. 
Your order will be filled from our large inventory with the 
quality for which Oxford is famous! 


Oxford 


FILING SUPPLY COMPANY, INC. 








Garden City, N. Y. St. Lovis 2, Mo. 


Originators and sole manufacturers of PENDAFLEX Hanging Folders 


Filing Folders © Filing Guides * Fiberboard Files * Index Cards * Red Fiber Envelopes 
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everyone is 
talking about! 





No. 1493LL Side Arm Chair, a smartly designed 
companion piece to the No. 1736 Posture Chair 


No. 1736 
Adjustable 
EXECUTIVE POSTURE CHAIR 


And is it any wonder! Here’s a fine executive 
arm chair in solid walnut with soft relaxing spring- 
filled cushions—PLUS, adjustable posture control 
features that makes it one of the most sensational 
values in the office equipment industry. 


The No. 1736 Adjustable Executive Posture Chair 
was designed for comfort. There’s loads of com- 
fort when you're sitting . . . and a new thrill of 
perfect relaxation every time you lean back. 
Four separate hand adjustments give precision 
control of posture action to suit the needs of every 
individual. It’s a chair that never lets you get 
tired. 


The new No. 1736, together with the matching 
No. 1493LL Side Arm Chair is a combination that 
makes a big hit with customers looking for new 
comfort for their office living. It'll pay you to get 
the complete story on this popular new number. 
Write or wire us today. 


See both of these chairs at the N.O.F.A. Convention, Stevens Hotel, March 4-5-6, 1951 


JOHNSON CHAIR COMPANY 





4401 West North Avenue 


Chicago 39, Illinois 
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displays may be ennanced by a combination of the 
two types, say, by the use of incandescent spotlights 
or floodlights, and fluorescent overhead and footlights. 

Good general lighting. A store’s lighting should be 
suited to the design of the store and to the merchan- 
dise carried by the store. In certain kinds of stores, 
typical of which are food markets and variety stores, 
uniform general lighting may be the only lighting 
system needed. Many other types of stores, however, 
will need not only uniform general lighting, but also, 
here and there in the stores, concentrated lighting 
to accent feature displays 


In judging the over-all 
lighting of a store, various 
factors must be considered. Among these are: 

a. Location of the store. In planning the lighting, 
has consideration been given to the type of community 
in which the store is located and to the lighting of 
adjoining stores? For instance, the store may be lo- 
eated in a progressive, thriving shopping section and 
be in the midst of other brilliantly-lighted store build- 
ings. If the owner is to maintain a reputation for 
being a progressive merchant and is to win, for his 
store, the attention of shoppers, he must make certain 
that his window and interior lighting compares favor- 
ably in attractiveness and intensity with that of the 
surrounding stores 

b. Physical characteristics of the store. Is the light- 
ing sufficient for a store of this size? Has advantage 
been taken of the reflecting power of walls, ceilings, 
and other surfaces? Have architectural problems, 
such as those presented by columns and niches, been 
recognized and overcome? Has the lighting been de- 
signed with an eye to the arrangement of display fix- 
tures and departments within the store? 

c. Color scheme of the store. Does the lighting 


harmonize with it and add to its attractiveness? 
d. Sales atmosphere of the store. Is the lighting 
indicative of the character of the store? 


e. Type of merchandise sold. Does the lighting en- 
hance the appearance of the merchandise, emphasiz- 
ing, as in the case of glassware or jewelry, its form, 
sparkle, and appeal? Does it bring out the true color, 


grain or other quality, as in the case of clothing or 
furniture? 

f. Type of display fixtures used. Is general lighting 
sufficient for it, or is special lighting, such as flood- 


lighting or spotlighting, needed for maximum results? 
Do the fixtures prevent problems of glare? 
g. Ease of maintenance. Are the lighting fixtures 


arranged in such a way that fluorescent tubes and in- 
candescent bulbs are easy to replace? Are the fixtures 
easy to clean 

Lighting for specific effects. In order to use lighting 
to greatest advantage, a store frequently will need 
some special lighting effects, in addition to good gen- 
eral lighting. For example, spotlighting, floodlighting, 
rr other types of concentrated lighting may be needed 


to single out featured merchandise for shoppers’ at- 
tention. Lighting of this type is a valuable aid to the 
success of special price, style, seasonal, or other sales 


events 


Among other specific 
purposes for which lighting 


‘an be used are: to direct traffic from one part of the 
store to another and to create a subtle change of at- 
mosphere between departments to set each apart from 
the other. These purposes can be achieved by con- 
trolling the amount and intensity of lighting. 

Incandescent and fiuorescent ‘lighting. Each of the 
two types of store lighting, incandescent and fluores- 
ent, has distinctive characteristics and specific uses 
for which it is m effective 

The fluorescent lamp produces light of high effici- 
ency, thus making possible increased illumination even 
when inadequate wiring capacity or other conditions 
prevent an increase in wattage. Further, under normal 
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CURMANCO 


STEEL LETTER RACKS 


The Curmanco Letter Rack is all in one piece, electrically 
welded together. Can be used side by side, back to back 
or hung on the wall. Finished to suit buyer in Olive Green, 
Metallic Gray or Walnut Brown. Handy for the Office, 
Store or Factory. Particularly serviceable for Executive, Sec- 
retarial, Stenographic, Accounting and other office functions. 


Steno 
Model 


No. 102 
Letter Size 
112 
Legal Size 








SAVE TIME, 
INVITE ACTION, 
KEEP YOUR 
DESK CLEAR 





Secretary 
Model 


No. 103 
Letter Size 
113 
Legal Size 








HANDLE, SORT, 
CLASSIFY and 
DISTRIBUTE 
YOUR DAILY 
WORK PAPERS 





Executive 
Model 


No. 104 
Letter Size 
115 
Legal Size 





Write for Descriptive Folder & Price List 


Currier Manufacturing Co. 
2448 W. LARPENTEUR AVE. 


ST. PAUL 8, MINN 
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TE Specialize Ta Your 


UNUSUAL 


Eneope Needs 
Sank Exuclopes 


EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 












*Coupon and Coin Envelopes 
*Bank Filing Envelopes 














Write for Prices and Samples 





For Seeds, Samples of 

Grain, Ore and Sand, } 

Machine Parts, Jewelry, } 
Etc. 


*Metal Fold Envelopes 
*inter-Fold Seal Styles 
*Gummed Seal Flaps 


fustrs rs 









Currency Gift 
Envelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 
*Used by Banks—Sold by Sta- 
tionery Stores 















Write for Prices and Samples 





Open End Filing 
Envelopes 
DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 

*Sizes for Every Filing Need 
*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


fusirits 



















Passe Book Covers 


MADE TO STAND LONG, 
HARD USE 










*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


FOR PROTECTION OF SCHOOL 
REPORT CARDS 
*An Excellent Advertising Me- 


dia for donation to Schools. 
Write for Prices and Samples 


/ game 
i Chel Lo Fo4 
ENVELOPE ©’ COMPANY 


ee ae a 





anveticenrese 


CHICAGO SAINT PAUL 
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operating conditions, a fluorescent lamp will last about 
four times as long as an incandescent bulb. 
Fluorescent lighting requires a number of compo- 
nent parts, however, which make the installation cost 
greater than that of incandescent lighting. On the 
other hand, because of its higher efficiency, lower 
operating cost, and longer life, fluorescent lighting 
may prove more economical over a period of time. 


Although any light 
will generate heat, fluorescent, 
by comparison with incandescent, has earned the repu- 
tation of being a cool light. 

Another outstanding difference between the two 
types of light is in the colors in which they can be 
obtained. Unlike incandescent bulbs, fluorescent tubes 
are obtainable in many colors, including a wide range 
of whites. Different colored tubes can be used to achieve 
different effects or to simulate daylight so that mer- 
chandise, for example dress fabrics and upholstery, 
can be seen in its true colors. 


Incandescent bulbs are 

available in numerous watt- 
ages, sizes and shapes. Fluorescent tubes are available 
in various lengths, shapes, and diameters. The long, 
thin, high-efficiency flourescent tubes are will suited 
to the display of merchandise in display cases and on 
shelves. It is common practice to use fluorescent light- 
ing to spread over the store an even degree of light 
not easily obtainable from incandescent lamps. How- 
ever, where there is a need for concentrated lighting 
within a specific sales area, incandescent bulbs may 
do a better job. 

Planning for improved lighting. In view of the ad- 
vantages offered by modern lighting, no storekeeper 
should tolerate a dingy, shadowy store. You can show 
your store and merchandise to their best advantage by 
wise use of general and specific lighting—good general 
lighting to make the whole store a display window; 
and specific lighting to direct the eyes of the cus- 
tomer, affect her movements, draw her attention to 
particular items or groups of merchandise and bring 
out the varying degrees of color, texture and finish 
of displayed items. 


To be sure that you get the best 

lighting effects 
possible, call upon lighting specialists for assistance. 
The local lighting company will be glad to test the 
adequacy of your present lighting system with a foot- 
candle meter. It may also be prepared to send to your 
store, free of charge, lighting specialists who can help 
you plan your lighting for the maximum results both 
in beauty and utility. Informative literature on effect- 
ive use of lighting products, and expert advice on any 
type of lighting problem, also are obtainable without 
charge from the manufacturers of electrical equip- 
ment. For more technical services, illuminating engi- 
neers should be retained. 





Postcript That Pays Off 


With so much progress being made in the field of 
special type faces, variable spacing, and unusual 
ribbons, a frequent question raised by a customer 
is, “What kind of typewriter did you use to type this 
letter?” 

In your own correspondence, which should repre- 
sent at all times the ‘epitome of good taste and the 
use of modern equipment, you can help answer that 
question for the readers of your letters with a friendly, 
yet helpful, postcript. 

On sales letters, or other routine correspondence, 
type a PS that says, simply, “This letter produced on 


a (insert name) typewriter, equipped with (insert 
name) type, and a (insert name) ribbon.’—RAS 
OFFICE APPLIANCES, March, 195! 
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NO. 70 BELMONT STANDARD 
Standard seat construction. Upholstery may be vinyl 
resin, fabric or leather. Height of seat adjustable 


from 17 Seat is 16” wide, 13” deep; back is 
14” wide, 6 Shipping weight, 40 lbs. 


NO. 71 BELMONT DELUXE 
Deluxe foa I 


may be vir 


ibber seat construction. Upholstery 
n, fabric or leather. Height of seat 
adjustable from 1732” to 20%”. Seat is 16” wide, 13” 


deep; back is 14” wide, 6” high. Shipping weight, 40 lbs. 





FEATURES 
SOLID HARD MAPLE BASE is finished in plasti- 


cized enamel paint for extreme resistance to wear 
and chipping. May be obtained in standard Do/More 
metal color 

LAMINATED HARDWOOD BACK SUPPORTS are 
strong ar Finished to match base of chair. 


AND BACK REST 
which permit absolute, perfect fit of 
Back rest also pivots to 


SLIDING SEAT have micro- 
ad tir f 
individu rements, 


follow bo 
NON-SCUFF GUARDS of pliant rubber on back of 


hair prevent marring ol desk or wall behind user, 
POSITIVE HEIGHT LOCK permits micro-adjust- 
ment otf s it there. 
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THE NEW FURNITURE-STYLED 


Leehinond 


DO/MORE CLERICAL CHAIR 







Wie . 


\e 


A chute lbal tel bul hay lhe Mo 


This newest of Do/More clerical chairs offers many advantages 
at an attractive price. It’s the improved design of a model which 
has been adopted by hundreds of offices during the past 5 years. 

The new Belmont’s simplicity of line makes it blend perfectly 
with almost all office furniture. And it’s a practical chair, too! 
One that can be custom fitted to the individual and to the job 
for day-long comfort. 

The chair itself, however, is but half the story when you buy 
Do/More. Every person who uses a Do/More chair is given “basic 
training” in correct use...the HOW and WHY of proper seating. 

Also, the chair is personally fitted by a trained specialist. Me- 
chanical inspection and re-fitting services, too, are »vrovided without 
extra charge for one year... services that may be extended at a 
nominal fee. 

Only Do/More offers you this complete ABC seating service! 


DO/MORE 


SPECIALISTS IN PROPER SEATING FOR MORE THAN A QUARTER-CENTURY 


Domore Chair Company, Inc., Dept. 301 Elkhart, Indiana 
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let this label 
be your guide 





























by: SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


Look for the CRESTLINE Label when you buy. 
It is your assurance of the finest in office furniture .. . 
unmatched design, quality craftsmanship and a new 


sensation in working efficiency. 


SECURITY STEEL EQUIPMENT CORPORATION @ AVENEL, NEW JERSEY 
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TAX PROSPECTS FOR 1951 
by Harold J. Ashe 


Tax Counselor 


OW IS THE INDIVIDUAL taxpayer likely to fare in 

1951? Before the year is out, judging from all 
present indications, the over-all tax load for small tax- 
payers may be almost double that of 1950. This is not 
wild speculation. It is implicit in official government 
pronouncements, as well as inherent in the critical 
situation in which America finds itself today. 

Even the smaller appliance dealers and salaried 
executives in moderate financial circumstances may 
have various kinds of taxes—not including hidden tax- 
es or property taxes—aggregating 20 to 25% of their 
income in 1951, and in some instances it may be even 
more. Not only are taxes going up but many new taxes 
are being devised to skim off every available loose dol- 
lar that, otherwise, the individual might retain for 
either personal or business use. 

While there is considerable excess fat in govern- 
ment budgets that could be trimmed off in lieu of 
sharply rising tax bills, there is little prospect that 
genuine economies will be practiced in non-essential 
government services. To the contrary, it is becoming 
more apparent every day that it will be the individual 
taxpayer who will be called upon to economize—and 
not solely for the laudable purpose of supporting exclu- 
sively a growing defense effort. 


Consider first 

the Federal individual income tax. 
In 1950, the 1950 income tax was increased by the 
simple device of reducing the size of the refund credit 
on tentative income tax. The same law entirely elim- 
inated this credit on 1951 income. Now, before 1951 
is well along, legislators are considering again increas- 
ing 1951 individu income tax rates. 

In addition there is serious talk of reducing the 
$600 exemption for each dependent, cutting this credit 
back to $500. This will have a twofold effect. It will 
bring back onto tax rolls millions of individuals who 


have been paying no tax because the total of their 
$600 exemptions equal or exceed their income. It will 
also sharply increase the tax bill for all other tax- 
payers now payl! taxes 

The tax take, by reducing exemption allowances, 
will be $20 an exemption for those in the lowest tax 
bracket, and it will bring in far more from those in 
higher tax brackets. A taxpayer already earning 
enough to pay taxes (even with $600 exemptions) will 
get a tax hike, if the cutback goes into effect, of $100 
if he has five exemptions and all taxable income is in 
the lowest tax bracket. This, if tax rates are not 
increased. If the lowest bracket is increased to 23%, 


the tax bill will be increased $115 
in exemption credits. 
if the lowest tax bracket is boosted 


which appears likely 
solely by a reductio1 
At the same 


to 23 the tax for each taxpayer will be upped 
$30 on every $1,000 of taxable income in the lowest 
bracket. This ible squeeze play will more sharply 


increase Indlvlda 


income tax bills than most taxpay- 


The taxpayer, 
consumer, is also going to be 


axed more and more on the things he buys and the 
services he ust The whole Federal excise tax struc- 
ure is likely broadened to include many more 


consumer good ever before, many of which can- 
not conceivably classed as luxuries. In addition, 
goods already bearing excise taxes may have rates 

Sharply increa 
Many cities that have not yet invaded the sales tax 
field are giving such a revenue producing method seri- 
ous consideration. At least one major city is planning 
tax from %% to 1%. This is in a 


to jump its sales 


a+ le 
sla LE hat alre 


has a 3% sales tax that may go to 
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TIMES AS MANY POINTS / 


This is the story we're telling school officials, purchasing agents 
and business executives all over America! And this is the story 
that will help you register more pencil sharpener sales. Ex- 
haustive tests by independent testing laboratories prove that 
Apsco cutters sharpen 2% times as many points, more points 
per pencil, a more perfect point every time, and save up to 70% 
of cutter replacement costs! 


COMPARE THE POINTS! * 


Unretouched photo- 
graphs show the supe- 
riority of APsco’s cut- 
ter design. Compare 
Apsco’s 28,000th 
point with 9,000th 
point of competitive 
sharpener. See why 





APSCO 28,000TH POINT 







BRAND “A” Apsco has been Amer- 
9,000TH POINT _ ica’s choice for over 
40 years. 


* Pittsburgh Testing Laboratory, File No. 32999.1 


HOW APSCO HELPS YOU SELL! 


_~ Pencil sharpener buy- 
ers will be bombarded 
with Apsco’s power- 
ful “24% Times” story. 
Full-page advertise- 
ments and colorful, 
sales-stimulating cir- 
culars will pre-sell 
sharpener prospects 
for you! 






INQUIRIES WILL BE REFERRED TO You! 


Cash in on this powerful performance story by tying in with 
Apsco’s sales-building “2'4 Times” program now. Order a 
supply of colorful mailers! Set up window and counter dis- 
plays! Use Apsco tie-in newspaper mats. Don't miss this profit- 
making opportunity! Act today! 


=— 336 No. Foothill Road, Beverly Hills, California 
ROCKFORD, ILLINOIS + TORONTO, CANADA 


(7 COSTS LESS T0 SELL THE BEST! 
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COMPLETE CATALOG / 
Availablee 


Bigger ... Better... 
New lines added .. . 
Showing the most com- 
lete line of MARK- 
ING DEVICES and 
SUPPLIES we have. 


ever offered. 
Write fora 
copy on your 


letterhead 















MARKING DEVICES 


DomEsTIC & EXPORT TRADE 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, etc. 


ConsouipareD STAMP Merc. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
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342% before the state legislature adjourns. 

Meantime, several U. S. senators indicate a Federa] 
sales tax is being given serious thought. Senator Byrd 
refers to it as a “retail sales or transactions tax.” If 
the latter, it may be a pyramiding tax. 

Senator Anderson is quoted in press dispatches ag 
saying that the government might “resort to a nation- 
wide sales tax designed to bring in 10 or 15 billions of 
dollars annually.” If this much revenue is to be 
derived from such a tax it would indicate a tax of 6 
or 7% on virtually all goods and services or, possibly, 
as much as 10% on taxed items, if some goods and 
services are exempted from a Federal sales tax. 


Beginning in 1951, 
and payable in 1952 with 195] 
income taxes, non-corporate taxpayers for the first 
time, if self-employed, will pay a 244% tax on income 
up to $3,600 income for Social Security old-age pen- 
sions. 

Let’s see how the over-all tax bill (exclusive of hid- 
den taxes and property taxes) is shaping up for 1951. 
Assume a taxpayer with $10,000 income, self-employed, 
who makes a joint income tax return and has two 
exemptions and 10% in personal deductions. He pays 
a 3% state sales tax and %% city sales tax on taxable 
items which aggregate in expenditures about one- 
third of his income. He pays an old-age pension tax 
of 244% on the first $3,600 of his income, and also 
pays a small state income tax. It is assumed the city 
sales tax will go to 1% in 1951, and that a Federal sales 
tax will be at a rate sufficient to amount to 6% of 
income before income taxes are paid, i.e.: 6% of gross, 
and that all income is spent. The 1951 income tax is 
assumed to be 23% in the lowest bracket, 25% in the 
next bracket, and with exemptions reduced to $500. 
Some of these factors will vary from state to state, 
and Federal proposals may be altered in some respects, 
but this is a fair over-all picture of the typical tax- 
payer with proposed tax hikes in mind. 


1951 1951 

1950 Now Prospects 

Federal Income Tax ; $1,496.80 $1,680.00 $1,920.00 
State Sales Tax CE 100.00 100.00 100.00 
City Sales Tax cacsciadansiaanaietsasaa 16.67 16.67 33.33 
i ee None None 600.00 
State Income Tax Sickes 61.00 61.00 61.00 
Old-Age Pension Tax acapkabtiaede None 81.00 81.00 
Excise Tax (Low estimate) ane 100.00 100.00 150.00 
Total P eoseeseee $1,774.47 $2,038.67 $2,945.33 


Thus, take-home pay after all taxes (spendable 
income) would be reduced in the above example from 
$8,225.53 in 1950 to $7,054.67 in 1951, or a reduction of 
about 14%, if present tax proposals become law (and 
these are on the conservative side). Stated another 
way, this typical taxpayer will have less than $7 in 
1951 for every $8 he had in 1950 that he can call his 
own. 





Marchant Promotes Al Johansson 


The promotion of Al L. Johansson to the position 
of agency manager of the Stockton, Calif., office of 
the Marchant Calculating Machine Company was 
announced recently by Edgar B. Jessup, president of 
the company. Previously Mr. Johansson had been 
a sales representative for Marchant in Oakland. As 
manager, he will be in charge of sales and service 
in the Stockton area. 

Carl Decker will continue as service manager for 
Marchant in the Stockton office, which is located at 
510 E. Channel St. 





Flexo International Raises Prices 


Flexo International Corporation recently announced 
a price increase on its various line of fluorescent lamps. 
A spokesman of the firm stated, “We have never raised 
a price before on 99 per cent of our goods in 18 years 
of business.” Increased costs of doing business was 
given as the reason for the raise. 
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OU can count on a satisfied customer every time you sell 

ACE STAPLING EQUIPMENT! That's why successful 
dealers from coast-to-coast invariably recommend “ACE” 
when they get a call for Stapling Machines, Staples, or Staple 
Removers. They know from long experience that ACE 
Machines give a lifetime of efficient, trouble-free service . . the 
kind of service and satisfaction that only correct design, finest 
materials, and watch-like precision can give! ACE makes the 
TOP QUALITY Stapler . . stock and feature the complete line. 
Be prepared to hand 'em an ACE no matter what price they 
want to pay! ACE Stapling Equipment has been sold through 
dealers exclusively for more than 20 years! 


VOU BUILD PROHT AND PRESTIGE \\VIL ACE! 




















HOW THE ACE PROCESS OF TREATING 
WIRE MAKES ACE STAPLES STRONGER 





FIGURE 1 FIGURE 2 


FIGURE 1. . Shows o cross-section of on ALL-ROUND sine! 
wire. Ace uses only premium, precision-mode, occurctely 
drawn-to-size steel wire. 


FIGURE 2... Shows the all-round stee! wire ofter being 
treated by the ACE PROCESS. This gives maximum strength 
on the outer edge where it is needed most. 
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3415 NORTH ASHLAND AVENUE «+ CHICAGO 
1 NOTRE DAME ST.; WEST MONTREAL 


ACE FASTENER CORPORATION 
IN CANADA @ ACE FASTENER (CANADA) LTD., 
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TRADE MARK 
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wil 
LOW COST SHELVING — foc 
voi 
Liberty PREFAB WOOD SHELVING is movable a Fo! 
equipment having an advantage over permanently | ha’ 
constructed shelving in that it can be easily disman- — of 
tled and reassembled in a new location in a few min- CSS h 
utes without expensive installation costs. 
Liberty PREFAB WOOD SHELVING provides the = 
ideal method for storing Liberty Record Storage — c 
Boxes, or any other storage boxes or drawers. To iS , , 
give you an idea of capacity—each unit will hold 18 pie 
letter size boxes, or 12 letter size and 6 legal size, or J. | 
48 check size boxes and drawers or the equivalent fly’ 
Considerably greater quantities of smaller size boxes = iL ass 
may be accommodated. You have 42 square feet of [SS ja) Los 
shelf area in 7 square foot of floor space. The appli- — sur 
cation of Liberty PREFAB WOOD SHELVING is ; | the 
not prover to —— storage, nf wet er. It is all pur- ful 
se shelving with hundreds of business and indus- a gg 
trial uses. i 4 mn 
The use of Masonite Shelf Boards and Side Panels | F k 
is not necessary when storing Liberty Boxes. Both | spo 
are available as accessories. Shelf Boards are neces a anc 
sary when Liberty Prefab Wood Shelving is to be L f 
used for storage of small items. val 
' opi 
sta 
] << for 
T 
tior 
UU dist 
hot 
anc 
ee Each starter unit has six shelves 42” wide hel 
by 24” deep with 1214” height between tra’ 
shelves. The entire unit is 84” high. Ex- 
tension units have the same measurements and | 
interlock with starter unit. T 
Shelving may be extended to any length desired par 
by adding Extension Units. hig 





Tra 
pas: 
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EXCLUSIVE FEATURES 


@ Unlimited Expansion 
Laboratory Tested 





} | 
a oe 
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& 
@ Completely Prefabricated = 
@ Conveniently Cartoned in 
@ Simple Assembly cide 
@ Prompt Delivery | L ~ 
Every office, factory and store a prospect. ae Lo ‘t = 
The ideal LOW COST shelving. nev: 
Wood framework is unfinished but sanded - 
—no slivers. — A 
Anyone can assemble it in a few minutes. == on 
oe ber 
NO TOOLS NEEDED © * 
he 
a ve 
BANKERS BOX COMPANY ° 720 So. DEARBORN ST. ¢ CHICAGO, ILL. 4. 
00 
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7REGON HRAILHRAVELERS 


JOE DWYER, CORRESPONDENT 
15528 TWELFTH AVE., N.E., SEATTLE 55, WASH. 


Charlie (Wilson Jones) Nunn and Fred (Dennison) 
Carlson found themselves unable to answer their 
wives’ questions the recent New York’s East-West 
football game San Francisco; they had lost their 
voices rooting in the West’s first victory in five years. 
Following a local tipster’s advice they were able to 
have their vocal powers restored through the medium 
of a few $.62 Cokes served at the Forbidden City after 
the game. Charlie said later that $.62 for a Coke 


nearly rendered him speechless again. 
> ” > 
On our recent visit to Los Angeles we had the 


Phil Redford, formerly of The 
and Wilson Turner, the former 
of the Northwest. Both are now 
Schwabacher-Frey Company in 
have become confirmed California 
sun-worshippers. Wilson told us that Alan Hamilton, 
the former Binney & Smithster, is now putting in a 
full day raising chickens and selling real estate out 


pleasure of greeting 
J. K. Gill Company, 
flying Eagle (Pencil 
associated with the 


Los Angeles 


in the fabulous San Fernando Valley. 
‘ . ~ 
En route to the desert country we stopped for a 
spot of orange juice at a roadside refreshment bar 


to recognize a young lady formerly 
industry in the Northwest. She 
opined that maybe that industry must now be booming 


ana were surprist 


of the stationery 


up north in that the past ten days four Oregon 

stationers, on way to Palm Springs and Arizona 

for a winter Vv tion, had stopped in for a refresher. 
- . . 

Travelers calli n Francis Fowlks at Pacific Sta- 

tionery Company in Portland these days are not 


disturbed over having left their price books at the 


hotel. His new receptionist (Bess) knows the lines 
and the prices n several occasions has been most 
helpful in stock numbers which the calling 
traveler wa esperately trying to recall 


. . + 


January freeze brought an accom- 


The recent 


panying glare of ice that drastically reduced the 
highway drivi speeds. However, the Oregon Trail 
Traveler who recently lost his left door handle to a 
passing log truck hasn’t had to slow down; he has 
been in second for a LONG time! 
* * > 

The travele1 ere glad to welcome back to their 

January 29 luncheon Gerry (American Pencil) Whit- 


been released from a five-day stay 
llowing his recent automobile ac- 


comb who had 
in the hospital 


cident. Gerry asked us to say to his dealers he would 
greatly appreciate their dropping in the mail any 
stock orders they may now be holding for him. At 
the present time he finds it very painful to laugh, 


even at a good story, but is returning to the job 


nevertheless 


7. > > 
A strange qui settled over the recent Monday 
luncheon of thi velers when word was received from 


Chet (Y. and E.) Williams of the death in late Decem- 
ber of the po} Ray Flaherty of The Office Supply, 
Missoula, Mont. To those who called on Ray for years 


he will alway remembered as a gentleman and 
> > > 

Word rece Bob Needham, of Needham’s 

Book Stor Sale Ore., indicates that advance 
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COMFORT- 
CONTROLLED 
MOTION 








“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls. . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 


buy Collier-Keyworth! 





COLLIER-KEYWORTH CO. 
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prescribe hi L- KLATTIER 
for ADDED PROFITS 





HOW TO CUT DOWN ON 
OFFICE HEADACHES ! 





@ The use of Kil-Klatter type 
writer pads is about the 2 
way to cut down on those . , 
noises that cause errors, careles 
ness and headaches. 


ME SCORE 


TPIWRITER PAG 





@ Absorb the shock end deaden the 


ad_of typing. 
en ne OLITE felt, 


Pearce top and skid- 
proet bottom. 
hines, too. 


© Firmany other office moe 


Rg 
your STATIONER OF OFFICE SUPPLY DEALE 


giri® rad 


surieee TY Pew 





A month-in and month-out advertising program is the 
KIL-KLATTER way of helping you to increased profits 

. and, in addition, valuable sales aids such as catalog 
cuts, two-color envelope stuffers, newspaper mats and 
counter cards are offered to you without cost. Order 
your stock of KIL-KLATTER typewriter pads and free 
sales aids today. 





AMERICAN HAIR and FELT CO. 


Dept. B-13, Merchandise Mart 
Chicago 54, Ill. 
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reservations for the convention in late May at Gear. 
hart-By-The-Sea point to a full house. May 24-25-26 
are the dates and if you have not already attended 
to it we suggest you write for reservation now. Don’t 
put it off until the day arrives and you drive down 
with your golf clubs and swim suit to find the “No 
Vacancy” sign out. We hope to greet you at Gearhart! 
“Out Where The Hand Clasp’s a Little Stronger.” 





Art Supplies Bring New Customers 


C. W. Ward of Wards Stationery Store, Washington, 
Pa., reports that their art department, which was 
opened a year ago, is a wonderful traffic-builder. 
Mrs. Ward, who has charge of this new department, 
has arranged the display in an archway where it is 
in full view of the door so that customers get a view 
of the entire store when purchasing art materials. 

Mr. Ward opened the department with an inventory 
of $110.00 and reports the turnover is about twice 
yearly with a mark-up of 40%. The inventory now 
runs well over $200.00 and is being increased steadily. 
Water colors, pastels and a few oils with paper in 
tablet form were stocked at first. Now the firm is 
branching out with brushes and cut paper and hopes 
later to add art books and magazines 

Mr. Ward explained that art materials salesmen 
were of great service when first beginning the depart- 
ment. They knew the type of materials most widely 
used and helped in the selection of a well-balanced 
but smal! inventory. 

Located in the county seat town for 39 years, the 
store uses little advertising. Mr. Ward believes most 
artists or would-be artists pass the word around among 
themselves concerning where to buy such and such 
an item. These artists are good customers for they 
are interested in gifts, books, and many other items 
which are stocked regularly by office supply dealers. 

Since contacting the manager of Washington’s 
Neighborhood house where art classes are held, Wards 
has received several orders from their members. In 
return, Mr. Ward goes out of his way to refer people 
interested in painting to Neighborhood’s manager to 
that they may arrange to attend the classes 

Many simplified and instructive art sets are for 
sale to meet the increasing demand for this creative 
outlet. Art sets range in price from the very inex- 
pensive water color outfits to $30.00 oil sets, thus 
enabling anyone to take up this relaxing hobby—JMY 





SPOTLIGHTING MODERN DUPLICATOR 








Giving it an unusual setting, Morrill & Machabee, stationers 
and office outfitters of Reno, Nev., spotlighted the Gestetner 
stencil duplicator. Close to their all-glass front they set up 
a white pergola, overgrown with green vines, and in this 
was placed one of the new duplicators on a stand. Large 
illustrated cards, supplied by the manufacturer, were set up 
down front. Office furniture was grouped near the entrance, 
in the midst of which was one of the new duplicators, with 
stencils and paper for demonstration purposes.—WBS 
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Nothing Lasts Longer Than Tufide 


... Except Tufide Itselt' 











Only Tufide 
Outlasts Leather 5 to] 


(by actual U. S$. Testing Co. reports) 







Unconditionally Guaranteed 5 Years! 


More than 600,000 users have proved that TUFIDE is the most 
durable case made. Extensive abrasion tests by U. S. Testing Co. 
offer further PROOF of TUFIDE’S amazing long wearing 

qualities. TUFIDE /ooks like leather . . . feels like leather . . . yet 
outwears leather 5 to 1! No wonder incredible TUFIDE business 
cases and luggage alone are unconditionally guaranteed for 5 

full years. No wonder the TUFIDE line is making new sales records 
for dealers everywhere. Feature Nationally Advertised TUFIDE 








luggage and business cases and watch your sales and profits climb! 


: 
Stckeco Products 


(Established 1918) 
1401-17 WEST JACKSON BOULEVARD + CHICAGO 7, ILLINOIS 


Write for details about the TUFIDE merchandising program as 
well as catalog and prices. 
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WE'RE WORKING LIKE BEAVERS 


to supply the increased demand 


of our many good customers. 





We are concerned about your good will, 
worried about your reactions when we are 
unable to fill an order. So please know 


that, within the limitations set up by our quality 





standards of manufacture, we are doing our 
When you see this seal on a desk, you 
can sell it with confidence of the kind 
of customer satisfaction that builds re- 
peat business. 


best to keep up with demand . . . that we 


are working like beavers to try to please you. 





HOOSIER DESK COMPANY 


SS ee ee i i N BDB t A N A 
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News Notes From NSOEA District No. 8 


BY DAVE C. NEUHAUS, FOR E. J. MITCHELL, 
12 W. 70TH ST., KANSAS CITY 5, MO. 





IMPORTANT!!!— PLAN TO ATTEND 
8TH DISTRICT—NSOEA 
REGIONAL MEETING — HOTEL FONTENELLE 
APRIL 19 & 20—- OMAHA, NEBR. 


A full schedule of interesting and constructive 
business meetings as well as top-flight entertain- 
ment has been arranged for you. 


O— 


ALL OFFICE SUPPLY AND EQUIPMENT DEAL- 
ERS ARE CORDIALLY INVITED REGARDLESS 
OF WHETHER YOU ARE A MEMBER OR NOT. 


7 O- — 
BRING THE LADIES - 
O 
COMMITTEES 
DEALERS 
General Chairman—Fred E. Pfaff. 


Arrangements—John B. Brain, Jr 
Program & Speakers—John Ford, Jr 
Registrations—Rudy E. Johnson 
Publicity—Don F. Brown. 
Reception—Herb Rummelhart. 


Hotel Reservations—Mack Medakovich. 
Ladies’ Entertainment—Joe Rock. 
TRAVELERS 

General Chairman—Roy L. Wood 
Publicity—Dave C. Neuhaus. 
Entertainment—wW. B. “Bill” Bohart 
House of Friendship—Tom Seward 
Reception—Geo. T. Wall. 

Ladies’ Entertainment—Joe Rock 


Midwest Travels 
Bill Pickering 


rs 25th Anniversary Celebration- 
and E. J. Mitchell 











P. F. “Pete” McLaughlin, well-known representative 
of Allied Carbon & Ribbon Manufacturing Corpora- 
tion, was the president of the Midwest Travelers 


P. F. (PETE) McLAUGHLIN 


s organized at the regional meet- 
in 1926, with Pete being elected 


in Little Rock, Ark 
Jack Grey secretary, and William Schmied- 


erer, custodian 
membership 
t had a member 
The next held in 1927, had a registration 
in the Eighth District of nearly 300 at Kansas City 
and the followi fficers were elected for the new 
year: P. F. McLaughlin, president; K. H. Kiesel, vice- 
president; Sam Plant, secretary; William Schmiederer, 


treasurer. In 30 days the club 
from three to 90 and in six months 
lip of 150. 


OFFICE APPLIANCES, March, 1951 


ROLL LABELS 


The quick, easy way to make 
labels for file folders, or to stick 
on envelopes and packages. 
Typist puts the roll at back of 
typewriter platen and feeds the 
strip of labels into the machine 
just like any sheet of paper. 
Each roll is scored, perfor- 
ated and gummed 
and contains 250 
labels, 3 13/16 x 
1 5/16”. It comes in 
peep-hole box to fa- 
cilitate rewinding of 
unused portion. 9 at- 
tractive colors. 12 
rolls to each display 
carton. 
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FILE FOLDERS 


Widest selection of high 
quality folders — anything 
anybody needs. 





@ 177 styles, weights and colors. 


@ Straight edge, half cut, third 
cut, fifth cut, system cut. 


@ Plain or reinforced tabs. 


@ Kraft, manila, red fibre, Am- 
file colors. 





@ Letter or Legal size. All top 
corners rounded. 


e 6 different weights of stock. 


Write for catalog of complete 
Amfile line of filing needs. 


AMBERG FILE & INDEX CO. 


Filing Specialists since 1868. 
1608 Duane Bivd., Kankakee, Ill. 
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Guaraee ll 


This Seal of the Indiana Desk Company 
stands for product variety that meets 
the needs of every segment of your 
market . . . for deluxe features, crafts- 
manship and materials that guarantee 
customer good will . . . for a line you 
can count on to keep your volume and 
profits growing once the present emer- 
gency conditions have passed away. 


See Us at the 
Convention 


National Office Furniture Association 


Convention, Booth 95, Hotel Stevens, Chicago, 
March 4, 5 and 6. 


untianu desk co. 
JASPER, INDIANA 
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treasurer. Mr. Schmiederer remained treasurer and 
custodian for the next eight years. 

The first entertainment committee to put on a big 
regional show was formed in 1927, with Harold Hoff- 
man as chairman, assisted by Courtney Wall, Fred D. 
Valleau and Al Besser. Pete McLaughlin, twice presi- 
dent, refused to accept the presidency for the third 
time. 

The Midwest Travelers Club is the second oldest in 
the industry today and is considered one of the best. 
~ . 7 

Ways of life have changed considerably for Ray 
Brotherton of Oxford Filing Supply Company, Inc., St. 
Louis, Mo., and his wife since last October 9, when 
they were blessed with the arrival of a seven and 
one-half pound daughter, Pamela Rae. Ray reports 
he doesn’t receive quite the attention he formerly did, 
but it is more than offset through the charming per- 
sonality of his new daughter. 

* * os 

To make up for time lost, through a very serious 
illness, Carl M. Schutz of Eagle Pencil Company fame 
has completely recovered and resumed his travels, ac- 
companied by his wife “Chester,” very early in Janu- 
ary. His many dealers and friends will be glad to see 
him back on the job again. 

. - . 

Ken Davis, vice-president in charge of sales, and 
George F. Rocker, representative of W. H. Gunlocke 
Chair Company, have just finished a 10-day trip 
through the Midwest and report very good business 
with the dealers. 

~ ~ . 

Gene Mitchell wishes to express his sincere thanks 
to many friends in the industry who so thoughtfully 
and kindly remembered him with holiday greetings. 
He regrets that is impossible for him at this time to 
acknowledge each one individually. He also wishes to 
thank the St. Louis stationers for the most acceptable 
lounging robe sent him at Christmas time. 


+ * * 


Ray Baldwin of Gallup Map and Stationery Com- 
pany, Kansas City, Mo., was elected president of the 


RAY BALDWIN 





Kansas City Stationers Association at their last reg- 
ular meeting on January 16. Ray has been active in 
the association work for quite some time and we wish 
him success in his new office. Ray O. Kline of Security 
Stationery Company was elected vice-president and 
Howard W. Hendricks of Allen Marking Products, Inc., 
secretary and treasurer. 
. ” . 

Cc. N. Murray, well-known representative and local 
Kansas City branch manager of Mittag & Volger, Inc., 
has been confined to the Research Hospital in Kansas 
City for the past two weeks. We have missed his at- 
tendance at several recent industry meetings and hope 
he will soon be able to resume his normal activities. 

os * * 


W. F. “Bill” Cromwell, aggressive Eaton Paper Cor- 
poration representative, was on hand at the Midwest 
Travelers, Kansas City Chapter, luncheon on January 
27, sporting a healthy coat of tan secured on both his 
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@ This grouping of desk 
and chairs with turned 
treatment is a refreshing 
departure from the plain, 
severe lines of the Modern 
motif that bas been so pre- 
dominant in recent years. 




















% There is a friendliness to the so-called 
“Conventional” designs that is heart-warming, 
especially the Colonial which features 
graceful turned members. Always in good 
taste, there seems to be a revival of interest 


in office furniture of this period design. 





[hese two new distinguished additions to the 
@®e@eeee?eeeesé°* 


| B. L. Marble line of upholstered chairs, 
| with turned arm pillars and front legs, will be 


welcome news to those progressive dealers 


who pride themselves on “creative” selling. 


Visée our display at the 


National Office Furniture 
Association Convention, 
Chicago, March 4th to 6thin- 
clusive. Booth 124 in the Ex- 
hibition Hall, Stevens Hotel. 





| © Gor such an intimate piece of furniture a4 a chair, there 4 mo satisfactory subililule for WOOD! 


THE B. L. MARBLE CHAIR COMPANY. Zedjord, Ohio 
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a mark of 


Distinction in the 





CLEMCO DESK MFG. CO., INC. 
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DusIness Wo 


You are cordially invited to 


visit the CLEMCO EXHIBIT 
the NATIONAL OFFICE 


rid 


at 


FURNITURE ASSOCIATION 


CONVENTION 
March 4-5-6 


Hotel Stevens, Chicago 
BOOTHS 36 and 37 


BLOOMFIELD, INDIAN 


OFFICE APPLIANCES, 


A 


March, 1951 








=... ee eee 


Tl 
Gre: 
ing 
ture 
Met; 
Sme 
Ebe! 
uel 
lace 
Sup] 
Boo! 


OFF 





and Mrs. Cromwell’s pleasant holiday vacation trip 
to Florida. 
a a ” 

Notes from the desk of Herb Held, Blackwell-Wie- 
landy Company, St. Louis, Mo.: 

We are sorry to hear of the death of Charlie Davis, 
who for many years represented the Automatic Pencil 
Sharpener Company in this territory. We also mourn 
the loss of Spencer Palmer, secretary-treasurer of Levi- 
son & Blythe Manufacturing Company of St. Louis, 
who died in December. Their families have our 
sympathy. The coming of the New Year brought many 
representatives to St. Louis in the interest of their 
firms, some of which are listed as follows: William 
Wilson, Puritan Stationery Corporation, Philadelphia, 
Pa.; Ed Rohrs, Eaton Paper Corporation.; George Witte, 
White & Wyckoff; Abe Heller, Wilson Jones Co., Chi- 
cago; O. E. Davis, National Fiberstock Envelope 
Company; Stratton Terstegge, Binney & Smith, who 
now features an antique model horseless carriage on 
his advance card; O. W. Mackey, Waterman’s “Am- 
bassadoreof Good Will”; Carl Schutz, Eagle Pencil 
Company; Lionel Colomb, Weis Manufacturing Com- 
pany; and so forth. ... “A good salesman, like a 
thermometer, works in all weather” .. . Bill Bohart 
of Eberhard Faber called recently and tells me they 
have removed the cast from his ankle. 





AMONG THOSE ATTENDING NSOEA 8TH DISTRICT PLAN- 

NING MEETING—A part of the turnout at the groundwork 

meeting held at the Continental Hotel, Kansas City, Mo., 

January 19 and 20, in preparation for a successful con- 

vention at Omaha, Nebr., Apr. 19 and 20. 

1. F. A. (Art) Reed, Latsch Bros., Inc., Lincoln, Nebr., gov- 
ernor of the district, who presided, and Rus Ragan, 
American Pad & Paper Co., vice-president of NSOEA‘s 
Field Division 

2. Ed J. Shelpman, Shelpman’s, Springfield, Mo.; Roy S. 
Moreland, Schooley’s, Kansas City, Mo., and Leonard B. 
Wilcox, Roberts Ptg. & Staty. Co., Hutchinson, Kans., 
all former governors of the Eighth District. 

3. Fourteen of the travelers who helped lay plans for the 
April meeting in Omaha. 

4. Don F. Brown, Rader Office Equipment Co.; John B. 
Brain, Jr., Brain Staty. Co., and Fred E. Pfaff, Omaha 
Ptg. Co., three stationers attending the meeting from 
the host city. Brown will head the publicity committee, 
Brain is arrangements committee chairman, and Fred 
Pfaff will serve as general chairman. 


The first meeting of the Midwest Travelers of 
Greater St. Louis was held January 27 with the follow- 
ing travelers present: E. J. “Gene” Mitchell, manufac- 
turers’ representative; Barrett Mitchell, Invincible 


Metal Furniture Company; Richard J. “Dick” Fuller, 
Smead Manufacturing Company; W. B. “Bill” Bohart, 
Eberhard Faber Pencil Company; Bert Cochran, Sam- 
uel Ward Manufacturing Company; Izzy Voda, Wal- 
lace Pencil Company; Ray Brotherton, Oxford Filing 
Supply Company, Inc. and William A. “Bill” Froehle, 
Boorum & Pease Company. It was decided that no 
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ONLY MASLAND MAKES DURAN 
THIS TAG IS YOUR PROTECTION 








Increased paperwork ahead 


means greater need for: 
COOK'S FILE SIGNALS 






© MADE OF STAINLESS STEEL a 











Show every office these fact-finding, 
data-grouping helps and make both 
friends AND customers! 


These Signals improve the work of accountants, secre- 
taries, bookkeepers and clerks, in fact anyone who 
needs quick information, classified and ready for use. 
Explain this to office people and you'll get not only 
orders, but repeat orders! 


Cook’s File Signals are available in non-tarnishing 
stainless steel — 12 non-chipping colors. Send for 
free card of samples for your salesmen. 


OTHER MODERN OFFICE NEEDS 


““BURRO” 
Paper Clips 


Made of thin spring steel 
for attaching papers to- 
gether, enclosures to let- 
ters, ete. Special patented 
“tongue” prevents side- 
slip. Easy to attach or re- 
move. The smart clip for 
the modern officel 


THE H.C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


ONE HUNDRED PERCENT DEALER PROTECTION’ 
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officers would be elected, but Ray Brotherton was ap- 
pointed to take charge of arrangements in addition to 
any secretarial duties that might arise 

Future meetings are to be held the last Saturday of 
each month at 12:00 noon, at Busch’s Grove, located 
at Clayton and Price Rds. in St. Louis County. A cordia] 
invitation is extended to all travelers in the industry 
to attend, should they happen to be in or near St. Louis 
on the specified dates. A phone call to Ray Brotherton 
at Grand 7064, will insure transportation to the gather- 
ings. 

The purpose of this affiliate of the Midwest Travelers 
Club is to promote closer acquaintance and fellowship 
between travelers and dealers by holding the regular 
monthly meetings, as well as additional social events 
to be announced later. 

. * - 

James R. “Jimmy” Lang of Fiddler’s, Inc., Kansas 
City, Kans., has just been released from a week’s con- 
finement in the Providence Hospital for treatment 
to an old back injury received when he was in the 
armed services. Our best wishes for a permanent re- 
covery. 





Social Security Handbook Available 


Most American employees are almost totally un- 
familiar with the new Social Security benefits, which 
went into effect January, 1951, according to Commodity 
Research Bureau, Inc. The Bureau finds that employees 
generally do not realize that a worker may retire at 
age 65 and that he and his wife can collect as much 
as $120 a month for life. They are even less familiar 
with the fact that a worker may die at an early age 
and his family will collect survivor benefits up to $150 
a month until the surviving children reach 18 years 
of age. 

To fill an obvious need, the Bureau has published 
a comprehensive 32-page handbook on Social Security 
benefits, designed for distribution by employers to their 
workers. Entitled “Your Social Security Benefits,” the 
handbook clearly explains to the worker exactly how 
much he and his family are entitled to collect, as well 
as how and where to collect. The publisher has pre- 
pared a sliding scale of quantity prices for the hand- 
books, based on the number of copies ordered by the 
employer, with the average wholesale price approxi- 
mately $.15 per copy. 

Company officials or personnel executives of any or- 
ganization which may be interested in considering dis- 
tribution of the handbook to employees may send for 
a free sample copy and detailed quantity price sched- 
ule. Write to: Commodity Research Bureau, Inc., 82 
Beaver St., New York 5, N. Y. 





Columbia Acquires Canadian Shares 

Frank R. Nichols, president of the Columbia Ribbon 
& Carbon Manufacturing Company, Inc., Glen Cove, 
N. Y., has just returned from Toronto after attending 
the annual stockholders’ meeting of the Canada Car- 
bon & Ribbon Company, Ltd., of that city. 

Columbia recently acquired the outstanding shares 
of its associated Canadian firm, and relations between 
the two companies will now be more closely co-ordi- 
nated than ever before. 

Under the direction of I. Lee Miller, general man- 
ager, Canada Carbon & Ribbon Company plans to 
expand its manufacturing and sales activities along 
the same lines established when the two companies 
first became associated 31 years ago 





Philadelphia Firm Takes New Quarters 
Commercial Office Furniture Company on February 
2 moved its office and showroom to larger and more 
modern quarters at 1017-19-21 Race St., Philadelphia 
7, Pa. 
Refreshments were served on the opening day 
David B. Einstein is proprietor of the firm. 
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DS-444 


Base holds 40 times more ink than 
ordinary fountain pen desk sets. 
Ink-locked against spillage. Colors: 
Black, Green, Gray, Maroon, Clear. 


_ Your customers will be quick to see the out- 
standing advantages of Esterbrook Desk Pen 

Sets. 

From the world’s largest variety of point styles 

the customer selects the right point for the way 

he writes. In case of damage the point is in- 

stantly renewable. 


Feature Esterbrook during 1951. Cash in on 
America’s fastest-selling desk pen sets, 
backed by the largest national campaign in 
Esterbrook history. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


Makers ESTERBROOK FOUNTAIN PENS 
ESTERBROOK STEEL PEN POINTS 
* ESTERBROOK PUSH-PENCILS 
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Gsterbrook 


DESK PEN SETS 


Offering the World’s Largest 
Variety of Point Styles 





DS-407 
Base holds 2 full ounces of ink. Available 
in Black only. 





DS-112 
One of a line of Fountain Pen Desk Sets 
with bases in choice of handsome colors. 
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é 877 EXEC. DESK 
The advantage of planned layout to conform with 


maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete a 


satisfaction and best results. Our wealth of ex- DRUM TABLE 










perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no k 
additional cost. 











877 CONFERENCE TABLE 
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WRITE FOR OUR COLORFUL ILLUSTRATED CATALOGUE 
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News Notes From NSOEA District No. 4 


R. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 

In last month’s issue I mentioned that Cliff Olm- 
stead, American Printing & Stationery Company, 
Macon, Ga., was in Emory Hospital for a check-up. It 
wasn’t until my call at his place a couple of weeks ago 
that I learned Cliff’s diagnosis was leukemia and he 
died there on November 24. Tommy, Cliff’s son, is to 
manage the store, having just graduated from Mercer 
University. He had pitched right in and from all 
appearances seems to be doing a bang-up job. On top 
of running the store Tommy went out and did a bit 
of selling of himself and talked Miss Mary Smith into 
narrying him. This happy event is to take place on 
February 24 


Young Louis Sliter, formerly with Lallemand Broth- 
Albany, then with Malone in Columbus and 
now back with Lallemand Brothers, tells me that 
he is the proud papa of a seven-pound girl, born No- 
vember 1. When I was in the store—way after the first 
of the year—Louis was still looking for somebody to 
sew buttons back on his shirts. If I’m ever lucky 


ers in 


enough to have one of those I’m gonna have zippers 
put put on all mine 
* > o 
Have you seen the new store at 326 S. Adams St. in 


Tallahassee, Fla You should. It is really a “honey.” 
A Jacksonville m by the name of H. & W. B. Drew 
Company owns it. R. L. Wilson is the skipper with Jack 
McCoy, his assistant, and Myrtle Weichman, the sec- 
retary. Look for the formal opening soon. 

” = - 

E. A. Williams, formerly with Tyler Office Supply in 
Winter Haven, is now doing the buying for Southern 
Office Equipment in Lakeland, Fla. Mr. Whitworth has 
retired 

* os 

Here is one the book. Up to now I didn’t have 
much hope but after hearing this I’m gonna get me 
a bottle of “Haddycall.” Homer Mercer, Office Out- 
fitter’s, Tampa, Fla., informed me that his wife Con- 
stance presented him with an eight-pound hunk of 
man on October 10. Her first, but his second. They 
tell me that H even quit fox hunting—for two 


> - * 
News comes that Andy Hardin, Hardin Office 
Supply Company, Coral Gables, Fla., is to go on the 
road February 5 for Jack Kern. Andy is to cover most 


of the Southeast. Welcome to the fraternity, Andy. 
> > . 
I’m going to put Walter Boren, Long’s Office Supply, 
Miami, on my payroll. Walter handed me the follow- 


Jim Honkamp, Charlie Hucke’s first vice- 
president, 1 an exemption in the form of a baby 
girl on January 14. I’m not sure of Jim’s official score 
but I believe this makes his third. Nice going, Jim. 

Don Johnson, salesman for Long’s, chased a Miss 
Betty Lou until she caught him. The race ended on 
December 28. Walter's last item is definitely not good 
but I’m sure all the boys and Al’s friends will be in- 
terested in it. Al Lampkin and his wife were on their 
way to Miami on December 30 for the New Year’s 
festivities and football game when just north of Vero 
Beach Al had a wreck. Al came out of it with various 
bruises, but Mrs. Lampkin and the car fared much 
worse. The ca! 1 complete wreck and Mrs. Lamp- 


ing items 
acquire 


kin was hospit for some time, later being moved 
to Atlanta, where so far as I could learn she was still 
in a hospital. Additional details will be given later. 
> o 

And now ole “Huncan Dines Again.” Albany, Ga., is 
not generally accepted as a stop-over point but to 
those who d e to stop there the only really good 
place I’ve found to eat is at Johnie’s Victory Club. It 
is located abi miles out of town on State Route 
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Three-wheeled 
Sales-Making Machine 




















Let your customer play with Bassick’s sales-making 
Caster Demonstrator and you’ve successfully made 
Sales Point No. 1... you’ve proved the extremely 
easy swiveling action of Bassick’s exclusive two- 
level, ball-bearing “Diamond-Arrow” Casters. 

Don’t just sell a product. Sell an idea, and you'll 
sell much more. For example, show your customer 
how Bassick saves him money. There’s greater ef- 
ficiency in easier movement, with new Bassick “Dia- 
mond-Arrow” Casters ... savings in floor mainte- 
nance, with quiet, easy-sliding, Rubber-Cushion 
Glides, NoMar desk leg cups, etc. 

If you don’t already have the Bassick Caster Dem- 
onstrator (three, 2 in., “Diamond-Arrow” Casters 
mounted on a clear plastic triangle), it may pay you 
to order one, at the nominal cost of $1.00. It’s doing 
a swell job for the dealers now using it. Send your 
check to THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corp. In Can- 
ada: Bassick Division, Stewart- 
Warner-Alemite Corp., Ltd., 
Belleville, Ont. 


—— 





Making more kinds 

of Casters... 
Making Casters 
do more 
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Newest Device of Its Kind 
on the Market! 


The 





POSTING TRAY 





Expandable from 714” to 914” to accommo- 


d 


oO 


ate greater variety of card sizes than any 
rdinary tray. 


Other Special Features That Assure Fast, Satisfied Sales , 


Record sheets kept always properly flat by even com- 


pression of front and back plates. 

Annoyance of cards sliding eliminated by wire-brushed 
aluminum base. 

Dirt can’t accumulate in tray bottom because of ab- 
sence of side and end tray rims. 

Speed and efficiency added by 2-Position right arm, 
which shifts at a mere touch. 

Rubber cushions prevent scratching any surface on 
which tray is used. 

Has instant eye-appeal because of striking 2-tone alu- 
minum and stainless steel appearance. 

No waste space in the tray. Has working file capacity 
of 1144”, including 25 guides and up to 2,000 sheets, 
substance 32. 

Flexibility of dimensions make it adaptable to various 
size sheets. 

More compact and weighs less than ordinary posting 
trays. Total weight is only 414 Ibs. Overall dimen- 
sions 1514” long, 8” wide, and 9” high. 


WRITE TODAY FOR LITERATURE 
AND DEALER’S DISCOUNT 


Weber Brox. 
Metal. Works. 


108 N. JEFFERSON STREET 
CHICAGO 6, ILL. 
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91 on the old Airport Road going south. It’s on the 
right-hand side of the road with lots of neon so “yoy 
can’t miss it.” Here one can get as good a steak as 
can be found most anywhere, with a distinctive salad 
If sea food is desired, the Victory Club takes a back 
seat for nobody. A drink, did you say? Sure, just say 
the word and there ’tis. Incidentally, “Huncan” is so 
far paddlin’ this canoe all by himself so unless some 
of youse guys send in some good places to hang on 
the nose-bag I'll assume this “service” ain’t going 
over so well and henceforth discontinue it. Nuff said?? 





Name Chapleau as Sales Manager 


Sears, Roebuck & Company, Chicago, Ill., recently 
announced the appointment of Raymond P. Chapleau 
as retail sales manager of its books, office and photo- 
graphic supplies buying department. Prior to this new 


RAYMOND CHAPLEAU 





assignment, Mr. Chapleau served as staff assistant in 
the national retail merchandise office. A Sears em- 
ployee since 1934, he has a B.S. degree in commerce 
from Northwestern University. He served in the Army 
for four years during World War II as an Armored 
Force officer. 





Office Men Seek “Essential” Rating 


The Office Executives Association of New York is 
making a strong attempt to persuade the National 
Production Authority to reconsider recent decisions 
and to reclassify the products of the office equipment 
industry as “essential” in future national defense 
production work. 

Charles B. Haverin, president of the group, recently 
announced that a resolution had been prepared by the 
association after a month’s work declaring that the 
“essential” classification was needed to assure ade- 
quate flow of materials to make office equipment. 

Mr. Haverin said that further restrictions in the use 
of essential materials such as steel, copper and rubber 
were likely to affect the manufacture of business 
machines. 

Business machines, it was said, are needed for use 
in the fulfillment of Government contracts. Mr. Hav- 
erin said the machines produced the records, reports 
and other data that control production. If defense 
contractors could not get this equipment the flow of 
supplies would be retarded, he declared. 

The association forwarded to the National Produc- 
tion Authority a copy of the resolution that expressed 
the views of the members. The resolution called for 
classification of office machines as “essential.” 





Rochester Stationery Appoints Two 


Rochester Stationery Company, Rochester, N. Y., has 
promoted Sidney S. Locks to merchandising manager 
of the commercial division. He has been with the 
company since 1929. The firm also added George Parry, 
formerly with Milton Bradley Company, to the sales 
force, assigning him to the educational institutions 
division GET 
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“WE USED TO BUY the small 25c rolls of ‘SCOTCH’ 
Cellophane Tape. Then our stationer’s salesman told 
us the ‘large-roll story’—showed us how we could cut 
ch as much as 57% by buying 2592- 


tape cost-per-11 





MENDING, SEALING, LABELING, holding, masking, 
reinforcing 101 jobs around the office are done 
faster and neater with transparent “SCOTCH” Cello- 
phane Tape. It sticks at a touch without moistening, 
and a short st all most jobs require. 


COTCH 


ct Minn 


‘We've cut our tape costs 57% 
by buying large-size rolls” 


Says Charles J. Trus, Asst. Purchasing Agent 
Hudson & Manhattan Railroad Co., 30 Church St., New York, N. Y. 





inch rolls for use in Heavy Duty Dispensers. Besides 
cutting our unit cost, this has encouraged wider use 
of tape by our office workers. That means plenty of 
time saved on little chores...another cost-cutter for us!”’ 
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scorch 
Cellophane § 
Tape = 
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IMPORTANT! There’s more than one brand of cello- 
phane tape on the market—for quality always insist 
on the “SCOTCH” Brand, with the bright red-and- 
green plaid on the container. Used in millions of homes 
and offices all over the country. 


sid design are registered trade marks for the more than 100 adhesive tapes made in U.S.A. by MINNESOTA MINING & MFG 
also makers of ‘“‘Scotch"’ Sound Recording Tape, “‘Underseal"’ Rubberized Coating, ““Scotchlite’’ Reflective 


Sheeting, “‘Safety-Walk’’ Non-Slip Surfacing, ““3M"’ Abrasives, “3M’"’ Adhesives. 


DUREX ABRASIVES CORP., New Rochelle, N. Y 
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PRINTING CALCULATORS IT 7. LL POSITIVE ACTION + RAPID MULTIPLICATION OR DIVISION 














ELECTRIC OR HAND-OPERATED ELECTRIC AUTOMATIC SHIFT AND MULTIPLY KEY 


VISIBLE ADDING WHEELS ADDS UP PRINTED PROOF + SUB-TOTAL KEY + VISIBLE PRINTING 


DIRECT SUBTRACTION + ONE-POSITION BACK SPACER 














AUTOMATIC RIBBON REVERSE 





—_$——__.. 


IN FACT...EVERYTHING TO MEET ALL COMPETITION 


AUTQMATIC TOTALS Barrett ; ——— a en 


byappe 
GRAYTONE 


MODEL B-192E}> 





























EXCLUSIVE 
SALES 


OTHER MODELS: 


AGENCY e BI8—8 Column Hand Operated 
PLAN! e BI92— 9 Column Hand Operated 














BARRETT ADDING MACHINE DIVISION 
LANSTON MONOTYPE MACHINE COMPANY 
24th at Locust Street Philadelphia 3, Penna 





MAKING BETTER IMPRESSIONS 


In Letters and Typewritten Work 


Who isn’t interested in making FUTURISTIC FIVE-STAR PLATENS 
a better impression? All typ- 
ists like to see their letters and 
other typewritten copy uniform 
in appearance, neat and with 
even type impressions — minus 
the jagged edges that often 


show up from worn type. 


Hide imperfections of type faces, pro- 
duce impressions of the entire letter and 
give uniform pages of typewritten mat- 
ter because Futuristic platens are made 


of a rubber compound that conforms to 











the shape of the type on the machine. 








OFFICE MACHINE REPAIRMEN— 


Can win customers’ praise and satisfaction by installing Ames’ Futuristic Platens on the machines 
they service for immediate and evident results. 


FUTURISTIC PLATENS MANUFACTURED & DISTRIBUTED NATIONALLY TO OFFICE MACHINE DEALERS BY THE 


AMES SUPPLY COMPANY 














CHICAGO NEW YORK CITY SAN FRANCISCO DALLAS ATLANTA LOS ANGELES 
564 W. Randolph St. 37 Murray St. 583 Market St. 19132 Commerce St. 191 Cain St., N.W. 777-779 E. Pico Blvd. 
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YOUR OFFICE 


Cut Corners In 
YOUR OFFICE 














Use an Evans 


GATHERING 


Users of Evans 


GATHERING 

















RACKS SAY... SUSE RACK and... 
purchase t your Whether your collating is on 
ru oes | — ee a small scale or in great 
nigniy . : 
niessed with its time-saving volume—an Evans GATHER- 
ties at se which ING RACK will enable it to 
nates sprea it the XA AA be done faster and cheaper, 
of the til to pe . 
uaned em ne with less worker fatigue. One 
ASSOCIATED CREDIT worker gathers 3,500 sheets 
BL REAUS Ol] \MERICA, d. /] * al lla d an hour easily and ly. 
U 4 Model for ANY Collating Nee our easily and speedily 
A lin tment pre MODELS Worker stands or sits. Each 
ita patrons TU 76: 6 sections ... $11.00 section holds 500 sheets at 
00 or TU yes: US GOemene . 16.50 an inclined angle. Racks may 
€ pieces of g matter It 18: 18 sections (shown) 25.00 ho 4 
lees alk a lume DU MODEI used singly, or two or more 
il ma Each 6-Section Unit 14.00 together for large gatherings. 
i n lated : 
4 All racks available in half-width for assembling direct mail material, ' . . 
etore str We have classifying checks, freight bills, et« Racks are made of all alu- 
racks of minum, light for handling, 
— plishing yet sturdy for use. Racks 
nd ¢ ul colle UNUSUALLY HIGH DEALER DISCOUNT 
SOUTHERN STATES collapse for setting aside when 
COOPERATIVE, IN¢ not needed 


EVANS SPECIALTY CO., INC. «¢ 407 N. Munford St. «¢ Richmond 20, Virginia 








NOW oor ot ULCER TDs 


DRAWING 
INKS IN COLOR 


suitable for ARTIST 
STUDENT or HOBBYIST 











“Systematic No. 18" 
Complete assortment (18) % oz. bottles 
in handsome gift box arranged accord- 
ing to Ostwald color wheel 


“Studio No. 8" 
Eight % oz. bottles in sturdy box. Con- 
tains Red, Yellow, Blue, Green, Red 
Violet, Turquoise, Brown and Black 









eevee eeereeeeeee 






“Scholastic No. 4” 
Eight % oz. bottles with translucent stop- 
pers in gift box. Contains Red, Yellow, 
Bive, Green, Violet, Orange, Brown and 








Prices shown are 
U.S. A. unit retail prices 





niGains 
= 


ASK YOUR DEALER FOR THESE ASSORTMENTS 


HIGGINS INK CO., INC. 
271 NINTH ST., BROOKLYN 15, N.Y. 
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RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 


%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 


*& BOXES * BULK 





THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES) 419 &. SECOND ST., FT. WORTH, TEXAS 





206 


Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT, 
918 12TH AVE. N., SEATTLE 2, WASH. 


Bushong & Company, one of the leading stationery 
organizations of the Pacific Northwest, at Portland 
Ore., has recently taken a ten-year lease on a spacious 
two-story building at Northeast Union Ave. and Han- 
cock St. Outgrowing its present quarters at 323 S. W. 
Park St., it expects to move early in the spring. This 
new location is being remodeled and renovated, and 
will be re-equipped to serve the Bushongs about April 1. 

+ ” » 

Lyman V. Hall, vice-president of Blake, Moffitt & 
Towne, and its Tacoma, Wash., manager, where a large 
division of the paper supply organization is main- 
tained, ties in with the company’s ninety-fifth anni- 
versary. Mr. Hall, who in addition to his other dis- 
tinctions and responsibilities is this year president of 
the Tacoma Chamber of Commerce, mentioned that 
“our business has grown along with the city and we 
expect to continue to grow, just as Tacoma is growing.” 
A beautiful mailing-piece entitled “Footlines of His- 
tory,” prepared by the paper house, is most impressive. 

a” ” + 

A new office building has been recently completed 
in Spokane, Wash., at Fourth and Howard Sts., where 
the ground floor is occupied by the International Busi- 
ness Machines Corporation. 

* * ~ 

Lester Hunter, president of the Pacific Stationery 
Company of Portland, Ore., has announced appoint- 
ment of Stanley E. Goodell as retail store manager 
for the stationery house with which he has been asso- 
ciated since April, 1947. He then joined Pacific as a 
salesman and later became assistant store manager. 
In World War II he was an ensign in the US. Navy, 
and spent a year in the South Pacific in naval opera- 
tions. 

on * ” 

Welcomed into the Seattle Municipal League re- 
cently was John H. Wilson, dealing in stationery and 
books at 926 Republic Bldg., Seattle, Wash. 


* * ~ 


The Pullman Office Equipment Company, 111 Main 
St., Pullman, Wash., has recently been appointed as 
the authorized dealer in Whitman County, Washing- 
ton, for Remington Rand office equipment. 


* * * 


Portland (Ore.) Manager Paul Woods of the Bostich 
Northwest Company staged a big open house late in 
January for its new $65,000 Portland headquarters. 
This is a single-story concrete structure that affords 
some 2,500 square feet of floor space. 

+ ~ * 

The Visell Company, selling stationery and books at 
916 Pacific Ave., Tacoma, headed by A. F. Visell, has 
recently joined the Tacoma Chamber of Commerce. 

- *” ” 

John G. Kaufer of the Kaufer Company, 1904 Fourth 
Ave., Seattle, Wash., has recently sailed from New York 
City for an extended European tour. This bookstore 
executive plans to make a personal study of present 
political conditions abroad, following up observations 
he made last year on his previous European trip. 


* * * 


Matt J. Kennedy of 13535 Elford Drive, Seattle, has 
been named as western regional sales champion for 
the W. A. Sheaffer Pen Company, as the result of his 
Sales prowess in the 1950 sales contest. Mr. Kennedy 
also won an award for doing the “best all-around 
job” in the western region, and another for the high- 
est point total in all Sheaffer product categories. 


* + * 

Purchase of the J. K. Gill Company warehouse on 
Northwest Industrial St., between 26th and 28th Av- 
enues, Portland, has recently been completed by the 
Standard Insurance Company of that city. 
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N EW a the fast spinning—fast selling 
RogerSpin 
perapln 


ASH TRAY 


§ hae 


order promptly! 










with special selling features! 


whisks away ashes and stubs 
at the touch of a finger 


fast spinning action 


positive closing prevents 
smoldering, odors 


functional cigar-cigarette rests 
large capacity bowl 

attractive decorator colors 
Model Illustrated 


Manufacturers and Importers of 


4 $6.50 
0 ers imports, INC. 419 FOURTH AVENUE, NEW YORK 16, N.Y. the finest in smokers’ accessories 








IF ITS A B. FE. GOODRICH PLATEN 
You know It’s a QUALITY Platen! 


3 out of 4! Yes, three of the four leading typewriter manufacturers use B. F. 
Goodrich Platens. 








® No typewriter roll made today passes a more rigorous testing procedure. 
@ B. F. Goodrich platens are fully guaranteed in workmanship and material. 


@ No other rubber company in the world has a larger amount of research equipment 
to make sure that you get the best in rubber products. 


REMEMBER, WHEN YOU'RE BUYING PLATENS, GET THE BEST! 
World Wide Distributors GET PLATENS BY B. ; GOODRICH, FIRST IN RUBBER! 


“patexs= 1008 Mi) LeU, Bl No lice Sed 


SHOP EQUIPMENT 














AND SUPPLIES 325 N. WELLS STREET - CHICAGO 10, ILLINOIS 
z Phone DElaware 7-1090 « Cable ‘“SHIPWARD” 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES. 
PHILADELPHIA, PA. 


THE FINEST IN 
STEEL OFFICE FURNITURE 


WE SELL TO THE DEALER — OUR PRODUCT SELLS FOR HIM 




























Sanitouch 
Moistener 





Capillary-Action Handipen Desk Sets 


Stock the ~ _ ‘ ‘ . 
entire Sengbusch family | @ | 


of Time- and Money-Saving@ 
Beautiful Handi-Pen desk sets for easy, effortless writ- iit Tools Pie ool 


ing. A complete line of moisteners to fit any need. 
Time-saving Kleradesk. Heavy-duty Cata-RacK for 
catalogs and books. All these aids and more too 
make up the Sengbusch line. 


Sound design and attractive styling make them easy 
to sell. We also supply sales aids free of charge — 
circulars, blotters, display cards, etc. Turnover is fast 
and highly profitable. 

Now is the time to stock the entire Sengbusch 
family. Mail your order today and get set to make 
yourself some money. chevedesk 


| Dengbost SELF-CLOSING INKSTAND CO. 23: sengbusch Bidg. © Milwaukee 3, Wis. 
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Styled for perfect harmony, fashioned for 
gratifying, luxurious comfort, customed for 
lasting wear and priced for every buyer's 
purse, these numbers like all BRIG HT 


creations are sure to give genuine satisfaction. In beautiful leathers of 






Ne. 81 Executive 


Posture Chair 


your own choice BRIGHT upholstered leather furniture enhances the 
appearance of every office. In the BRIGHT catalog you and your cus- 
tomer will find a wide range of styles and designs to meet every specific 


requirement. Write for the catalog today. 


: No. 667 Judges Chair, a truly distinc- 
See usin Chicago tive number. Arms and backs of foam 
Booth 89 rubber. Seat, foam rubber over a ng 
NOFA unit base. Customed in the nest 
leathers, this chair is the last word 

Convention in comfort and durability. 





133 BLEECKER ST. 
NEW YORK 12, N. Y. 








TH WARSHAW MANUFACTURING CO., 


MAIN STREET BROOKLYN 1, 
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KREERE Bis 
STORMS & Points on & |” 


CARBON PAPER | ee the Sturgis & | The 
INKED RIBBONS No. 972 | 
CARBONIZED ROLLS 


MANUFACTURED FOR 
THE DEALER TRADE EXCLUSIVELY 


@ DEALER IMPRINT PACKAGING 


@ DEALER IMPRINTED BACK 
CARBON PAPER 


@ SPECIAL CARBONS, RIBBONS 
AND ROLLS 
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FINEST QUALITY PRODUCTS BACKED BY OVER ‘ 
A HALF CENTURY OF MANUFACTURING EX- 


PERIENCE. 
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Point by point, Sturgis No. 972 X 
IF YOU WANT TO SELL NEW CUSTOMERS WHO stands out as the stenographer 
WILL STAY SOLD OR IF YOU WOULD LIKE TO chair that bas everything: 

OFFER YOUR OLD CUSTOMERS A BETTER PROD- 
UCT THAN EVER BEFORE THEN WRITE NOW 


TO DEPT. H. FOR DETAILS. 


ares 
the! 
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®@ full spring-back action 
@ exclusive Sturgis Follow-Flex 
back support 


@ figure-fitting backrest and 
spring seat, both cushioned 
with new rubber latex foam 


earl 
rest 
equ 


“THE COMPLETE LINE” 


ie. - 
Seaaits the Geet of thane rubber bumper on back 
@ molded one-piece, light-weight 


\< aluminum base with low center 


Sta: 
am 
Cal 
uar’ 
a gl 
tha 
of c 


Aenea Ady in sas SETI ies 


of gravity 

@ two-inch ball bearing soft rub- 
ber casters in steel inserts 

® casy adjustments; no_ tools 
needed 


® upholstered in rugged Versilan; 
Goodall’s Claremont or Bed- 


ford Cord; Deep Buff Leather. 


in 
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H. M. STORMS COMPANY 


STORMS BUILDING 
BROOKLYN 16, N. Y. 
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SEEN AND HEARD IN 
SOUTHERN CALIFORNIA 


by J. Edward Tufft 
1719 Fremont Ave., South Pasadena, Calif. 

A decided note of optimism was sounded by Con- 
rad C. Jamison, head of the research department of 
the Security First National Bank of Los Angeles, at 


the January meeting of the Los Angeles Chapter of 
The National Association of Cost Accountants. Mr. 
Jamison quoted figures that should give heart to 
all office appliance and office furniture dealers in 


southern California in spite of international con- 
ditions 

While statistics and tabulations are always more 
or less monotonous a number of these tell such a 
story of growth and development in the Southwest 
that they must be given in order to show clearly the 
import of Mr. Jamison’s remarks. 

Previous records for business volume fell right 
and left in 1950,” said Mr. Jamison. 

The combined incomes of all persons in Los 
Angeles County reached a new high, exceeding 


$7,700,000,000.00, the total of this county alone being 


exceeded by onl states in the entire union, other 
than California The six states were New York, 
Pennsylvania, Illinois, Ohio, Texas and Michigan. 

Retail sales showed a gain of 14% over the previous 
year, 1949 

In December, 1950, factory employment in the Los 
Angeles metropolitan area was 21% above a year 
earlier. The number of workers is now back to the 
level of mid-August, 1945. Employment in the man- 
ufacturing industries is now two and one-half times 
the pre-war level 

Factory payrolls have expanded fully one-third 
since a year ag ind are now only 7% below the 
extreme peak month of World War II, while average 
weekly earnings of factory workers are now 20% 
above the wartime high 

During World War II factories in the Los Angeles 
area were awarded $10,400,000,000.00 in contracts, and 


to believe that this area will 
heavily in the defense effort. 
from an over-all viewpoint 


there is 
again participate 
It definitely 


every reason 
very 


appears 


that business activity and employment will remain 
high _As war production gets rolling more and more, 
activity can be expected to rise far above present 
levels 

The obvious of the gains being made in 
earning power and in employment can not help but 
result in a nee for more offices and more office 
equipment 

* * 

R. A. Thomas, general manager of the Grimes- 
Stassforth Stationery Company, Los Angeles, was 
among. those attended the Inland Southern 
California Busin« Show at San Bernardino, on Jan- 
uary 27. He dos hesitate to pronounce that show 


success. He believes the idea is a good one and 
well managed and the displays 


ll presented. 
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Ray Brown, w! is proprietor of a stationery shop 


in the Biltmore Hotel for about 15 years, an- 
nounces the fourth anniversary of his “Smart Sta- 
tionery” in the farmer’s market at W. Third and 
Fairfax, Los Ang 

Mr. Brow! pecializes in personalized stationery 
using clever letterheads which he calls “Smarties.” 
Here are only few of the selection: “Ditty from 
Dolly Nuts Hazel,” “Ruth and Consequences,” 
‘Gem from Ru ind “No tellin’ from Helen.” 

The custome! originate his or her own letter- 
head or accept services of Mr. Brown or one of 
his assistant unique service has become one 
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| Point by point, the STURGIS 
No. 1200 executive chair is the 
choice of hard-working execu- 
tives who recognize the import- 
ance of efficient working comfort: 


@ low backrest allows free 
shoulder and arm movement 


@ open space between backrest 
and seat allows full support of 
the back while preventing 
pressure on the base of the spine 


full-cushioned coil spring seat 
and soft, comfortable backrest 


streamlined base with con- 
cealed 2” ball bearing casters 


@ bonderized metals with dura- 
ble infra-red baked finishes 


e upholstered in rugged Versilan; 

Goodall’s Claremont or Bed- 
ford Cord; Deep Buff or Top 
Grain leather. 
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DUO-TANG’ 


Special DUO-TANG covers are available in special sheet 
sizes with binding capacity up to 1!»". Covers may be 
constructed with VARIABLE load capacity, knife back, 
or CONSTANT load capacity box back which may be 
decorated. Through our facilities for printing, stamping, 
embossing, silk-screening, spraying, rubbing, and coating, 
covers may be decorated inside and out 

For out-of-the-ordinary jobs that your customers may 
require, just send sketch showing binder needed, and specify 
material and color, size, quantity, capacity and other per- 
tinent information. We will quote 









promptly. Our catalog showing 


line of regular cov- 


complete 
ers (the original binder with 


*built-in fastener), lists this 





MR. DUO-TANG 
SayS..- 





special work, and mate- 






rials available are same 





It costs no more 





as samples for regular 
binders. Write for your 


copy today, 





to get the 
benefits of 
Duo-Tang 













custom quality and orig- 
inal features. 






200 So. Peoria Street, Chicago 7, Illinois 
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of the most important features of the shop, according 
to Mr. Brown. 
” a > 

Deke Houlgate, proprietor of Houlgate House, a stg- 
tionery and publishing business at 1040 Santa Barbara 
St., Los Angeles, says business is fine and that he feels 
that the stabilizing of prices is a good thing for the 
stationery industry. 

Mr. Houlgate, who is author of a number of books 
on sports, reports that he is now working on a book 
entitled “The Inside Pitch in Baseball” and that two 
or three other books are in the making 

* 7 * 

The installation dinner and dance of the Southern 
California Office Machine Dealers Association was held 
January 15 at the Verdugo Club, Glendale, with an 
attendance of 100 members, their wives and guests. 

The following officers elected at the December 3 
meeting were installed; Hal Pettit, of the California 
Typewriter Exchange, Los Angeles; vice-president, 
E. D. Glossman, proprietor of Typewriteria, Los 
Angeles; secretary-treasurer, H. C. Sanders, proprietor, 
Western Typewriter Company, Huntington Park; ex- 
ecutive-secretary, Grace Van Dalfsen, Beverly Office 
Equipment Company, Beverly Hills 

The retiring officers are: president, Otis Kissack, 
Office Equipment Company, Santa Barbara; vice- 
president, Henry Van Dalfsen, Beverly Office Equipment 
Company; secretary-treasurer, Gene Hart, Hart’s 
Typewriter and Adding Machine Company, Los Angeles. 
Grace Van Dalfsen was re-elected executive secretary. 

J. A. Freeman of J. A. Freeman & Company, Pas- 
adena; Ernest Von Rhine, Von’s Office Machines, 
Los Angeles, and Henry Van Dalfsen were appointed 
directors for two-year terms, V. J. Booher, Floyd's 
Office Machine Company, San Pedro; G. S. Brewer, 
Hollywood Typewriter Shop, Hollywood, and Ed M. 
Suderman, The Brown Shop, Pasadena, will remain 
on the board for one more year, thus completing 
their two-year terms. 

The retiring board members are David Ligon, Glen- 
dale Typewriter Exchange, Hal Pettit, and Harold W. 
Scott, Beverly Hills Typewriter Company. 

- - _ 

Norbert F. Mayer, proprietor of the West Coast 
Platen Company, 643 S. San Perdo St., Los Angeles, 
reports that rebuilding of older office machines is 
increasing due to the scarcity of new machines and 
the total absence of good used ones in the wholesale 
market 

+ * . 

One of the largest air shipments of business ma- 
chines out of Los Angeles since the last war was made 
during January by the Clary Multiplier plant in San 
Gabriel, Calif., to Buenos Aires, Argentina, according 
to M. S. Bandoli, vice-president of distribution. The 
shipment, consisting of 3000 pounds of portable adding 
machines, was carried by the Flying Tiger Air Lines 
to Miami and from there by Pan American Air Lines 
to Buenos Aires. 

December was declared the best month Clary has 
had in more than two years. The backlog of orders 
for business machines, aircraft hardware and defense 
contracts are the largest in the company’s history, 
according to the management. 

7: 7 * 

Memorial services were held on January 25 in Glen- 
dale for Charles Martin, father of Mrs. D. L. Paddock 
of Paddock’s Office Supplies, 138 N. Brand Blvd., Glen- 
dale. Mr. Martin, who died suddenly from a heart 
attack, made his home with Mr. and Mrs. Paddock. 
Burial was held at Grimes, Iowa, Mr. Martin’s former 
home. Mr. and Mrs. Paddock attended the funeral, 
making the trip by plane. 

7 . 7 

A. C. Sousonge, branch manager of the L. C. Smith 
and Corona Typewriters, Inc., 533 S. Spring St., Los 
Angeles, reports that 45 southern California and Ari- 
zona dealers were present at a meeting held on Janu- 
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NEW 
FLUORESCENT 


TECHNYSCOPE 











|. The Lighting Unit 
is entirely enclosed 
no loss of light, and 
all parts are fully 
protected within a 
Steel case. 


OD Tamrsiletcamn seletity 
area of the stencil ts 
amply and evenly 
illuminated. 

The glass of the 
scope and the stencil 
remain cool. 





MODEL F-2 
$35,00 
COMPLETE 
rTECHNYGRAPH CO TECHNY, ILLINOIS 


What the 
Well Dressed Office 


will wear ta 1957 


BEAUTIFULLY FINISHED 
SMARTLY STYLED 


General's new Contempo lamps for 
office and home gives you an unusual 
assortment 

All are finished in General's new 

























Platinum Chrome” enduring finish with 
the rich silver cast that fits anywhere. 


A) Two tube flvorescent desk lamp. 
Ine piece adir bl« 

hade $16.95 Retail 
6446 hommer 

z 16.95 Retail) 

B) No. 4671/34] fety-Tip” desk 

r table tamer with & reflector. 

Washable fibre 

hade $18.87 

N 3080 ‘‘Safety-T noking 

stand $11.43 

No. 5330/5150 sw rm bridge 

lamp with 8 eflect and 14” 

spun aluminun st te $25.59 





COME TO SPACE 138 0 “TEVENS 
NOFA EXHIBIT MARCH 4-6 
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The Famous 


TEMPO 


executive office Group ... the most important presentation in this field in 
10 years. A highly flexible series of office furniture units, 


permitting over 100 custom-planned variations. 


Created by architect-designer George Nelson ... your answer 


for your most exacting customers, 


Nationally advertised. 


FILM STENCIL 











Here's the reason operators 
preter TEMPO—(and deal- 


ers get repeat business): Im- 





Film stencil—will produce better copies than 
with any other. 
*Write us for 


Write for catalog showing complete 
line of Tempo Dupliccting Supplies. 


MILO 


WEST PICO BOULEVARD, LOS 






214 


partial tests* prove that TEMPO—the ORIGINAL 
any other 
stencil, regardless of typewriter used for cutting. Try 
TEMPO FILM just once—you'll never be 


satisfied 


Write Dept. OA-3 for illustrated brochure. 


Herman Miller Furniture Co., zeeland, michigan 


















That ‘almost unbelievable 


production 


high-speed, quick-drying ink! 
No offset on mimeograph 
paper. Every copy a perfect re- 


TEMPO Electric DUPLICATOR 















+» « push button control 


e High speed production without waste 

e Single sheet feeding—no wasted paper 

e Metered ink control—no wasted ink 

e Automatically jogs copies into even stack 
e Built-in Tempo Interleaver for finer papers 
e Fully guaranteed. 


BUILT FOR LIFE-TIME PERFORMANCE 


HARDING COMPANY 
Estat 


ed 1904 


ANGELES 15 


317 THIRD AVENUE, PITTSBURGH 
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ary 26 in the California room of the Alexandria Hotel. 
The meeting was for the purpose of introducing the 
Page Gage, a new Smith-Corona office twpewriter with 
luxury features. Production of this machine which, 
according to Mr. Sousonge, is a new typewriter in every 


espect. will be nited for a time 
> - 
H. C. Lyles, representative for the McMillan Book 
Company, Syracuse, N. Y., and the Trussell Manufac- 
turing Company of Poughkeepsie, for the eight western 


) return February 10 from a six- 
northwestern territory. He visited 
accounts in §S Francisco, Portland, Seattle and 


states, is schedules 


- * 


G. G. Ralls, 1 er of the Royal Typewriter Com- 


pany, 1034 S. Broadway, reports that sales of the Royal 
electric are increasing so rapidly he can’t keep up 
with the orde1 The machine is meeting with uni- 
versal approval rding to Mr. Ralls, who also adds 
that he is surprised at the number sold to lawyers, 
nsurance com] and even to smaller offices. 

E. D. Glossman, yprietor of Typewriteria, 5216 Wil- 
shire Blvd., Li Angeles, reports on the following 


langes in pe! Richard Iahn, formerly of Tier- 
nans, Santa Ana now in charge of the service de- 
partment, and Paul Moyer, formerly with the Guar- 
anteed Typewriter Company, Los Angeles, is now in 
charge of typewriter sales. Mr. Glossman also reports 
that Jay Reitzen, is in charge of outside sales, 
to Lillian Fox of the education 


‘ " 1 
was recently 


department of the University of California in Los 
Angeles. Wayne Terry and Marshall Moline are await- 
ing calls into service 

Typewriteria, established in 1939, has enjoyed an 
excellent growth rding to Mr. Glossman. The floor 
space has been increased from 1500 to 6000 square feet 


been departmentalized. 


ana tne pbDusin¢ 


. * 


Frank Salz, resident of the Cole Steel Equip- 


ment Company) r in charge of the Los Angeles 
branch and the warehouse at 255 S. Werdin PIl., points 
out that the co! y’s combination cabinets in a new 
knotty pine finish will be shown for the first time on 
the West Coast at the coming business show to be held 
in April in Los Angeles 

Mr. Salz says if the new finish is as well received in 
the West as the Chicago show last October, 
he will be well pleased. He also states that the com- 


bination cabinet knotty pine are especially suited 
for dens and home offices 

Mr. Salz report hat Craig W. Reese, who has re- 
cently opened a new store at 327 S. A St., Oxnard, 
Calif., under the name Reese Office Supply, will carry 
Cole equipment Reese was formerly a resident of 
Santa Barbara 


* ” 


Richard Ingersoll, proprietor of the Ingersoll Type- 
writer Service, 158 W. Twelfth St., Los Angeles, reports 
t a period of three weeks. In the 


two robberies 


first robbery $400.00 worth of merchandise was 
stolen including two adding machines and a rebuilt 
Underwood typewriter In the second, three new 


items in the windows were taken. 


* » 


W. C. Dawkins, sales manager for the Robotyper 
Company of Calif ia, Los Angeles, spent two days in 
San Bernardino late in January attending the Inland 
Southern California Business Show. Mr. Dawkins states 


tha he sl success from every angle and 
hat the merchal! that he had on display attracted 
unusual attenti many people never having seen 
automatic typewriters in operation before. Business 
is good, Mr. Dawkins states, throughout southern 
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Cesco Is Still Making 
Prompt Deliveries 





on its line of binders and forms 
because 


1. Cesco carries a large 
stock of binders in 
assorted sizes and 
grades on hand. 


nN 


Cesco controlled pro- 
duction in our own 
plant means efficient 
speedy service on 
special items. 


printing plant en- 
ables us to keep our 
forms stock con- 
stantly up to par and 
gives us the means 
to turn out special 
jobs quickly. 


4. An experienced well 
trained staff with 
know-how keeps co- 
ordination working 
smoothly in order to 
serve you efficiently. 








When you need extra 
speedy service or 


special service 
n rely on Cesco. 







you ca 








The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y. 


3. A modern up-to-date 
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News Notes From NSOEA District No. 7 


A. J. NORDSTROM, CORRESPONDENT 
116 PRATT ST., MINNEAPOLIS 9, MINN. 


The monthly meeting of the Northwest Travelers 
Club was held on Saturday, January 27, at the Com- 
merce Club in Minneapolis, presided over by Jack 
Guntrum, president, who outlined the preliminary 
plans for the forthcoming Seventh District meeting 
to be held in Des Moines on April 16 and 17. 


a ial > 


Bud Caruso, for several years a representative of 
the Wallace Pencil company, has left the office supply 
industry to become a traveling secretary for the 
Northwestern Lumbermen’s Association in Iowa. Bud 
will make his headquarters in Des Moines, and will 
be glad to have his former pals call on him when 
in that city. The best of wishes of the club go with 
Bud in his new venture. 


- » aa 


Des Moines Stationery Company suffered consider- 
able water damage during the busy Christmas season 
when a broken water pipe on the second floor over- 
flowed, drenching Christmas cards, leather goods and 
many gift items. The loss was covered by insurance. 

The Zellers announce that they hope to soon be occu- 
pying the new store, located between Fifth and Sixth 
on Locust. This is the same location that was previ- 
ously occupied before the disastrous fire which de- 
stroyed the old building. 


* * - 


The Robert Blanchard Valleaus are among the Feb- 
ruary Florida-bound office equipment people. The 
Blaine Bristolls of Des Moines are also said to be among 
the Florida visitors at this time. 


* - - 


As this is written the W. Everett Byers are probably 
sojourning in milder climes. The Byers sold out their 
business equipment business to Dave Brown and 
Ben Matthews in December, 1950. Ben is in Korea 
and Dave is working both his and Ben’s shift, ably 
assisted by Tate and Mrs. Matthews. 


* * * 


George Desmond, the Independence fireball and fish- 
erman deluxe, as well as a hunter of no mean ability, 
proudly wears the Field and Stream medal as the 
“Fisherman of the Year’—inland waters that is. 
George caught the largest trout taken out of Minnesota 
lakes in 1950. Don Brown, the Omaha angler, claims a 
little credit. He says he helped George haul in the 
catch 

> 7” - 


Ice fishermen Howard Schaub, Art Grayston, Bart 
Dahlberg and the Durable Dane report that fishing 
has been good, although Mel Sowell, the tall Texan, 
says he can’t understand how anyone will stand out 
on that cold, cold ice just to catch a few panfish. 

Mel has threatened to move his office away from 
Thomas and Grayston’s and, according to Jack, the 
location will be at the new post office building, as Mel 
says that he likes the pens furnished by Uncle Sam. 


* * - 


Albert (Jack) Goldman, former stationer, now a 
tycoon in the box industry as head of the Federal Con- 
tainer Company, was a visitor at the Commerce Club 
on January 27, along with Wally Hubbs of Thomas 
and Grayston Company. Jack drove away in his new 
Cadillac. The box business must be very good and 
then some, for Jack is leaving on Feb. 1 for a month’s 
rest at Tuscon, Arizona. 


* * ” 


Don’t forget the Des Moines meeting April 16 and 
17 at the Savery Hotel. The stationers’ party will be 
held on Sunday night, April 15. 
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‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 


Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Photographs, Letters, etc. 
e Indoor and Outdoor Sryles 
e Hardwood or Metal Frames 
e With or Without Locking Glass Doors 


e Many Sizes in Stock 


Dav-Son Changeable Letter Direc- 

tories For Lobby, Office or Outdoor 

Use. 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames , 

e Highest Quality Felt Background in 
Choice of Several Colors _ 

e@ Many Letter Styles and Sizes 





Dav-Son Name Pilates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 





WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 


















ESTABLISHED 1932 


Uf 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


MANUFACTURERS OF BULLETIN BOARDS ror tveter 





—. Ab. DAYRNPORT & SON..106. 
pasar 













The HE-MAN 
LOUNGE CHAIR 


Ehrlich design 
No. 440 


4 


Here is another in the EHRLICH 
Series of VALUE Furniture in Gen- 
- designed for relaxing comfort 
i day’s work for the Tired Business Man 


vine Top Grain Leathers . . 
during or after a har 


- a Lounge Chair in the true sense of the word .. . Priced 
Right and Made Right to insure fast turnover. It’s a Chair that 
will sell on sighting and seating. 


Write for Illustrations and Dealer's Price List of entire EHRLICH Line. 


GRAND RAPIDS 





LEATHER FURNITURE CO. 


201-207 Front Avenue, NW Grand Rapids 4, Mich 
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Prints on Postcards - 
Shipping Tags - Labels 


Boxes « Cartons « Packages 
ALSO FORMS, BULLETINS, MENUS, LETTERS 


ULTISTAME. 


MANUFACTURED ONLY BY THE MULTISTAMP CO. INC. NORFOLK, VA 


TWE ORIGINAL HAND STAMP STENCIL DUPLICATOR 


Fete eeeeee 





e@ A “rubberless” stamp in one minute for 2c 
e Type, write, draw, trace on low-cost stencil 
@ 1000 or more copies from 1 stencil ...one inking 
@ Non-mechanical . . . made of non-corrosive metal 
@ Replaceable ink pads 

© 8 Complete Outfits . . . $9.50 to $99.50 


No. 1—RUBBER STAMP AND SHIPPING TAG SIZE 


Durable case includes 25 stencils, $950 
ink, ink brush, stylus pen, writing 
board, illustrated instructions PR 





At Your Off e or Shipping Room Supply Dealer 








ALL VISUAL DISPLAY BINDERS 
are now individually boxed 








4 STYLES... Outstanding Favorites 


Our visual binders are offered in a variety of styles—and sizes. 
Each is an outstanding value in its particular field. 


LV SERIES—Genuvine Leather Covers 

IV SERIES—Simulated Leather Covers 

FC SERiIES—Simulated Leather, Flex-O-Coil Binding 
PV SERIES—Simulated Leather, Wire-O-Bound 


Price range, list, $2.00 Up 


Moke this your headquarters 

for quality 
=» DESK PADS 
DISTRIBUTORS 
FOLDING DESK PADS 
TELEPHONE BOOK COVERS 
VISUAL DISPLAY BINDERS 























THE CHICAGO DESK PAD CO., 


9 NORTH JEFFERSON STREET CHICAGO 6 


INC. 


ILLINOIS 
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WALKIE—RECORDALL 


© ON THE SPOT ® 


BATTERY RECORDER 


THE ALL PURPOSE 
PORTABLE 












USED ELECTRONIC 
ON SECRETARY 
* 

LAND Records interviews, con 
SEA Hee dictation, oe 

one conversation, sales 
OR oaticien A 
AIR . 

a 

Records With aw 
Bag Closed 
Simply turn ~~ 
Concealed 
Knob 


Records reports whispered into the mike while on 

trains, planes or cars. 

50¢ worth of batteries will last 50 working hours 
Write for Descriptive Bulletin No. 95 


MILES REPRODUCER CO. 


INC. 


812 BROADWAY NEW YORK 3.N_Y 























SELECT =< -LINE 


the new aeeviite ban 
loaded with Sales Features 











= 


Just @ Fingertip Copy Aligning 


touch @ Handles Any Size Spacing 
@ Any Length Copy 
Gs @ Reversible 
lever @ Visibility ...down to last % inch of copy sheet. 
u @ Horizontal or Vertical Copy 
@ Lightweight, Compact . overall dimensions 
comes 3%""x ll". Fits into any desk drawer. Beautiful 
your grey finish 
line WRITE TODAY FOR COMPLETE INFORMATION 








Adkins & Kuschel Company 
225 Columbia Bldg. Cleveland 15, Ohio 
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BEST BUY in Hand Numbering Machines Today! 


o* 1 









MODEL 


110 


5 Movements 
5 Wheels 
e 8 
Consecutive s] 3 
Duplicate 
Triplicate LIST 
Quadruplicate e 
Repeat Liberal 
Trade 
ALL IN Discounts 
ONE = 
MACHINE Write for 
New 
° Folder 
© 
ALL Order NOW 
f 
Steel ee Be 
Construction Delivery 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILt 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN ~ a 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST NEW YORK 13, N. Y 
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Cummins Corporation Changes Name 


In a recent statement, Paul Jones, president of Cum- 
mins Business Machines Corporation, announced the 
change of that company’s name to Cummins-Chicago 
Corporation. Both internal growth and external ex- 
pansion indicated the desirability of a corporate title 
more in keeping with this 64-year-old company’s en- 
largea activities 

Cummins-Chicago Corporation was founded in 1887 
by B. F. Cummins, who is generally recognized as the 
originator of perforators and foremost advocate of 
their use in office procedures. During his lifetime the 
founder concentrated on the manufacturer and distri- 
bution of a small line of well-designed, hand-operated 
machines 

In 1942 the company became a part of the American 
Security Group of Marion, Ind. Under this new lead- 
ership Cummins made a vigorous climb in the ranks 
of American industry—a climb which was sparked by 
the introduction and immediate acceptance of the 
first fully automatic perforators 

This period also witnessed the development of a 
completely new line of check signing and endorsing 
machines, in addition to a number of new perforators 
which were brought out as the variety of uses and 
demand for this equipment increased. 

In December of 1945 Cummins entered the portable 
tool field—at first producing three models of a quarter- 
inch electric drill. This venture skyrocketed and today 
the Cummins Portable Tool Division manufactures a 
comprehensive line of portable electric saws, drills, 
sanders, polishers and planers for home use, as well 
as heavy duty equipment for industrial applications. 

In October, 1950, the Fred W. Wappat Company, 
Mayville, N. Y., was added to Cummins-Chicago Cor- 
poration as a new division. This operation continues 
in the Mayville factory, producing the same heavy 
duty electric tools for which it is so highly regarded. 

Cummins-Chicago Corporation will continue to 
maintain its general offices and main plant at 4740 
Ravenswood Ave., Chicago. 

When the name change became effective Paul Jones, 
president and active head of Cummins-Chicago Cor- 
poration, expressed his satisfaction with the new ar- 
rangement, explaining that “the new title does justice 
to each of the divisions, as well as to the entire cor- 
poration—the new name is significant of Cummins 
vigor and expectations of continued growth.” 





Keep Postage Accurate! 

One of the worst annoyances in business is paying 
postage on mail insufficiently stamped. The other day 
it cost petty cash 64 cents to receive a 12 x 15 manila 
envelope with the flap turned in and stapled. The 
sender had put ir cents postage on it. 

This would have been sufficient for third class mail- 
ing, authorities of the post office explained, if the 
envelope had three staples in it. Instead, there 
were five—and the extra two staples cost 64 cents. 

Postal authorities maintain that more than three 
staples seal the envelope enough to place it in the 
lass mail. Similarly, the use of more 
than approximately an inch of gummed tape nullifies 


category of first 


the third class privilege 

Attention to little details like this can pay off— 
especially when you're mailing sample copies to pros- 
pective custome! RAL 





Aget Buys Rights for Smoker 

The Aget Manufacturing Company, Adrian, Mich., 
recently purchased the design and manufacturing 
rights for the Nil-O-Dor fireproof, odorless smoker 

om the Anasco Corporation, Detroit, Mich. The name 
of the smoke! been changed to “Smoker’s Urn.” 
J. W. Roberts, general manager of Aget, is organizing 
a new sales force. An advertising and point-of-pur- 
campaign is also in preparation 


Tr 
it 


chase merchandising 
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SALES 





WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301 '/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 30114 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 


No. 300 (without arms), Write for illustrated 
literature and prices. 


STANLEY MANUFACTURING CO. 
2310 N. Main Street, Fort Worth, Texas 
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These PRESTO Features 


Mean Extra Profits For You! 
— COMPARE — 


Inside Inking Brush. 

Closed Drum—easily removable 

Compact Size for Storage—when closed 17'x12’x11 
Automatic Feed with Stabilizer Bar 

Full 8” Printable Width, Postcards to legal size 

Fully Guaranteed, Sturdy Construction, NO SERVICE PROBLEM. 


List 
Plus Tax 


“PRESTO” 






Model X 
MIMEOGRAPH DUPLICATOR 
LARGE STOCKS Manufactured by Hadewe 
IMMEDIATE DELIVERY Duplicatorfabrieken 
Write—Wire Drachten, Holland 


A few choice Territories open for representatives 
EXCLUSIVE U.S.A. DISTRIBUTORS 


MID-CONTINENT SALES COMPANY 
111 W. Jackson Bivd., Chicago 4, Ill. 





















NON -FLAMMABLE 
CELLULOSE 


THE MODERN METHOD FOR QUICK 
ECONOMICAL INDEXING OF LOOSE LEAF 
SHEETS, FILE FOLDERS, CARD INDEXES 


GUARANTEED 


Easy to Clean 


JUST WIPE WITH DAMP CLOTH 


1 Tmportant Colors 


PINK, GREEN, ORANGE, YELLOW 
CLEAR, BLUE AND RED 


THREE SIZES: Vu", Y% 2 
PIONEERS AT INDEXING WITH NON-INFLAMMABLE CELLULOSE 


FOR FURTHER INFORMATION AND REPRESENTATIVE IN YOUR AREA, WRITE: 





DIVISION OF 


EZYINDEX PRODUCTS CO. Fiwsnine, n. ¥ ASSOCIATED CELLULOSE PROD. CORP. 
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IN MARCH OF 1881, WHEN: 

The Boston correspondent reported, “Dealers found a fair trade 
during the past week, the calls for the most part being for staple 
and moderate priced goods, including the usual varieties of 
writing papers, envelopes and divers small stuff usually kept on 
Good sales were claimed for the 
Cement of the Ancients” . . . Stylographic pens were coming 
into favor at Pittsburgh, Pa. . . . The device or picture of a 
spinning wheel was first registered as the trade mark for writing 
paper of all kinds manufactured by Z. Crane, Jr. and Brother, 
Dalton, Mass. From files of the American Stationer 


sale in country stores.” ... 


IN MARCH OF 1891, WHEN: 


Samuel C. Tatum & Company, Cincinnati, Ohio, advertised a 
desk-rack inkstand with automatic ink. Nickeled partitions 
provided places for pins, pens and papers. It sold for $3.00 ... 
The “nickel in the slot’ public telephone was first introduced 

A. B. Dick Company advertised the Rival Arch file, the 
Edison Mimeograph, the Rival cabinet letter files, Rival box 
letter file and Rival adjustable arm rest . . . Henry Bainbridge 
& Company, wholesale stationers, New York, manufactured 
walnut and board letter clips . . . Fire destroyed the factory 
of the Samuel Hano Company at Allston, a few miles from 
Boston . . . (From files of the American Stationer). 


IN MARCH OF 1901, WHEN: 


E. H. Keen, manager of the western office of Eberhard Faber 
at Chicago, said that business was continuing in a very satisfac- 
tory volume. The firm had just placed on the market a new copy- 
ing pencil, No. 754... A. A. Waterman & Company established 
a Boston office at No. 38 Bromfield St. . George A. Jewett 
was elected president of the Jewett Typewriter Company at 
Des Moines, lowa A Chicago physician began a movement 
against the use of indelible pencils, charging that they were the 
cause of sore lips and fingers, and sometimes poisoning. Dealers 
laughed at the suggestion The Goodyear Tire & Rubber 
Company, Akron, Ohio, commenced manufacture of quality 
rubber bands . . . S. T. Smith Company, New York City, com- 
menced manufacture of a knee desk for stenographers 
From files of the American Stationer). 


IN MARCH OF 1911, WHEN: 


The Dalton Adding Machine Company of Poplar Bluff, Mo., held 
a housewarming celebration in honor of the completion of its 
new factory in that city. Editorially, Office Appliances said, “The 
term ‘stationery’ no longer is sufficient to differentiate the man 
who handles pens and pencils and tablets for school children 
from the big fellow who handles all these things besides a fine 
selection of filing cabinets, desks and office appliances of all 
kinds, including in many cases typewriters and other office ma- 
chines . . We maintain that the more comprehensive term, 
Office Appliances dealer’ is the one which most nearly describes 
the really up-to-date dealer in stationery and office supplies” 

From files of Office Appliances). 


IN MARCH OF 1921, WHEN: 


Warren G. Harding was inaugurated as president of the United 
States ... A new trademark was hailed by the National Associa- 
tion of Stationers & Manufacturers . . . J]. W. Kennedy took 
charge of the Chicago office of the Remington Typewriter Com- 
pany . . . Capitol stock of the Molle Typewriter Company was 
increased from $500,000 to $2,500,000 . E. W. Haugh was 
elected president of the Autopoint Pencil Company, Chicago 
From files of Office Appliances). 
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INGENTO ... Sell FAST 


QUALITY TRIMMERS and STAY SOLD! 


They have more of the fea- 
tures buyers want. They 
are carefully built of fine 
materials to give lasting 
satisfaction. 


The board is marked in 
half inch squares by 
grooving—not printing. 
It will not become dim and hard to 
read . . . Ruler, with one eighth 
inch gradations, is separate from 


e PERMANENT 
ACCURACY 





board and does not expand with the 
board when temperature changes 
occur. It is always accurate... 
Both blades are of tool steel, spe- 
cially tempered to hold their cutting 
edges a long time. 


@ GREATER 
CONVENIENCE 
Exclusive single control pa- 


per guide permits trimn 
sheet after sheet to one 


without changing posit 

guide 
Compare feature for feature with any 
other trimmers and ou =«uUwill) agree 
Ingento Trimming b« ae are today’s 


@ SMART APPEARANCE 
best buy. Sizes for every need—é6, 8. 


10, 12, 15, 18, 24 and 30 inches. Order 
from your jobber. Or write for details. 


Glossy nat ral finish birch 
an 5 
Dept. SOA. 


bed "Ge den 
die. Brass- Ave» fit 


jo) 7.) Revel [ele] Re-ltl ) JB aiaer 
8318 Birkhoff Ave., Chicago 20, Ill. 


‘STEED &<TRONG 


©=5) The Red 
0) = ©) Window 
(mt ©)) gy! ves-ease= 








) 
0K pues 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
old through Stationers and 
We r ve no etail salesmen wt 
your missionary work. 


Write for liberal discounts and sales help on: 


oin Wra Lead Seals 

Bill Straps Seal Presses 

Soin Bags Teller’s Moisteners 
urrency Bag Manual Coin Counters 
aw String B Currency Racks 

Metal Clasp B Wrapper Cabinets 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 








ey Change Trays 


THE C.L. DOWNEY CO., HANNIBAL, MO. 





OFFICE APPLIANCES, March, 1957 








MAYLINE 





The Professional Drawing Kit 





DEALERS 


You can offer your customers prompt delivery on 
this popular item. It is a handy, portable board 
and straightedge combination for that busy engineer, 
draftsman, or executive. 


MAYLINE 
aNIIAVW 


Place your orders now for a stock of all sizes from 
the 12” x 14” board thru the 30” x 42” size. If you 
do not have a display rack, ask about our special 


combination offer. 
ENGINEERING MANUFACTURING CO. em 
625 NO. COMMERCE ST. - SHEBOYGAN, wis, |MAYLINE 


MAYLINE 








USED MONROE CALCULATORS 





MONROE 


ADDING-CALCULATORS 


Models K, KA. MA, and LA 
2 
Write C.E.C. for further information 





CALCULATOR EQUIPMENT CORP. 


Orange, New Jersey, U. S. A. 
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performance 
THE BENTSON 


“‘6Gop-F lite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 


tomers and more business for you. 





lf you haven't received your con- 
venient file folder of BENTSON 


catalogs, write for it today. 


| “The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA * ILLINOIS 














NEV- KORE 
CARBON PAPER 


it. plastic hachek 


REPEAT ORDERS 
BUILD STORE TRAFFIC 


Your customers will find NEV-R-KURI 
really produces. It’s the original non 
curling carbon paper that revolutionized 
the industry. The “girls” like its plastic 
back to prevent slipping. Too, they re 












. i mmall 
port it makes up to 50 per cent more pe 
copies from each sheet. It won't tree, PROTYPE 
curl or wrinkle. Never a smudge or "Ineoe 
smear from NEV-R-KURL. You don’t : 
have to “sell” prospects. Just demon 
strate its advantages, and you'll have a PROTYPE 
steady customer. Stenographers to bill TYPEWRITER 


ing clerks after the first trial keep asking 
again and again for NEV-R-KURL. Thes« 
repeat customers will make your stock 
of NEV-R-KURL move fast. It’s a real 
traffic builder. 


Phillips 


PROCESS CO., INC. 


192 MILL ST., ROCHESTER, 14. N.Y 


4 
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CARBON PAPER 






NEW ee 
SEVEN GINA; 3 


SPEEDS PROFITS YOUR WAY WITH BIGGEST POSTAL 
SCALE IMPROVEMENTS IN 35 YEARS! 


Dealers claim these scales 
hit the jackpot for sales! 





* RED POINTER BEHIND DIAL 
—Instantly shows all postal 
ond airmail rates 


* WEIGHING TIME CUT IN 
HALF—Parcel Post Rates ar- 
rangedin easy-to-read table. 


* NON-SWAYING PLAT. 
FORM— Eliminates 
costly errors; 
3-inch wide post 


$ g5 holds platform 
steady. 








== PROMPT SHIPMENTS ON YOUR CHOICE OF FOUR MODELS: “= 
— A-5—Capacity 5 Ibs. by Y%2 ozs. . .. . 6 « oG$tN9S om 
— A-10—Capacity 10 Ibs. by ozs... . . .. 2 195 
—— A-25—Capacity 25 Ibs. by ozs. (Parcel Post Only). . 11.95 — 
~~  A-50—Capacity 50 Ibs. by 2 oz. (Parcel Post Only) . 12.95 — 


Remember Pelouze time-tested NATIONAL and RAPID, as well 
STANDARD BEAM (2 and 4 |b.) Scales for added profits. 


For further details, send for colorful catalog sheet No. A-51 


PELOUZE MANUFACTURING CO. 


EVANSTON, ILLINOIS 


When You're Asked 
for ,@m FACTS 


o 
oe 





1208 CHICAGO AVENUE 








CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, coo W. Jackson Bivd., Chicago 
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CLEANS UP ALL 
CORRESPONDENCE 


Smart typists bathe type- 
writer type daily with 
CLAR-O-TYPE to keepit 
clean and sharp for clear, 


Complete 
ARCH 
Pia. nr FILES 






. Made of 
crisp, readable impressions. 
Quick — thorough — non-in- Handsome 
flammable. The sturdy Laminated 
dauber eliminates brush- Wood 


ing and spattering. 
CLAR-O-TYPE evaporates 
slower giving more clean- 
ing per bottle, so lasts longer 
and is more economical. 


Save 
Assembling 


Time 
0-C Note Size Be Assured of a 
1-C Letter Size Complete Unit Always. 
2-C Legal Size No Fasteners 
To Be Lost. 


Packed | Doz. to Carton. Write for Full Particulars. 
Chair Mats—Desk Trays—Clip Bds.—Black Bds.—Arm Rests 


cone | STEMPEL manuracturine COMPANY 


261 Broadway, New York 7 2830 Roberta Street Dallas 16, Texas 

















your CLEARTYPE MAP | Easy to Sell— Profitable to Handle 


DEPARTMENT IS READY TO MOVE f le . 








INTO YOUR, 














A ready seller 
with 10” eye 
guide at 


a | 77 


TAX EXTRA 














SS 


~— a 
We have broken a 


There is a real demand for the RITE-LINE Copyholder because 





| precedent with the 


and production of a dealer file typists like it. Saves eyestrain and promotes accuracy and speed 
. omplete line of especially in copying columns of figures. Self-contained, all- 
P metal, compact, attractive. Requires no installation or service. 


monufactur 
and display unit to handle a ¢ 
CLEARTYPE MAPS. 

Ask for deta! 


Attachments for copying from wider sheets 


ls about how we install this 15” extension eye guide $1.25 











ynit, help you to advertise and bring PROFITS 20” extension eye guide $1.50 

, YOU. For full particulars, discount, etc., write to 
| om RITE-LINE CORPORATION - 1025 I5th St., N.W., Washington 5, D. C. 
ati. Reply Dept. A-1 en : aientane m 
— Ss —— ue " a 

~~ AMERICAN MAP COMPANY, INC. RITE- 
16 East 42 St. NLY. 17, NLY. Pe orm copy 
{aS af. ee 7 < eh -— da il 








OFFICE APPLIANCES, March, 1951 223 








NAMEPLATE PROBLEMS? 





Send for this Manual of... 


MEYERCORD 
DECAL NAMEPLATES 





Most useful 
nameplate manual 
ever offered! 20 
full-color pages 
show hundreds of 
problem solving 
uses of Meyercord 


surfaces : ae t, easy 
applic 


WRITE FOR YOUR 
FREE COPY 


BUSINESS LETTERMEADS, -_ M > ¢- RC ORD C. 


PLEASE, DEPT. 39-3 


W LAKE ST CHICAGO 44 ut 


Decals on glass, 
metal, wood, china, 
plastic, rubber, 
leather 7Curved, 

flat or lexit le 











SAFEGUARD 
CHECKWRITERS 
SELL FASTER 
THAN HOT CAKES 






It is only natural . . . that due to 
the increased rate of check forgery cases, 
your only assured method of combatting these 
criminals is to safeguard your bank account by using 
Safeguard Checkwriters, now equipped with Special 
Security lock to prevent misuse by unauthorized persons. 


D-R-T Dry Rubber Tool 


Keeps typewriter type clean, free of ink, always like a ‘‘new’’ machine. 


MANUFACTURED AND DISTRIBUTED BY SAFEGUARD DEALERS 
AND DISTRIBUTORS CAN ORDER IMMEDIATELY 











Safeguard Corporation 


LANSDALE, PENNA. 


OVERSEAS DISTRIBUTOR SAFEGUARD INTERNATIONAL 
3312 Lancaster Ave. Philadelphia 4, Pa. 
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KOR crs 


63 Years Ago KOH-I-NOOR 
made the FIRST Drawing Pencil . . . in 
17 DEGREES, 6B to 9H. Since that time 
no bps a have-appr roached Koh- 










Perf rformance. 


No Matter What Your Requirements ; 
you will find a KOH-I-NOOR 
Product to satisfy you completely. 


NO DRAWING PENCILS 
vv COPYING PENCILS 
e WRITING PENCILS 
Available eee CHECKING PENCILS 
COLORED PENCILS 


No. 1600 KOH-I-NOOR OFFICE PENCILS 
Polycolor Pencils ART PENCILS 
with IMPORTED Leads HOLDERS LEADS 


e 67 PENHOLDERS ERASERS 
in colors 













The RIGHT pencil for the RIGHT Teds 








The PARKER line of VALUES! 
STEEL OFFICE EQUIPMENT 


STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





DOUBLE DOOR 
COUNTER HIGH CABINETS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST SIZE 42''x36''x!8"" 


ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 


Made of heavy Gauge Steel . . . Electrically welded 
construction and completely reinforced throughout . . . 
Baked-on enamel finish in Green or Grey. 


Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Steel Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
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Gordon D. Meals, 

executive vice-president of the Taylor Chair Company, 
passed away on January 22. Born on August 13, 1908, 
in Buffalo, N. Y., Mr. Meals was 42 at the time of his 
death. He attended Shaker Heights High School and 


THE LATE GORDON D. MEALS 





was graduated from Western Reserve University. An 
active club member, he belonged to the Beta Theta 
Phi fraternity and the Aurora county club. Surviving 
are his widow, Moselle Taylor Meals, and two sons, 
Joseph Taylor Meals, 18, a student at Washington 
University, Va., and Charles Gordon Meals, 16, who 
attends University School. The family home is in 
Shaker Heights, Cleveland, Ohio. 


+; - - 
H. Seymour Walcott, 
an official of the Domore Chair Company, Inc., died 
on January 25 following a nine-month illness. Mr. 


Walcott joined the Domore company in January, 1937, 
as special representative in charge of national ac- 
counts, and was located in New York City. 

In July, 1937, he was transferred to Elkhart, Ind., 


and was appointed sales manager. He was later elected 


THE LATE H. S. WALCOTT 





vice-president in charge of sales and advertising. Last 
May, due to illness, Mr. Walcott was extended a leave 
of absence 

He was nationally known in the office equipment 
field from his many years of activity in the National 
Stationery & Office Equipment Association and from 
his numerous contacts in the industry. 

Before joining the Domore firm, Mr. Walcott was 
the Washington, D. C., manager of the Library Bureau 
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LITEMASTER 
EXECUTOR 





TELECHRON ELECTRIC CLOCK 
FINEST LIGHTING ACCESSORY . OFFICE . HOME 


LITEMASTER EXECUTOR 2 caren 


A DISTINGUISHED NEW LAMP 


Litemaster Executer No. 60— Handsome desk lighting ac- 
cessory for the finest office, home or institution. 


Genuine Telechron 34%” diameter electric clock. 
Smart die-cast base 64%" x 9%". Height 14%". 


Beautiful oven-fired durable finishes — Hi-lighted statuary 
brenze or warm gray for modern, with brass trim. Reflector— 
washable porcelain white enamel. 


U. L. approved construction and electrical materials. Auto- 
matic on and off switch. 


Rubber bumpers for surface protection. 
Shipping weight 11 Ibs. 
For standard 15 watt T8 fluorescent tubes. A. C. only. 


WRITE FOR PRICES 


Fas Stevsiaitionuall Corporation 


3245 West Lake Street Chicago 24, Illinois 











Smartly Styled-High Quality 


BRIEF BAGS 
ZIPPER RING BINDERS 
BUSINESS CASES 


Available in a range of grades from Highest Quality to 
Popular Priced Items for Salesmen, Executives and Students. 






No. 810 
FOLDING BRIEF BAG 
with 3 expanding pockets 
17x12'/4x6 inches 


Send for Catalog and Dealers’ Prices 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 
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A good question 
with good 
answers 


First—Southworth 
makes only quality 
typewriter papers—a 
grade and weight for 
every typing need. 
Second—Southworth typewriter papers are sold only 
through stationers. 

Third—Good will and profits are built with the 
Southworth line. 


Inquiries invited on Southworth franchises. 

















WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 


527 South Wells Street, Chicago 7, 


Illinois 














On July 12, 1950, the G. J. Aigner Company re- 
leased a general letter as follows: 


“During World War I! we tried to fill all orders re 
ceived—even those from “Johnny Come-lately’’ customers. 
As a result, many of our loyal, long-time customers 
suffered. 


We'll not make the same mistake twice. If the present 
fracas becomes serious, our customer list will be closed 
and each customer will be sold only those items they had 
previously purchased from us. 


Already two of our three sources of celluloid have put 
us on allocation. We expect the third to do so mo 
mentarily. At that time, such items as No. 13 Sheet Pro 
tectors, Aico-Grip tabbing, etc., will be available only 
to those customers who have made purchases within the 
past six months. 


We feel that this policy will be the fairest to those who 
have favored us with their business when materials were 
freely available.” 


We hope that those dealers who have been added 
to our customer list since July 12, 1950, will under- 
stand and accept the good faith with which this 
policy was instituted. 

We are still accepting orders from new customers, 
but it appears that the time is fast approaching when 
it may be necessary to institute the above. 


AIGNER INDEXES 


Chicago: 444 So. Clinton Street (7) 
New York: 97 Reade Street 
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and Safe Cabinet Company, and later formed the 
Walcott-Taylor Company in Washington. 


Frank C. Blied, 


president of Blied, Inc., printing and office supply 
firm of Madison, Wis., died on February 1 after a long 
illness. Although not active in the firm for the past 
three years, Mr. Blied retained the title of president 
of the company which he had founded 60 years ago. 
His son, Leo J., is secretary-treasurer of the firm, while 
another son, Raymond F., is vice-president. 

Mr. Blied formerly owned the Wisconsin Botschafter, 
a German language newspaper. Active in civic affairs, 
he was a country supervisor, a member of the Madison 
metropolitan sewerage district commission, director 
of the Civic Music Association of Madison and presi- 
dent of the Maenner Choir. 

In 1949 Pope Pius XII presented him with the Bene- 
merenti medal for his leadership in social welfare ac- 
tivities of the Catholic Central society. In 1938 he was 
delegated by Pope Pius XI to present the pope’s bless- 
ing to the Dionne quintuplets. 

In addition to his two sons mentioned above, he 
is survived by his widow, the former Amelia C. Breit- 
enbach and two daughters, Mrs. Josephine Elizabeth 
Blied Speth and Mrs. William’ E. Walker. 


+ - - 
Richard H. DeCou, 


who recently became associated in business with his 
father, Robert A. DeCou, long-time representative of 


THE LATE R. H. DECOU 





The Leopold Company on the Pacific Coast and inter- 
mountain territory, died on January 29 in Boise, Ida. 
Mr. DeCou had a varied business experience of more 
than 12 years at the time of his death. 


tr FF +f 
Mrs. Claire Delores Shockley, 


Kansas City, Mo., died January 27 at her home. She 
was born in Leavenworth, Kans., and had lived in 
Kansas City for 30 years. Besides her husband, Irving 
W. Shockley, president of the Samuel Dodsworth Sta- 
tionery Company and secretary of NSOEA District No. 
& she leaves a daughter, Mrs. Virginia C. Sutherland, 
Washington, D. C.; a son, William I. Shockley, Kansas 
City, Mo., and two sisters, Mrs. Edna Soffel,, River 
Forest, Ill., and Mrs. Wilma Trott, Murray, Utah 

+ ob + 
Waldo Tremaine Tupper, 
known to this industry, died on January 18, presum- 
ably from a heart attack, on a train en route from 
San Francisco to Los Angeles. Accompanied by his 
wife he was traveling to visit a daughter at Los Angeles. 
Waldo was associated for a time with Nathan Tupper 
(formerly secretary and western advertising manager 
of OFFIcE APPLIANCES) in promotion of business shows 
in Portland, Seattle and Los Angeles. Later he served 
as general agent and traffic director for Ringling 
Brothers and Barnum & Bailey circus. 
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FOAM RUBBER 
CHAIR CUSHIONS 


“Perfect "7 
FEATURING 


GOODYEAR AIRFOAM 
F — | Py 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


“Perfect”’ 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7 =x ie°—I5" « 17"—I14," 
x 15". 

Write for New Illustrated Folder 

Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 





Witte 
eee2s: BH Ss: * 


RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ " © PROTRACTORS © 


— i =) 


wil 
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CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


MATERIALS 
COST LESS THAN 
$1.25 FOR 
10°x10" PLATE 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (!) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 
4. Release pressure, extract 
all from Eva-Press and 
have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press. 







¢ 110 VOLTS A.C. $700 

* 220 VOLTS A.C. $765 

* PLATENS 11x13” 

¢ INSIDE CHASE 10”x12” 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 

















Masonite Floor Mats 


IMMEDIATE 
DELIVERY! 


COLORS 
MAROON, TAN, GREEN 


MINIMUM ORDER 
OF SIX MATS 


F. 0. B. NEW YORK 


REGULAR 
DEALERS 
DISCOUNT 


EXTRA DISCOUNTS 
IN LARGE LOTS 


Size 36” x 48” 
Size 48” x 54” 


Complete Display of Office Equipment 
for Dealers and Decorators 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
7 EAST 46TH STREET NEW YORK 17, N. Y. 


EL dorado 5-7177 
FLORIDA REPRESENTATIVE 
H. |. BLANK, 70 Northeast 2nd St.. Miami, Florida 








LIST PRICE $ 7.00 
LIST PRICE $10.00 
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now available . 


GUARDSMAN 
2.17 


Showing the Complete Line of GUARDSMAN 
Safes and Chests— 


FIRE SAFES 


Indexed = \4ONEY CHESTS 
INSULATED FILES 


for your 
C. VAULT DOORS 
onuenience BANK EQUIPMENT 


Reasonable delivery assured on many 
GUARDSMAN products. 


White today 


for your new GUARDSMAN CATALOG No. 17 


ARDSMAN SAFE COMPANY 


John Robertson 





La Porte, Indiana 


CATALOG 





. 
ir Presenting ... 


NEW FRITZ-CROSS CHAIR NO. 410 


Features include foam 
rubber seat cushion, 
new 1144” O.D. tubular 
base, ball bearing cast- 
ers as well as Fritz- 














Cross easy-3-way pos- 
ture adjustments. 
Available in a smart 
range of colors and up- 
holstery materials. A 
worthy member of a 
chair line that builds 
sales and profits in any 





competition. No. 410 


The kritt-Cross Comoany 


300 East Fourth Street St. Paul 1, Minnesota 














(B 
Buckepe 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OH/O 
MANUFACTURERS 
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Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. 


113.25 BERKLEY st. Since /9OO PHILADELPHIA 44, PA 
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ACE FASTENER CORPORATION, 3415 N. ASHLAND 
AVE., CHICAGO 13, ILL.—A new sales-producer display card 
for the Ace Scout is now available to dealers. Small enough 
to be used on any counter, brilliant in color to command 


‘wonee ® CRtATEes, be 
PLIBE MACH iy 
Phacue 





attention in windows, this double-purpose display card is an 
effective sales stimulator. A sturdy platform holds an Ace 
Scout stapler. Finished in a soil-resisting gloss varnish, the 
display can be cleaned with a damp cloth. Made of heavy- 
weight board stock to insure a long life, the new display is 
very easy to set up. Units are available without cost to re- 
tailers upon request 


CUSHMAN & DENISON MANUFACTURING COM- 
PANY, 153 W. 23RD ST., NEW YORK 11, N. Y.—Catalog 
No. 51 is now being mailed to the trade, showing the company’s 


— aw 
[DO 
eroow cts 





/ elt abae 


line of Flo-Master Fountnbrushes and inks, Punchless binders, 
L.E.B. binder clips and other stationery specialties. The catalog 
is highlighted with a color duplication of the new window 
display card mounting six-color capped Flo-Masters. The Cado 
complete line of Flo-Master inks is also illustrated in color. 


HOBBY HILL, 14 N. MICHIGAN AVE., CHICAGO 2, 
ILL.—A 7x6'4-inch mailing piece, folded in half to make four 
pages, is now available to dealers on the firm’s Grip-R hangers 
for tools. Illustrations show the hangers holding a machinist’s 
tools, an artist’s utensils such as brushes, triangles, and drawing 
instruments and the Grip-R hanger as it could be used in a 
dentist’s laboratory, a kitchen or closet. The new table model 
is also attractively described and illustrated. On the bottom of 
the mailing piece there is space allowed for the dealer’s imprint. 
Printed in black and white the advertising piece uses red to 
emphasize the various features of the hanger. Further inquiries 
should be directed to the firm at the above address. 
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If a “SMO-KING” Could Talk 


It would point with pride to 
these customer-pleasing 


La 





Features: 


e Famous “SMO-KING” 
Quality Guarantee 


e Designed for beauty 
and service 


e Tip-safe—balanced. 


e All-purpose smokers— 
and profitable. 





<—— SMO-KING NO. 18 


Comes in genuine solid 
walnut wood, Ht. 24”, 
Base 10142”, Tray 9”; Am- 
ber Glass Tray 8”. Wt. 
8 Lbs. Packed set-up in 
individual carton. 


Literature on Request. 


SMO-KING PRODUCTS 


Designers & Manufacturers of Fine Smokers 
602 WYTHE AVE. BROOKLYN 11, N. Y. 














ONLY 


The “Precise” TRIMMING BOARD 
Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 
Only Finest Seasoned Hardwood Used 
Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, adjustable 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed 
accuracy and measuring time. 
Models 5, 6 & 7 have special 
safety spring. The “Precise” is a No. 4—1214”—Blade 
steady seller wherever displayed. No. 5—1519"—Blade 


Delivery Still Fairly Prompt: 
AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. Loomis Street, Chicago 7, Illinois 


5 POPULAR SIZES 


No, 7—241¢"—Blade 
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emphasize the various features of the hanger. Further inquiries 


Recommended by INCOME TAX EXPERTS and should be addressed to the firm at the above address. { 
USERS FROM COAST-TO-COAST as The “EX- JASPER DESK COMPANY, JASPER, IND 

se , 9 -—Carr 1 h 
PENSE BOOK of the HOUR to keep the theme, “Seventy-five Years of Progress—1876-1950,” “i pie 
Treasury officials happy Desk Company has issued an impressive new catalog in per- 


manent binding to describe and picture its line of wood office 































Monthly — — aa oe eee _ . : ; . 
25c¢ List 3 Melton s Simplified Income Tax Record desks, gp aed —_ poe > oe iow Th _ an in- 
. terestin oreword the Jasper firm declares, “ isi 
_—o and Travel Expense Book . ? . 
st 
City Un Stove ABR _ Dore WABA. 1S _ 195.0 
Detachable -oy fie ——— “Name - Occupation AMOUNT 
SUMMARY “Bestlet ) 125 Las j 
SHEETS lunch | 4.50 | 6.00 Yet Gretna 26h drnaafhe. 7i$0 
LIKE og 2.50 ——— (9/2 ‘ JASPTA IS OD ASPER PRDLANA 
ae, | t. ey a mid i : antl _ 
SCHEDULE ~Beg9+90 _s2F 2 ZS | EVENT) MOVE YEARS OF PRIORESS 
REQUIRED Tips 7.65 Entertainment 1650 (Ghee ) 18s | 
FOR “Telegrams 35 Phone local Boo Lo 745 __ 7130 
Pub. Steno. Name 
EXEMPTION | Kaas aoe es Ss ~4 
ON TAX ego Supphes wt 245 
RETURNS ez. . maak Cnad ko wehe <& | ss leo 
ia oe Tralee Chath ma 1 $0 
ome same Woud Office Desh 
TOP DEALER DETACHABLE SUMMARY SHEETS ARE PROVIDED ay ANY DESIRED PERIOD | 
AND JOBBER wepeen Copyright 1950—Jee C Melton Typewriter Desks 
A AVEL EXPENSE 
ee 
Freight _Repeis nahirnn Dralerr Ports ____!|_£9'9o. Vebles 
Se SS. —|—sige. 
| ubes epen 4.50 2 _£'F0_ : 
1000 or | “Farkingy Nigh 7 50 26 95-75 Meter. 40 Tags Suite Accessories 
more books a7 ___ Cw bus 30 ion. | 
Terms 2% 2 -. —w isiadinaeels 
tet Teva oe OL 
Ten Days Se 7 To sever nee aa 
F.O.B. Se Gaal fea S850" aes 
Kansas City, | ——*& : —yover LS 
Mo. “Cortinvows Mecord SALES COMMISSIONS EXPENSES 
Anticipate a —. a 237.50 | avo.¢s 
your full “wa eterdey | __ 8, 785.00 3186.95 286 SS 
on aes at Yo Coe ___ 8, 205.80 __' 2,423,75 | 4072: 72.88. 
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which shape American affairs—in government, industry, finance 


Publishing Co and the professions—are today made by men and women who 
. sit behind desks. Beginning with the White House at Wash- 
P.O. B At: | ington, wood is liked by people who are charged with responsi- 


NSAS , MO. 18 . - » ane © 
raid Pee bility for getting things done.” Striking illustrations carry out 

the theme of walnut as an enduring wood. Practical informa- 
tion presented includes a treatise on “How to Plan a More 


Efficient Office.” 
The New Improved 
LORDELL CORPORATION, 219 W. CHICAGO AVE., 


Ld CHICAGO 10, ILL.—A new advertising piece, 82 x 112 
inches, which describes the new Bookmaster book ends, is now / 
' available from the firm. Printed in black on white glossy { 
paper it uses a sun-tan shade for emphasis. Photographic ' 








illustrations show in detail how the canvas band that joins the of 
sg Pp | C iT D U p L | C ATO Q two ends make the unit self-closing, self-expanding and non- 
tipping. Printed on the back are a variety of insignia which can 
No Ink! No Stencils! be selected to ornament the unit. 


NoType! No Gelatin! REMINGTON RAND, INC., 315 FOURTH AVE., NEW 

; YORK 10, N. Y.—The management controls division has 
announced a new 28-page catalog entitled SUIAP which 
describes the Simplified Unit Invoice Accounting Plan through 
the use of Remington Rand Kolect-A-Matic equipment. This 
catalog, KD 554, available on request, shows in detail the many 
operations in the handling of accounts receivable through 
SUIAP for both retail and non-retail businesses. It is claimed 
that handling of charges and credits is speeded up, accounting 
machines are eliminated and all open and current paid invoice 
copies are available at one desk. 





LISTS ONLY 


$6950 


PLUS TAX “Collection Guide’’ Now Available 


“Collection Guide,” a 48-page booklet, contains a 
complete digest coverage on basic collection rules 








Does everything the highest price machines do. Handles any 
size sheet up to 9 x 14. Perfect copies up to 5 colors in one 


operation. Simple operation. Enclosed self-draining fluid written in clear, concise language. The author, Sol 
moistener. Automatic release handle. Hirschhorn, is an attorney and was formerly general 
WRITE FOR LITERATURE & DISCOUNTS supervisor of a national organization in the install- 





For LONG runs get the first economy-priced ECON-O-MATIC Some of the subjects treated in the booklet are: 


aa ei ment field. 
— S let Mi h, d le i 2 " . 
oe ee 6 | series of standard form collection letters, credit form 














with exclusive features. Popular from coast to coast 
PLUS TAX information requirements, a program helpful for the 
oo purpose of training outside collectors, pointers on skip 
WRIGHT DUPLICATOR DIVISION tracing, dunning by telephone and telegraph and 
HART MFG. COMPANY examples of classified ads that increase manpower 
2400 ENDICOTT ST. ST. PAUL 4. MINN. The booklet can be obtained from the author, 9042 W. 
y 24th St., Los Angeles 34, Calif., for $1.00. 
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ACCOPRESS 
BINDERS 


for all 






Sheet Sizes 
4” 







x 6 


Che big binding job in American business 
today is being done by 


| 

| ACCO 

} FASTENERS, BINDERS & FOLDERS 

| W onderf portunities for increased sales of ACCO 
i} 


Products exist right in your territory, New sales build- 
for se are now ready. Send in your order 


| ACCO PRODUCTS, Inc. 
OGDENSBURG, NEW YORK 


Canadian Co., Limited, Toronto 



































Dealers Report: 
SALES ZOOMING! 


Your customers recognize the need 
for protection against fire and 
theft. One typical dealer said, 
“Ordered 6 on trial . . . sold them 
in one week. Send 12 more!’ The 
reasons are: “Sentry” combines 
features usually found only in safes costing 50 per 
cent more, and dealers enjoy a comfortable profit 
margin. “Sentry” offers a solid steel one-piece 
construction, resistance to temperatures of 1700 
degrees for one hour, recessed tamper- 
proof combination and an attractive ap- 
Join the “Sentry” dealers, 
increase your volume, prof- 


its and traffic. Write today 
for details. 
BRUSH-PUNNETT ned 


SENTRY 545 WEST AVE.- ROCHESTER 11, N.Y 
J 





pearance. 
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LOTS OF SERVICE and GOOD LOOKS 
IN THESE HOME-O-NIZE ALUMINUM FILES! 


The complete line of Home-O-Nize 3x5 and 4x6 Aluminum 
Card Files is still available. Each size is packed 12 to the car- 
ton in grey or green. Red and white also in the 3x5 size with 
indexes or recipe guides if desired. We suggest you order only 
enough to meet your normal require- 
ments. Write for folder and price list 
on these and other H-O-N products. 








THE HOME-O-NIZE CO. Muscatine, lowa 








* HAMMERED SILVER FINISH 
UTILITY BOXES 


HEAVY GAUGE STEEL 
CASH, BOND, 











© ) Popular Styles 
No. 10 SERIES—4 Styles 
Ne. 910—Key Leck, Ne Tray 
No. 1910—Key Lock, 6 comp. 
steel tray 
Ne. 910CL—Comb. leck, se tray 
No. 1910CL—Comb tock, 6 
comp. steel tray 


No. 23 SERIES—4 Styles 
No. 923—Key lech, ae tray 
No. 1(923—Key tock, 6 come. 








stee! tray 
; Ne. 923CL—Comb. tock, mo tray 
10 SERIES $size ty be 2% No (823CL—Comb. tock, 6 





comp. steel tray 


All boxes are individually 
boxed. 


wane WY 
ENTRAL 


-— 2 een Ee em, 


















Export Representotives 
FRAZAR & CO., 50 CHURCH STREET, 


NEW YORK 7, N. Y. 
Coble Address “FRAZAR’ New York 





23 SERIES 


Size: 11% x 6% 4% 
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SIGNALS | You Can't Seat 


AND MAPTACKS FORCE 


are in Greater Demand than ever ORI FL 


WRITING IMPLEMENTS 














THREE QUARTERS OF A CENTURY’S SERVICE 


40 A 
| | 

0 ALL-PURPOSE 
_— STENCIL AND MARKER BRUSHES 
NU-VISE ere { Fountain-type construction for 
nu-Vi2Z trouble-free operation. Available 
ee ROUND with round, square, chisel or 
for use in MILITARY SERVICES fh, cube nibs. Instant dry or opaque 

fy models. 
DEFENSE INDUSTRIES 

CHISEL Send for Catalog D ry 






CIVIL PROTECTION , 
0S ee es 
FIRE, POLICE, HEALTH DEPARTMENTS & COMPANY, INCORPORATED 


64 WHITE STREET, NEW YORK 13, N. Y 


George B. Graff Co., Cambridge 40, Mass. 





M I D C THE Best Buy| ‘here's 
IN DESK LAMPS| FYE APPEAL 
Top Quality Ber cere ee | and 
At A Price PRICE APPEAL 
That Sells; IN MIDWEST’S NEW 
With A CABINET NO. 3018-C 
Mark-up pe) 
That Spells Built sturdy with fine 
PROFIT! lines and of heavy 


gauge steel. A good 





bf =—* - ° . . 
4200 Series profit item in any kind 


Complete line of 1 & 2 Tube Desk Lamps, Ad- of times. Size 30’’ wide 


justable-arm Clamp-on and Floor Lamp Models 18” deep and 72” high 





You never have a come-back when you offer the Quality with four removable 
Built MIDCO, the Perfectlite lamp. There is no better value. : 
.. » MIDCO’s famous Dual Reflector prin iple of light con- and adjustable shelves. 
trol delivers more foot candles, more evenly, for more com- Has a two-way lock and 
fortable seeing. Attractive design with 3 beautiful finishes 7 
in 1 and 2 tone effect; Brown Wrinkle, English Antique all set up ready tO go. 
Bronze and Metallescent Gray. The finest materials and Available in baked 
workmanship. Assurance of dependable operating perform , , . 
E enamel of olive green, office gray or brown and 


ance with years of uninterrupted service 
weighs 100 Ibs. 


Write for literature and prices today! 


Be Wise! Stock up on MIDCO lamps—ORDER TODAY! 


MIDWEST NATURLITE COMPANY 
228 West Kinzie St. Chicago 10, Illinois MIDWEST METAL MANUFACTURING CO. 


Truly merchandise of great quality and priced to 
meet market trends. Write 





1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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+ 
- Because you have customers whe need 
/ CHECKWRITERS 


Y¥ CHECK SIGNERS 
‘ COPYHOLDERS 







/ SPEEDRITE VY ERROR-NO 
Should be in your line 


Additional business is all around you. 
Write for particulars about the wealth of 
free imprinted advertising, demonstration 
material and down-to-earth selling aids. 


COMPANY, INC ROCHESTER 7.N_ Y 


ADDRESS: 40 MT. HOPE AVENUE 


Monufocturcrs o 


CULONIAL CARBON COMPANYS 


5150 Church St, Skokic, Ill. * Telephone Skokic 4258 
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another “U.S.” specialty 
HOT WAX 
SPOT CARBONIZING 


for 


_T_wTerYryreyry-evyryryryryryryryryryrvrevyr, 


Printers & Business Forms Mfgrs. 


Spotting . . . any shapes—any sizes up -to 
25x38 inches including gummed side of 
gummed stock. 


alll i i 


Full details without obligatior. Write today to: 


(reneral Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA 
Established 1595 











put it on the counter!” 


That's what 
you'll say 
when you 

unpack your 
shipment of 


Z ALL-STEEL 


STATIONERY 
RACKS 


As soon as you see one of these Mim-E-O Stationery Racks, 
you will immediately see the opportunity for fast sales. 
Wide usage — for Home — Office — Factory. Adaptable — 
hangs on wall, stands upright, lies flat on desk or fits in 
desk drawer. 


ONLY 375 LIST—LESS DEALER DISCOUNT 


10'2” high, 11'2” wide, 4” deep. Weight 4'2 lbs. 4 compartments. 
Finish—gray hammerloid baked enamel. Secure rubber feet on bottom 
and back. Packed: 6 to a carton. 


ORDER A WALVERSON SPECIALTY SALES 
CARTON 2827 BELMONT AVE. 
TODAY CHICAGO 18, ILLINOIS 
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Joslin Eclipse 


PRECISION TIME STAMP 





FOUR STAR 

SUPERIORITY 

* 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


* Patented Universal 
Joint Absorbs Shock 


% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLIN wee. company 


MANISTEE MICHIGAN 








PRE-CUT 


STENCIL LIBRARY 


A New Service for 
PRINT-O-MATIC users 
and a new source 
of profit for you! 


Here’sa great new traffic-mak- 
ing and profit-making idea for 
you! And it’s a great service 
for your PRINT-O-MATIC 
customers. Sparkling, eye- 
catching designs and headlines 
arealready cut in the post card 
size stencils... means they can 
get professional results and 
save time. Library is a hand- 
some, self-selling, self-storing 
metal display unit with actual 
printed samples from which 
to choose. 


Write for details today. If 
you don't stock 
PRINT-O-MATIC— get the 
complete story on ovr 
amazing merchandise program. 


THE PRINT-O-MATIC cOo., Inc. 
Merchandise Mart - Chicago 54, Ill. 





















re (USE WITH THe 
MPSRINT-O-M4 Tie 
Pre-ryi Stenri] library 


Prery 
: mes 


POSTURE FINGER 
AND TIP 
COMFORT ADJUSTMENTS 


Quality 


Vy 


Beauty 


The World’s 
Favorite Posture Chair...Model 22A 


Pats.& Pats, Pend : 


Built by Cramer of Kansas City, of course 

















JOIN THE 
OPPORTUNITY 





Invest in 


U. S. 


SAVINGS 
BONDS 
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A FAST SELLING MODEL 
TWO POPULAR SIZES 


*3.95 


No. 203-1012” 
ball 


‘7.95 


No. 151—12” 
ball 





The 10'2” size fits well on a 
small table, desk or stand. 
The 12” model is ideal for 
full school-room size. 

The globe is colorful, beautiful and decorative. Bases are 
finished in beige and blue. Meridian ring is non-breakable 
die-cast metal, of decorative design, brass-finished. 

Send today for Catalog No. 61, showing 53 models priced 
from $3.45 to $104.50. 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. Indianapolis 7, Ind. 














PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 
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Tubular 


STEEL FOLDING 





Seamless tube construction with extta 
steel reinforcing bar within legs—Die-formed 

leg stretchers for extra strength and rigidity, Choice 
of large, curved plywood or steel seat for 

maximum comfort and correct posture, 


RU BGs I 


METAL PRODUCTS © GREEN BAY ¢ WISCONSIN 








oka Silo SMOKERS 


ASH TRAYS and COSTUMERS 


Open type Smokers with glass liners 
Snuffer type All-Metal Smokers 


Prompt Delivery assured through 
first quarter of 1951. 





See Them March 4-5-6 
BOOTH 143 


N.O.F.A. CONVENTION 
HOTEL STEVENS, CHICAGO 


NEW 320 SMOKER 


A Emptied and cleaned in 2 few 
seconds. To remove ash recep- 
tacle merely lift top ring. 











A Simple mechanism guaranteed for 
life of smoker. 

A Oversize receptacle—all metal— 
nothing to break. 

A Eliminates foul odors and fire 
hazards. 

A Heavily weighted base prevents 
tipping. 

A Four beautiful lasting finishes. 


Bright or Satin Chrome 
Duranite English Bronze 
Statuary Bronze Plated 
A Individually boxed, assembled 


ready for use. 


Write for complete catalog 





NO. 320 SMOKER 


LA SALLE PRODUCTS CO. 





2216 N. Clybourn Avenue Chicago 14, lil. 
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TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


BROWN 
GREEN 
MAROON 
BLACK 
GREY 


PROMPT 
SHIPMENTS 


tempered DUOLUX 
CLIPBOARDS 


FIVE SIZES 


No. 120—6"'x? 
No. 121—6!/2""xl 1 
No. 122—9''x12!/2 
No. 123—9''x!5!/." 
No. 124—9"'x!7 












) CIRCULAR—PRICES 
UPON REQUEST 














HARDBOARD FABRICATORS, INC. 


H ST * oe FOULS 7.. MO. 






59 BRAN 


VANGUARD $5steet 


TRANSFER CASES are available 


. . . good enough 
to serve as an 
active file. 












OUT- 
STANDING 
FEATURES 


1. Brass finish cardholder and handle. CC 

2. Four rollers for ease of operation. 

3. Index guide rod with brass knob. 

4. Positive and simple stacking provisions. 

5. Self-locking follower available. 

Available in both a beautiful Hammerloid 

Gray or Office Green oven baked finish. 
LETTER AND LEGAL SIZES 


¢ DBL. DR. CANCELLED CHECK SIZE 
¢ DBL. DR. TRUCK FREIGHT BILL SIZE 


VANGUARD 


ENGINEERING & MANUFACTURING CO. 


53 WEST JACKSON BLVD., CHICAGO, ILL. 





A Sturdy Recessed 
Base with Toe 


Clearance at Front 
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HERE'S Profit 


MASTER 


MADE 
CASTERS 


There is not the slightest 
doubt that 
Quality... 
efficiently to permit a 


FOR YOU... 


thru greater sales 
and better performance 
with 









here is 
produced 


lower cost to you and to 
your customer. Make sure, 
then, of complete satisfac- 
tion . . . keep your shelves 
well stocked—and your 
customers well supplied. 
ORDER NOW! For prompt 
delivery, send orders di- 
rect to factory. 


MASTER MANUFACTURING CO. 


1676 East 28th St. . Lorain, Ohio 






BOSTON Model 
KS 
Pencil Sharpener 

















All the famous BOSTON features in a completely 
all metal modern design 

Dial selector for 8 pencil sizes 

BOSTON twin milling 15 edge cutters 

All metal, nickel-plated receptacle 

Stream-lined, heavier stand for greater strength 












Write for Catalog 
C. HOWARD HUNT PEN CO., CAMDEN, N. J. 


Also manufacturers of Speedball! 
Pens and Products. . . 


~ QU 


PENCIL SHARPENERS 


Wr. Boston 
SpPrep CUTTER 


Says ‘Six Extra 
cutting edges 
make them last 

lenger’’ 


Backed by a Full Year's Gucrantee 


1951 
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DESK PADS DESK SETS ‘eke | 
.DS DESK SE a statement 
FEATURING ALL COLORS OF TOP GRAIN COWHIDE i 
LEATHER to match UPHOLSTERED FURNITURE of interest 
COMPLETE LINE OF FAST SELLING ITEMS from the 
at ooth 84 N.O.F.A. Convention Exhibit 





Matched Leather Desk Appointments, representing the finest in 
workmanship and materials, hand tooled in 24 Kt. GOLD. 





March 4-5-6, Hotel Stevens, Chicago, Illinois ; 
ILLUSTRATED IS NO. 1050 EXECUTIVE SERIES OPEN STOCK, ep af alf 0. 





| The office equipment industry will be interested 


to learn that the N. T. SHEPHERD CHAIR CO. will 
continue to play an active role in business seating. 
The new management keenly feels its obligation to 
maintain the high standard of quality for which the 
name SHEPHERD has been famous for so many years. 
From that point on, every sincere effort will be 


= 





made to enlarge service to the trade within the 
limitations of our present economic picture. 


See “4 at the - | = 
N. O. F. A. CONVENTION March 4-6 


DISPLAY BOOTH NO. 99 * STEVENS HOTEL 








° & 





A good opportunity to talk shop . . . Deliveries 
. . . Availability of steel . . . Prospects for future 
| maximum production . . . etc. 








WRITE FOR COMPLETE, ILLUSTRATED CATALOG. 


Alt Coalft Meaithinn Cs N. T. SHEPHERD CHAIR COMPANY 


EXECUTIVE & SALES OFFICE 
350 LIVINGSTON ST. . BROOKLYN 17, N. Y. 1912 Main Street . Melrose Park, Illinois 











GUIDES AND FOLDERS 

















US ee ime: eken @- 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offerin; 
our wares through the dealer exclusively. 


Write for our Illustrated Price Li 


Manufacture rs 


SUSPEND-O-FOLDERS e FILING SUPPLIES 
EN tise) Soi tele) Or Mid ti ha aem Scelet @iael- yk: 





ADVANCO ?p RODUGTS 334 N. Bell Ave. ines CHICAGO 12, ILL. 





, ; Henry Deutsch, Cox Lane, Route Milton Stone, 320 Broadway, Room 
Dn msion of Ad) ance ‘ le shor kb Co No. 5, Box 747, Dallas 9, Texas. 625, New York City, covering N. Y. 
‘ } Be weeny % 223 South 10th St., 

Harry Henkel, Assoc., a, Pa. 
148 West 24th Street, New York 11, N. Y. 439 Ellis St., San Francisco Jack Luke, 5240 Sheridan Rd., Chi- 

cago, til. 
Telephone CHelsea 3-1276 B. K. Mitchell, 120 North Gay Ave., Stan Molierstrom, 17 Malvern Ave., 
St. Louis, Mo. Richmond, Va. 
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_. the dealers’ 
SAFE LINE ~ 





IT'S HOMOGENIZED FOR YOU . 


CANODE 


SE SB SBS SEHR HES SS 


PREMIUM BLACK 
DUPLICATING INK 


NO OIL SEPARATION. 
CLEAR SHARP COPY. 
FAST DRYING OIL BASE. 
MINIMUM PENETRATION 
WILL NOT HARDEN PAD. 


WILL NOT INJURE ANY 
STENCILS. 


MINIMUM OFFSET. 


CANODE PREMUIM INK 
GUARANTEED AS ABOVE. 


Canode PRODUCTS 


MANUFACTURED BY 


HIGHEST QUALITY FAST 
DRYING OIL BASE INK. 
STANDARD SINCE 1936. 
THIS INK IS LABORATORY 
CONTROLLED. EVERY 
BATCH IS TESTED TO AS- 
SURE A UNIFORM AND 
CONSISTENT QUALITY. 
PREMIUM INK IS AVAIL- 
ABLE IN POUND OR ONE 
HALF POUND CON. 
TAINERS. 


WRITE FOR 
CATALOGUE 





INK SPECIALTIES CO. INC. 


523 N. HALSTED ST. 
THE ORIGINATORS OF HOMOGENIZED DUPLICATING INK 


CHICAGO 22, ILLINOIS 
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INCORPORATED - CHICAGO 
=” 


Manufacturers of Fine Upholstered Furniture 


oLurury - niles 


REPRESENTATIVES 
Marion V. Follin James H. Davison 
0. D. Mann Henry L. Guth 
Artbur R. Frey Home r Nix 


330 E. Ohio St. Chicago, Ill. 
NIEMANN—A Century of Fine Furniture 








s 

a 
SEAT MORE PEOPLE 
WITH MORE LEG ROOM! 


Automatic Lock Secures Legs 
in Place . . . Won't 
Collapse 


ia Lelia 3 
OF TOPS 


uw 


DEALERS 


PRODUCTS 


JIS 








¥ 








_~ererrererteTTT 


e999 9-444004 












OLDER ; 
UNDERWOOD ; 
Bail in writing position TYPEWRITERS , 


Installed in 5 minutes. All carriage lengths up to 18”. 
EVERY UNDERWOOD SHOULD HAVE ONE 
Install Modern Bails and you will sell more typewriters at 


better prices 
BAILS PRICED LOW—PROFITS GOOD 


WESTERN PATENT ACCESSORIES CO. 
6611 SUNSET BLVD. _LOS ANGELES 28, CALIF. 


ALSO DISTRIBUTED BY AMES SUPPLY COMPANY 


_eerrrertertTTTT 
6 999944444084 
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} i id 
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_Furlton MARKING DEVICES 


have the quality that 
builds repeat business 
Carry a full line of these deluxe items 
Prompt Shipment of 
Service and Fulton Daters 
and Numberers 
DeLuxe and Special Business Outfits 
Sign Making Kits 
New, Improved Dri-Kwik Stamp Pad 
and Ink 


Fulton Stamp Pads and Ink 
Special Rubber Stamp Inks 


Complete line of Crown Seif-inkers, Daters & Numberers 


Write for Cc atalog 


Equipment Co. 


Elizabeth 1, N. J. 


82 Fulton Street 











Uncle Sam Says 


JOIN TODAY [& 
Sx SECURITY |B 
TOMORROW : 



















If it's money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
‘*heebie-jeebies.’’ And—your money 
GROWS—SM for every $3 you im 
vest, im ten short years. 

U.S. Treasury Department 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip 


Greater 
Foot Space 











5 Colors 







EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets. Covers worn spots. Made of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 
Long Island, N. Y. © Chicago, Ill. * Louwrel, Miss. 





3500 OAKTON ST. = chicave Teiennone co 7-2800 SKOKIE, ILL. 





Visible Record-Control 
Filing Equipment 


All Metal 
Reconditioned 
Practically Brand New 


Standard Makes: Reming- 
ton Rand Kardex, Acme 
Insite Files, Ledger Trays, 
Tubular Index Systems 
and others. Various card 
sizes: 3°x5” and up to 
10°x15". Also, different 
drawer capacities. 

















Ledger Posting Trays 
All Metal 
Reconditioned Like New! 


Made by Library Bureau, 
Wilson-Jones, Tatum, etc. 
Various sizes and styles for 
all accounting purposes 
(Insulated and Regular). 











EST. 1876 CAnal 6-0350 
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the NEW, IMPROVED ‘“Cecaurest” 


Pat. Ne. 0144,677, ether Patents Pending 

















— . Raise the headpiece to any desired 





® PLANTS 

© OFFICES 

° Gnaeus. position . . . lt will automatically stay at 
e HOTELS that position . . . To release the ““Magic- 
© GAME ROOMS 

© DENS Hold,” raise the headpiece all the way. 
e NIGHT CLUBS “Ones 

> Saameenes it can then be lowered to the “‘flat’’ posi- 
® DOCTORS tion. Available in the finest plastic mate- 
e GYMS 


e institutions Tials in a wide variety of colors. Show 
Leisurest for extra sales!!! 


WRITE FOR OUR NEW 1951 CATALOG OF LEATHER FURNITURE 


‘& IMPERIAL <citeeF. i raitare Co - 





NE W 








Duty + Beauty — Neubauer Steel Shelving 


al ' 
Tr] e Greater Strength. 


4 @ Finest Baked Enamel! Finishes. 


The CLASSIC 


Series of Desk 
Name Plates, 
Plaques and 
Office Identi- 
fication Signs 


Largest assort- 
ment in the 











@ Complete Size Ranges. 








@ Most Modern Design. 





Unique (pat. pending) corner 


U. S. 7 | 

Plastic *Wainut « Bronze | post construction. 

Permanent and interchange pable name plates 
A customer comments: ‘‘Finally a plastic name ° ° 
plate of distinction reaches the market! | ; @ 30 day delivery on most items. 
ably the finest plexigias desk plate yet offers at execu 
tives.** ee stize bullgers tp any office. Exquisitely beautiful! Personalize j 
your employees. .. . hristmas gifts i . , 

BIG PROFIT LINE for dealers who display best sellers, Exc lent service Write today for Brochure and price list 

ma made t req t. « mor lis, 


Lucrative repeat business. Spec jalty te 











Write today for descriptive folder and order at least 3, 6 or 9 sample plates 


at half price. atl BAUr, 
PLASTIC AND WOOD PRODUCTS Co. wor Neubauer MANUFACTURING CO. 


18229 W. McNichols Rd. Detroit 19, Mich. 
(Name Plate Specialists Since 1942 








2019 CENTRAL wee ° ee eus 18, MINN. 
tablished 




















MARKILO™ 
CHILULOIO PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U. 8. A. 





DAYTON STENCIL 
WORKS CO. *oiic™ 














SURE TO SATISFY CASH REGISTER 
MASTER SPEED KEYS PARTS 


Springs instead of rubber 


4 a 


3 





> 


i 








Speed Keys save the operator from 
sore fingers and broken nails, increase 
machine speed and reduce fatigue. 











Typebars respond faster and easier and type impressions *N 
come out clearer, sharper and more uniform ia 
Thousands of sets in use with more being sold every day. WORLD WIDE SERVICE NIGHES QUALITY PRODUCTS 
Talk, show, and demonstrate these fine quality keys at every WRITE FOR OUR LATEST CATALOG 
opportunity. Get your share of this KEY business. 

Dealer discounts and sample key furnished on request INTERNATIONAL CASH REGISTER PARTS COMPANY 
SPEED KEY CORPORATION ¥8,.5,,0°" Over 2810 W. ADDISON ST CHICAGO 18, ILL = 
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This punch has a 3-INCH REACH 


For punching bonds and other documents, but useful for 
any long reach job. Supplied to punch Ye”, 3/16” or 4%” 
round holes, also assorted standard designs. Letters and 







figures made to order. 














J 


500 USED SAFES 


REFINISHED LIKE NEW 
LOW PRICES TO DEALERS! 

Resell and save customers up to 50°, on new prices. 
MOSLER, HERRING-HALL-MARVIN, REM-RAND, 
MEILINK, DIEBOLD, SCHWAB and others. 
LARGE STOCK OF BURGLAR-PROOF CHESTS 
IMMEDIATE DELIVERY! 


Send for price list with descriptions; 
also write and tell us your needs. 


EMPIRE SAFE COMPANY 


Wholesale Dep’‘t. 
245 CANAL ST., NEW YORK 13, N. Y. CAnal 6-2255 


Telephone or wire collect, ask for Monroe Krass 











OUR GRADUATE 
OFFICE MACHINE MECHANICS 


are thoroughly trained in the maintenance of 
all standard typewriters and adding machines. 
They are dependable, ambitious young men, 
skilled in their trade, who have chosen office 
machine repair as a career. Our courses are 
government approved for veteran or non- 
veteran training. 





Write for Full Information 
RICHARD J. ZAIDEN 


COMMERCIAL INSTITUTE 


2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. 


THE HOGGSON & PETTIS MFG. CO., 


Write for circulars and prices 


141T Brewery St., 








ASK FOR 
NO. 470 


Sidde 
TEA 


ay 





New Haven 7, Conn. 
















KING 
POSTURE CHAIRS 
The KING of All Posture Chairs 


Ki chairs are scientifically 
designed and engineered for 
true posture seati ey 


chairs feature instant 3-way 
finger-tip adjustment. = 
ultimate in luxurious com 
beauty and durability.) Mod- 
ern massive molded aluminum 
base, wide caster spread and 
optional backrest supports 
make them America's Best Buy! 
Tubular bases and several 
other models available. 


WRITE TODAY FOR OUR NEW 
MLLUSTRATED LITERATURE 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. © Pasadena 2, Calif. 






120-8 




















TYPE CLEANING MADE EASIER 


with the amazing 






CLEANS 
© Typewriters 
/s Billing Machines 
¢ Adding Machines 
¢ Addressing Plates 
* Marking Devices, etc. 
YRIGINAL PLASTIC TYPE CLEANER 


write to 


*NORTA 
Free sample n reavest 


NORTA DISTRIBUTING COMPANY 


3 Broodway, New York 10, N.Y 
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7 


manufacturers of 


Loose Leaf I, 


. better than ever tN 
lower prices! 


Loose Leaf for Every Commercial Use 














Only Ten Day Delivery on Special Sizes 


Write for circular 


ACE LOOSE LEAF 
BINDERY COMPANY 


45 S. WELLS ST., CHICAGO 6 


E 
R 
Ss 











Tae SBReRESRESERSESREER SSR EE A, en ne en en 





re SS SERERESSRSRERRERERERERESRERSRSEER EES 


Seegeeereereeeeee eee eee eee eee 


won eh ee SD Segeeeeeeeeeeeeeeeeeee 


PHOTO MAIL 


AT LOW PRICES TO 
STATIONERY DEALERS 


12 Sizes—May be assorted for quantity 
—substantial markup and bolted. 
WRITE FOR PRICE LIST 


PIERCE CO. 3705 NICOLLET AVE. 


MINNEAPOLIS 9, MINN. 














| SA ERS Se 








Bwegceeeeeaeeeee ‘ss Begeeeeaeeeeeeeeeeeeeeee 
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@ factory nepresentatiue 
metal 
business 
equipment 

JOHN H. KLEIN and ASSOCIATES 


2021 MAIN ST. 
DALLAS 1, TEXAS 
Phone PROSPECT 6633 














DIATE 


Write 
for 
Prices, 
Information 









All types of wood and steel folding, non 
folding chairs and folding tables in stock 
Save time! State type and quantity under 


consideration. 


ADIRONDACK CHAIR CO. 


Dept. 1, 1140 Broadway (Nr. 26th St.), N. Y. 1, N.Y 








ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
ms and Automatic Safety 
Brakes. 





Re 








Send for Folder 
and prices. 
a 








Manufactured by 


Library Style 


I. D. COTTERMAN 42% Sezevsed Are 


Straight Side Style 








Available in 3 sizes, accom 
modating ledger sheet widths 
from 6" to 15 Width ad 
justed by sliding outwards ex 
tenders holding hinged side 
rails Angles of front and 
back slope provide a perfect 
posting “V Specially de 
signed spacers prevent sheets 
from creeping. Both side rails 
can be dropped for offsetting. 


Light Weight—Quality Construction 


WRITE FOR LITERATURE 
& DEALERS’ DISCOUNTS 


INTASCO CORP. 


3021 W. CARROLL AVE. 
CHICAGO 12, ILL. 


Norfield POSTING TRAY 
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The Original 
SINGLE - FLUID 
ink Eradicator 


> @ INK-OUT contains no free acid, 


leaves no brown stains. 


tions quickly with one application. 
@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 


hands and clothing. 


MONTCLAIR. NEW JERSEY 


CARDINELL CORPORATION 








ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
@ Radio @ Appliance Stores 


Make Those Extra Commissions 









overs 
eae acizeo CHECK © 
PERSON NT SHEETS g0oKs 
ooKs STATEME POSTING pass 
savines na MACH UT RAPS 
LOAN PA PASSBOOKS eit RAPPERS 
COMMERCIAL CASES COIN MULED FORMS 
KET CHE s PEN s 
FOC ROOK ENVELOPE LEDGER cane 
PA VER 
Lies ime SA 
er 1T assBooKs o 
Peynea waccers 
t 


9 William OXLINE Yue. 


1270 Ontario Street Cleveland 13, Of 10 cnn 


FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 























THE Best ONLY 


e If you want the best in 
Business Card Stock and 
Cases, remember we are 
the originators of the Scored 
Card and have been supply- 
ing the trade since 1902. 





e@ Carried by the following pa- 
per merchants 


Detroit, Seaman-Patrick Paper 
New York City, Allan & Gray Co 
Pittsburgh, Chatfield & Woods Grand Rapids, Carpenter Paper 
Co Co 


Cincinnati, The Chatfield Pa- Houston, I S. Bosworth Co 
per Co Ine 


Samples on request. 


The John B. Wiggins Company 
634 S. Federal St. + Chicago 5, Ill. 
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Start lo build a — 


No. 1212 S); ie _No. 1212 
== = trie arc 





ae os 
5/38" 2 6 hie 


7 business wl th 


ACME 
wy * e Ca rds 


aot 7 nj Write an for Time 


on "| Card specimen sheet 
price list, and circular 

















otis tmene o Cn 








36 EAST 23rd STREET 
NEW YORK 10, N. Y. 


ACME PUBLISHING CO. 











Different? — Yes— but peas; te 
exactly alike in their tt att: 
dependence upon : 7 
BEACH’S goon. 
“COMMON SENSE” ONE 
EXPENSE BOOKS [3 . 


to keep track of their 
traveling expenses. 


“Beach Publishing Co. 


7338 Woodward Ave. 
Detroit 2, Mich. 














All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 


Quality at an ATTRACTIVE PRICE 
Write for Catalog 


STANDARD LOOSE LEAF & BINDERY CO. 


1717-19 S. HALSTED ST. « CHICAGO &, ILLINOIS 





















oO) THE DIXON FASTENER 


\ HAS A HOLE THROUGH ITS CENTER 


WITHOUT REMOVING FASTENER, SECTIONS 
IN OF SHEETS GO IN RING OR POST BINDER 


All bra [ eners give sheets 
meta protect P t the binder hole to 


stop tearing nd weor The thin, 
curved design ft is quantities of 
sheets intoct in 4 it of the binder 
Packaged 24 to envelope, 12 envel- 


opes to carton. Also 100 to box and 
12 boxes to the rton 


DEALER INQUIRIES INVITED 


Manufacturing Division 





DIXON RESEARCH, INC. 


ROCKFORD, ILLINOIS 


50 MILLION PEOPLE NEED 
JTSUER 


BALL POINT Durilium Tipped 


REFILL CARTRIDGES 
UNIVERSAL 
ONE TYPE REFILL 
Fits Over 100 Makes of 
Ball Point Pens 
e 187% more writing Guaranteed 
° Feather Touch Leak ree 
© Better Legibility im 


Check te Documents 
ORDER SAMPLE DISPLAY CARD 24 REFILLS FROM 
JOBBER ON APPROVAL OR DIRECT. 


Simple to instal. FISHER PEN COMPANY 


with each Refill. 757 Waveland Ave. . Chicago 13, Ill. 


























Over 2000 Dealers 
now sell it. Do you? 


The NEW 


Co RIGHT 


(line-by-line)} 
COPYHOLDER 
Major mechanical improve- 
ments. Office GRAY finish. 
Defense economy creating 
wide demand . . . from new 
users . . . and for replace- 
ments to speed up for defense. 


Copy Right Mfg. Corp. 
53 Park Place, Dept. D-3 
New York 7, N. Y. 


Canadian Agents 
UNDERWOOD Ltd. Toronto |. 














JOIN THE 
OPPORTUNITY 
ORIVE 
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PLAS-T-CAP 


AMERICA'S OUTSTANDING 
THUMB TACK VALUE 


TACK LIFTER om tvery Packact 
21 DECORATOR COLORS 


NO MORE BROKEN FINGER NAILS 
SAFE Pim WILL NOT PRESS THOU HEAD 


we ONE DOZEN PACKAGE 
FOUR DOZEN DISPLAY UNIT 
NATIONALLY ADVERTISED 
3 FAST SELLING STYLES 


ARGEST THUMB TACK MF 


SH ELTON CO. 
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We dont fool 


| when we too 
a 


aa SB 





Royal puts in extra time te bring you 





Steel furniture of superior design 


One ten thousandth of an inch can make a lot 
of difference. That’s why Royal’s expert de- 
signers and die-makers spend many extra hours 
fashioning the special tools it takes to bring you 
a better product. All their knowledge, their skill 
and their time is used with one object in mind: 
to make the most beautiful, most durable steel 
furniture in the world! For over 53 years, long 
use and abuse prove... 


Time hardly touches long-wearing Royal 
furniture because Royal takes the 
EXTRA time to bring you the very best! 


We could skimp on time what with defense 
orders piling up, and civilian demand greater 
than ever... but we never will! Whatever hap- 
pens, our careful “individualized assembly’”’ 

methods will continue . . . from drawing board 


244 















thru final inspection. After all, that’s what 
makes the big Quality Difference you’ve come 
to know as Royal. 


If you need metal furniture and cannot wait for 
Royal’s extended deliveries, may we suggest 
the lines of our worthy competitors. Many of 
them make products of good quality which we 
recommend. 


METAL FURNITURE SINCE '97 


ROYAL METAL MANUFACTURING CO. 


175J NORTH MICHIGAN AVENUE, CHICAGO 1 


New York + Los Angeles + Michigan City, Indiana 
Warren, Pennsylvania « Preston and Galt, Ontario 
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LH ed by 48 years of experience, Heyer 
_ engineers have conquered the challenge of producing 
the perfect post card printer. Our new Model 60 
gives you (1) perfect registration, (2) perfect 


printing — no spoilage by offset, and (3) a complete 
A COMPLETELY NEW portable “pris Wines. & geobege 


-| PORTABLE x= 


ane 
nay aie 







E23 
bat 4 fee BY REINECKE 


The perfect product deserves the best in styling. 
Hence, Heyer management secured the 

services of Reinecke and Associates, the nation's 
foremost industrial designers. The result — 

a design that is both functional and beautiful. 





| 
|| 

















MODEL 60 





.'e) PACKED IN COMBINATION 
STORAGE-CARRYING CASE 


(along with these initial supplies) 
4 Stencils, 2 tubes Black Ink, Ink 
Brush, Correction Fluid, Stylus, 
Writing Plate, Printing Base and 

Instruction Book. 


Complete Portable Printer 
te retail for only 































$0 EASY TO USE 
4. Messa s typed, hand- 
en or drawn on 
l, low cost stencil 
Squeeze tube of ink into 
ter for several 
| pressions. 
ely rock printer 
rd or paper, and 


» guide siocts 


PERFECT REGISTRATION — LOW COST STENCKLS—Strong 





a ped or my base with squeeze ink from tube into and durable—one of the 

" LoTs machine. Ink spreads evenly famous HEYER QUALITY stencil 
prmtnna  3 tye ne through perforated cylinder, lines. Perfect for typing or 
mer 8 ee rs ay rd saturating ink pad over which drawing ... easy to change 

sing penny post cards. tencil i cod. Ink - : 

ELIMINATES OPPSET, because stencil is placed. In brush on printer cylinder. 
cards are not normally stacked provided to speed up ink Can be cleaned and filed 
during printing process penetration when necessary. for re-runs. 


CORPORATION, 1852 S. Kostner Ave., Chicago 23, lil. 


Eastern Office Inter-Mountein Office Western Office Cenedien Distributors 
17 East 17th Street 1073 Madison Street 444 Market Street The Brown Brothers, Ltd. ‘ 
New York 11, .N. ¥. Denver 6, Colo, Sen Francisco 11, Calif, Montreal » TORONTO « Vancouver: _ 


. 


wR 


; 
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gives TYPING 


sheer beauty,too! 





CEP 


Your customer's letters, typed with 

Underwood Corporation NYLON RIBBONS, give them a 
clear-cut picture of superior performance 

Nylon—the wonder fabric—is being used for so many things 

that its use by Underwood Corporation for superior typewriter 
ribbons was inevitable. 

Whether your customers use standard or electric typewriters, they 
will appreciate the better-looking typing made possible by 
Underwood Corporation Nylon Ribbons. 


Typists will like them because their finished work is always 
crisp and neat. Every character is sharp and clear-cut. 
They produce better originals, and more copies can be made 


at one time . . . carbon copies are cleaner and sharper, too. 


It’s more economical to use Underwood Corporation Nylon 
Ribbons. They last longer .. . because they are strong and 
free of lint... insure better work at lower cost. Another 
worthwhile advantage is that fewer time-wasting changes are 
necessary with Underwood Corporation Nylon Ribbons. 


And to complement Nylon’s characteristics, Underwood has 
developed a new line of inks in all the necessary colors. 


Quick-drying and color-true, 
these new inks enhance 
even further the appearance 
of finished work. 


And all this improvement is 
what customers want. Because of 
its strength, wearing quality 

and flexibility, Nylon is 
especially suitable for typewriter 
ribbons. You'll find that an 
Underwood Corporation Nylon 
Ribbon helps typists turn out 
superior work a// of its long, 
long service life. 

Next time you're buying 
supplies, don’t fail to include 
Underwood Corporation Nylon 
Ribbons . . . and add satisfied 


customers to your profits. 


One Park Avenue 


erwood Corporation = 





